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You will be interested 
to know that— 

There are 186 different kinds 
and sizes of dies 
available to users of 
Beaver Models A and B 
Pipe and Bolt Machines! 
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Losking rthead 
Satisfying old customers is import- 
ant but getting new customers is 
the way to establish yourself for 
the competitive market of the 
future. That’s the way a West Coast 
salesman reasoned it and set to 
work to prove his theory. How he 
added 50 new customers is one of 
the articles in next month’s issue 
that you'll want to read. 


@.You'll also be interested to read 
a sales manager’s advice on guard- 
ing against a “no merchandise 
complex”. 

@ The Marketing Committee of the 
American Association is all set to 
present its second regional meet- 
ing. This time it will be in Boston 
and will be held in collaboration 
with the National Association. Your 
editors, of course, will be on hand 
to get the complete story for you 


and it will be included in the 
editorial content of next month’s 
issue. 

@ Do you have any ideas, gripes 
or whatnot that you'd like to pass 
along to others in the industry? 
You can do it in a “letter to the 
editor”. You'll find the department 
on page 129 of this issue and you 
can look for your letter next month 
if you'll sit down and write it NOW. 
Pick any subject you like. 
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NEW BUSINESS — REPEAT ORDERS 


for HOLO-KROME Authorized 
DISTRIBUTORS... ... 


Readers of January 1947 Industrial Publications 
will see this Holo-Krome story in their "most 
read" magazines. One more message in a long, 
consistent—month in and month out—promoiion 
plan to "Build sales for Holo-Krome Distributors." 





THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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HOLO-KROME /S SERVING ITS DISTRIBUTORS 






LINK-BELT COMPANY ; n] 
519 N. Holmes Ave., Indianapolis 6, Ind. ame 
















Please send me 


Roller Bearing 
Book No. 2095 


Ball Bearing 
Book No. 2094 








. Address ne > a 
City ——_____—. State ____—— 
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| .... these books will help you 
specify the right ball or 
| roller bearing. Ask for them. 








Book No. 2094 describes Link-Belt’s line of 
Ball-Bearing Pillow Blocks, Flange Units, 
Cartridge Units, Hanger Units, Take-up Units, 
and Complete Take-ups. Contains engineer- 
ing data, capacity and dimension tables. 








Manufactured by 


Book No. 2095 describes Link-Belt’s line of LINK-BELT COMPANY 
Roller Bearing Self-Aligning Pillow Blocks of 
the adapter and press-fit-on-shaft types. Book 
contains engineering selection data and capac- 
ity tables and dimensions. 


Chicago 9, Indianapolis 6, Philadelphia 40, 


Atlanta, Dailos 1, Minneapolis 5, San Fran- 
cisco 24, tos Angeles 33, Seattle 4, Toronto 8. 
Offices, Pactory Branch Stores and 
Distribytors in Principal Cities. 


ST ARS aR. oem 


cinenninsiistaientigliin 


look to LINK-BELT for bearing service 
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NEW AND BETTER WAYS 
OF POWER TRANSMISSION 





There are new ways to put more power on the 
job. Get the facts. Ask the Dodge Transmission- | 
eer to tell you about the latest developments by Dodge of Mishawaka. 
The Transmissioneer is your local Dodge distributor, listed in the classi- 
fied telephone directory under ‘Power Transmission Equipment.” 


DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 





An entirely new type of taper bushed sheave—the simplest, 
surest mechanism ever devised for holding wheels to shafts! 
No flange. No collar. No protruding parts. Mounts as a 
complete unit. Breaks all speed records in mounting and 
demounting—saves time and temper. 





No Toggles! Rugged, compact, easy to adjust. Another great 
achievement of Dodge Transmissioneering . . . designed to 
give outstanding flexibility and ease of control without 
any sacrifice of positive drive . . . and available at low cost! 
Sizes 2 H. P. to 20 H. P. at 100 R.P.M. 





pooce Aron Zoi! gearine 


Designed especially for exacting requirements of fan and 
blower service. Capillary bronze bushing has capacity 
of one-third its volume in oil. Reservoir and wick provide 
ample lubrication. Fully self-aligning. Neoprene oil resisting 
grommets available for noise isolation. 











Copyright, 1946, Dodge Mfg. Corp. 





IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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MORE MILWAUKEE IN SERVICE MEANS 


[ POWER DRIVEN WIRE BRUSHES | 


MORE SAVINGS FOR USERS 


Now is the time your customers are, more 
than ever before, seeking ways and means of 
cutting production costs. One way that will 








have demonstrated their ability to speed and 
smooth the flow of production . . . to produce 
economy ... to aid workers in getting highest 


give them immediate results in helping to quality results. 
combat costs is through the use of MIL- 
WAUKEE Power Driven Wire Brushes. 
These widely used TOOLS have proved 
their advantages on the toughest jobs. They 


Start now to do a bigger selling job of | 
MILWAUKEE quality. Get results that im- 
prove your standing with your customers and 
that do substantially better your earnings. 






























BRUSH TOOLS FOR 
TODAY'S PRODUCTION 


Power Driven Wire Wheel 
Brushes 

“Mono-Bilt”’ 

"Steel-Clad” 

“Dura-Bilt” 

*Di-Bilt”’ 

“Peerless” 

“Twis-Tult” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt” Wire Cup 
Brushes 

Fibre Wheel Brushes 
Wire Scratch Brushes 
Boiler & Furnace Brushes 
Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 
Push Brooms—wire and 
fibre 

Miscellaneous Maintenance 
Brushes 





THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWAUKEE wine wim —_ ¢ WIRE CUP meee: «saan SCRATCH BRUSHES 
The Key to Industrial Brush Problems 


_ FLUE BRUGHES 






FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES FOUNDRY BRUSHES 
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FOUR POINTER 
TO QUICK SALES 


ON WATSON-STILLMAN 
SOCKET WELDING FITTINGS 


QUICK When selling Watson-Stillman 
ASSEMBLY Forged Steel Fittings you can be 
certain of customer satisfaction 

because they are designed and 

EASY TO made to stand up under the 
WELD most difficult conditions. 
Whether the installation calls 








for resistance to vibration, high 


GOOD 
APPEARANCE 


temperature, resistance to cor- 
rosion or high pressure you can 
recommend Watson-Stillman 
UNRESTRICTED without hesitation. The Watson- 

FLOW Stillman line of Socket Welding 





Fittings is complete and includes 
90° Elbows, 45° Elbows, Tees, Crosses, Laterals, 
Couplings, Reducers, Plugs and Sleeves in sizes 
from Ye to 4” 1.P.S. They are available in Carbon 
Steel, Carbon Molybdenum Steel, Chromium Mo- 
lybdenum Steel and several types of Stainless Steel. | 
And, of course Watson-Stillman Forged Steel Fit- 
tings are sold only through Mill Supply Distributors. 


Sold Through Leading Distributors 


WATSON - 
STULMAN 


DISTRIBUTOR PRODUCTS DIVISION 



































Craft 
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As we start on our 101st year of making valves for industry, we feel 
that the past record of Powell Valves throughout 100 years of meeting 
every industrial flow control requirement as it has arisen constitutes 
a definite assurance of future verformance. 















So, whenever you need valves—for replacements or for new ‘installa- 
tions—consult Powell. If you have any flow control problems, Powell 
engineers will be glad to help you solve them. 


The Wm. Powell Co., Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 


Catalogs on request. Kindly state 
whether you are chiefly interested 
in Bronze, Iron, Cast Steel, or 
Corrosion-Resistant Valves. 
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Two ways to play safe 
when you buy Fluorescent Lamps 








state 
ested 
I or 





ONE WAY would be to own an assembly of 


seasoning racks like the one above, where you 





. ive sce é S rt rh gvoing- "eo Be: > , ‘ 
i could give fluorescent lamy sath prough going INSIST ON THE 36) MONOGRAM 
mor) over. Every General Electric fluorescent lamp 
‘ion on every fluorescent lamp you buy. The 


must pass a searching examination on racks 
. : name General Electric means not only 
like these. And that is only one of 480 tests e y 


t and inspections that maintain the uniformly YJ / quality today, but unending effort to give 


: , . . . you more value for your money* General 
high quality of General Electric fluorescent , J y* Genera 


, ; : Electric lamp research is constantly at work 
lamps. Obviously, even this one test is P eames’ J 


; i Sis to make General Electric Lamps ever better 
hardly practical for an individual lamp 


a : and to make them Stay Brighter Longer. 
user. But as millions of users know, playing : 6 6 
safe when you buy fluorescent lamps can be a 


very simple matter. All you have to do is. 


G-E LAMPS 





GENERAL Y ,ELECTRIC 
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You can move gaat \N ANY DIRECTION 
WITH WALKER-TURNER TOOLS 


Materials, design, markets and competition are on the move. It will require alert 
management and a flexible plant layout to survive with profit in the days to come. 
Walker-Turner Light Machine Tools provide both immediate and permanent flex- 
ibility—financially and physically. 


They represent the latest achievements in speed, ease of handling and safety and, 
because of their low cost, they write themselves off the books in a few months. 
When quick changes are necessary, you may choose from a wide range of speeds 
—and a variety of cutting tools. 


Walker-Turner Light Machine Tools have extreme flexibility of application. They 
may be operated as bench models, floor models—in groups or as special set-ups. 
Plan your operations to speed up production in many directions with Walker-Turner 
Machine Tools—and use the guidance of your nearest Walker-Turner distributor in 
helping you with the know-how. 


TUTING 
ARBOR SAW 
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THE CHOICE OF ‘‘CRITICAL’’ 
MANUFACTURERS.... 
x * 


Gealreovs 


HIGH SPEED STEEL 


TOOL 
O 


GORHAM STANDARD 


FOR THE COMMERCIAL 
FIELD 


GORHAM M-40-B 


FOR HEAVY CUTS IN HARD 
MATERIAL 


GORHAM GORMET 


FOR MORE ABRASIVE 
MATERIALS 












The day of haphazard selection and selling of 
products is gradually passing. Buyers are becoming increasingly more “‘critical” 
of what is offered to them. The distributor whe has selected GORHAM High Speed 
Steel Tool Bits to sell is way out in front for good business because GORHAM has 
proved to be a line for sound and sustained selling. The manufacturer who has 
intricate and difficult production work relies on GORHAM Products because of 
their well established reputation earned in industry. GORHAM Tool Bits meet the 
most exacting requirements of tough production jobs. Get the complete facts on 


this line and what it has to offer you in profitable business. Deliveries are prompt. 


“GORHAM TOOL CO.. 14400 WOODROW WILSON. DETROIT 5, MICHIGAN 
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FINANCING OFFICES 
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Write today for FREE 
as SSS booklet ! 


HERE'S THE 
LOW COST 
TO YOUR 
CUSTOMERS 


per $1,000 of financing 
12-Month Terms 
24-Month Terms 
36-Month Terms 


ONPANY 


= 80,000.000 


1 and Surplus 
vital Td teh 


Caf 
BALTIMORE : 











NO CREDIT RISK-NO COST- 
NO CONTINGENT LIABILITY 


Here is a plan that helps you close more sales of heavy 
machinery and ecuipment . . . by offering prospective 
buyers the convenience of liberal, low cost, Commercial 
Credit financing. 


Under our plan you get your full selling price in cash. 
We purchase your customer’s paper from you without 
recourse... and you are in no way liable if your customer 
fails to complete his payments under the financing agree- 
ment. 


Many buyers now are using this plan to pay for 
machinery and equipment . . . to a total of hundreds of 
thousands of dollars. Thousands have sent for and read 
the booklet shown at the left. Many of your customers 
know about this plan . . . from advertisements they have 
read in business magazines. 


Send for this booklet . . . and learn how our plan will 
work for you. Write to the nearest Commercial Credit 
office listed below for Booklet No. HI-1. 


COMMERCIAL FINANCING DIVISIONS: 
BALTIMORE, NEW YORK, CHICAGO, LOS ANGELES 


SAN FRANCISCO, PORTLAND, ORE. 


IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 
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PREFERRED 
FOR PROFIT 


---BY DISTRIBUTORS AND USERS 
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THOR PORTABLE ELECTRIC TOOLS enjoy the industry-wide acceptance that 
makes them a logical preferred line for profit minded distributors: 1. The Thor Line 
is complete. 2. Thor consistently leads in electric tool development to keep distribu- 
tors ahead of competition. 3. Thor’s powerful advertising speeds, sales to production 
and maintenance buyers throughout the nation—and world. 4, Every customer 
and prospect uses portable electric tools. 5. Thor’s selective sales policy assures 
profitable volume for distributors. Look ahead, get ahead—stay ahead with Thor! 
INDEPENDENT PNEUMATIC TOOL COMPANY 
600 W. Jackson Boulevard, Chicago 6, Illinois 


Birmingham Boston Buffalo Cincinnati Cleveland Denver Detroit Houston los Angeles Milwaukee New York 
Philadelphia Pittsburgh St. Lovis St. Paul Salt Lake City San Francisco Toronto, Canada London, England 


PORTABLE POWER 


8 @€@ &@@ € eee © @ 6.0 0686 6 6 
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PNEUMATIC TOOLS e UNIVERSAL AND HIGH FREQUENCY ELECTRIC TOOLS * MINING AND CONTRACTORS TOOLS 
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SN AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. se 
- HACK SAWS - BAND SAWS - GROUND FLAT STOCK - TOOL BITS es 
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Quick facts tell why | 
200 Ib. UNION BONNET BRONZE GATE VALVES 
perform better...last longer... 





WEDGES AND RENEWABLE NICKEL 
ALLOY SEATS. SIZES Vx" TO 2”. 
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powerful and 
more efficient 


This New DURO 10’ Tilting 
Arbor Saw has many 
new features and 


basic improvements 


A versatile low-cost machine for cutting 
metals, woods and plastics, with many ex- 
clusive advantages. Entire arbor and tilting 
mechanism suspended on rugged, extra- 
heavy precision machined trunnions. 

Has capacity up to 34%” depth of cut and 
a working surface 1080 square inches with 
regular extensions, or 1395 square inches 
with special extensions. Distance in front of 
blade is 145%", and from blade to rip fence 
with regular extension 17", or 25” with 
special extension providing greatest possi- 
ble utility. Cast iron table top is made of 
close grained and polished surface. Motor 
mounting is designed for most Standard 
Motors. Has improved guards and safety 
features as integral part of unit—also pat- 
ented accurate improved Rip Fence and 
Miter Gauge. 

Send for Catalog—for full details and 
prices on the DURO 10-inch Circular Saw. 
Also lists specifications and prices of com- 
plete line of DURO single and multi-spindle 
Drill Presses, Circular Saws, Jointers, Routers, 
Shapers, Grinders, Lathes, Scroll Saws, Flex- 
ible Shaft Units and Portable Electric Drills. 





DURO !OOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO.., 


ALSO MAKERS OF DURO HAND TOOLS 















2656 N. KILDARE AVE., CHICAGO 39, ILL. 





Sef SAT TI 
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8-POINT BLUEPRINT 
FOR SALES SUCCESS 


Goodyear Industrial Rubber Products 


. Reputation of the greatest name 


in rubber 


, Proved quality thot brings re- 


peot business 


Aggressive notional advertising 
thot boosts distributors, too 
Liberal franchise thot creates 


profit opportunities 


5. Technical sales assistance of the 


G.T.M.— Goodyear Technical 
Man 


. Hard-hitting, business-getting di- 


rect mail campaign 


. Leadership in new-product devel- 


opments pioneered by Goodyear 
Research Laboratory 


. Substontiol profit margin on 


each sale 


GOOD*YEAR 


THE GREATEST NAME IN RUBBER 
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Distributors everywhere are 
agreed—the new Goodyear direct 
mail campaign is a winner. And 
it’s only one of the eight sales- 
making advantages that come 
with a Goodyear franchise. These 
advantages are the reasons why. 
year after year, Goodyear In- 
dustrial Rubber Products rank 
among the topthree profit-makers 
— according to carefully kept rec- 
ords of leading distributors. If 
your franchise isn’t giving you 
all these helps, why not see if 
there’s a Goodyear distributor- 
ship open in your territory? 
Write: Goodyear, Akron 16, Ohio 
or Los Angeles 54, California. 


































20 





Compressed air properly controlled offers man- 
ufacturers a modern means for increasing output 
at a lower maintenance cost. Many mechanical 
operations can be accomplished more efficiently 
by this modern power Schrader Cylinders will 
perform any Push, Pull or Reciprocating Motion 
and in any sequence in conjunction with Schrader 
operating valves Where manual operation is re- 
quired, Schrader controls create Tip Toe Action 
and Finge: Tip Control and eliminate fatigue, per- 
mitting continuous production flow withouteffort. 

Safety can be added to most any type of 
machine with Schrader Cylinders and Valves 


SCHRADER AIR CONTROL PRODUCTS 
REDUCE ACCIDENTS...INCREASE PRODUCTION 


Air Control Products for Every Purpose 
@. Air-Timing Pilot Valves 
b. Three Way Operating Valves 
¢. Quick-Acting Air Line Couplers 
d. *Tuck-Away” Hose Reels 
e. Hevi-Duty Blow Guns — Adjustable Noses 


properly aligned. Schrader Engineers will show 
you how—Thus a common cause of production 
delays can be eliminated and costly man hours 
lost to hospitalization can be prevented. 

A few of the basic Schrader air control products 
are shown at the right. These are quickly put in 
use On any air system. They save air, save man- 
power and offer the most efficient means to in- 
crease production. 

Schrader Products are packaged and stocked 
in a wide range of sizes to meet your individual 
needs. Write today to Dept. 5M specifying the 
Schrader products in which you are interested. 


*T.mM REG. U S. PAT. OFF 


Air Valves 2,3,4-way * Air Operated Machine Controls « Air 
Operated Safety Controls * Quick Acting Couplers * Blow Guns 
Air Ejection Sets + Hydraulic Gauges « Air Pressure Regulators 







Schrader 


CONTROLS THE AIR 
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- Wr most everything sold out months and years | 
TURNS HEAVIER LOADS in advance, isn’t it refreshing to find some products | 
: you can get and deliver to hungry Buyers? 

That's the way it is with IDEAL Live Centers for 

Lathes, and the other IDEAL Products listed below. 

We have them in stock for prompt shipment— first 

SAVES MAN HOURS come, first served. 

Years of IDEAL promotional work has created a 

great demand for Live Centers—because Machine 

Shops have learned about the great increase 

in machine output per hour which Live Centers 


cuts make possible. 


CENTER COSTS HERE’S A SALES TALK YOU CAN GIVE 
TO PROSPECTIVE CUSTOMERS 


IDEAL LIVE CENTERS 


@ Make possible deeper cuts and faster turning speeds 
@ Prevent Center Overheating and possibly burning of work 
@ Speeds up machine production per hour 


FOUR INTERCHANGEABLE INSERTS—for the ma- 
jority of jobs the IDEAL ‘‘Multi-Duty’’ Live Center is 
preferred, with its four interchangeable inserts for 
all centered and uncentered work. Sizes up to 5 
Morse Taper. 

IDEAL ‘Heavy-Duty’ Live Center handles up to 
9,000 lbs. radial load—13,250 lbs. thrust load at 
100 R.P.M. Eccentricity tolerance is .0000 to .0005”, 
assuring continuous accuracy. Sizes 4, 5, 6, 7, 
Morse Taper. 

STOCK THESE IDEAL PRODUCTS—IMMEDIATE DELIVERY 


Live Centers Tachometers Dust Collector 
Metal Etchers Lathe Chucks Grinding Wheel Dresser 


IDEAL INDUSTRIES, Inc. 


Successor to Ideal Commutator Dresser Co. 
1000 PARK AVENUE SYCAMORE, ILLINOIS 


Distributed Through 


AMERICA’S LEADING 
WHOLESALERS 
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Style No. 303 





R/M HIGH TEMPERATURE VALVE STEM PACKING 


Here is o typical example of the way in which all R/M packings are designed to 
meet specific conditions. This packing was created to furnish a tight seal around 
valve stems and in expansion joints handling super-heated steam or hot gases 

at temperatures up to 900°F. 

It is manufactured by braiding a jacket of Monel wire and pure asbestos yarns 

over a soft graphite core. The jacket contains a binder that resists high temperature, 
and the exterior is coated with flake graphite. The graphite core is not affected 


by heat and allows the packing to change cross section when gland pressure is applied. 


For all industrial applications . . . for refineries, chemical plants, food plants, 


distilleries, breweries, dairies, power plants, sewage plants . . . you can offer your 


customers a full line of specially engineered packings. 





ASBESTOS TEXTILE AND PACKING DIVISION 


RAYBESTOS-MANHATTAN, INC. 


* Passaic, N. J. 





Manheim, Pa. ° Bridgeport, Conn. °* North Charleston, S. C. 


It’s “Packed with Satisfaction’’ when you use R/M 
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Both standard types of belt lac- 
ing, each in all sizes, assure the 
best possible belt lacing for 
every flat power transmission 
and conveyor belt applications. 

NS felalelelaelb4-Molsmyict-iie lal Mlle, 
Wiregrip for extra strength, 
maximum flexibility, safe 
handling and easy application 


and long life. 


t 
U 


SU 


Flexible Belt Lacing 


Paul 


LEXGRI 


Round Belt Couplings 


2 types for round betts — 
FLEXGRIP Round Selt 
Couplings ord SUREGRIP 
Round Be! Hooks. 

Belt Cutters, Lacers, Lac- 
ia. Machines, and STEEL- 
GRIP and CHAINGRIP 
Wheel Pullers. 


Write for Catalog 


ARMSTRONG-BRAY & co. 


"The Belt Lacing People’ 
Ler -V CTO MK Te) S.A. 
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Now... Finer because they're 





IMPERIAL TUBE FITTINGS 





FORGED FITTINGS ARE STRONGER 


Brass forgings are over 80% 
stronger than brass castings — that’s 
why forged fittings will withstand 
higher pressures. 


FORGED FITTINGS ARE TOUGHER 


Forged fittings stand up better un- 
der hard knocks, mechanical shock, 
and vibration because forging concen- 
trates fiber-like flow line structure of 
metal at points of stress. 





The extremely close-grained struc- 


ture of forgings assures against blow 
holes or other concealed defects and 
against seepage of even hard-to-hold 


FORGED FITTINGS ARE MORE UNIFORM 


Dimensions of forgings are held 
within extremely close limits — far 
closer limits than are possible in the 
case of castings. This makes fittings 


DRYSEAL PIPE THREADS 
Full length SAE Dryseal .Pipe 
Threads are being incorporated on 
pipe thread ends. These threads make 
tight joints without pipe dope; are 





materials. easier to install. 





longer on sizes 14" and over. 








MPERIAL announces new, finer tube fittings for connecting 
I copper, steel, aluminum and other thin-wall metal tubing. 
These new fittings have forgings instead of castings on standard 
elbow and tee bodies and SAE Dryseal Pipe Threads on pipe con- 
nections. 


The superiority of forged brass fittings has long been recog- 


nized. They have been used for hard-to-hold liquids and gases, 
as in refrigeration, and for work where high pressures are in- 
volved. Now, for the first time these better fittings are made 
available for general industrial applications. 

It will pay you to point out the advantages of these fittings 


to your customers, Write for Bulletin 349. 


THE IMPERIAL BRASS MFG. CO. 


511 S. Racine Ave. 


@ Elbow and tee bodies on Compres- 
sion, Flared, Hi-Duty, Flex and In- 
verted Flared Tube Fittings are being 
converted to forgings. Straight fittings 
made from brass rod. 


Compression, Flared, Inverted Flared, Hi-Duty, and Flex Tube Fittings 


@ Shut-off Valves 


Chicago 7, Ill. 


@ Needle Valves @ Fuel Strainers @ Tube Working Tools 
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ets the pace in valves 


T PAYS to team up with a ‘‘go-getter”’! Alert distributors 
find that OIC is on its toes with a complete line of valves 
of outstanding modern design. And OIC is going to town 
with plenty of advertising ‘“‘push’’ behind its products and 
its distributors. 
Another reason for the swing to the OIC Franchise is be- 
cause it’s SELECTIVE. When you sell OIC valves, you have 
your field to yourself. You can build your valve business 
...and keep it! ° 


TO GROW IN THE VALVE FIELD - - GO WITH OIC! 
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YOU CAN *‘‘GO TO TOWN’”’ 
WITH THE MODERN 
OIC VALVE LINE 


In addition to its popular bronze and iron 
valves, OIC offers distributors a line of steel 
valves that are “tops” in design. Progressive 
OIC engineers have incorporated many 
important extra-value features into their 
advanced design. 

For example, all OIC steel valves rated at 
300-lbs. and above have pressure parts cast 
from carbon molybdenum steel! Body and 
bonnet walls, yoke arms and bolting are 
extra strong too. Gate valves feature heavy 
I-beam wedges and barrel-type seat rings. 
Globes and angles have large port area and 
unobstructed flow at the diaphragm. Check 
valves provide clear-way flow. OIC stuffing 
boxes are extra-deep with a special con- 
densing chamber below the packing. And 
the new, patented gland and gland- flange 
unit that facilitates repacking is exclusive 
with OIC. No wonder OIC distributors are 
stepping out ahead of competition 
stepping up their sales! 


—P. 


STEEL «+ IRON + BRONZE 








New Adants on the value business The Ohio Injector Co., Dept. YY-10, Wadsworth, Ohio 
What opportunities lie ahead for | I'd like your representative to show me the new OIC sound 
oe slidefilm. 
alert valve distributors? How can | *'°"™ 
~ you best take advantage of them? | Name Position 
~— That's the important story drama- _—— 
tized for you in a new sound slide- 
film produced by OIC, pace-setter in valves. Don't miss | Address 
it! Just mail the coupon for a private showing. | City State 
| 


0-1146.11 
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Rust-Oleum fills the nation-wide need for positive 
protection against rust from steel stacks to boiler 
fronts, indoors or out, every factory, shop and office building is a 
customer or prospect. 

Now consistent monthly advertising in leading industrial pub- 
lications tells Rust-Oleum’s powerful metal protection story . . . for 
maintenance work and product applications. More than 1,000,000 
prospects and users will see Rust-Oleum’s advertising again and 
again during 1947. 

A proved product—Rust-Oleum is a top-profit item for distribu- 
tors. It is easy to sell. Salesmen require no complex technical 
knowledge. Repeat orders are constant. Cataloging is easy— pricing 
simple. Selective distribution assures rapid, profitable turnover on 
minimum inventory. A distributorship may be open in the area 
you serve. Get all the facts about Rust-Oleum NOW. Be ready for 
Spring buying volume. . . Write for full details today! 








FULL SELECTION OF COLORS (2ais OAKTON STREET _ as “EVANSTON, Ik ILLINOIS 


FE Ee eT ea LITT 
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In over 30 years’ experience manufacturing 
belt lacing equipment exclusively, Clipper 


r li No. Port- 
has developed the world’s finest belt hooks. Crem om dl ort 


These are made of the highest quality belt pr 2 gfe ge mg 


hook wire. Hooks hold with firm, sure grip— 
give longer satisfactory service. When these 
top quality hooks are applied with a modern 
belt lacer such as the Clipper No. 9 Portable, 
you have the right combination—one which 
saves money for your customers— 
BUILDS REPEAT SALES! 


Designed to Meet Present Day Production Demands 


sctesiinaaieeai > 
The Clipper No. 9 Portable Lacer develops pressures up to 16 
tons. With such pressure, hooks can be embedded flush with 
the surface of any kind of belt, and points clinched. 


The scientific action of the jaws forms a perfect line of well 
rounded loops permitting the use of maximum diameter 
Lubrihide Pin, also providing equal distribution of pulling Scientific action of jaws forms 


strain on every hook. A belt joint so made will outlast by two 
to three times one made with an old-style portable lacer. RRR eR. AEE 


CLIPPER BELT LACER COMPANY, Grand Rapids 2, Michigan a perfect loop for connecting pins 


a Cpe ee ww. 
2 ‘ T 


oS 


‘BELT LACINSG ‘ane EQUIPMEN 
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Sell easy clean pipe 
cutting ... with this 
efficiency- balanced 


RikaiIib 


PIPE | 
CUTTER 


Almost automatic 
speed and ease of 
pipe threading... 


RIFEEID _ 
No. 65R ZY 



































@ Top speed in threading 1" to 2” @ Nothing short of a motorized ma- 
pipe — and least monkey business _ chine provides as quick pipe cutting 
getting ready —that’s the self- _ with as little work as this improved 
contained No.65R, widely popular !@aib. It “feels” efficient when you 
Extra convenience everywhere. Workholder gauge- pick it up. Its new balanced malle- 
. it stands up! stnbitenns tebtendiy toulee~eoly able frame and thin-blade tool-steel 
wheel assure true cuts, almost burr- 

free — and fast — with surprisingly 
small muscular effort. Five factory- 


1 screw to tighten on pipe, no bushings to bother 
with. High-speed steel chasers set to size in 10 sec- 
onds, cut smooth perfect threads as if steel pipe 


tested sizes meet needs to 6" pipe. 4-wheel ’ 

were made of lead. Your customers want this dur- _.. It pays you to sell this super- “¥##ers to 4"for 
; é : ‘ fast quarter- 
able all-steel-and-malleable No. 65R. efficient Rimatp Pipe Cutter. turn cutting. 





Millions of RITID 


Tools in use 


* The Ridge Tool Company & 
: El ia, io, U.S. A. 
WORK-SAVER PIPE TOOLS ‘ix hiUsa fF 


a ee ee . ax. FMR oe Soe > 
ee Pail 
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F YOU AREN'T, we can supply the answer. An Allis-Chalmers welding 
franchise insures complete-line-coverage . . . you can sell your cus- 
tomers all that they need, Customers will like the convenience of buying 
from a single source . . . and they'll like the complete A-C welding line. 
HELMETS . .. available in various styles and all sizes with filter lens 
and glass cover included, Easily adjusted into welding position. 
ELECTRODES .. . no more ordering confusion . . . order by American 
Welding Society numbers, Five types: mild and alloy steel, stainless 
steel, cast iron machinable, hard surfacing and manganese. 
ELECTRODE HOLDERS .. . both jaw and screw types, heavily insu- 
lated for safe, cool operation. Sizes: 200, 300, 400, 500 amp. 
WELDING LENS... meets all protective requirements, Eliminates 
glare, gives protection from infra-red and ultra-violet radiation. 
WELDING CABLE... fine strands of copper wire with outer cover 
of live rubber, water and oil resistant. Sizes for all requirements. 
ACCESSORY KITS . . contain all equipment needed to operate welder. 
ALLIS-CHALMERS, MILWAUKEE 1, WISCONSIN A 2149 
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Are You Getting 
Your Share ? 





ALLIS-CHALMERS 
Welding Accessories 








eG 

1847. W947 

A CENTURY | } 

OF SERVICE | 
to Industry 


" THAT MADE J 
» America Great;/ 


ote 
\ 


SEEN 
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CARBIDE AT ITS 
BEST en ee oe ee) 









GET MAXIMUM 
CARBIDE EFFICIENCY 


wit SUPE R33" TOOL 


Replaceable Carbide Bit is held without strain of any sort, 
permitting it to really go to work—with results never before 
obtained. 







You get longer life . . . more work . .. much greater resistance 
to chipping, cracking, checking . . . no loss of efficiency 
after re-grinds . . . less than half the loss of Carbide when 
re-sharpening . . . lower grinding wheel costs, etc. 


You are losing money every day you run without this tool. 
Write for particulars, or call our local representative. 


Carbide “Tipped “Jools 


For Turning © Facing © Reaming © Spotfacing © Forming 
Wear Parts © Boring © Milling © Drilling @ Counterboring 
Shaving Centers © Grinder Rests © Special Purposes 


























Carbide Tipped Tools 


21650 Hoover Road, Detroit 13, Michigan 
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IF YOU SELL TO USERS OF CARBIDE TOOLS... 















THIS SHARPENING “TEAM” 


iS 
indestructible 


Diamond Wheel 


ere 


amply-Powered 
Uichenan-fleven 
Bench Grinding and 
Lapping Machine 



















FOR YOU / 





Designed especially for make a natural and profitable comple- 
sharpening single-point carbide tools, ment to your tool line. Note how the 
the Wickman-Neven steel-bonded dia- following practical features fit the needs 
mond wheel and bench grinder will of your customers: 


@ THE WHEEL is made by an exclusive process, with the diamonds bonded by STEEL. 
Thus this wheel is practically indestructible; cannot be damaged even by accidental 
ramming with a sharp-pointed carbide tool; outlasts several ordinary diamond wheels. 


@ THE BENCH GRINDER has a special 
1 h.p. motor which permits unlimited fre- 
quency of spindle reversal and provides 
the power needed for full use of the dia- 
mond wheel. A coolant pump is furnished, 
with reservoir in base of machine. The 
table is quickly set at any angle from 5 
above horizontal to 15° below; and the -gyantoges 
full-circumference wheel guard can be. one all other 
swiveled for right- or left-hand grinding. 4 particles 
There’s no engineering needed to sell 
this equipment—an_ illustrated bulletin 
tells the story—and it’s compact; easy to 
stock and handle. Write today for full 


details, including sales territories still open. 


* 
TORT 15533 WOODROW WILSON AVE., DETROIT 3, MICH. 


A. C. Wickman (Canada), [td.. P. O. Box 9, Station N iter aclah acm @laliclal. 
CORPORATION 
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“el [SUPER SERVICE 
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YES, NAPOLEON— 
HARD-HITTING CONSUMER 
ADS, DIRECT MAIL, portant 
STREAMERS, ETC. 
BOOST JOBBER SALES! © 
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Here's why the American Speed-Jack, 
a new compact variable-speed drive, 
: means increased sales and larger profits 
fi to distributors: 


1. INCREASES PRODUCTION—The case his- 
tory illustrated on the right was sent in by 
the Plant Superintendent responsible for 
the operation of a Platen Grinder. It shows 
how the installation of an American Speed- 
Jack Drive increased production 50% and 
cut manufacturing costs in half because 
of stepless control of speed through a 
ratio of 3 to l. 


2. INCREASES MACHINE FLEXIBILITY — American 
Speed-Jack Drives can be easily and quick- 
ly installed on any machine requiring up 
to 1 H.P. New and otherwise impossible 
jobs are made easy for machines whose 
applications have been limited by single 
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: 
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( or multiple fixed-speed drive. 

3. MOUNTS IN ANY POSITION—Speed-Jack 
Drives can be mounted horizontally, ver- 5. BUILT TO LAST—Sturdy construction, plas- 
tically or at any angle. Flange movement is con- tic flanges with steel-reinforced faces plus 
trolled mechanically—not by uncertain belt pull lubricated-for-life ball bearings mounted in 
or slack. Ratio creep is eliminated and belt life is a dust-proof hub add up to long life, effi- 
increased through constant belt alignment. cient service. 
4. ADAPTABLE TO REMOTE CONTROL— Where the We've reserved a Speed-Jack Drives Bulletin 
machine set-yp requires mounting the unit in a for you which contains con- 
‘hard-to-get-at position, speed changes may be struction details, dimensions 
controlled through the use of a compact flexible and suggested applications 
shaft. This facilitates panel mounting of the con- for this new variable-speed 
trol when a centralized control panel is desired. transmission. Send for it today! 





4252 WISSAHICKON AVE., PHILADELPHIA 29, PA. 


FLAT BELT 


SPEED REDUCTION 
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— fingertip control 
—no hand pumping 


Now you can get a press that 
completely eliminates hand- 
pumping. The new Dake Elec- 
draulic Press provides up to 75 
tons from a motor-driven pressure 
source. And any pressure can be 
repeated, held, or changed—with- 
out stopping the motor. 


This press is ideal for produc- 
tion, assembling, and straighten- 
ing operations, as well as general 
maintenance work. Pressures are 
set or released from simple con- 
trols at the front of the press. A 
gauge at eye level speeds opera- 
tion, and a special safety valve 
prevents overload. 


Like all Dake hydraulic presses, 
this one has a rigid frame and 
movable workhead. It is available 
in either a 50- or 75-ton capacity. 


For information about this or 
the smaller presses which make up 
the complete Dake line, mail the 
coupon below. 


ee of the latest Dake Arbor Press Catalog. 
Please m a 
Title__—_— 
ee, 2 sane D A KF 
Company << oe 
7 a aaa 


GRAND HAVER, MICHIGAN 
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AFTER 8 MONTHS’ SERVICE 


on wood, concrete, stone... 









Sosa 


This brush, bristled with Du Pont nylon, tested by Cleve- 
land Traction Co., is still in perfect condition! ‘‘Outstanding 
performance” was the report from the user, 


Test after test proves 
—the best paintbrush 
bristles are made of 


DuPont NYLON 





Test after test after test proves the 
superiority of brushes bristled with 
Du Pont NYLON over brushes 
made with old-style animal- 
bristles. These modern brushes 


KNOW THESE 5 FACTS ABOUT 
NYLON-BRISTLED PAINTBRUSHES 


1. You can break them in with ease. 


2. You'll find they paint quickly and 
easily. 


3. You'll find they give top-notch 
results, 


4. You'll find they last far longer than 
any animal-bristled brushes. 


5. You'll be surprised at the money 
they save. 





BRUSH No. 1 


BETTER BRUSHES AT LESS COST! 


AFTER 5 MONTHS’ SERVICE 


on all types of paint jobs... 


undercoating.”” 





cost no more, yet they last 3 to 5 
times longer...thus bring major 
savings. They have every good 
quality you want in a brush.AND 
they need little breaking in. 

BUT DON’T be confused. Nylon 
is no substitute ...and_ there’s 
no substitute for nylon! See your 
dealer, now. Have him reserve a 


QU POND : 


REG. U. §. PAT. OFF 


DU PONT NYLON BRISTLES 


BETTER THINGS FOR BETTER LIVING 
--- THROUGH CHEMISTRY 
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This brush, bristled with Du Pont nylon, tested by C & O Rail- 
road, is almost as good as new! “Especially satisfactory for 


AFTER 4 MONTHS’ SERVICE 


on rough concrete and doors... 


This nylon-bristled brush, tested by British Brush Mfrs. Assn. 
of London, ‘“‘remained in excellent condition, still capable of 
a great volume of high-class work.” 

























BRUSH No. 2 


BRUSH No. 3 


nylon-bristled brush for you. Try 
it yourself and you'll agree: the 
best paintbrush bristles are made of 
Du Pont NYLON! Nylon brushes 
are made by your regular brush 
manufacturer. E. I. du Pont de 
Nemours & Co. (Inc.), Plastic 
Department, Room 311, Arling 
ton, N. J. 


jler 
Bole tye" 





MANUFACTURED BY 


EVERLASTING VALVE CO. 
49 Fisk Street 
Jersey City 5, N. J. 


Mr. Distributor: 
there’s a good profit for you 
in EVERLASTING VALVES! 


That's largely because of their long and nation-wide acceptance 
by industry. And that, in turn, is due to their fine performance and 
service records in a great diversity of applications. On top of that, 
EVERLASTING Valves are now nationally advertised with full- 
page ads—to better help your sales! 


Because EVERLASTING Valves never let users down in service 
value, they never let distributors down in sales value. When you 
stock the EVERLASTING line — it includes valves for general serv- 
ice and boiler-room requirements — you are in a position to supply 
something on which plant engineers and maintenance men are 
already sold ... but good/ And you'll find EVERLASTING’s 40 
years of experience and prestige in the valve field a good builder 
of customer confidence in your own service. 


If you are interested in steady turnover at Good Profit, send for 
supplies of bulletins covering the EVERLASTING line of valves — 
and distribute our literature to your customers. You'll never put a 
postage stamp to better use — nor find a better time than now to 
use it! 


EV-216 
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It’s not new with SPARTAN 


Selling Through and Buying From 
Your Industrial Distributors... 


Recently a lot has been said about Distributor 
Co-operation, urging the “Buy From Your Dis- 
tributor” idea etc. We are all for it. We buy 
from our local Distributors every day. we always 
have! We also sell thru Distributors Exclusively. 


READ THE SPARTAN POLICY 


1 Sold only through Distributors 
2 Full protection to Stocking Distributors « 


3 Full co-operation from the Spartan Sales Force 

) who are working with and for Distributors at 
all times 

4 Catalogues and Sales Literature bearing Dis- 

1 tributor’s name if desired 

5 Planned Advertising constantly reaching your 
customers and prospects 

6 A plant fully equipped with modern machin- 
ery producing by SPARTANIZE methods 
blades second to none 


7 Backed by acceptance from Coasi to Coast 











SPARTAN SAW WORKS, INC. SPRINGFIELD 7, MASS. 





SO MUCH SAWING AT SO LITTLE COST 
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INCOLN Flex-O-Matic Air Couplers and °° 
Nipples are designed to assure more 
efficient use of compressed air with greater 
ease and speed of operation. Connected by a 
straight push, the coupler locks firmly in 
place regardless of air pressure and cannot 
be disconnected accidentally. Hose is pre- 
vented from kinking by the smooth swivel 
action of coupler on nipple. For greater 
savings in time, effort and air, see that your 
customers standardize on Lincoln Flex-O- 
Matic Volume Air Couplers and Nipples. 
They are available in three sizes, /2'’, %” -*; 
and %" pipe thread. ; 
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LINCOLN ENGINEERING CO., ST. LOUIS 20, MISSOURI 
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3-Way savings 
yith I tool 


























THE R AND L 
TURNING TOOL 


gives your customers 
a proved means of 
reducing production 
costs 


Here is the tool to sell because it is the tool of proved three- 
way savings ... in first cost, time and maintenance. Now is the 
opportune time to sell it because shops everywhere are looking 
for every practical and economical means of offsetting high 
production costs. With the R and L TURNING TOOL you 
have something your customers will welcome because it satisfies 
a long-felt need and will perform many time- and money-saving 
operations at an investment of only a fraction of that necessary 
for single purpose tools to do the same work. 


By equipping your customers’ turret lathes and screw machines 


with R and L TOOL HOLDERS you can sell them production 
speed-up, ability to “double up” on many operations, give them 


Other Profit-Earning Tools to Sell 


Easy to Demonstrate... Easy to Sell 





14 tools for 
the price of 1 


























Featuring: 


. . « extra tough, heat treated 
alloy steel construction. 


; essential parts ground to 
extreme accuracy. 


aa diamond hard carbide back 
rests or burnishers. 


ooo precise adjustment of both 
cutting tool and pressure of burnish- 
ers. 


A long wearing tool bits be- 
cause ground on only top side or 
end. 


‘ ability to turn two 
diameters to any length, possible 
through longitudinal adjustment. 


a tool that will rough, finish, turn two diameters, chamfer, 
center or burnish. In effect, you sell 14 tools in one. And in 
addition to all this, you offer a tool that can be changed from 
right to left hand operation or visa versa in only ten seconds. 


All these advantages and features are easily demonstrated. Here 
is a service you can render the shops in your territory that will 
be profitable to you because it is profitable for every shop using 
them. Distributors are fully protected through the R and L 
Selective Distribution Plan. If your territory is still open, you'll 
want to know about it. You are invited to investigate 
immediately. 





UMI 


R and L TAP and DIE HOLDER 


This new tool has been greatly simplified 
through elimination of spring plungers and 
small screws. Wear is eliminated through 
the use of engaging teeth which separate 
fully and instantly when released. 







: oF TOOLS 


1825 BRISTOL STREET 


R and L UNIVERSAL TOOL POST 


This easy-to-sell tool is simple and rugged 
in construction. It is designed for use on 
front or. back cross slide with spindle 
running in either direction. It holds either 
square or flat tools. 






Delivery from Stock 


NICETOWN, PHILADELPHIA, PA. 
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Cuts Many Materials! Sell Van Dorn 16- 
Gage PORTO-SHEARS for cutting up to 
rated capacity in steel or galvanized iron 

. about one gage thinner in Monel or 


stainless... 50% above rating in copper, 
aluminum, lead and other non-ferrous met- 
als. Can be adapted to cut thin sections of 
laminated wood or sheet plastics, too. 


There’s a Big Market for Porto-Shears 
in production, maintenance, repair and 
construction work ... wherever sheet metal 
jobs must be speeded up. Now’s a good 
time to check your prospects for this versa- 
tile tool. The Van Dorn Electric Tool Co., 
717 Joppa Road, Towson 4, Maryland. 


“ 


Cleaner Cutting 


Cutting Operation Always Visible! Show 
your prospects how PORTO-SHEARS 
easily follow straight lines, irregular pat- 
terns, curves down to 34”’ radius. Help re- 
duce rejects to a minimum. 


FOR POWER SPECIFY 
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Fast, Powerful Shearing Action! Van 
Dorn power is a big sales point for Electric 
PORTO-SHEARS. It helps these speedy 
tools finish jobs much faster than slow 
hand-snipping, with less muscular strain. 


*Trade Mark Reg. U. S. Pat. Off. 


(DIV. OF BLACK & DECKER MFG. CO.) 


PORTABLE ELECTRIC TOOLS 





eR ETS 


I 





Th 


| The Fittings that say, ENOUGH!” 


_ .»e when bearings have the correct amount of lubricant 
- \ 


7 The correct amount is important. Too 
ras a ~~ é | little grease means damaged or 
Ae f ; : burned-out bearings. Too much 
1» Se grease leads to loss of power, inter- 


nal friction and heat, excessive wear 


or possible bearing failure. 


You can give your bearings the 


correct amount of lubricant they re- 





quire at a saving of time, grease 
and money, and without guessing. 


Simply equip your ball and roller 











\ bearings with Keystone BB Fittings. 
1 
\ Keystone BB Fittings are easy to 
{ install and can be 
—— \ used with your 
"STOP PUMPING" 1 present lubricating 
\ gg cs OT equipment. “SPECIALIZED 
- LUBRICANTS 


ra 


YSTONE BB FITTINGS 


LOW PRESSURE LUBRICATION OF BALL AND ROLLER BEARINGS 


TYPES FOR ALL REQUIREMENTS 





HERE’S HOW IT WORKS 


Attach BB Fitting to bearing at Male End (6). Screw your present pressure fitting or grease cup into thread 
(1). Lubricant enters fixed hollow calibration tube of grease inlet (2) and passes through tube (3) into bearings. 
Excess lubricant escapes through calibrated space (4) to Escape Ports (5). When bearing has received proper 
amount of grease, as little as 1/100 ounce will give an indication at Escape Ports. 


, 


an 
re BB NIPPLE 
y 
md FITTING 
in. 
For “inaccessible” bear- 
ings. Used with pipe 
or. 





nipples 2”, 4°, 6", 8”, 
10” and 12” in length. 


STANDARD COMBINATION 





BB FITTING BB FITTING _ 

This type fitting for Equipped with integral ball Available .in Ye" and 
attachment direct to head for direct contact with YY," pipe thread sizes. 
bearing housing with nozzles of standard push 

pressure fitting or grease type or hydraulic high pres- 

cup. sure grease guns. 





Re-issue Patent No. 20743. Other Patents Pending. 








WRITE FOR BOOKLET 
KEYSTONE LUBRICATING COMPANY « Est. 1884 + 2Ist, Clearfield and Lippincott Sts., Philadelphia 32, Pa. 


| The Keystone Distributor near you will be glad to cooperate in making Keystone Specialized Lubricants and BB Fittings available to your customers. 


| 





Mae 
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S the integrated advertising and 
merchandising plans of The 
Carborundum Company for 1947 unfold, 
you are again assured our consistent 
close support and cooperation. 


Large space in leading industrial publica- 
Cc Cc 

tions has been set aside to highlight the 
prominence of your position in today’s 
industrial distribution system. To in- 
dustrial users of abrasives, promotional 
material also will specifically point up 
advantages of your services. 


The large profitable market for abrasives 
in your territory is open to further ex- 
pansion. As the only complete line of 
abrasives available, there is an abrasive 
by CARBORUNDUM to meet every 
need. Recognized by industry, the lead- 
ing name in abrasives denotes peak qual- 
ity. As new developments are brought 
forth, they will reflect these same high 
standards. 


With hard hitting advertising and pro- 
motional support, a wide growing mar- 
ket, and abrasive products second to 
none, you can’t miss by featuring abra- 
sives by CARBORUNDUM. Mutual 
cooperation pays off in volume and 
profit for you. 


The Carborundum Company 
Niagara Falls, New York. 


Abrasives by 


CARBORUNDUM 
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FOR FASTER, MORE ECONOMICAL SOLDERING! 


a 
THE SOLDERING TOOL WITH Chtomatic Feed 













At a touch of the trigger, stainless steel knives eject a measured € CONSIDER THESE BIG FEATURES 

amount of solder. A loading chamber in the handle provides & Sieenester Gentest of ee F 
housing for a 4-ounce reel of solder. For continuous, all-day * of Solder Ejected ' 
production, solder may be fed through the EJECT-O-MATIC « Anti-fatigue Balance—Light Weight f 
from large reels mounted on, or under, the bench. A special # . a eeneee : | 
eyelet hole is provided for this purpose in the cover of the & mec aie porn ong t 
loading chamber. EJECT-O-MATIC Automatic Feed, with core 8 , ' 
solder, eliminates fussing with fluxes—makes soldering a one- ® Coating Tenens Saipane Senate Gnet ‘ 
hand operation — speeds production — assures neat, uniform - Multi-clad, 400-hour Tip, no tinning, E 
joints. The 50, 75, 100 and 150 watt models are now available. 9 no fing 
Tips may be had in 6 different sizes and shapes. a One-hand Operation—Speeds Production 
Approved by Underwriters’ Laboratories, Inc. a Renny, Sy ee 

{ 

Model 19-5 (illustrated) with base—retails at $18.95 


individually packed. Shipping wt. per 
carton of 12 units, approx. 42 Ibs. 
Send for literature 


MULTI-PRODUCTS TOOL COMPANY, 123 SUSSEX AVENUE, NEWARK 4, NEW JERSEY 
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PE ee > RecN 


WANTED 


YW 





REAMING 
TAPPING 
THREADING 


N ’) E welcome your problems here 
Y —if they have to do with reduc- 
ing costs or increasing production 
in drilling, reaming, tapping, thread- 
ing or milling metal or plastics. 
Specifying the right tools to meet 
these problems with economy and 
efficiency is as mucha part of our busi- 
ness as is the manufacture of the tools 
themselves in our modern factory, 


where the most modern equip- /“““.> 


. é 
ment and methods are in use. 


Our 65 years of continuously 
successful experience in mak- 


Toe STANDARD] 00 


CLEVELAND 


MILLING 


ing drills, reamers, taps, dies and 
milling cutters for America’s mass 
production industries—Farm Imple- 
ment, Railway, Electrical, Automo- 
tive, Home Appliance, and Aviation 
—is applied to your problem with- 
out cost or obligation. 


Our Mill Supply Distributors, coast 
to coast, give this service either 
direct or through our factory 
E> representatives. 


There is no substitute for 
\ experience. Send us your 
problems today, 





Warehouses: New York = Detroit - Chicago 


5 « REAMERS « TAPS « DIES « MILLING CUTTERS » STANDARD SHIELD BRAND « STAN 
DARD SHIELD, BRAND « E RILLS ° RE 133 PS © DIES * MILLING CUTTERS « sq 


REDUCE COSTS 


without INCREASED INVESTMENT 


UGGESTIONS for reducing costs usually 1. Purchasing Department 
require an increase in capital investment. 2. Stockroom 


3. Tool crib 





i t doesn’t. 
Mare te enn that deans 4. Machine shop, by the uniform per- 


Standardize metal cutting tools by specifying formance of these tools. 
Standard Shield Brand Drills, Reamers, Taps, 


. tres With factory warehouses in principal centers 
Dies, Milling Cutters. 4 P P ’ 


our leading Mill Supply Distributors, coast to 
Time will be saved with resulting reduced coast, should provide prompt, adequate service 
costs in— on wanted tools. 


You can start making these savings today— 
call your Mill Supply Distributor, or write... 


BRAND « DRILLS « REAI apis 2 EE SHIEL 
D SHIELD BRAND + DRILLS + , #S- DIES « MILLING CUTTERS « - STAN 

+ REAMERS * TAPS « DIES « + MILLING C TWRS » STANDARD SHIELD BRAND « STAN 
‘© DRILLS + REAMERS « TAPS « DIES « MILLING CUTTERS + STANDARD SHIELD BRAN 
ARD SHIELD BRAND + DRILLS» REAMERS + TAPS + DIES » MILLING CUTTERS + STAN 


[HE STANDARD [OOL (0. 


CLEVELAND 


Warehouses: New ‘York + Detroit + Chicago 





‘““SUPERRENCHES” 


A wkward, hard-to-reach adjustments present no prob- 
lem for these slim, taper-jawed “‘Superrenches’”’. Forged 
from alloy steel, they are thin enough to operate half 
nuts yet their strength is equal to that of the strongest 
wrenches made. 


Williams ‘“Superrenches” are available in a wide range 
of patterns, with openings 
from 3/16" to 3-'/3”. When 
wartime regulations are 
lifted they again will be 
furnished in bright chrome 
finish. Sold by Industrial Dis- 
tributors everywhere. J. H. 
Williams & Co., Buffalo7,N.Y. 
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SIMONDS 


Cutting-Tool Specialists 


Work Shoulder-to-Shoulder 
with 
DISTRIBUTORS 
and their 
SALESMEN 
to Build Business and 
Keep it Sold 


Simonds’ “know-how” in engineering and the dis- 
tributor’s “know-who” in selling make an unbeat- 
able team for building and keeping business. That’s 
why, for years, Simonds has channelled the distribu- 
tion of its famed, ribbon-etched cutting tools through 
selected distributors... so that those who buy cut- 
ting tools will get top value for their dollar both in 
product-quality and in personal service that never 
slacks off between orders. 





’ 4 ‘ ‘\ Today, Simonds backs up distributors with a fully 

—— 4 Th. 4 rounded program of engineered merchandising that 

ib >, >: . ae includes publication advertising, direct mail, educa- 
be q } tional moving pictures in color and sound, and quick 
S «CO ABRASIVE CO eh . courses for distributors’ salesmen... courses that 
are loaded with information that will help them do a 
> better job, beginning right now, both for themselves 
and for their houses. And in any sales problem on 


any product, the Simonds man is on deck whenever 
wanted. Just call the nearest Simonds distributor. 


Sd -_ 


SIMO 


SAW AND STE 
FITCHBURG, MASS. 


Other Divisions of SIMONDS SAW AND STEEL CO. 





A. cman 


SIMONDS TOOLS 
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OST Complete CATALOG 
IN THE FIELD! 


The famous Dayton 280 Catalog is known 
Malceltlelaelel mate im Mer Mil Miles tmaelile)(-ti-Melare, 
easiest-to-use catalog ever written. With its 
help Distributor salesmen can select simply 
and quickly the correct V-Belts and pulleys 
for the great’ majority of power transmission 
drives. This makes it possible for DaytonV-Belt 
Distributor salesmen to render prompt and 
effective help to industrial buyers in solving 
power transmission problems. 

But Dayton V-Belt Distributor salesmen have 
an even more effective sales too! at their 
command. That is Dayton Rubber's reputation 
as The World's Largest Manufacturer of 
V-Belts! It is o reputation that is continuously 
supported by aggressive month-in, month-out 
oKehA-airiiale Meiale Mol l-tm olceliiteli(o]aMa LM OME a-1 ole 
coh ito) MBd Alok MMalol McZolaMmlaltiolal mmelaa-1 ol fola(a- Mace) 
Dayton V-Belts by industrial buyers every- 
where...an acceptance that assures Dayton 
V-Belt Distributors greater V-Belt sales and 
greater V-Belt profits. For more complete 
information, write The Dayton Rubber 


Manufacturing Company, Dayton 1, Ohic 


ONLY Dayton V-Belt Distributors Q Factory Man in Distributor’s Territory! 
Enjoy these § Big Advantages A Complete Training Program for the 


Distributor’s Sales Force! 
Sales Helps and Advertising Materials to 
ie, gage V-Belt Quality That Makes Fit the Distributor’s on-the-spot Needs! 


Possible a Longer, More Efficient Life! 


E} Packaged for Low-Cost Handling! ©) A Complete V-Belt Line to Fit Every Need! 


Most Complete V-Belt Catalog in the Power Warehouse Stocks in Many Strategic 
Transmission Field! Locations to Back Up Distributor’s Stocks! 


ayton imoDe 


THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 
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THE FAMOUS 


SECURITY 


rPehEDED EG 


It makes ESNA Elastic Stop Nuts 
Self-Locking, Self-Sealing and Reusable 


As a result, all ESNA Elastic Stop Nuts 
protect assemblies against the effects of: 
VIBRATION: Elastic Stop Nuts lock in posi- 
tion anywhere on a bolt or stud. Vibration, 
impact or stress reversal cannot disturb 
prestressed or positioned settings. ... 
CORROSION: Elastic Stop Nuts keep the 
working threads on the bolt and nut bright 
and rust-free to protect their strength and 
permit easy removal without damage to 
the bolt... . THREAD FAILURE: Elastic Stop 
Nuts dampen impact stresses and materi- 
ally reduce the shocks against bolt 
threads that frequently cause metai fatigue. 
. + « LIQUID SEEPAGE: Elastic Stop Nuts 
produce a radial-reactive pressure against 


the bolt threads inside the Red Elastic 
Collar that makes Elastic Stop Nuts self- 
sealing against liquid seepage. .. . COSTLY 
MAINTENANCE: Elastic Stop Nuts are re- 
usable. (Torque tests on aircraft bolts 
prove that adequate locking torque is 
maintained through 15 on-and-off cycles.) 
They do not deform the bolt, damage the 
threads, gall the finish, or rust. 

This wide range of protection permits 
full purchasing and inventory standardiza- 
tion and its resultant economy.For further 
information address: Elastic Stop Nut Cor- 
poration of America, Union, New Jersey. 
Sales Engineers and Distributors are con- 
veniently located in many principal cities. 


The RED ELASTIC COLLAR is . -. 


PERMANENTLY CLINCHED to prevent 
turning under application and subse 
quent. operational stresses 


PERMANENTLY SECURE against vi 
bration effects. The bolt impresses 
does not cut) full contact threads 


PERMANENTLY TIGHT. against mois 
ture. Bolt threads have 100% contact 


in collar *-and ao full metal seat 


REUSABLE. The Red Elastic Collar 


retains its grip after repeated vusoge 


ESNA ELASTIC STOP NUTS 


TRADE MARK 


INTERNAL 
WRENCHING 


PRODUCTS OF: 


54 


ELASTIC STOP 
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NUT CORPORATION OF 


af ANCHOR .) 4 yo) WING SPLINE CLINCH GANG CAP 
ol 4 3 CHANNEL 


AMERICA 














CARBIDE ALLOYS DIVISION, Ferndale (Detroit) Michigan 
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YOU 
FURNISH © 
THE 
STEEL 


Shop Boxes 





adjustable Shelving 





Filing Cabinets 


Steel producers haven't been able to provide us 
with enough steel to make full use of our facilities. 
These facilities, and ample skilled manpower to 
operate them, can be utilized for quick production of 
a wide range of products. Here are two ways Lyon 
has helped other companies... and can help you 
if you have steel on hand, or available: 


LYON METAL PRODUCTS, INCORPORATED 
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LYON 
will make 
the 
product 


Special Parts 


t. 


Office Equipment Stands Testing Cabinets - 


1 STANDARD LYON PRODUCTS 


To poeta woe plant expansion or conversio » we will accept your sheet steel (12 to 24 gauge and 

certain sizes Ok band steel) and supply you pound for pound with any selection of “Lyon Standard Products” 
currently in production, a few of which ore: Steel Shelving, Lockers, Shop Equipment, Kitchen Cabinets, Filing 
Cabinets, and Gravity Conveyors. 


2 SPECIALIZED CONTRACT PRODUCTION 


We will manufacture to your specifications: assemblies, sub-assemblies or parts, in gauges 
No. 8 and lighter up to No. 30; in Lyon production run quantities. 


Get in touch with your Lyon Dealer... or your closest District Office 





General Offices: 189 Menres Avenue, Aurora, lilinois * Branches and Dealers in all Principal Cities 
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HOIST HOOKS 
WIRE ROPE WIRE ROPE THIMBLES 





WIRE ROPE SNATCH BLOCKS 


DELIVERIES 
ARE GOOD! 


Deliveries are reasonably good on 
all items illustrated; in many cases 
we can ship from stock, in others 
within 30 to 90 days. Good service to 
distributors has been one of Upson- 


Walton’s main aims. for 75 years. 





DIAMOND FRAME 
WIRE ROPE BLOCKS 


NOTE: As we go to press, deliveries on turn- 
buckles and shackles are also good. 


Established 1871 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope. Wire Rope Fittings, “Jackle Blocks 
MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


114 Broad Street 737 W. Van Buren Street 241 Oliver Buildina 
New York 4 Chicago 7 Pittsburgh 22 
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stock of wheels. 


Bay State, with a new streamlined system of processing orders, 
80% more manufacturing space, additional equipment, and new modern 
facilities for stock, now offers you improved delivery. We have added to 
our personnel, and appointed several new distributors strategically located 
to serve you, while our regular distributors have greatly increased their 


: Large enough now to meet quickly all your abrasive needs, we 
are still small enough to give your orders individual attention. 







warrant a trial. 






STATE sae 


Branch Offices and Warehouses — Chicago — Detroit. Distributors — All principal cities. 


These improved facilities and our usual high quality product 












BAY STATE ABRASIVE PRODUCTS CO. © WESTBORO, MASSACHUSETTS, U.S.A. 
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Manufacturers of Wire Rope and Strand -« Fittings ¢ Slings *¢ Screen, Hardware and Industrial Wire Cloth « Aerial Wire Rope S Electric 
Hard, Annealed or Tempered High and Low Carbon Fine and Specialty Wire. Flat Wire, Cold Rolled Strip and Cold Rolled Spring Steel . Ski @ Aircore 





N 1841, two years before the first telegraph line was in- 
stalled in this country, and when there were but 27 states 
in the Union, John August Roebling was inspired with the 
idea of making a new kind of rope of unheard of strength 
and flexibility. His confidence in his idea caused him to risk 
everything he had on the development of his new rope. 
How much is his confidence worth to Industry today,. 
which couldn’t turn a wheel without the modern wire rope? 
Today, the John A. Roebling’s Sons Company invests 
much time, effort and money in the development of improved products to keep alive the 
confidence of its many customers. 
Roebling values this confidence as its greatest asset. That’s why it offers you the greatest 
value for every dollar you invest . . . in any Roebling product. 


3 MORE REASONS WHY ROEBLING WIRE ROPE SELLS! 


The chief reason your customers buy Roebling wire rope is because they have confidence in you, in 
Roebling and in the rope itself. In addition Roebling helps stimulate your wire rope sales with these 
3 big extras. 


With compelling, impressive advertising in the nation’s leading business and trade 
papers . . . double pages in color, bigger than ever, that drive home the story of 
Roebling leadership every month . . . and are aimed specifically at more than half a 
million men who use, specify or buy wire rope and fittings. 


With experienced engineering assistance that paves the way to more repeat orders for 
you from satisfied customers . . . because it solves their technical headaches, saves 
their time and money, gives them more for their wire rope dollars. 


With strategic, sectional warehousing within easy reach of your office. When prompt- 
ness of delivery means swinging a sale your way, this reliable warehouse service can 
be mighty handy in building up profitable sales. 


JOHN A. ROEBLING'S SONS COMPANY 
TRENTON 2, NEW JERSEY 
Branches and Warehouses in Principal Cities 





Electrical Wire and Cable ¥ Suspension Bridges and Cables 
Aircord, Aircord Terminals and Air Controls Lawn Mowers 


A CENTURY OF CONFIDENCE 





















FROM 


ATKINS 


“Siluer Steel” 
BLADES 

























































Your customers can scrap 
all previous metal cutting job standards 
when they switch to Atkins “Silver Steel” blades— 
it's a proved change for the better. 


For one thing, it's a change-over to the only hack- 
saw machine blade with “Curled Chip” teeth. That 
means speedier, more accurate cutting...far longer 
cutting periods for every blade...higher cutting effi- 
ciency at lower costs for every metal cutting job. 
These are typical of many Atkins advantages —veri- 
fied by actual case studies* in leading plants. 


But most important, your customers can know in ad- 
vance what savings a change to Atkins offers them. 

Just say you want an actual demonstration of Atkins 

cutting superiority on material your customer or 
prospect chooses—an Atkins Cutting Engineer is ready 
to help. Write for details today. 


*(Typical reports, of many on record, available on request.) 


E. €. ATKINS AND COMPANY 


Home Office and Factory: \' 
402 South Illinois Street, Indianapolis 9, Indiana 
Branch Factory: Portiand, Oregon 


Branch Offices: ATLANTA + CHICAGO + MEMPHIS "rang wc 
NEW ORLEANS . NEWYORK «+ SAN FRANCISCO PATKINS. 


Qoags ® 


ATKINS BLADES TAWE THE “HACK” OUT OF HACKSAWING 
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SPANG 
C\t PIPE 





a 
because there’s 
TESTED STRENGTH 
IN EVERY LENGTH 


HE long dependable service provided by Spang CW 
Pipe is not happenstance. It’s because every inch of 
pipe made by Spang-Chalfant is made under the most 
exact manufacturing practices known to the industry. 


Alert inspectors make 15 separate checks on every 
length of Spang CW Pipe. Every piece is given a 
hydrostatic pressure test to check the quality of the 
weld. Threads, dimensions, inside and outside surfaces 
... all of them are subjected to rigid inspection to be 
certain they measure up to the high standards of 
quality set for Spang C W Pipe. 

Sure it takes a little extra effort to produce pipe to 


uncompromising standards. But the extra quality is 
worth the trouble. It provides you with Spang C W 





Pipe which has an accurate, fast-threading outside 
diameter, and a smooth, scale-free inside surface. This 
quality minimizes the possibility of valves clogging. 
These exacting Spang-Chalfant standards also pro- 
vide pipe which can be easily bent, cut, coiled or welded. 


Although production of Spang C W Pipe is good, it 
isn't good enough for us to keep pace with the tremen- 
dous demand. But you can be sure that every Spang 
Jobber will get his fair share of every length of Spage 
CW Pipe made. 


SPANG- 
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HOT FORGED 7, 


\ SOCKETS 
\y 


\ BILLINGS 





"THE «BILLINGS & SPENCER CO. HARTFORD 1, CONN., U. §. A, 
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and Yet Again! 


.-- A Big-Circulation 
Ad Directing 
Customers To 
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Month in, month out—Lunken- 
heimer ads help bring Distrib- 
utors more customers—help 
both Distributors and our- 
selves to maintain the "Better 
Valve Service” for which Lun- 
kenheimer is so well known 
.- + You'll find this ad in the 
publications listed at the right. 
Look for it—and for future 
Lunkenheimer ads feaiuring 
our mutually profitable com- 
pany distributor relationship. 





THIS AD IS NOW APPEARING 
IN FOLLOWING PUBLICATIONS 


POWER + POWER PLANT ENGINEERING « PURCHASING 


NATIONAL ENGINEER » SOUTHERN POWER & INDUSTRY 
INDUSTRY & POWER 











MECHANICAL ENGINEERING 
CHEMICAL & METALLURGICAL ENGINEERING + SUGAR 


PAPER INDUSTRY & PAPER WORLD + FOOD INDUSTRIES 
e MANUFACTURERS RECORD 


MILL & FACTORY 







OIL & GAS JOURNAL 


PETROLEUM REFINER 
FACTORY MANAGEMENT & MAINTENANCE 










ESTABLISHED 1862 


THE LUNKENHEIMER <&: 


—_ QUALITY’ 


a CINCINNATI 14, OHIO. U.S. A. 
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TYPICAL APPLICATION —Y 
Impulse Steam Traps with Yarway Fi 
Screen Strainers draining liquid he 


500,000 Salesmen 


Users tell us the most convincing salesman of Yarway )D FOR ALL PRESSURES. Yarways are good for all p 
Impulse Steam Traps is the trap itself. In plant after sures within a broad range without change of valve 


plant, now 100% Yarway-e quippe 1, the naintenance seat. Factory set. 
engineer started with one Yarw | than ten 
Yarways by SRATION. Yarways discharge conden 


\“ 


years half a_ million 

uulities, institutions, indust , rapidly, getting equipment hotter, sooner, and m 

companies. Here are the taining peak efficiency. Small amounts of conden 
discharge continuously through control orifice in val 
it medium loads, main valve opens and closes at s 


bellows or floats l 


ae ntervals; under heavy loads, valve opens wide. 
Result Easy m J 

Often it costs no more for new Yarways th 
pe tr ip: 


v} 


union, Yarways re 


line. Installations 


Ave., Philadelphia 18, 





He ae 


Every month during 1947 


DUFF-NORTON JACK 
SALES LEADS 





ay Fi 

heat 
Announcing another Duff-Norton sales-building serv- 
ice! The column of jack applications on the left of this 
advertisement—and every Duff-Norton advertise- 
ment in this publication through 1947—will give you 
the sales leads you need to increase jack sales and 
profits. The money-saving performance of Duff-Norton 
jacks builds customer satisfaction, which means 
profitable business and repeat sales for you. 


D) EVERY INDUSTRY BUYS JACKS 


Every one of your customers—in every industry—is a 
prospect for jacks. That’s why you will want to 
check their jack requirements on each call. Duff- 
Norton’s complete line enables them to select the 
right jack for every job. 

Write today for samples of Duff-Norton’s effective 
sales promotional material—available to you without 
cost or obligation. You can use it to help boost your 
Duff-Norton jack sales and profits. 


y 
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A NEW 
fortahle Electric 


Y%,, Y2, and 1-Ton 


The new Whiting hoist is a 
product of the Whiting Cor- 
rokeldebile sMmmmLilelalthielaillc-1e Mme) 
cranes, hoists, and industrial 
equipment for over sixty 


years. There is no substitute 


far experience. 














A Ah A ME 


new line of hoists - 


\\ h it _ abe sonal alled . 
tt 


Brightboy Work Savings! 





B rightboy’s Selected Distributor Fran- 
chise enables you to deliver what your 
customers want most right now—sub- 
stantial savings in production costs— 
plus improved product quality. 


Your customers will be impressed with Brightboy’s 
versatility. Brightboy frequently reduces the work steps 
between grind and buff—BURRING, PRECISION 
FINISHING, CLEANING and POLISHING—to one 
operation! Outstanding savings and product quality are 
achieved through Brightboy’s scientifically developed 
compounds of RUBBER and various abrasive textures”. 


The nation’s production executives, foremen and bench 
and machine workers are continually being told and sold 
through Brightboy’s extensive industrial advertising 
campaign. Territorial sales promotion effectively em- 
ploys specially planned advertising material and the 
cooperation of laboratory and field service specialists. 


Widen your sales horizon. Discover how much Bright- 
boy will do for you and your customers NOW. Write 
for details of Brightboy’s Selected Distributor Fran- 
chise. 


BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. Newark 7, N. J. 


Pioneer Developers of Soft Rubber Bonded Abrasives 


WELDON R 
OBE RTs 


Br ishtboy 


* Brightboy Standard 


Favorite for burring, 
finishing and polishing 
on the widest variety 
of metals and metal 
parts. 


* Brightboy Tuff - Tex 


Tougher texture, for 
finishing hard metals. 
The tougher binder ac- 
cents the abrasive ac- 
tion, yet retains the 
soft rubber cushion, 
finishing and pre-pol- 
ishing in one operation. 


* Brightboy Fine - Tex 


Smoother, finer texture 
for work on_ softer 
metals, producing spe- 
cial finishes and for 
applications where the 
coarser wheel might 
not be suitable. 


the SOFT RUBBER BINDER 


CUSHIONS eH bcasive 
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FROM 
MACHINE 


--- 10 BOAT SPIKES 


You can always count on meeting the varied fastenings needs 
of your customers when you carry the Bethlehem fastenings line. 
For this dependable line includes everything from machine bolts 
to boat spikes—with a wide range of commonly used items 
carried in stock. 

Bethlehem fastenings are the kind that customers like, too, 
because they’re made to exacting standards by men who know 
fastenings manufacture from beginning to end. Bethlehem 
fastenings are tough ... sturdy... easy to handle and install... 
thoroughly satisfactory in every respect. 

Whenever you need fastenings—regardless of style, size or 


quantity—be sure to put your requirements up to Bethlehem. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
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HOLDER-RETRIEVER 
MH-15 


v 


‘ONE LINE COMPLETE 


STILLSON WRENCH 
SW-6 


(mere ai 




















From Adjustable Wrenches to Zerk Fitting Tools 

. here’s the complete Line of Mechanics’ Hand 
Tools for mill, shop and factory. It’s the New Britain 
Line of guaranteed performance—a stock of widely varied 
Hand Tools, standard and special. Clever design helps 
your customers speed production and ease the problems 
of plant and machinery maintenance. 

The right Tool on the job saves time and effort. 
That’s why it pays to offer your customers just about any 
Hand-Tool they'll ever need in this one, great Line. 

New Britain builds positive knuckle and job insur- 
ance into every Tool—no chance for slips, no sudden 


TOOL MARKER 


breaks. With Greater Strength—Better Fit you’re sell- 
TM-115-60 


ing extra safety . . . and earning extra profit with this 
single-source Line. The New Britain Machine Co., New 


Britain, Conn. 


TUBE CUTTER 
T-130 


GREATER STRENGTH © BETTER FIT Ne) CG) Ly 
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—_ How more sales of DELTA equip- 
ment help you sell more supplies— 
No. 8 of a series. 





vER 











Your sale of a Delta* Lathe isn't just 
a one-time order...it’s a “self-starter” 
for all this added business on supplies 





[J You sell more Geared Chucks, 
=—> + 


(CD You sell more Tool Rests — 
4", 12”, 24”, right angle. 


C] You sell more Counter- 
shaft Units, for convert- 
ing the 12” woodwork- 
ing lathe into an efficient 
16-speed unit for light 
metal working. 


By itself, a Delta Lathe is a substantial unit of 


sale. Every time you sell one, you write a 





worthwhile order. But that is just a start. 


Wherever you sell a Delta Lathe, you put 


¥ your “foot in the door” of some mighty nice, 
- C] You sell LD You sell ‘ ‘ 3 
py pene, continuous business on supplies. 
Stands, for Rest B ’ P 
C] You sell more ner rotg yee Orders for attachments and accessories add 


’ Compound Slide Rests, 


mnie 


a 


up to:satisfactory dollar volume. And ‘replace- 


CJ You sell more 


_ ,ment business on some items keeps coming in 
R Steady Rests, ' 





UMI 


() You sell more 
Boll Bearing Centers. 


G1, 60 


[] You sell more Drive Centers. 


C] You sell more Cup Centers. 


f 


coed 


C] You sell more 60° Plain Centers. 


—n > 





[] You sell more Screw Centers. 


C1] You sell more 
Face Plates. 


C1 You sell more Boring Bars. 


eee 
————_! 


C] You sell more 
Boring Bar Holders. es 
[] You sell more —(7" fi) 
Sanding Drums. <i . x 


—_———— 





LC] You sell more 
Abrasive 
Sleeves, for 
sanding drums. 


C] You sell more aa9€ 
V-Belts. a 7 


for the entire life of the machine. 


To sell more of the supplies shown here, 
first sell more Delta Lathes. To do this, put 
extra effort now against those prospects in 
your territory who have turning operations 


on wood or light metals, 


Delta Manufacturing Division 
Rockwell Manufacturing Company 


Milwaukee 1, Wisconsin 





*Trade Mark 
keg. U.S. Pat. Off. 
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In ANY \- Belt a 


i ‘j *, iD) TA) That Get the 


WEAR! 


The moment you look at a V-Belt in its 
sheave you see at once that the sides of the belt do 
all the gripping on the pulley and get all the 
wear against the sheave-groove wall. 


r 
: 









SG. GG 














Notice, too—it’s the sides that pick up all the power de- 
livered by the driver pulley. The sides transmit that power to 
the belt as a whole. And then, once more, it’s the sides—and 
the sides alone—that grip the driven pulley and deliver the 
power to it. 


NS... 


YJ: That' 


tue Fact That te CONCAVE SIDE 


(A GATES PATENT) 


REDUCES Sidewall WEAR 
ls IMPORTANT to You! 


Straight Sided 
mee Toy 


rer 


The fact that the side is the part that does the 
work and gets the wear explains why you have always 
noticed that the sidewall of the ordinary V-Belt is the 
part that wears out first. Naturally, then, when you How Straight Sided 
lengthen the life of the sidewall you lengthen the life whee Bonding kacund 
of the belt. Its Pulley 





The simple diagrams on the right show exactly 
why the ordinary, straight-sided V-Belt gets excessive 
wear along the middle of the sides. They show also 
why the Patented Concave Side greatly reduces side- 
wall wear in Gates Vulco Ropes. That is the simple 
reason why your Gates Vulco Ropes are giving you so 
much longer service than any straight-sided V-Belts can 
possibly give. 


Longer Sidewall Wear Is 
NOW MORE IMPORTANT Than Ever Before! 


Now that Gates Specialized Research has resulted 
in V-Belts having much stronger tension members—ten- 
sion members of Rayon Cords and Flexible Steel Cables, 
among others—the sidewall of the belt is often called upon 
to transmit to the pulley much heavier loads. Naturally, 
with heavier loading on the sidewall the life-prolonging 
Concave Side is more important today than ever before! 


THE GATES RUBBER COMPANY, DENVER, U.S.A. 
World’s Largest Makers of V-Belts 


GATE: 











You can actually feel the bulging of a 
straight-sided V-Belt by holding the sides 
between your finger and thumb and then 
bending the belt. Naturally, this bulging 
roduces excessive wear along the middle of 
he sidewall as indicated by arrows. 


.=4 


No Bulging a eee the sides of the sheave 
roove means that sidewall wear is evenly 
istributed over the full width of the side- 

en that means much longer life for 
e it! 


Gates V-Belt with 
Patented Concave 
Sidewall 


Showing How Concave 

Side of Gates V-Belt 

Straightens to Make Per- 

fect Fit in Sheave Groove 

When Belt Is Bending 
Over Pulley 








ond joober Seoas IN ALL INDUSTRIAL CENTERS 





IVE = | 





of the U. S. and 
71 Foreign Countries 
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specifications 
CAPACITY: 


Selective 60, 90, 130 feet per minute 
Approximately 665 Ibs. 


BARS 


ROUNDS 


SECTIONS 
PIPE 


METAL CUTTING BAND SAW 


¢ If a plant has a variety of metal cutting jobs 
—bars, rounds, sections, pipe, tubes—it will pay 
them to investigate the advantages offered by 
portable, practical Wells saws. Simple in design 
and rugged in construction, the Wells No. 8 re- 
quires no highly skilled operator or special 
handling. Powerful, quick-acting vise reduces 
set-up time to a minimum. Gravity feed and auto- 
matic shut-off make it practical for one man to 
operate two or more Wells saws simultaneously. 
For production work, your Wells saws can be 
equipped with the new Wells Wet Cutting Sys- 
tem for faster cutting and longer blade life. Ask 
for the complete story. Literature and quotations 
on request. 


Products by Wells are Practical 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET, THREE RIVERS, MICH. 
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A NAME TO REMEMBER WHEN 
you THINK oF BETTER 
LATHES AND SHAPERS 


Use the LOGAN 
7-INCH SHAPER 


FOR ACCURACY 
AND ECONOMY 





brief Logan Any shaping operation involving work within its range can be handled ona 
Shaper specifications 7B} Logan Shaper at savings in set-up time and power cost, with no sacrifice in 


es 


Length of rom travel, 7%"... © accuracy. Advanced: in design, massively built throughout, with extra weight 
strokes per minute, ‘Anyspeed,” 
64 to 175... length of bear- 
ings, main frame, 10”... length Logan Shaper is smooth and accurate, even on heavy cuts. Any speed desired 
of com, 1635... . with Ot sam, from 64 to 175 strokes per minute is constantly available through th 

. . . , atts tenes, 10%" strokes per minute is cons y av e through the 


. +. table vertical travel, 542” ‘‘Anyspeed"’ Control, Operation is simple. Speeds can be changed instantly, 
. . table length, 8 ... table ‘ : Se ‘ _ 7 
width, 8”... table depth, 1%” without stopping the motor or shifting the belt. The ram is micro-set by a simple 
. saddle bearing, 6”... 
toolhead travel, 2%" .. . tool- S a 
head swivel, 360° . . . toolhead .002” to .012”, with a half turn of the feed handle reversing the feed. The 


diameter, 4” .. . Cross feeds, 6 . ° 
(002, .004, 006, .008, .010, tool head may be swiveled and instantly re-set to center by means 


at vital points, and equipped with a positive, slip-proof roller chain drive, the 


, 


screw adjustment. There are six automatic feeds in either direction, from 


,012) . . . Sprocket and chain of tapered locating pins, an exclusive Logan feature. In any shop, large 
drive. ..vise5 x5 x I : P s s 

. motor, Y hp, 1750 rpm... or small, the Logan Shaper quickly proves its all-round efficiency, wide range 
Height over all, 51” . . . Ship- 
ping weight, shoper, stand and 
motor, 585 Ibs. -. particulars at your Logan dealer's, or on written request. 


of feeds and speeds, and accurate, economical operation. Full 


WOOLWORTH BLDG. 550 W. WASHINGTON. BLVD. 1672 MISSION STREET 
DISTRICT OFFICES NEW YORK 7, N. Y. CHICAGO 6, ILLINOIS SAN FRANCISCO, CALIF. 
CORTLANDT 7-8024 CENTRAL 1246 UNDERHILL 6682 Re} 


LOGAN ENGINEERING CO. °° CHICAGO 30, ILLINOIS 
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AMERICAN scREW COMPANY, P 
Chicago 11? 589 E. [Ilinois ) 
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SERVING THE COUNTRY’S 
INDUSTRIES — Great and Small 








PEVOR@) Tan 


Stools - 





It's about 30 years since ‘Hallowell’ 
Shop Equipment of Steel began to serve 
the great industries of this country. Work- 
benches, stools, chairs, desks, trucks — 
for shop and factory are covered by the 
“Hellowell’’ line. Sturdily welded or hy- 
draulically riveted all-steel construction 
makes this fine ready-made equipment 
practically indestructible and, therefore, 
immensely popular. It is designed for 








comfort and convenience as well as util- 
ity, and there are hundreds of styles from 
which te choose, making it possible to 
meet the most exacting needs of your 


customers. 

Write today for the ‘‘Hallowell”’ Cat- 
clogs and keep them handy for ready 
reference. 

“Unbrako’’ and ‘‘Hallowell’’ 
products are sold entirely through 
distributors. 





Work Benches Trucks 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA., BOX 519, BRANCHES: BOSTON * CHICAGO * DETROIT - INDIANAPOLIS « ST. LOUIS - SAN FRANCISCO 
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Why we’ve said for over 40 years 


in all our advertisements 


Since we started business in 1900, our policy of 
100% cooperation with Distributors has been 
as much a part of us as our name and our 
products. 


You as an industrial user benefit because the 
Distributor is far more than a mere middleman 
or broker. Could you, alone, possibly keep 
abreast of ALL products and developments 
that save time . . . reduce production costs 
. . increase man-power, tool and machine 


efficiency? Your Distributor does all this for 


you... and separates the chaff from the wheat 
in the doing. 

The Distributor performs many other services 
for you which if attempted by the manufac- 
turer would be either entirely impractical com- 
mercially or would sky-rocket cost. These serv- 
ices include warehousing, selling, credit, de- 
livery, quick, on-the-spot “trouble-shooting” 
when necessary. 

That’s why we have always said—and will con- 
tinue to say — “BUY FROM OUR DIS- 
TRIBUTOR”. 


AMERICAN SWISS FILE & TOOL CO., ELIZABETH |, N. J. 


ASK FOR THEM 


INCUCUN 


BY NAME 


WINS Ke 


SWISS PATTERN FILES 
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Talk of the Trade 


WEDDING BELLS AND—: Harry Pulver and Joseph Berg (Pulver Machin- 
ists Supply Co., Chicago) got an unpleasant surprise when they returned home 
from the wedding reception of Joe’s son, Sanford. . . . While the wedding 
bells were ringing, burglars ransacked the house, taking jewels, furs and 
perfume valued at $14,732 and $ 1,168 in cash. . . . The thieves overlooked only 
one thing—six bolts of English woolens Harry got in San Francisco a few 
weeks earlier. . . . Jimmie Bryan (Peden Iron & Steel Co., Houston) lost a 
car to thieves in November. 





GOOD WILL BUILDERS: E. A. Swanson (Raub Supply, Lancaster, Pa.) 
turned a wartime shortage into a shortcut to customer’s good will by display- 
ing, on a pedestal right where counter customers couldn’t miss it, a piece of 
cast iron pipe circled with a bright red ribbon. . . . Don Erskin and Ray 
Healy (Erskine-Healy, Rochester) renewed the interest of customers in their 
catalog which happened to be named Catalog B by issuing a Catalog A in a 
humorous vein (see page 100). 





NAMES: When it comes to names, the general manager of Multi-Products 
Tool Co., will answer to Tony, Jack, Jim or Al. . . . His complete name is 
Anthony John James Alfred Wilson and he still recalls vividly how his child- 
hood companions in England made his life miserable. . . . Speaking of names 
reminds us that Ed Ristau certainly came up with a good one when he named 
his new company Aristo Power Tools. 


FATHER AND SON: Among the fathers whose sons attended the recent 
Keystoners’ Christmas party in Philadelphia were Lester Wilson, manufac- 
turer’s agent; Jack Mathe, Parker Kalon, Joe DeJure, manufacturer’s agent, 


and Ted Heymann. hor 


Jen 

in this 

/ at the | 

NEW JOB: Edward K. Welles (Charles H. Besly Co., Chicago) is scheduled It is, 
to become general secretary of the Chicago Association of Commerce this ( engine 
month. . . . Wilfred Sykes (Inland Steel Co.) has been nominated for the : - impc 
presidency of the association. A compa 
, ; search 
These 
first h 
tions i 
broug! 
typical 
tions. 
give tl 
literat 
for mc 





VITAL STATISTICS: It’s a girl, Kathaleen, at the Daniel Michael O’Shea’s 
of Oklahoma City. . . . Dan is the son of Dan O’Shea, buyer and manager of 
the machine tool department of Mideke Supply Co 

A. Ostergard became the parents of their fourth daughter... . Warren is a 
salesman for White Tool & Supply Co., Cleveland, of which his father, Martin, 
is president. R.W.B. 
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: ws you don’t see him, the 

Jenkins Distributor is definitely 
in this picture of the Jenkins Exhibit 
at the Power Show. 

It is his valve sales prospects — plant 
engineers, superintendents and others 
-important people from important 
companies— who stop by in their 
search for new information and ideas. 
These men can see Jenkins Valves 
first hand . . . study their applica- 
tions in the popular Piping Layouts 
brought to life in a scale model of a 
typical power plant... ask ques- 
tions. And Jenkins representatives 
give them first hand answers, supply 
literature that lays a firm foundation 
for more sales by Jenkins Distributors. 


Jenkins “smash bit” exhibit at the December, 1946 Power Show 


and what they learn 
helps Jenkins Distributors 


Literally thousands of good pros- 
pects visit the sales-building Jenkins 
Exhibits at such leading industrial 
and professional shows as the Power 
Show, N. A. P. E. Show, Heating 
and Ventilating Exposition, and the 
Purchasing Agents Show each year. 

Add the impact of 
Jenkins Exhibits to 
the impact of Jen- 
kins’ continuous, 
nation-wide advertis- 
ing — and to Jenkins’ 
Selective Distribu- 
tion Policy which 
assures each aie | 
Distributor an op- 
portunity to profit 


LOOK 


FOR THIS 


JENKINS 


Types, Sizes, Pressures, Metals for Every Need 


—and you will understand why he 
rates the Jenkins franchise as one of 
his most valuable assets. 


Jenkins Bros., 80 White Street, New York 
13; Bridgeport, Conn.; Atlanta; Boston; 
Philadelphia; Chicago; San Francisco, 
Jenkins Bros., Limited, Montreal, Canada. 
DIAMOND MARK 


mor) 


SINCE om howe Arn 8®4 








POINT POLICY 


REPUBLIC’S 
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LINE 


A line of rubber items sufficiently com- 
plete to permit effectively supplying the 
requirements of the trade solicited. 


QUALITY 


A quality of product uniformly good 
and capable of delivering service results 
that should reasonably be expected. 


PRICE 


A price basis inducing and making pos- 
sible aggressive competition with reason- 
able profit return. 


FREEDOM 


Freedom from competition from his 
source of supply, either direct or indirect, 
among the trade covered by his day to day 
solicitations. 


SELLING 


Selling helps of reasonable amounts so 
that his sales force may be given the ad- 
vantage of specialized training and a knowl- 
edge of the product sold. 





tion 
serv 





m- 
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W. F. CROWDER, Editor 


JANUARY, 


l 9 4 4 R. W. BARNETT, Managing Editor 


COST ANALYSIS AND. 
THE EVALUATION OF LINES 


HE REALIZATION is quite common among distributors 
that the competitive conditions which are emerging, 
or which are already with us, will require a high 

degree of efficiency for survival. Efficient low cost opera- 
tors will have the edge. With a smaller proportion of 
their spread required to meet the expenses of perform- 
ing the minimum, necessary functions, a larger propor- 
tion can be devoted to such business getters as superior 
service and comprehensive promotion and, of course, it 
means a larger net. 

It is natural for distributors to look first at the costs 
of performing the jobs currently being done. Can my 
office routines be improved with a gain in efficiency and 
Can my receiving, order filling. 
Perhaps 


a lowering of costs? 
storing and delivery operations be improved? 
a new layout, a new arrangement of stock, a new display 
and city sales counter will save steps, manpower and 
Certainly, the range in expense incurred, as 
among firms, in the performance of physical handling 
suggests that the less efficient operators can cut their 
costs by copying from their more efficient brothers. 

Even in the more efficiently managed firms—from the 
point of view of physical handling—there are apt to be 
important opportunities for cost reduction through a 
more scientific direction of merchandising and selling 
efforts. These areas for reducing costs are uncovered 
through cost analysis and go beyond the improvement 
in the performance of routine jobs. 


money. 


The Problem of Cost Analysis 


The first step in any costs analysis is, of course, to 
determine the gross margin and direct expenses associ- 
ated with each segment of the business whose relative 
profitability is being measured, In numerous cases, a 
distributor may be able to increase his net profits simply 


by eliminating or taking other action in regard to those 
customers, commodities and territories whose gross mar- 
gin does not even cover their direct expenses. 

In most instances, however, the analysis must proceed 
further to identify the unprofitable or relatively less 
profitable segments of the business. Since most of the 
distributor’s expenses are common or indirect, rather 
than separable or direct, the next step is to set up a 
functional classification of indirect expenses. 

It is, of course, impossible to set up a functional 
classification which will fit all distributors. For even 
distributors that superficially appear identical perform 
different functions, and the internal organizations of 
those who perform the same functions vary widely. 
Thus the central problem of cost analysis is to segre- 
gate and allocate expenses to commodities or lines, cus- 
tomers, territories and orders. And, the allocations may 
appear quite arbitrary though over the years logical 
bases have been developed which give sound results. 


Allocation to lines 


Although the methods of allocation vary depending 
upon whether the analysis is for the purpose of segregat- 
ing unprofitable sales by commodities or lines, to cus- 
tomers or to territories, some of the accepted principles 
of allocation may be set out here for the analysis of one 
aspect of sales, namely. for the allocation of expenses 
in the evaluation of lines. 

In general the line should be charged with the share, 
or portion, of the variable marketing effort for which 
it is responsible. In the evaluation of a line, the ex- 
penses of storage, investment, handling, delivery, order 
routine, and sales (including promotion) must be segre- 
gated and allocated to the line in proportion to its 
responsibility for that expense. The following bases for 
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allocating functional expenses to commodity lines are 
generally accepted as proper: 
The 


or cubic feet of Spat e occup 


Storage variable hers 


line. Consequently, the measu 


the storage expense is its share 


Investment—The variable 
expense of carrying inventory is largely the an 
the total average inventory value of the line. Exp 


pens 
may be allocated to each line on the basis of the ratio of 
its average inventory value to the total inventory value. 


Handling—tThe variable activity of this function is the 
amount of merchandise handled. The expense of physi- 
cally handling merchandise in the warehouse—receiving. 
order assembly, shipping, etc.—is mainly the cost of the 
time (man-hours) involved. Thus, this element of 
expense may be allocated to a line on the basis of its 
proportion of the man hours required. Costs of han- 
dling equipment may be allocated on the same basis. 


Delivery—Where the distributor performs this function, 
the expenses should be subdivided for purposes of allo- 
cation. Proportionate wage cost may be used for loading 
and unloading of the truck. For the actual “rolling of 
the truck” both truck and wage costs can be allocated to 
lines on the basis of bulk or weight plus distance. 

The cost of delivery by common carrier could, of 
course, be analyzed from freight bills and assigned 
directly to lines. 


Order Routine—Expenses in this group are usually 
associated with the processing of an order through the 
office, including billing. 
one of time (wages). 


The total expense is mainly 
And the total order-routine time 
tends to be larger or smaller in accordance with the num- 
ber of invoice lines processed. Consequently, a com- 
modity line’s share in the total expense of the order- 
routine function depends on its share of the total number 
of invoice lines. Office equipment and supply expenses 
may be added to and distributed with the wages. 


Sales—Salesman’s compensation (both inside and out- 
side) may be allocated to lines on the basis of the rela- 
tive time or effort expended on the line. The time spent 
in selling a line must be determined by careful manage- 
ment analysis or by detailed time studies. Some lines 
require a lot of selling time while others need little 
time. In allocating salesman’s compensation, these vari- 
ations by lines should be taken into account. 


Acting on results 


Once a cost analysis has been completed, certain lines, 
or certain customers, or certain territories may show 
up as unprofitable. The first impulse under these cir- 
cumstances may be to drop the lines, or the customers, 
or the territories. Such action, however, may not always 
be the course of wisdom nor the road to increased net 
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profits. Indeed, hasty action may kill the patient when 
remedial measures could effect a cure. 

lines, for example, which are revealed by cost analysis 

to have less than average profit possibilities may have 

heir showings improved by the introduction of less costly 

» methods. Or, further study may reveal that the 

wild be dropped if the distributor's setup is such 

it handle the line in existing quarters with. 

~i\c handling expenses. Certainly, before any 

‘ taken to drop a line, the results of 

of other related lines or on other 


~ales 


phases of th 


usiness as a whole should be weighed. 


Again. the decision to drop a line or a customer 


because they are offender- =mall-order direction 
should only be taken after remedial action has been tried. 
A customer who is a chronic small orderer may be 
converted into a good account. A factual demonstration 
of the direct and excessive cost of such a policy to him- 
self will frequently show him the error of his ways and 
result in regularized purchases in larger, profitable quan- 
tities. Or, a line may have its profitability improved by 
a change in pricing policy. A schedule of quantity price 
differentials may lift a line from the small order nuisance 
class into the profitable category. 

Cost analysis can be an extremely helpful tool to 
management. It is, however, no magic wand that will 
convert unprofitable sales into black in operations. 
By its use, unprofitable segments of business can be 
revealed to management but remedial action must still 
be tempered by common sense. Above all, cost analysis 
must be tailored to fit the peculiarities of each concern. 
The answer for one distributor may not be the answer 


for another. 
A Pioneer effort 


Recognizing the need for the study of costs in the 
days ahead, the program committee of the Central States 
Mill Supply Association devoted the major portion of 
its efforts at the November meeting in Chicago to the 
preparation and presentation of thought starters in one 
area of cost analysis, namely, the evaluation of the 
profitability of lines. Three approaches to the problem 
of line evaluation were set forth by three speakers. For 


the information of distributors throughout the country, 


Mitt Supptiks presents in the following pages a com- 
plete report on the three studies. 

The thanks of the entire industry should go to Central 
States for this pioneer effort. Not all distributors, nor 
manufacturers, will agree with the methods nor with the 
findings. But all can agree that this was a step in the 
right direction. It should start distributors thinking 
With facts developed 
along similar lines and based on each firm’s particular 
operating conditions, distributors will be in a position to 
formulate sound management policies thereby eliminat- 
ing some of the wastes arising from misdirected merchan- 
dising and sales efforts. 


along the lines of cost analysis. 
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Evaluating on a Point System 


survey of the Small Order Loss 

Problem, I have believed that if 
some way could be found to evaluate 
products it would be of great help to 
mill supply distributors. It was only 
recently through the re-evaluating of 
jobs in our own plant that it occurred 
to me that the same principles could 
be applied to the evaluation of prod- 
ucts, 

The principle of evaluation has been 
used with great success by numerous 
manufacturers for many years in es- 
tablishing their wage rates. This is 
known as job evaluation and in most 
cases a point system is used when es- 
tablishing these rates. Product evalu- 
ation, based on actual distributors’ 
statistics, is the same in principle as 
the manufacturer’s job evaluation and 
is now being suggested to the mill 
supply industry as having the same 
successful possibilities. 


a 1938, when I made my first 


Apply Rating Points 


For many years IJ have heard distribu- 
tors in all parts of the country state 
that they pushed products that have 
a high percentage of profit. It is now 
apparent, however, that they realize, in 
some cases at least, products with a 
smaller percentage of gross profit have 
a greater value to distributors than 
products with a higher gross profit 
when other factors are taken into con- 
sideration. This is evidenced because, 
since the War, many distributors have 
attempted in various ways to evaluate 
their products. Lacking a workable 
formula or plan, these distributors were 
unable to get a complete and composite 
picture of the value of each product 
studied. To reach this end they only 
needed to take one extra step i.e. apply 
rating points to whatever factors they 
had selected and ascertain the total of 


By D. W. NORTHUP 


President, The Henry G. Thompson & Son Co. 


these points to obtain the value of the 
product. 

The factors I have selected as con- 
tributing the most to the worth of a 
product to distributors are as follows: 


1. Gross Profit 

2. Average Yearly 
Turnover 

3. Average Dollar Value Per 
Invoice Line 

4. Cost Of Warehouse Labor 
5. Cubic Feet Of Warehouse 
Space 


Inventory 


The point values assigned to each 
factor are based on an analysis of 
statistics furnished by the auditors of 
nine large mill supply distributors and 
they represent a reasonably accurate 
ratio of the relative importance of these 
factors. 

In this discussion the term “product” 
is used to refer to any mill supply items 
carried by distributors in preference to 
the usual phrase “a manufacturer’s 
line”, This is done to avoid confusion 
and misunderstanding which might re- 
sult when referring to the tremendously 
important item “Average Dollar Value 
Per Invoice Line” shown in the table of 
points (see next two pages). 

This table shows the simple formula 
for evaluating products based on a 
point system—-taking into consideration 





the most essential factors by which a 
product can be reasonably appraised. 
To give a proper differential in value 
between such factors, the largest num- 
ber of points was given to “Average 
Yearly Inventory Turnover” which has 
influence in determining 


the greatest 
the ultimate value of products to dis- 
tributors. A lesser number of points 
proportionately was awarded to all fac- 
tors of lesser importance. 

I have selected two products which 
will best illustrate the value of the 
point system and, contrary to general 
belief, show that gross profit is not 





Editors’ Note 


“Evaluation of Lines” was the chief topic discussed at the annual meeting of 
the Central States Association in Chicago in November. Three addresses were 


made on the subject. 


They were delivered by D. W. Northup, president of 


Henry G. Thompson & Son Co., New Haven; Rhae M. Swisher, Certified Public 
Accountant, and Carl A. Channon, president of the Great Lakes Supply Co., 
Chicago. Starting on this page MILL SUPPLIES is publishing the three talks 


in the order in which they were given. 


Oscar Iber, president of O. Iber Co., 


Chicago, was chairman of the program committee. 
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necessarily the deciding factor in the 
value of a product to distributors. As 
shown below, using the point values as 
set forth in the point evaluation table, 
we find that Product “A” with a far 
less percentage of gross profit has a 
much greater value to distributors than 
Product “B”. 

The comparison between the value 
of Product “A” and “B” is given in the 


table below. 

It must be.borne in mind that these 
figures do not necessarily apply to 
all sections of the country. The item 
“Yearly Turnover” is definitely lower 
for the same product on the Pacific 
Coast when bought from Eastern manu- 
facturers since these distributors are 
far removed from their source of sup- 
ply. Also, in different localities price 





Factors 


Product “A” 


Product “ B” 





Points Points 
Gross Profit Percentage................. 19.8% 20 30.5% 31 
Average Yearly Inventory Turnover........ 5.8 Times 48 3.1 Times 24 
Average Dollar Value Per Invoice Line..... $19.71 95 $3.85 3 
Cost of Warehouse Labor................. $1.47 8 $3.00 % 
Cubic Feet Warehouse Space.............. 9 Cubic Feet 7 300 Cubic Feet 34% 
wo eT 178 62 





levels on some products and wage rates 
vary. All of these have an effect op 
the value of a product. Therefore, so 
that a distributor in any part of. the 
country can evaluate any product, as 
simple a formula as possible has been 
devised. Only the principal factors 
have been considered in this study, 
With these few factors distributors, 
with a minimum of statistical work, can 
readily evaluate their more important 
products. If distributors want to add 
other factors than 
Mr. Rhae Swisher 
formula in_ his 


those suggested, 
has included a 
explanation of the 
method of evaluation (see opposite page 
for the basic point evaluation table and 
below for Mr. Swisher’s statement on 
“How to Evaluate a Product’). 

The show the 
evaluation of two different products, 
one of which shows a very favorable 
result for distributors, and the other 


comparison figures 








HE PURPOSE of this product evalu- 
ation chart is to provide a simple 
method of figuring which will fur- 

nish a reasonably accurate evaluation 
of different products. This table does 
not pretend to obtain as accurate a re- 
sult as would be furnished by a specific 
formula which would take into con- 
sideration some of the more technical 
factors governing profit. This table 
has been applied to the different prod- 
ucts studied in the report for the Cen- 
tral States Mill Supply Association and 
the results were consistent with the 
findings of that study. 

The following steps should be taken 
in evaluating the given products: List 
the following: 


1. Gross profit percentage. 

2. Average yearly inventory turnover. 
3. Average dollar value per invoice 
line. 

4. Warehouse labor required per $100 
of sales. 

5. Warehouse space 
$100 of inventory). 


(cubic feet per 


GROSS PROFIT PERCENTAGE: 
This you have determined to be the 
average gross profit for the product. 
Enter your percentage (nearest whole 
number) opposite “Gross Profit Per- 


centage”. 


AVERAGE YEARLY INVENTORY 


86 


HOW TO EVALUATE A 


TURNOVER: Determine the number of 
that the 
the product will be sold in the course 
This will be the cost of 
goods sold, divided by the average in- 


times average inventory of 


of a year. 
Refer to the “Average Yearly 


Inventory Turnover” column and on 
your tabulation sheet enter the number 


ventory. 


of points which are opposite your 
“number of times” turnover. 

AVERAGE DOLLAR VALUE PER 
INVOICE LINE: Divide the total 


sales of the product for a given period 
(preferably not less than a month) by 
the number of invoice items for that 
product. Then find the nearest cor- 
responding figure on the table and 
enter the number of points. 


WAREHOUSE LABOR REQUIRED 
PER $100 OF SALES: Your warehouse 
the labor re- 
quired, inasmuch as few concerns main- 


foreman can estimate 
tain records to supply this information. 
If given in terms of labor hours, this 
must be computed into money and di- 
vided by the sales of the product in 
order to determine the dollar value of 
labor required for each $100. of sales. 
Then find the nearest figure in the 
column “Warehouse Labor” and apply 
the corresponding number of points. 


WAREHOUSE SPACE REQUIRED 
FOR EACH $100 OF INVENTORY: 
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It will be necessary to measure the 
space allotted for the product and to 
compute the number of cubic feet which 
the space represents. After the num- 
ber of cubic feet have been determined, 
divide by the average product inven- 
tory and determine the number of cubic 
feet required for each $100 of average 
product inventory. Then find the near- 
amount in column ‘Warehouse 
Space” and enter the points indicated. 


est 


PRODUCT EVALUATION: Total the 
points for the above heading and you 
have the product evaluation by points. 


Example: 


Gross Profit Percentage. 25.37% 25 Points 
Average Yearly Inven- 
tory Turnover...... 


Average Dollar Value 


4.80 Times 40 * 


Per Invoice Line. ... $19.71 95 * 
Warehouse Labor (per 
$100 of sales)....... $.90 ll = 


Warehouse Space (per 


$100 of inventory)... 8.8 Cu. Ft. 7 


i7¢ = l* 
After products have been 
evaluated by you, you will be able 
to determine what 
points represents a dividing point be- 


some 
total number of 


tween a profitable line and an unprofit- 


able line in your company. For ex- 


ample: 


You may find that any item with a 
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product less favorable. However, with- 
out question, some distributors operate 
more efficiently than others. There- 
fore, if a distributor, through this point 
system, arrives at a low evaluation for 
a given product, it would be well for 
him to investigate his own handling, 
storing, shipping and selling methods 
and revise them where possible before 
rushing to his manufacturer with a 
request for relief. 


The Benefits 


The question naturally arises as to 
what benefit may accrue to distributors 
from product evaluation to compensate 
them for their work in evaluating their 
products. What can be done where 
evaluation has shown a distributor that 
a product has a low rating to him? 
Here is what one distributor did: 

(Continued on page 88) 





PRODUCT 


total number of points less than 100 
may actually represent a product on 
which you know you are losing money. 
This you can tell as you develop your 
own product evaluation. 

While this table covers only five 
general factors affecting the profits of 
a product, it is recognized that certain 
distributors, in certain localities, might 
be confronted with other specific fac- 
tors which must be taken into con- 
sideration. For example, such a factor 
would exist where a salesman is paid 
a certain fixed percentage of the gross 
profit rather than a_ percentage of 
sales. Another example could be the 
cost of delivery. 

When such factors must be added 
to this formula, it will be necessary to 
determine the percentage of the cost 
of such factors to sales and to provide 
points in proportion to the gross profit 
percentage. For example: 

If the commission paid to a sales- 
man is 4% of the sales of a product 
on which your gross profit is 20%, 
the points which you should include 
for this factor should be proportionate 
to the points shown in the column 
“Warehouse labor per $100 of sales” 
where the most points are provided for 
the lowest cost. 

Now simply add this additional fac- 
tor to your computation sheet and 
include this factor in the totals for 
each product evaluated. 


POINT EVALUATION TABLE 





Gross Profit 


Per 
Cent Points 
1 1 
2 2 
3 3 
4 4 
5 5 
6 6 
8 8 
9 9 
10 10 
11 ll 
12 12 
13 13 
14 14 
15 iS 
16 16 
17 7 
18 18 
19 19 
20 20 
21 21 
22 22 
23 23 
24 24 
25 25 
26 26 
27 27 
28 28 
2 2 
30 30 
31 31 
32 32 
33 33 
34 34 
35 35 
36 36 
37 37 
38 38 
39 39 
40 40 
41 41 
42 42 
43 43 
44 44 
45 45 
46 46 
47 7 
48 18 
49 49 
50 50 





Average Yearly 
Inventory 
Turnover 


Number 


of 
Times Points 
% 4 
1 8 
1% 12 
2 16 
2% 20 
3 24 
3% 28 
4 $3 
4% 36 
- 40 
5% 44 
6 18 
6% 52 
7 56 
1% 60 
8 64 
8% 68 
9 te 
9% 76 
10 80 
10% 84 
ll 88 
11% 92 
12 96 
12% 100 
13 104 
13% 108 
V4 112 
14% 116 
15 120 








Average Dollar 
Value per 
Invoice Line 


Dollars Points 


$2.00 0 
4.00 3 
6.00 7% 
8.00 15 
10.00 20 
11.00 30 
12.00 40 
13.00 50 
14.00 60 
15.00 70 
16.00 75 
17.00 80 
18.00 85 
19.00 90 
20.00 95 
21.00 98 
22.00 101 
23.00 104 
24.00 107 
25.00 110 
26.00 111 
27.00 112 
28.00 113 
29.00 114 
30.00 115 
31.00 116 
| 32.00 117 
| 33.00 118 
34.00 119 
| 35.00 120 
| 40.00 12214 
50.00 125 
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Warehouse Labor 


Labor 
Required 
per $100 
of Sales Points 
$.10 15 
.20 144% 
.30 14 
40 13% 
.50 13 
.60 12% 
.70 12 
.80 11% 
.90 11 
1.00 10% 
1.10 10 
1.20 9% 
1.30 9 
1.40 84 
1.50 8 
1.60 7% 
Bee 7 
1.80 6% 
1.90 6 
2.00 5% 
2.10 5 
2.20 114 
2.30 4 
2.40 3% 
2.50 3 
2.60 2% 
2.70 2 : 
2.80 1% 
2.90 l 
3.00 % 





Warehouse Space 


Cubic ft. 
per $100 
of 
Inventory Points 
10 7 
25 6% 
10 6 
55 5% 
70 5 
100 114 
200 4 
300 3% 
100 3 
500 2% 
600 2 
700 1% 
800 l 
900 \ 
1000 0 
87 





Mr. Exley of Harper & Reynolds of 
Les Angeles, who has granted permis- 
sion to have these facts used, illustrated 
a really worthwhile example of increas- 
ing the value of a product by improved 
handling methods. One of the first 
items studied was shovels—a hard to 
handle item. At the time of his investi- 
gation they were selling about a carload 
of shovels per year and the handling 
and storage costs were so high that 
the product showed a low net value. 
A motion and time study was made of 
thei: unloading, handling, storage and 
shipping methods, and as a result of 
changing these methods, handling costs 
were cut to less than half. 


Pallets or Beds Used 


Now. when Harper & Reynolds re- 
ceives a carload of shovels, they are 
unloaded from the car on pallets or 
beds. Six shovels come tied together 
in a bundle and 5 bundles or 24% dozen 
are strapped horizontally to the pallet. 
The pallets are then stacked 6 high 
and are taken from the car in this 
form by fork-lift trucks directly to 
where they are to be stored. 

The salesmen were encouraged to 
sell shovels in 21% dozen units or mul- 
tiples thereof. In these units the ex- 
treme discount is accorded. When the 
shovels are sold, they are moved as a 
unit on the same pallet with a fork- 
lift truck and are delivered to the cus- 
tomer. In addition to the obvious sav- 
ing in handling and storing there is 
also the saving in applying only one 
hand-typed tag to a pallet, instead of 
attaching a tag to each of the 5 bundles. 


Way to Raise Profit 


The result of this motion and time 
study reduced costs and increased the 
unit of sale so as to produce a favor- 
able profit margin. Harper & Reynolds 
now sell between 12 and 15 carloads of 
shovels a year and have turned the 
shovels into a really profitable item. 

This same company has induced their 
sales organization to sell industrial con- 
sumers in industrial supply quantities. 
This is to get away from selling indus- 
trial consumers in retail quantities at 
wholesale prices. To the extent that 
this is accomplished the dollar value 
of each invoice line is increased. This 
is an important way of raising profits 
and reducing the small order losses. 

As a result of the successful experi- 


ment with shovels, Harper & Reynolds 
are now proceeding to palletize such 
merchandise as various kinds of bulky 
cans. 

Their success through these studies 
on this class of merchandise has en- 
couraged this distributor into making 
similar studies in their handling and 
storage of heavy products, such as nails, 
bolts and sheets. In some operations 
mechanized equipment is now being 
used for handling of these products. In 
other instances, new storage layouts 
adapted for the use of such equipment 
are now being considered. 

In giving this illustration, it is realized 
that while shovels may be an important 
item in Los Angeles and in mining and 
farming districts, they are not a major 
item in all localities. Nevertheless, in 
every locality distributors have some 
“hard to handle” or heavy product items 
where motion and time studies may 
improve the value of the product to 
these distributors. 


Service Items 


In presenting the idea and principle 
of product evaluation, it has been kept 
in mind that, by the very nature of 
their business, distributors must carry 
service items with a very low turnover 
and other high cost factors that fre- 
quently make these products show a 
loss. However, if a distributor evalu- 
ates a given product and makes every 
reasonable effort to turn this product 
into a profitable one, but cannot do 
so, he is certainly in a strong position 
to urge his manufacturer to make the 
product a profit producer. 

It may be that the only move neces- 
sary for a manufacturer to make his 
product profitable for 
would be to examine and ‘adjust his 
suggested resale schedule in the small 
quantity brackets. If he does not use 
a resale schedule now, one could be 
established for small quantities. In 
either case this can be done without 
reducing the manufacturer’s profit a 
single cent. Furthermore, it can be 
done without danger of losing this busi- 
ness to direct selling competitors as 
they cannot compete profitably for these 
small quantities, especially where the 
number of small orders is large. When 
I say large, I mean just that. Statistics 
show that over 40% of all distributors’ 
orders are for five dollars or less and 
distributors lose money on every one 
of these orders. These are the very 
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distributors’ 


loss orders which today wreck distribu- 
tors’ profits. 

An adjustment of resale schedules in 
the small brackets, in many cases, may 
not increase the consumers’ cost. Ex. 
perience has proved that frequently 
consumers merely increase the size of 
their orders to take advantage of the 
lower prices for increased quantities, 
By placing fewer but larger orders the 
consumer also reduces his substantial 
cost of placing so many small orders. 


Convince Yourself 


you distributors should 
bear in mind that for years manufac- 
turers have made the statement that 
there is little use in establishing higher 
suggested resale schedules to give dis- 
tributors a higher margin of gross 
profit until the distributors themselves 
decide to keep this profit. Therefore, 
before appealing to your manufacturer, 
it would be well for you to convince 
yourself of the efficiency of your op- 
eration and that you are not in the 
position to be accused of being indif- 
ferent to your manufacturer’s present 
suggested resale schedule. 

The distributors of the Central States 
Mill Supply Association have performed 
an outstanding service to all distributors 
in supplying, at great cost, in both 
time and expense, the figures to be 
presented by Mr. Swisher. After you 
study these figures, no doubt you too 
will agree that they deserve the closest 
analysis by manufacturers and by dis- 
tributors. 


However, 


Instructive Program 


Now in closing, I want to remind 
manufacturers that in a period of 15 
pre-war years Mill Supply Distributors 
made an average yearly net profit of 
only 144% on their sales and that on 
a small turnover. This record should 
not be repeated as distributors con- 
tribute too much to the industries they 
serve, and to the manufacturers they 
represent, to have their position jeop- 
ardized. 

It will take a long term instructive 
program to correct this condition. It 
will demand the greatest mutual co- 
operation between both manufacturers 
and distributors, to the end that dis- 
tributors will earn the fair profit they 
require to retain them as an efficient 
and important part of American indus- 
try. 
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IN WORKING UP A PROGRAM for the annual 
November meeting of the Central States 
Mill Supply Association, the members of 
the committee responsible for the pro- 
gram were unanimous in the opinion that, 
living up to the high standards of past 
meetings, we should develop a program 
that would supply a factual picture of at 
least one segment of our industry—facts 
that would serve as a help to manage- 
ment in formulating wise operating poli- 
cies for the years ahead. 

Certainly, one of the most important 
problems confronting the industrial dis- 
tributor today is the evaluation of the 
relative profitability of lines. To dig out 
the facts on the expenses involved in 
handling various lines some basic inten- 
sive research was necessary. Nine member 
firms of the Central States Mill Supply 
Association agreed to develop these 
necessary facts from their own operations. 
They offered their houses as guinea pigs 
for the purposes of this survey. 

Obviously, the job would have been 
too big if all lines were to be evaluated. 
Actually eight lines were selected which, 
in our opinion, are representative of the 
diverse types of problems encountered 
by distributors in handling their many 
lines. The survey was restricted to 
operations during one month late in 1946. 

Mr. Rhae Swisher acted as coordinator 
on the survey and compiled and summar- 
ized the facts from the operations of these 
nine cooperating distributors as they re- 
lated to the costs of handling the eight 
lines. His report presents the facts as 
submitted by the auditors of the firms. 


AN INTRODUCTION 


In analyzing and interpreting the sur- 
vey figures, a number of points should be 
kept firmly in mind. In the first place, 
these who read and use the survey would 
do well to spend enough time on the 
figures to get a clear picture in their 
minds of the scope and limitations of the 
job. In any survey involving the alloca- 
tion of expenses to lines, customers or 
territories, certain assumptions must be 
made. In his report Mr. Swisher indicates 
the bases for the system of allocation 
which he uses. You may differ with his 
assumption, but with the assumptions in 
mind you won’t go wrong in the use of 
the figures. 

Specifically, you might object to Mr. 
Swisher’s allocation of officers’ salaries 
and bonuses, salesmen’s compensation, 
ete. to the eight commodity lines in direct 
ratio to sales of the lines. We certainly 
would all agree that it takes more selling, 
for example, to move some lines than it 
does others. In this study, facilities at our 
disposal and the time available did not 
permit the making of a time study nor the 
use of experience data on individual lines 
to allocate overhead and selling expenses. 
Rather, overall firm figures for these 
expense items were used to assign costs 
to the lines in proportion to sales. 

We admit this survey does not contain 
all the answers. No composite survey 
could possibly do the job for each firm. 
Since the conditions under which each 
firm operates are different, each concern 
must develop its own figures tailor-made 
for its own operations. The ranges which 
Mr. Swisher shows in his report clearly 
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indicate that some houses, though not 
necessarily the same houses, do very well 
in terms of profits on every one of the 
eight lines. Those concerns that showed 
up in the red on any lines, on the con- 
trary, should submit their operations on 
those lines to critical scrutiny. 

In presenting the results of this survey, 
the program committee of the Central 
States Mill Supply Association sincerely 
hopes that the thinking of distributors 
will be stimulated in the direction of line 
evaluation. We would like to see distribu- 
tors do the same type of analysis of their 
own lines. This is a pioneer effort. We 
believe it is in the right direction. 


OSCAR IBER 
Chairman, Program Committee 
Central States Mill Supply Association 





Line Evaluation in Nine Firms 





By RHAE M. SWISHER 
Certified Public Accountant 


UR ANALYSIS and compilation of sta- 
tistics furnished by nine represen- 
tative mill supply distributors for 

one month late in 1946 as to the sales 
and experience with respect to eight 
merchandise lines or products reveals 
the following net profits before Federal 
Taxes: 
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Net Profit Percentage 


Product to Sales—-Percent 
Hoists and Trolleys.......... 12.19 
ee OPER DOCU OTT 11.7] 
PEL UE acAtvewcases canes 3.58 
SEN foc kcadataneeeebenes 3.30 
PN Ne rave vnntaeuadernenies 3.14 
Coated Abrasives ............ 2.04 
CE ROU a bis Kensie cescs 1.08 


Threaded Products .......... (Loss) 5.28 


pO eee oe 


The stated products were selected by 
the distributors as typical merchandise 
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lines or products as the basis for a fair 
study of relative values. 

We were furnished with the following 
information pertaining to each of the 
products and pertaining to the oper- 
ations of the individual companies: 

Sales and number of invoices and/or 
invoice items for the month of August, 
1946 (two companies reporting for Sep- 
tember instead of August) 

Cost of merchandise sold 

Average inventory 

Warehouse space required 

Cost of warehouse space 

Estimate of warehouse labor hours 
used 

Cost of warehouse labor 

Number of outgoing invoices for the 
month 

Number of items on the outgoing in- 
voices 

Office and clerical cost per invoice 

Certain information as to back- 
ordered items 

After careful analysis of this infor- 
mation, and after making comparisons 
as to consistency, we compiled the data 
furnished into the summary form pre- 


sented as “Exhibit A.” (Pages 92-3) 
Summary Statistics 


The eight merchandise lines of prod- 
ucts studied yielded sales for the month 
for nine distributors of approximately 
$300,000.00. These sales were billed 
to customers in approximately 35,000 
invoice items (i.e. the lines typed on 
each invoice), an average of $8.31 per 
item, with a range from $95.81 (Hoists 
and Trolleys) to $5.13 (Threaded Prod- 
ucts). The average gross profit was 
21.12% with a range from 25.37% 
(Hack Saws) to 17.42% (Coated 
abrasives). Combined average inven- 
tories of the nine companies for the 
eight lines amounted to approximately 
$450.000.00. a range from $142,117.00 
(Threaded Products) to $19,806.81 
(Coated Abrasives). The average turn- 
over, i.e. projected yearly cost of goods 
sold divided by average inventory, was 
5.89 times, with a range from 9.0 times 


(Coated Abrasives) to 3.44 times 
(Shovels). The average warehouse 


space required for each dollar of aver- 
age inventory was .29 cubic feet, with a 
range of 3.04 cubic feet (Shovels) to 
.088 cubic feet (Hack Saws). The aver- 
age yearly occupancy cost per cubic 
foot of warehouse space was $0.59 with 
a range by companies from $0.87 to 
$.036. The average hourly warehouse 
labor cost was $.9576, with a range by 
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in the study as follows: 


HOISTS AND TROLLEYS— 
Hand and Power 


FILES— 


THREADED PRODUCTS— 


COATED ABRASIVES— 


PIPE TOOLS— 
Pipe Benders 
Cutters 
Machines 
Reamers—Burring 
Stands 
Stocks 
Threading Devices 
Wrenches 


HACK SAWS— 


CUTTING TOOLS— 
Twist Drills 
Reamers 
Taps 
Dies 





PRODUCTS INCLUDED IN EVALUATION 


The products included in the eight lines which are discussed in Mr. 
Swisher's report were identified for the nine companies which participated 


SHOVELS, SCOOPS AND SPADES n 


American or Regular—Swiss & Milled Tooth Pattern 


Bolts Nuts Wing 
Carriage Brass Screws 
Coupling Cay *Cap 
Elevator Castellated Drive 

Eye Cold Pressed Hanger 
Machine Knurled Knurled 
Plow Lock Lag 

Step Machine Screw Machine 
Stove Planer Bolt *Set 

Stud Semi-Finished Sheet Metal 
Tap Slotted Thumb 
Tire Stove Bolts Wood 
Toggle Thumb * Include hollow head 


In Reams—Rolls—Disces and Belts 


Hand and Power (do not include Band Saws) 











companies from $1.114 to $.78. Invoices 
to customers averaged 2.8 items with a 
company range from 4.4 to 2.14. The 
average office and clerical cost per cus- 
tomer’s invoice was $1.775 with a range 
fram $3.30 to $1.23. The average office 
and clerical cost per customer’s invoice 
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item was $.63 with a range from $1.265 
to $.333. The cost of warehouse space, 
warehouse labor and order handling 
was 10% of sales with a range by prod- 
ucts from 16.48% (Threaded Products) 
to 1.49% (Hoists and Trolleys). The 
average profit remaining after costs of 
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warehouse space, warehouse labor and 
order handling was 11.12%, with a 
range from 22.03% (Hoists and Trol- 
leys) to 4.54% loss (Threaded Prod- 


ucts). 
Other Expenses 


In order to supplement the variable 
expenses on which data were furnished 
by the distributors, reference was made 
to the “1945 Statement of Selling Ex- 
penses” by the National Supply and 
Machinery Distributors’ Association, 
applicable to Mid-west Companies”: 

Percent 
of Sales 
Officers and Executive Salaries, Bonuses 

SP IE  vsgacdanaauwskaecaninmee 2.90 
Boxing, Packing, Cartage and Drayage.. .79 
Advertising, Catalog, Circulars, etc..... 56 
Salesmen’s Remuneration and Expenses... 4.54 
Insurance and Taxes, other than Federal 


Taxes (other than Real Estate)....... 77 
SN uh oveseraboucewatss casuetee 9.56” 
———s 


This percentage was then applied to 
all products. However, it must be 
realized that different companies’ sell- 
ing expenses might vary because of dif- 
ferent salesmen’s compensation policies, 
and that the selling cost of the respec- 
tive products might, in turn, be affected. 


Cash Discounts 


It has been our experience that, 
where distributors discount all of their 
vendors’ invoices, the over-all percentage 
of discounts earned to purchases is 
practically equivalent to the percentage 
of discounts allowed to customers’ sales. 
Consequently the cash discount cost to 
the distributor is the prevailing per- 
centage, earned and allowed, applied to 
the gross profit. Arbitrarily, 1144 per 
cent of gross profits has been applied as 
the cash discount expense. 


Operating Results 


The resulting profits as reflected on 
Exhibit “A” were summarized at the 
beginning of this report. However, 
these results must be considered in the 
light of the experience for each product, 
in turn with respect to the ranges and 
fluctuations therein. For this purpose 
the marginal profit or loss, i.e. the gross 
profit less costs of warehouse space, 
warehouse labor and order handling, 
for each product is listed as follows, in- 
asmuch as the deductions for selling and 
other expenses, as well as the cash dis- 
count cost, follows a general pattern 
applied to sales: 





Marginal Profit 


Percent 
Hoists and Trolleys............. 22.03 
Pe NE Sec otiicsdxaciicdsans’ 21.59 
POE SON ida x 6s Ve adceacesanss 13.39 
NEE. icasledneadwieecue Weeewan 13.16 
UE waa saddectucsevwecidesess 12.97 
amend BRR bi viece ca cicdcss 11.82 
i TN o.oo kins derweliadasies 10.89 
Threaded Products ............. 1.54 





The results for each of the products 
are discussed individually. 


Hoists and Trolleys—Marginal 
Profit, 22.03% of Sales 


This product represented 11.54% of 
the total sales reported for the eight 
products. The average percentage of 
marginal profit was 22.03% of sales, 
ranging from a high of 26.86% to a low 
of 18.53%. The average sales value for 
each invoice item amounted to $95.81, 
ranging from $252.83 to $51.83. The 
average gross profit was 23.52% of 
sales, ranging from 28.75% to 19.25%. 
The average yearly turnover was 7.13 
times, ranging from 49.32 times to 3.58 
times. The cost of warehouse space, 
warehouse labor and order handling 
averaged 1.49% of sales, the lowest cost 
for the eight products studied. As could 
be expected, the company with the high 
marginal profit percentage was the com- 
pany with the high gross profit percent- 
age, and the company with the low mar- 
ginal profit was the company with the 
low gross profit percentage. The aver- 
age net profit was 12.19% of sales. 
ranging from 16.95% to 8.73%. All of 
the reporting companies experienced a 
net profit on this product. 


Hack Saws — Marginal Profit, 
21.59% of Sales 


This product represented 5.78°% of 
the total sales reported for the eight 
products. The average percentage of 
marginal profit was 21.59% of sales, 
ranging from 23.80% to 12.22%. The 
average sales value for each invoice item 
was $19.71, ranging from $75.94 to 
$7.23. The average gross profit was 
25.37% of sales, ranging from 29.23% 
to 20.00%. The average yearly turnover 
was 4.8 times, ranging from 27.75 times 
to 1.27 times. 
space, warehouse labor and order han- 


The cost of warehouse 


dling was 3.78% of sales. The company 
with the highest percentage of marginal 
profit was the one with the highest gross 
profit percentage. The company with 


the lowest percentage of marginal profit 
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sold less of this product than any of the 
reporting firms. The average net profit 
for this product was 11.71% of sales, 
All of 


the reporting companies experienced a 


- 


ranging from 13.83% to 2.34%. 
net profit for this product. 


Pipe Tools—Marginal Profit, 
13.39% of Sales 


This product represented 6.02% of 
the total sales reported for the eight 
products. The average percentage of 
marginal profit was 13.399 of sales, 
ranging from 19.92% to 5.76%. Three 
of the reporting companies, after apply- 
ing the pro rata selling expenses, ex- 
perienced a net loss on this product. 
The average sale per invoice item was 
$12.48, ranging from $18.37 to $5.58. 
The average gross profit was 20.21% of 
sales. ranging from 28.46% to 18.91%. 
The average yearly turnover was 7.93 
times, ranging from 23.49 times to 1.84 
times. The cost of warehouse space, 
warehouse labor and order handling for 
this product amounted to 6.82% of sales. 
The company with the highest percent- 
age of marginal profit ranked second 
high in both gross profit margin and 
inventory turnover. The average net 
profit for this product was 3.58% of 
sales, ranging from a net profit of 
10.05% of sales to a net loss of 4.06% 
of sales. Although this product ranks 
third in net profit, the fact that three 
companies experienced net losses in- 
dicates a borderline condition, especially 
since the marginal profit is 8.2% less 
than the second ranking line, 5.167. of 
which is accounted for by the difference 
in gross profit margin. 


Shovels—Marginal Profit, 
13.16% of Sales 


This product represented 2.33°° of 
the total sales reported for the eight 
products. The average percentage of 
marginal profit was 13.16°% of sales, 


ranging from 17.61% to a loss of 


12.22% 


panies reported a marginal loss on this 


Three of the reporting com- 


line before applying the pro rata selling 
expense. The average sale per invoice 
item was $14.86, ranging from $24.07 to 
$8.25. 
24.05% of sales, ranging from 29.05% 
to 11.15%. 
was 3.44 times. ranging from 15.88 times 
to .72 times. 
space, warehouse labor and order han- 


The average gross profit was 
The average yearly turnover 
The cost of warehouse 


dling was 10.89% of sales. the second 
highest of the eight merchandise lines. 
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Of the three companies experiencing 
marginal losses on this line, two re- 
ported sales less than $100.00, and the 
third company has the highest order 
handling cost of the reporting com- 
panies. The experience of the other re- 
porting companies was therefore better 
than indicated by the general averages. 
The average net profit for this product 
was 3.30% of sales ranging from a net 
profit of 7.73% to a net loss of 21.94% 
of sales. 


Files—Marginal Profit, 12.97% 
of Sales 


This product represented 8.18% of 
the total sales reported for the eight 
products. The average percentage of 
marginal profit was 12.97% of sales, 
ranging from 17.59% to a marginal loss 
of 13.37%. One company reported a 
marginal loss and another company re- 
ported a net loss after applying the 
pro rata selling expenses. The average 
sale per invoice item was $9.51, rang- 
ing from $21.05 to $3.25. The average 
gross profit was 21.41% of sales, rang- 
ing from 26.97% to 18.49%. The aver- 
age yearly turnover was 4.73 times, 
ranging from 23.64 times to 1.14 times. 


The cost of warehouse space, warehouse 
labor and order handling was 8.44% of 
sales. The company with the highest 
percentage of marginal profit had the 
third highest sales per invoice item and 
the lowest order handling cost per in- 
voice item. The company with the mar- 
ginal loss had the second lowest sales 
per invoice item and the second highest 
cost of order handling per invoice item. 
The other company with a net loss had 
the lowest sales per invoice item. This 
indicates the importance of the cost of 
small orders from the standpoint of 
profitable merchandising operations. 
The net profit for this product was 
3.14% of sales, ranging from a net 
profit of 7.74% of sales to a net loss of 
23.24% of sales. Three companies re- 
ported net losses on this product. 


Coated Abrasives—Marginal 
Profit, 11.82% of Sales 


This product represented 6.38% of 
the total sales reported for the eight 
products. The average percentage of 
marginal profit was 11.82% of sales, 
ranging from 26.72% of sales to a mar- 
ginal loss of 2.94% of sales. One com- 
pany reported a marginal loss on this 


product and three companies reported 
net losses after applying the pro rata 


selling expenses. The average sale per 
invoice item was $17.28, ranging from 
$43.02 to $3.63. The average gross profit 
was 17.42% of sales, the lowest reported 
for the eight products, ranging from 
35.94% to 12.95%. However, the com- 
pany reporting 12.95% gross profit sold 
59% of the reported sales. The average 
yearly turnover was 9 times, the highest 
reported for the eight products, ranging 
from 35.39 times to 1.53 times. The cost 
of warehouse space, warehouse labor 
and order handling was 5.6% of sales, 
the third lowest of the eight products 
studied. The company reporting a mar- 
ginal loss had the lowest average sale 
per invoice item. One of the companies 
reporting a net loss had the highest 
order handling cost per invoice item, 
and another company showing a net 
loss reported the second lowest gross 
profit margin. The company with the 
lowest gross profit margin reported a net 
profit on the line accounted for by a cost 
of 2.459% of sales for warehouse space, 
warehouse labor and order handling, 
along with the highest average sale per 
invoice item. The net profit for this 
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STATEMENT 


OF NET PROFIT FOR CERTA 











Hoists and 
Shovels Trolleys Files 
[ae eR cine cass ke een e's ce ioe bem eos h ard eee ea eS $6,599.32 $32,749.81 $23,199.59 
(2) Per Cent to Total Sales. Bie caal dete wes es la eee se ate ne ae 2.33% 11.54% 8.18% 
(3) Ser ee eee 444 394 2,459 
1) RON NOI MUN ERO 8 2 oy wie cals oeauuneareceae es 14.86 95.81 9.51 
5 Cos r or Goops SoLp 5,011.94 25,046.21 18,231 35 
(6) Gross Prorit 1,587.38 7,703.60 1,968.24 
7 Percentage of Gross Profit 24.05% 23.52% 21.41% 
best ted Average Inve : 17,472.45 12,108.08 16,178.88 
, ) i i \ | i ly Cost 
if Good 3.44 7.13 4.73 
10) Cubic Feet 53,190 13,244 11,111 
It Cubic Feet of Ware} ) f Ave tor 3.04 2315 . 2406 
12 Cost of Warehouse Sj 273.77 69.90 34.74 
(13 Warehouse Hour 14914 209% 313% 
(14) Cost of Warehouse Labor Hours 141.45 199.87 343.92 
(15) Order Handling Cost 303.63 219.20 1,559.87 
(16) Total Costs of Warehouse Space, Warehouse Labor and Order 
Handling Costs....... ; Pred irae eon 718.85 488.97 1,958.53 
(17) Gross Prorir Less ABovE Costs $868.53 $7,214.63 $3,009.71 
(18) ee 13.16% 22.03% 12.97% 
(RD) > Rie DR IIIs 5a ek cece ee cee necew eas 630.89 3,130.90 2,217.88 
(20) Less — 114% on Gross Profits for Cash Discounts 19.84 91.27 62.10 
(21) I 5 sso ows oc dwiee ewaee'ses bdeassevees 650.73 3,222.17 2,279.98 
fap OR TEMM COED, . os oss exc awadnecidsassecewagiavcs $217.80 $3,992.46 $729.73 
(23) oy EE re een cena Dane nies Ee ane 3.30% 12.19% 3.14% 
*Taken from “1945 statement of selling and expenses, 2.90; boxing, packing, cartage and insurance and taxes (other than rea estate) .77. 
expenses" by Nation! Supply & Machinery drayage, .79; ‘advertising, catalogs, circulars, etc., The total, applied equally to all lines, for lack of a 
Distributors’ Association, for mid-west —— 56; ‘s remuneration and expenses, 4.54; better neo of allocation, is 9.56. 
as follows: officers’ and executives’ muses 
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product was 2.04% of sales, ranging 
from a net profit of 16.72% of sales to a 
net loss of 13.59% of sales. It appears 
from the varying results among the re- 
porting companies that the merchandis- 
ing practices with respect to this product 
differ considerably. 


Cutting Tools—Marginal Profit, 
10.89% of Sales 


This product represented 26.65% of 
the total sales reported for the eight 
products. The average percentage of 
marginal profit was 10.89% of sales, 
ranging from 16.23% of sales to a loss 
of 2.26%. One company reported a mar- 
ginal loss on this line and three com- 
panies reported net losses after applying 
the pro rata selling expenses. The 
average sale per invoice item was $8.12, 
ranging from $13.76 to $4.63. The aver- 
age gross profit was 20.02% of sales, 


ranging from 22.85% of sales to 
18.02%. The average yearly turnover 


was 5.28 times, ranging from 11.3 times 
to 2.85 times. The average aggregate 
inventory for this product reported by 
the nine companies was $137,400.00. 
The cost of warehouse space, ware- 
house labor and order handling was 


9.13% of sales. The net profit for 
this product was 1.08% of sales, rang- 
ing from a net profit of 6.42% of sales 
to a net loss of 12.07% of sales. Three 
companies reported net»losses for this 
product. The company reporting a mar- 
ginal loss on this line reported the third 
lowest sales per invoice item and the 
highest order handling cost. The com- 
pany reporting the highest marginal per- 
centage of profit reported the highest 
sales per invoice item. This product 
produced the second highest sales and 
had the second largest inventory of the 
eight products studied, and consequently 
its low net profit of 1.08% of sales con- 
tributed materially to the meager 1.30% 
net profit experienced on the combined 
sales of the eight products. 


Threaded Products — Marginal 
Loss, 5.28% of Sales 


This product represented 33.12% of 
the total sales reported for the eight 
products. The average percentage of 
marginal profit was 4.54% of sales, 
ranging from 17.70% to a marginal loss 
of 2.85%. Three companies reported 
marginal losses on this product, includ- 
ing the company with the highest gross 


profit margin, which also had the lowest 
average sale per invoice item. The aver- 
age sale per invoice was $5.13, ranging 
from $12.72 to $2.54. The average gross 
profit was 21.02% of sales ranging from 
27.6% of sales to 17.95% of sales. The 
average yearly turnover was 6.27 times, 
ranging from 22.18 times to 2.65 times. 
The average inventory for this product 
reported in the aggregate by the nine 
companies was $142,117.00. The cost 
of warehouse space, warehouse labor 
and order handling was 16.48% of sales, 
the highest of the eight products 
studied. This product experienced an 
average net loss of 5.28% of sales, rang- 
ing from a net profit of 7.84% of sales 
to a net loss of 12.63% of sales. Only 
two of the nine reporting companies ex- 
perienced net profits on this product, 
and reported the 
highest average sales per invoice item 


these companies 
and the second and third highest gross 
profit margin. In view of the fact that 
this product accounted for one-third of 
the total sales for the eight products, 
the resulting net loss of 5.28% affected 
the average net profit of the other seven 
products, which in the aggregate yielded 
a net profit of 4.56% of sales, to such 





AIWERCHANDISE PRODUCTS FOR A GIVEN MONTH 











Threaded Cutting Coated 
Products Hack Saws Tools Abrasives 

(1) $93,992.12 $16,397.18 $75,615.29 $18,097.43 
(2) 33.12% 5.78% 26.65% 6.38% 
(3) 18,313 832 9,307 1,047 

(4) 5.13 19.71 8.12 17.28 
(5) 74,233.79 12,235.47 60,477.43 14,944.53 
(6) 19,758.33 1,161.71 15,137.86 3,152.90 
(7) 21.02% 25.37% 20.02% 17.42% 
(8) 142,117.00 30,318.63 137,401.71 19,806.61 
(9) 6.27 4.80 5.28 9.00 
(10) 118 ,566 2,663 12,953 12,341 
(11) 8343 .088 0942 623 
(12) 754.78 12.96 70.93 57.38 
(13) 2,491 147% 888 353 

(14) 2,407.56 142.02 847.29 320.18 
(15) 12,331.91 466.04 5,981.47 635.58 
(16) 15,494.25 621.02 6,899.69 1,013.14 
(17) $4, 264.08 $3,540.69 $8 , 238.17 $2,139.76 
(18) 4.54% 21.59% 10.89°; 11.82% 
(19) 8,985.65 1,567.57 7,228.82 1,730.11 
(20) 246.97 52.01 189.21 39.4] 
(21) 9,232.62 1,619.58 7,418.03 1,769.52 
22) —$4, 968.54 $1,921.11 $820.14 $370.24 
(23) —5.28% 11.71% 1.08% 2.04% 


Totals 
$283,732.10 


Pipe Tools 
$17,081.36 


6.02% 100.00% 
1,368 34,164 
12.48 8.31 
13,627.89 223 808.61 
3,453.17 59,923.49 
20.21% 21.12% 
20,594.61 155,997.97 
7.93 5.89 
9,760 233 , 828 
ATA 29 
50.00 1,344.46 
18814 1,7701% 
180.37 1,582.66 
935.35 22,433.05 
1,165.72 28,360.17 
$2,287.75 $31,563.32 
13.39% 11.12% 
1,632.98 27,124.80 
13.13 743.94 
1,676.11 27 , 868.74 
$611.64 $3,694.58 
3.58% 1.30% 
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an extent that the average net profit for 
the eight products was 1.3% of sales. 
The fact that the two companies report- 
ing net profits for this product reported 
the highest average sales per invoice 
item, along with the fact that the com- 
pany reporting the highest gross profit 
for this product suffered a net loss be- 
cause of the lowest reported average 
sales per invoice item, emphasizes the 
importance of the small order problem. 
That the average marginal profit for 
the reporting companies was only 
4.54% of sales, a margin insufficient to 
cover selling and_other pro rata ex- 
penses, is indicative of an unsatisfac- 
tory condition in the industry with re- 
spect to this product, which might lead 
to the following questions in search for 
corrective measures: 

1. Are the distributors aware of the 
factors affecting the cost of handling 
this product? 

2. Are their products being sold as 
“leaders” without regard to cost factors 
or to sound and uneconomic competitive 
practices? 


3. Are the distributors, with their high 
handling costs, receiving fair considera- 
tion from the manufacturers as to profit 
margins or as to competitive practices? 


Back Orders 


Our questionnaire requested informa- 
tion as to back orders, but the response 
was not sufficiently general to provide a 
fair basis of compilation and compari- 
son, and no discussion thereof is in- 
cluded in this report. 


Relative Profit Value 
of the Products Studied 


From the foregoing statistics we have 
compiled a statement reflecting the com- 
putation of yearly return on $1,000.00 
invested in inventory in the products 
studied. This statement was prepared 
in order to provide basic statistics for 
the development of a formula for prod- 
uct line evaluation. 

For each of the products, the follow- 
ing formula was followed in these som- 
putations: 

1. $1,000.00 was multiplied by the 


yearly turnover rate to ascertain the cost 
of product sold during the year 
2. This result was divided by average 
percentage of cost of product sold as re. 
ported by the nine companies, in order 
to ascertain the projected sales 
3. The cost of product sold was sub. 
tracted from the projected sales in order 
to determine the gross profit 
4. The handling costs were computed 
for each item on the basis of number of 
invoice items required, the amount of 
warehouse space required and the ware. 
house labor hours required, as revealed 
from the statistics furnished by the nine 
companies 
5. Selling and other costs were applied 
on the basis of 9.56% of sales 
6. Cash discount costs were computed 
on the basis of 114% of gross profit for 
each product 
7. Net profit on the yearly sales was 
computed by deducting the foregoing ex- 
penses from the gross profit. 

The details of these computations are 
reflected in Exhibit “B” of this report 
and are summarized as follows: 
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Pipe 
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COMPUTATION OF YEARLY RETURN ON $1,000.00) IN 
Hoists and 
Shovels Trolleys Files 
Bastc Data FROM Exuipit “A” 
(1) ee EE TR RT rrr $1,000.00 $1,000.00 $1,000.00 (] 
(2) ES EE Ce ee en a rr ee eee 3.44 7.13 4.7 : 
(3) Cost of Year’s Sales — Based on Turnover Experience.............. 3,440.00 7,130.00 4,730.00 (; 
(4) Per Cent of Cost of Goods Sold to Sales.....................--000: 75.95 76.48 78.59 ( 
(5) NERC ee ais he see a es bw kos Gis a owes ke KSS AS SO OD 4,529.29 9 322.69 6,018.58 ( 
(6) wens Game Wer ENVOINS TGA... wc cic esc ceees yes 14.86 95.81 9.51 ( 
(7) eee ee Sn ene 305 7 633 ( 
(8) Cubic Feet of Warehouse Space Required . NA areas 3,040 315 241 ( 
(9) Hours of Warehouse Labor Required.......................... 102.7 Si:7 88.6 ( 
ComPuTATION 
(10) RRC RCE Co oe Uk a uh nulsn mou e sine eeh oe Mies row chard Se $4,529.29 $9 322.69 $6,018.58 (] 
(11) PUNO hn ok OE ne ee eae a ka 3,440.00 7,130.00 1,730.00 (] 
(12) SOUTER GS fh Pes uu oes ite ging ee non dhe An tad Penate $1,089.29 $2,192.69 $1, 288.58 ( 
EXPENSES 
(13) Warehouse Space at .05916 per Cu. Ft.................... 0000000 $179.85 $18.61 $14.26 F ( 
(14) Warehouse Labor at .9576 per Hour........................ 98.35 19.51 84.84 ( 
(15) Order Handling Cost at 63 Cents per RE i a. 192.15 61.11 398.79 ( 
(16) “— Expenses — Based on “ 19145 Statement of Selling E xpenses,” 
9.56 per cent of Sales. .... WERE ax Sie Soe mae eis 133.00 891.25 575.37 ( 
(17) Cash Discounts — 114% of Gross Profit 13.61 27.10 16.10 ( 
(18) Total Expenses $916.96 $1,017.91 $1, 089. 36 
Net Return or Loss on $1,000.00 
(19) Invested in Inventory of the Respective Merchandise Lines $172.33 $1,144.78 $199. 22 
(20) Percentage to Investment in Inventory of Net Return or Loss. . . 17.23% 14. 18% 19.92% 
(21) a Oe pe ane ie iis Pea A a eae Bs 6 1 4 
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Yearly Return per Dollar of Inventory 
Investment 


Product Percent 
tine MN TOONOIR ss ois 555i <0 von oveids 114.78 
PO CPRE TESTE TEC UCER ETE CLT TS 73.07 
Pipe Tools .......ceesscvesssceccsees 60.39 
DE Gh veGJanaudeanivausssicuwoctsns 17.23 
ED (caaweeSnaNeNseactarwneeeeskawee 19.92 
Coated Abrasives .....cccccccccsccens 19.51 
ee SUED sobsstcndnckertasdenenes 8.19 
Threaded Products.........sseees. (Loss) 33.72 

RE. Fans wies kensaderneseeeaces 27.90 





General 


The statistics reported herein, it must 
be realized, represent the summary com- 
bined results of nine reporting com- 
panies. For each mill supply distributor 
to profit from such statistics, a com- 
parison of individual company experi- 
ence should be made with the average 
results. Such a comparison will reveal 
many interesting observations, and each 
of the nine contributing companies will 
be furnished with a comparison of its 
statistics with the average. In this study, 
no one company dominated the general 
results. For example, as to net profits, 


one company was high in three product 
lines, and three companies were high in 
the five other lines. Likewise, one com- 
pany had the lowest net profit in only 
three product lines, and three compa- 
nies were low in the remaining five prod- 
uct lines. This condition prevailed in 
all of the factors covered in this study. 

Apparent in the results of this study 
is the variance of experience among the 
companies affecting each 
product line. Obviously, further com- 
parisons between distributors as to their 


reporting 


experiences, methods and practices in 
general, as well as with respect to spe- 
cific costs of product handling could be 
conducive to better general results 
among those companies who are alert to 
results of such comparisons. 

The natural reaction to statistics of 
this nature, especially where unsatisfac- 
tory results are reported, is a desire to 
locate the faults and to correct them. 
This survey was made as a fact-finding 
study and did not delve into the mer- 
chandising policies of the contributing 


companies or of their manufacturing 





suppliers. Consequently, this report is 
confined to a statement of the facts as 
they were reported, except where the 
facts pointed to obvious conclusions. 
The product lines which reveal un- 
satisfactory net results to the distributor 


offer problems which must be solved by 
both the distributor and his manufac- 
turing supplier. The manufacturer must 
realize that the distributor serves an 
economic function and is entitled to fair 
compensation therefor consistent with 
recognition of reasonable costs of han- 
dling his product and of doing business 
on the basis of a fair profit return for 
capital and talent employed. On the 
other hand, the distributor must be ex- 
pected to operate on a reasonably ef- 
ficient basis as far as costs and mer- 
chandising activities are concerned. 
The problem certainly is mutual. 

But the immediate problem is to in- 
crease the average net profit on the eight 
product lines covered in this report 
from 1.3% of sales to a reasonable’ re- 
turn to the distributor in compensation 
for his time, effort and investment, 











-Threaded 
Products Hack Saws 
(1) $1,000.00 $1,000.00 
(2) 6.27 1.80 
(3) 6,270.00 1,800.00 
(4) 78.98 ® 74.63 
(5) 7,938.71 6,431.73 
(6) 5.13 19.71 
7) 1,518 326 
(8) 831 88 
(9) 210.5 57.6 
(10) $7,938.71 $6,431.73 
(11) 6,270.00 4,800.00 
(12) $1,668.71 $1,631.73 
(13) $49.34 $5.21 
(14) 201.57 55.16 
(15) 975.24 205.38 
(16) 758.94 614.87 
(17) 20.85 20.39 
(18) $2,005.94 $901.01 
(19) — $337.23 $730.72 
(20) —33.72% 73.07% 
(21) 8 3g 


INVESTED IN INVENTORY IN THE RESPECTIVE PRODUCTS 


Cutling Coated 
Tools Abrasives 
$1,000.00 $1,000.00 

5.28 9.00 
5,280.00 9,090.00 
79.98 82.58 
6,601.65 10,898.49 
8.12 17.28 
813 631 
94 623 
77.6 212.4 


$6,601.65 $10,898.49 


5,280.00 9,000.00 
$1,321.65 $1,898.19 
$5.56 $36. 86 
74.31 203.39 
512.19 397.53 
631.12 1,041.90 
16.52 23.72 
$1,239.70 $1,703.40 
$81.95 $195.09 

8.20% 19.51% 

7 5 


Pipe Tools Totals 


$1,000.00 $8 , 000. 00 


7.93 5.89 

7,930.00 18,580.00 

79.79 78.76 

9 , 938.59 61,679.73 

12.48 11.98 
796 5,149 
174 5,709 

107.6 908.7 


$9 938.59 
7,930.00 


$61,679.73 
18,580.00 





$2,008.59 


$13,099.73 


$27.84 $337 .56 
103.04 870.17 
298 .62 3,041.01 


950.13 
25.10 


5,896.58 
163.69 
$1,404.73 


$10,309.01 


$2.790.72 


$603.86 


60.39% 


3 eeeesnan cuits * 


31.88% 
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EVALUATION OF LINES UT 





Four Basic Questions Answered 





is of necessity involved and is open 
to many divergent views and opin- 
ions. 

Messrs. Northup and Swisher have 
approached the subject by securing 
the experience on a few lines from as 
many distributors as possible while the 
analysis I am submitting herewith cov- 
ers the entire sales of industrial supplies 
for the month of August, 1946, but does 
not include the sales of our Road Equip- 
ment Division. 


T* SUBJECT “Evaluation of Lines” 


The amount of sales 
tabulated were slightly less than $200,- 
000. 


When this survey was planned I was 
primarily interested in the answers to 
the following basic questions: 


1—What did we sell? 

2—Who bought it? 

3—What was the size of order? 

4—What type of products were 
most profitable? 


Two get the answers to these questions, 
it was necessary to tabulate the 6859 
sales involved as follows: type of cus- 
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By CARL A. CHANNON 
President, Great Lakes Supply Corp. 


tomers, size of order, and character of 
individual items as to cost and sales 
price. 

Fifty-eight lines were tabulated and 
analyzed. It is obvious that time will not 
permit me to present the analysis of 
this many lines, so I have selected fifteen 
lines which constitute 62% of the total 
sales for analysis. 

I would like to make it clear that the 
results of this survey should not be con- 
strued as typical of the industry, but 
reflect only the activities of my com- 
pany. 

In fairness to our many suppliers’ 
inability to make deliveries, it may dis- 
tort the picture where the results are 
based on a single month. 


The fifteen lines selected are listed 
below showing their percentage in rela- 
tion to the total. Now come the con- 
troversial aspects of the report because 
I have rated both our suppliers of these 
items and ourselves as to our respective 
performances. On manufacturers I have 
used four factors, namely: 


ol 


- Potentials 
2. Policy 

3. Cooperation 
4. Profits 


Each factor in the affirmative counting 
for 25 points. 





. 
Percentage 
of Total Mfers. Our 
Sales Rating* Rating** 
Drills & Reamers 8 100 50 «-2) 
Grinding Wheels 5 75 75 @ 
Hack Saws & Band Saws 2.5 100 75 © 
Portable Electric Tools 2 100 75 @ 
Mechanical Rubber Goods 7 100 50 (1-2) 
Hoists 6 100 100 
Cordage 3.5 100 100 @ 
Wire Cable 4 75 75 @ 
Builders Hardware 3 100 100 
Pipe Tools 3 50 @-4 50 (-2) 
Valves 2 75 75 @ 
Pipe Fittings 1 75 @ 75 
Gages, Recording & Lubricating 
Devices 1 75 @ 75 @ 
Pumps 6 100 100 
D F Wrenches & Toolholders 2 100 50 (-2) 
62 1225 1100 
Average 81.7 73.2% 





* Numbers in parenthesis in this column show the factors on which manufacty 


(2) policy; (3) cooperation; (4) profits. 


** Numbers in parenthesis in this coiumn show the factors on which the distributor 


(2) sales application; (3) inventory; (4) cooperation. 


ers failed to score: (1) potentials; 


failed to score: (1) coverage; 





MILL SUPPLIES ¢ JANUARY, 1947 


Fo! 
using 


ing 


ous 
the 
con 
dre 
the 
go 


sti 

















listed 
n rela. 
> con- 
cause 

these 
ective 
| have 


ting 









For ourselves as distributors I am 
using four factors, namely: 


1—Coverage 
2—Sales application 
3—Inventory 
4—Cooperation 


Each factor in the affirmative count- 
ing for 25 points. 

I hope that manufacturers of the vari- 
ous classifications will carefully note 
their ratings and I invite your frank 
comments at the conclusion of this ad- 
dress. Don’t pull your punches but let 
them fly and you will be surprised how 
good the foot work of the ancient one 
still is. 


In answer to question two... “To 
whom did we sell it?”, the breakdown 
is as follows: 


Percentage Percentage of 


on Sales Gross Profits 
Factories 28 22.54 
Contractors 12.5 24.5 
Basic Steel Plant 11.5 19.55 
‘Transportation 10 17.98 
food Industry 8.2 24.48 
Machine Shops & 

Foundry 5. 24 
Refineries 5.2 19.72 
Mines & Quarries 4 23.92 
Utilities 3.3 21.08 
Miscellaneous 2 22 

100 22.11 average 


It is significant that some classes of 
industry are more profitable than others 
on the same class of sales. 

Let us take one for example, Class 4 

-Transportation, which includes the 
steam railroads. The purchasing habits 
of this class of buyers differ from others 
inasmuch as his suppliers extend over 
their entire rail system. Thus, large rail 
systems such as the Pennsylvania buy 
from suppliers from New York to St. 
Louis with the result that the business is 
very competitive. 

As opposed to this class, contractors 
are not as price conscious as the rail- 
roads, but insist on delivery and service 
as the prime factor and will pay the 
price but rightfully demand service. 

In answer to question 3, “What quan- 
tities were purchased?”, I have used 
the formula prescribed by the magazine 
Mit Suppuies. In fact, the whole oper- 
ation employed in the survey was pat- 











terned after the Mitt Suppuies for- 
mula. The measure of the sales classi- 
fication were as follows: 


1. Sales more than $35.00. 
2. Sales between $25.00 and $35.00. 
3. Sales between $15.00 and $25.00. 
4. Sales less than $15.00. 


In this survey the following results 
were obtained: 

1. In Class 1, out of 6859 orders ana- 
lyzed, 1303 orders were in amount 
greater than $35.00. These 1303 or- 
ders aggregated 70% of the total and 
the average profits were 20.5% and the 
average order amounted to $102.78. 

Class 2—$25 to $35—484 orders were 
analyzed. These 484 orders aggregated 





7.5% of the total and the average profits 
were 23.7% and the average size of 
order amounted to $29.82. 

Class 3—$15 to $25—878 orders were 
analyzed amounting to 9% of the total 
and the gross profit was 23.95% and 
the average size of the order was $19.38. 

Class 4—Less than $15—4194 orders 
were analyzed amounting to 13.5% of 
the total and the gross profit was 28% 
and the average size of the order was $6. 

Of the 6859 sales analyzed, 5814 
were complete orders and 1045 sales 
were backorders. Of these 1045 sales, 
I estimate that at least 70% of the back- 
orders were in Class 4. 

The table below shows a grouping 
of items into classes of purchasers. 





Class 1—Shop Supts. 


Sales ($) 
Twist Drills—Reamers—Countersinks and Special...........-+++++++eeee0> 15,573.99 
Taps & Dies .....ccccccccccccccccccccccccccceecccescossmcccccesssecess 1,863.91 
rere rr rrr cr err ee Gt 1,027.13 
Wiis canal Mm GUMS. «66560 0ccseccdesscs concent escesteveceteecinceresegess 4,886.44 
Rae Miteedl BEGIR co 6 a0 0440 606 deen eed vesacesetetdvesscetinoereseeesenees 5,436.29 
D F Wrenches & Toolholders.............seeceeccceeccsseeetteteeeeececes 2,444.34 
Grinding Wheels ...........00-ccecceecceeeeceeccntteetsceneeserereeeees 9,092.37 
7 iy SS rene rerrrr rer ror rire Ce 1,727.28 
Portable Electric Tools.........cccccsccccccccccccensccscscccccecsesceees 3,652.00 
oo k's We winks TAG RAAMEOR AS REAEMENE SA HORRERES CERES 1,236.14 

46,939.89 

Percent of Sales... .......scccccvccccccccccccsccccccseessccccserees 24.4 
Class 2—Maintenance Supts. 

Belting—Rubber & Accessories..........+-+00+2seeereeecree ese cree ss eees 2,162.27 
Belting—Leather & Accessories...........-sseceeeeeeeerereeerreteeseeeess 1,038.05 
Belting V & Sheaves............ccscceeesenceteeeesteeeenersnsesseeenees 736.19 
OS Sg EE ee errr rrr rr rrr rrr rr ee ee 529.73 
Me ccsgemilnd cave Re dee $F ERE RO Saewe ee Need sides seer ed moines 681.02 
Hoist, Chain & Parts..........:cccceceececceecceccnetenernecneeaseeeeses 4,828.61 
Hoist, Electric .......cccccccccccccccccsccccccccccccccccscscsosccccsceers 6,561.25 
a RG isn palace ped he RM OES RRS OETA RAREST STH e Sameee.s 2,198.83 
EE rere nr rr Tr rer Tr tr ett eo. 1,443.68 
EE rere rere rr Terr Tr at Ce 3,040.07 
Electrical Supplies.............ceeceeeccececeereeeeeeeeeeeten ence rensete 3,608.38 

26,878.08 

Parcent Of Saless as cccccccsccccccescccccvcccccscccvescesecoeosceers 14.2 


Class 3—Construction Supt. 


Oe i Ee eee 


Cordage 


err rrr rt oe 


Jacks 


Wheelbarrows & Concrete Carts......... 
PU TIED 50 dacee-e 6dteoceteexendee 
Builders Hardware ......-.scccccereves 


ee eee 
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1,932.56 
1,134.54 
1,352.03 
1,594.13 
722.67 
1,723.23 
8,734.30 
4,992.26 
42.518.01 
22.4 


COCO S OES HEHEHE LEH SSCS LE HEESEES 
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Class 4—Power Plant Supts. & Engrs. 


PME Sate ce rake Lid yr secs Gna Save eee os Geka L i sebacobusanees 5,658.20 
SDSS ces ee eanssee Gere ecw cn bewe eh sions Moushe ones oxhe skae<ebesawebaes es 3,902.86 
RES CARS ae os eo ee Oe eee me reer 3,835.75 
IE CLUE ss iciu chur enaba¥iNenek stud besankenssienkeewiawead ines 7,061.11 
Gages, Recording & Lubricating devices...............00200cceceeceeceeees 7,914.58 
PUR NCE obs SoU trek coca a kee Cee RARE 5 ck eee oo dee< ad ebebecd ounces wneee 844.40 
SN eR res CiS CE GCG bau shass cies Geos pKa hss 66k eG wOD bod ob nd SKSDKONERSS 3,106.05 
a a aa baw om aeaewle 11,042.09 
NONE OCU cru rai. o. coc cee ey sa needen scab t a bee eaaG eee 1,174.31 
44,539.35 

Percent of Sales.......... CS ee a ee ee ed ere ae 23.4 

Class 5—Misc. & General 

SN LGA Stag TECE Lak pa Ch Re EES RESET eb eas cas USek ns x AN GS oben u oan taser 10,718.55 
EI by ee ees ey eR eee are 3,581.22 
DEN KEGWaR SE ckneceGs CE ah Se Sbereses $a NACo eu Oue es oS 9 seh Shade eee ee eRSES 648.93 
Ne rr tr a ig SS i be ikl 1,271.24 
STE a ere Re a eS aE ee ae 2,724.78 
ND eon Se eae gta tise cc tcu ks au bina dbase e soe Wwasaecspeicnooweees 1,512.65 
SEG oe eG ee act EL aaa o.oo cauW ie uisd eens and ke ee aus esau eEee 1,035.63 
ER LSS. cisos coh ob bbh he tuei ews sOonks hens bidwbensasesoudeakwess 1,056.11 
a a i eg ea 7,026.19 
29,575.30 

PE I oes cc kk bans vk bso 0s 6 dewas Ws KGS BND ENRS ESA eaKESE ChaeS 15.6 





Question No. 4, “What type of sales 
were most profitable?” This truly is 
the sixty-four dollar question because 
on the correct answer to this question 
is the difference between operating at a 
profit or at a loss. 


Net Profit Showing By Size of Orders 


Turn back six years to 1940 and make 
a comparison of distributors cost of 
doing business in 1940 and 1945. Our 
own figures show an increase in the cost 
of doing business of 30% in dollar for 
dollar sales. 


The old bromide of taking the bitter 
with the sweet has to go out the window 
if we distributors are to exist. 

Unless you manufacturers want to 
see your present distributors system 
die of slow starvation, you had better 
give serious thought to the revision of 
your spread to your distributors. 

Because for some sixty-six years I 
have cultivated a pernicious habit of 
wanting to eat three times a day, I am 
planning to do something about it. 


“What I'm Doing" 


I have started correcting the sales 
shortcomings at my own company by 
the addition of a new director of sales. 
We intend to study this report in every 
detail and concentrate our capital and 
energies on the lines that will allow 
us to pay our ever-increasing overhead 
and have a few dimes left for ourselves. 

Such a decision may mean the elimi- 
nation of many of my favorite lines 
and many of my buddy manufacturers, 
but if the so-called full line supply 
houses are to exist, the differentials be- 
tween cost and sales must be broadened 
or the management of this type of house 
must carefully select his lines based on 
a living profit eliminating all that do not 
measure up to such a standard regard- 
less of past history and tradition. 

I sincerely hope that my views may 
cause some of my manufacturer friends 
a large measure of unhappiness and 
bring forth any questions that they feel 
might cause me confusion and embar- 
rassment. I will love it. 





CLASS 1 
More than $35 


Sales $133,918.56 
Cost of Goods Sold 106 , 468.52 
Gross Profit 27,150.04 
Less Expenses: 

Sales* 6,695.93 

Overhead** 


1,964.43 
Total Expenses 
Net Profit 


11,660.36 
15,789.68 


Gross Profit 20.5% 
Average Order Size $102.78 











CLASS I CLASS III 
Between $25 (Between $15 CLASS IV TOTAL 
and $35 and $25) (Less than $15) 
$14,437.76) $17,000.76 $25,114.46 $190,471.54 
11,025.94] 12,928.90 17,964.93 148, 388.29 
3,111.82) 4,071.86 7,149.53 42,083.25 
797.97 | 992.51 1,287.11 9,673.52 
1,844.04 3,257.38 15,979.14 26,044.99 
2,612.01) 1,149.89 17,266. 25| 35,728.51 
769.81| —78.03} —10,116.72| 6,361.74 
| | 
23.7% 23.95% () 
$29.82 | $19.38 











* Sales expenses (including costs of outside salesmen, 
inside salesmen, sales clerks, and all other expenses 
pertaining to the sales department) represent 5.25% 
of the total dollar sales for the month of August. Ez- 
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penses in this category were allocated to each order size 
class in proportion to total dollar sales in the class 

** Overhead expense represents all other’ expenses of 
the firm after the deduction of sales expenses, Overhead 
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A FUNNY WAY 
10 MAKE 
FRIENDS 


Rochester distributor makes 
a B-line into a Grade-A good- 
will stunt with a special cata- 
log aimed at the funnybone 


of things,—some good, some bad— 

but odds are high that what 
Erskine-Healy, Inc., did with one will 
do a lot of good for them. 

Through some quirk of nature, or 
the supernatural, a “B” got under the 
eye-shade of Erskine-Healy’s printer 
when he was preparing their first cata- 
log. Consequently, the company’s first 
catalog came out as “Catalog B”. This 
so confused many customers that they 
wanted to know where, for goodness 
gracious sake, was Catalog A! 

Loathe to ignore customers’ desires, 
Erskine-Healy put out a “Catalog A”. 
The foreword, validated by the bold- 
print signatures of Donald (“No”) 
Erskine and Ray (“Yes”) Healy, gives 
some clue as to what Catalog A is not; 
... “as a buying guide Catalog A, here- 
with, is about as useful as a one-jawed 
wrench. It may be, indeed, the first 
catalog in Mill Supply history, that 
never made a sale.” 

The inside front cover of the 11l-page 
humoresque shows and tells of the hum- 
ble beginnings of the company in what, 
circa 1920, was “one of the most mod- 
ern of buildings—complete with hand- 
operated freight elevator, wet cellar, 
trolley service, and sewer connection 
with the Genesee River a block away”. 
Small wonder that today’s Erskine- 
Healy looks back with “a tender feeling 
akin to nausea” to the picture of its 
first stock in trade—a barn with two- 
way stretch, an undecided horse. an 


Previn ERRORS have led to a lot 





unidentified character, an old hat and 
pair of too-long overalls, a shovel and 
a pile of straw (perhaps for padding 
orders). There is something a bit un- 
authentic looking about that picture, 
though, for a record shot. 

Two “overexposed” pictures, opposite 
the copyright page, show characteris- 
tic poses of “Our Founders”, Messrs. 
Erskine and Healy. Without the ac- 
companying lucid text, they might be 
mistaken for Teddy Roosevelt and “The 
Voice”. 

Manufacturers represented by Ers- 
kine-Healy, Inc., in Rochester and en- 
“Cited For Bravery” on 
another page. Attributed to them is a 
rare brand of courage for “leaving up 
to us the sale of their products in so im- 
portant an industrial area”. Just as 
rare, we might say, is Erskine-Healy’s 
modesty in lauding the supplier’s judg- 
ment. 


virons are 









BY collect telegram b 
OPES: ‘Shenson 


b: call, 
 Pontage-doe mais 


hy 









Catalog 4 
#80 here it 
« 





Pages six and seven of Catalog A pre- 
sent little descriptive gems about 14 of 
the better known employees and execu- 
tives of the firm, “one of the biggest 
mill supply houses to be found north 
of the New York Central tracks on St. 
Paul Street, in Rochester, New York.” 
The headpiece for this section shows an 
auditorium packed with well over 500 
smiling and/or scowling faces. (We 
couldn’t make an accurate count, be- 
cause a goodly number of heads in the 
background failed to call for Calvert.) 
The picture caption starts:— “Our 30 
employees at a happy get-together. .. .” 

Just to prove to skeptics that there 
actually was a Catalog B, one page of 
Catalog A reproduces six pages from 
the former. As explained, the repro- 
ductions were kept small on purpose 
so any prospective customer “will have 

(Continued on page 257) 





Catalog A adds a 
new twist to the 
drill situation by 
chucking conven- 
tional promotion 
methods and ap- 
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Never Stand Still... 


NOTE HOW THE TWIST DRILL, 
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“Stay where you are” is 
tells busy welder prospects. 
carries two electric welders right to the prospect’s shop 
where he can try them out on his own work. 


ATALOG SELLING of a great many 
items carried by an industrial sup- 
ply firm is possible, though not 

generally recommended. In the case of 

electrical welding machines, catalogs. 
pictures and a price list may be help- 

ful but much more is required of a 

salesman. In addition to the technical 


knowledge 


features of the product. ts 


necessary to explain the 


parts and 


operation, the salesman has the prob 


lem of demonstrating an object which 
cannot be transported easily 
Officials of the 


Cor p.. 


Industrial 
Va.. had 


welders as a line worthy of 


Sup 
Richmond, long con- 
~idered 
competent selling effort and have given 
considerable attention to the problem 
of merchandising it effectively. An an- 
alysis of the experiences of their sales 
men in selling welding units convinced 
the officials a demonstration of the weld- 
ing unit in action usually proved the 
clincher for a sale. Since the demon- 
stration was such an important phase 
of the selling effort, it was decided to 
make demonstrations at every possible 
opportunity. 

Two plans were devised and placed 
into effect. One was to stage a series of 
demonstrations in the Industrial Supply 
Corp.’s building. Another was to give 
demonstrations to order, thereby put- 
ting additional meaning to the much 
abused phrase, “At your service!” It 
was the latter of these two plans which 
constitutes an innovation in practical 
demonstration of welding equipment by 
an industrial supply firm. It was made 


100 


Industrial 
The trailer pictured here 


Supply Corp. 


possible by purchasing a small trailer 
capable of carrying two welding units, 
an a.c. and a d.c. The trailer is easily 
attached to the demonstrator’s ear. 
The return of Frank Hart, a former 
inside employee of the company. to 
civilian ranks after active service with 
the Army Air Forces. fitted in well with 
the company’s program to give potential 
customers a better idea of its particular 
Mr. Hart. 


entered Industrial Supply Corp.'s 


line of welding units. whe 
had 
employ before the war with the inten- 
tion of working his way to a salesman’: 
job, had served as a bomber pilot dur- 
ing the war. He was receptive to tech- 
nical training and his first assignment. 
upon returning to the company’s pay- 
roll, was to attend an instruction course 
at the factory. 

He spent 


two weeks learning the 





principles of welding, how welding units 
were manufactured, what features were 
built into the machine, how the ma- 
chines were put together. He talked to 
men who designed the machines and 
listened to experts on metallurgy and 
welding. He even learned how to do a 
bit of welding himself in order to be 
able to speak to and understand welders 
and their problems. 

Following his return from the factory, 
Mr. Hart took charge ef a series of weld- 
ing demonstrations presented by Indus- 
trial Supply Corp., in its own building. 
Salesmen made out lists of users and 
purchasers of welding equipment— 
welders, superintendents and company 
officials—and invitations were mailed to 
them. 

Mr. Hart does not claim to be an ex- 
pert welder. In accordance with the 
principle that nothing convinces a po- 
tential customer as much as handling 
the tool he is asked to buy, Mr. Hart 


Frank Hart, Industrial Supply Corp.’s welding demonstrator, shows how 
easy it is to bring either of the two machines into action. 
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"AT YOUR SERVICE” 





MEANS SOMETHING 


Clincher for sale of electrical welding units is demonstration, 


so distributor finds means to let potential customers try machines 


feels that his job is to get the potential 
customers to use the welding equipment 
themselves. He sets up the jobs, dis- 


cusses features and starts the weld. 
From then on it is a simple matter to 
hand the rod holder to an interested 
spectator and ask him to try it for him- 
self. Such an invitation to a welder is 


irresistible. As many features of the 
machine as possible are discussed and 
as many spectators as possible are en- 
couraged to try the machine themselves. 
While scheduled group demonstrations 
are effective, they cover only that seg- 
ment of potential customers who take 
the trouble to attend. This 


fairly large portion of prospective buy- 


leaves a 


ers who, for one reason or another, can 
not or do not attend. These include weld- 
ers, small shop operators, plant super- 
intendents and officials, all of whom are 
important factors in purchases of weld- 
ing equipment. It was to reach these 
prospects that the idea of taking weld- 
ing machines to the customer's plant 
was evolved. 

The two-tired-wheel 


trailer. large 


enough to transport the two welderse 


as well as miscellaneous supplies such 


Mr. Hart shows how easy it is to operate the d.c. welder Mr. 
aboard the trailer without taking the unit off. 


still 


as welding rods, masks. gloves and 
other protective wear. was purchased. 
Although large enough to carry these 
items, the trailer was small enough to 
be attached to Mr. Hart’s coupe without 
trouble. It 


handle easily in traffic. which permits 


also is small enough to 
Mr. Hart to get from customer to cus- 
tomer without undue travelling time. 
Mr. Hart works on a schedule pre- 
pared by the office from salemen’s re- 
ports, mail and phone inquiries and from 
any list of prospects Mr. Hart may com- 
The 


provides the salesmen with a strong 


pile. “demonstration to order” 
talking point because the prospective 
customers can see what and how the 
machines perform under the customer's 
own working conditions and on his par- 
ticular sort of work. At the appointed 
time, Mr. Hart drives up with his trailer. 
hooks up the machine to the customer's 
power source and shows how the ma- 
chine operates. The customer has set 
up his own welding job at the invita- 
tion of the salesman and can perform 
his welding operation without loss of 
time or without inconvenience. 


The trailer has facilitated deliveries 


machine 





of many welding supplies as Mr. Hart’s 
schedule permits him to visit all welding 
customers on the routes he has to 
cover. Lt is a by-product of the “dem- 
idea but the im- 


onstration te order” 


plication of greater customer service 
has not been overlooked by those who 
have benefitted from such deliveries. 
From the company’s standpoint, both 
methods of demonstration—the planned 
sroup display and the “demonstration 
to erder”-—have distinct advantages and 
should be combined for maximum sales 
and service. The house demonstration 
draws potential customers to the stock 
rooms and warehouse where they can 
see and receive ideas on other products 
hesides welding supplies. In addition, 
the welding devices are demonstrated at 
work under excellent conditions and the 
most favorable facilities prepared be- 
forehand. The “demonstration to order” 
reaches the hard-to-convince prospects 
who must be sold on their home grounds 
if at all. Besides selling welders to these 
prospects. the “demonstration to order” 
method also sells them the “Industrial 
Supply Corp.” as a service organization 
ready to do a customer’s bidding. 


Hart climbs aboard his trailer to operate the a.c. 
in a demonstration at the customer’s plant. 









MAKING 






ORDERS 
MOVE 


Baltimore distributor loads trucks at 






Louis T. Getterman, vice-president, Anderson & Ireland Co., 


end of day, gets customers’ orders out 'nc., Baltimore, stands by his car in the company’s spacious 
garage, where loaded trucks are parked over night. 


first thing in the morning. 


Anderson & Ireland Co., Inc., Bal- 

timore, has its warehouses and 
offices is a large garage. This is an im- 
portant part of a system of order han- 
dling which, according to Louis T. Get- 
terman, vice-president, has proved itself 
in time-saving and increased customer 
service. 

The efficient system has its start on 
the several stockroom floors of the com- 
pany’s building. Here, during the day, 
material for each customer’s order is 


()' CORNER of the building where the 


assembled and packaged in separate. 


booths along the walls. In the late after- 
noon customer’s orders are moved, via 
a roomy elevator, to a truck-loading 
area at the rear of the building. Material 


is quickly moved from the elevator into 
the company’s trucks with the help of 
hand trucks or a portable conveyor 
track. 

After the trucks are loaded, at the 
end of the business day, they are parked 
over night in the company garage, and 
they are ready to start out on deliveries 
early the next morning. By loading 
trucks at the end of the day, when fewer 
customers are in the store, instead of in 
the morning, when the store is busy, 
much confusion is avoided in all depart- 
ments, Mr. Getterman said. 

The company garage does double 
duty, too. It provides a convenient and 
safe place for salesmens’ cars during 
the day when the trucks are out. 


Charles Jackson and Ed Ross take customers’ orders via elevator (left) to the 
street floor loading area at the rear of the building where material is moved 


into trucks with the help of hand truck or portable roller conveyor. 
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Albert L. Schmidt assembles mate- 
rial in separate booths for customers’ 
orders on the second floor level. 
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Mr. Eichman plans to use his equip- 


ment index as a sales aid for acces- 
sories and other new equipment. 





OR SEVERAL YEARS, Eichman Ma- 
| chinery Co.. Kansas City, Mo., has 

kept a card index file listing all 
pertinent information on all equipment 
sales. 

As explained by Arthur F. Eichman, 
Jr., partner, the system has paid off 
handsomely in many ways. including 
the sale of replacement parts. 

For example. he said, in many in- 
stances a machine will be painted over 
and the serial number obscured. In 
that case it is most difficult to specify 
And in 


less serious cases. where the purchasing 
g 


exactly what part is needed. 


agent or someone else merely calls up 
and asks for a part, “we don’t have to 
send him back to dig around to get 
the required information. We have it 
all on file. It is simply a question of 
looking up the name of the account 
and pulling out the card on that par- 
ticular piece of equipment.” 
“Customers appreciate this service,” 
he said. “And it helps us avoid mis- 
takes which not only would take up our 


SALES AID: 
PERMANENT RECORD OF 





EQUIPMENT SALES 


Sales of replacement parts and accessories facili- 


tated by reference to index of all pertinent informa- 


tion on equipment sold 


time but cause the customer incon- 
venience, too. 

“We do a thorough job of listing the 
equipment on the card for the index 
file,’ Mr. Eichman said. “In the exam- 
ple given, we only the 
description of the machine (4310 Cin- 
cinnati All Steel Shear arranged for 
Vee Belt Motor Drive), but other in- 
formation, as This information 
includes a listing of the size of the 
throat, the fact that there is a short 
scrap chute and Heppenstall stand- 
ard knives were supplied as well as 
an extra set of Heppenstall E.LS. 
Knives. Light beam shearing gage, 
holdown guards and electrical equip- 
ment are listed as well as the machine’s 
serial number, the order number, the 
invoice date, the invoice number, their 
order number, our order number and 


have not 


well. 


the terms. 
“Thus, it is apparent that almost any 


required information concerning § this 
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sale is readily available,” he said. 

Mr. Eichman also pointed out an 
every-day sales use. Salesmen con- 
stantly refer to the file, he said, not 
only for talking points (they can tell 
exactly what each customer has and 
this helps in breaking the ice), but also 
for the sale of supplies. It is much 
easier to sell drills, milling ends and 
the like if you know what equipment 
your customer has. 

Mr. Eichman, who recently returned 
from service in the army where he 
was a technical sergeant on the adju- 
tant general’s staff (he was in Tokio 
Sept. 30, 1945), plans to put this list 
to further use in the near future. For 
instance, he feels that the list would 
prove a valuable starting point in the 
sale of accessories for equipment al- 
ready sold. And, there should be a 
good replacement list available in the 
file as improvements and new models 
come out, he believes. 


40th & Montgall Streets 





ad , 


1 4310 Cincinnati All Steel Shear arranged 






The customer’s name and address pre- Heppenstall Standard Knives; 


cede the description of equipment sold t s“Is8s 
to him. On the reverse side of the card t Beam Shearing gauze; 


. oldd ds; 
machine serial number and other perti- . pede ated. 
nent information are recorded. 
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rules for use of stuffers 


Distributor who mails more than 
36,000 pieces a year lists bene- 
derived from different 
types of mailings; cites two 


upIcious UsE of direct mail adver- 


tising pays off handsomely in ‘in- 
industrial the 
opinion of E. H. Wessel. senior partner 
in Mill Supply & Machinery Co., St. 
Mr. Wessel should 
firm sends out about 700 pieces of di- 
rect mail advertising every week. some 


creased sales, in 


Louis. know—his 


36.400 pieces a year. 

For the most part, these pieces are 
stuffers which go out with invoices. How- 
ever, from time to time, a special mail- 
ing—such as a buyers’ guide catalog 
on carbide tipped cutting tools put out 
by the firm’s supplier—is directed to a 
selected list. In all instances. 
are closely watched with an eye to elimi- 
nating those types of mailings which do 


results 


not produce positive results. 

In fact, Mr. Wessel said. Mill Supply 
& Machinery Co., has reduced its direct 
mail effort by some 50 percent, without 
materially affecting the sales curve, sim- 
ply by close analysis of the results of 
individual mailings. For example, nega- 
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Each week R. G. Fischer arranges the week’s supply of circulars 
at the reception tables where customers may look them over. 


The week’s supply of circulars is as- 
sembled by Gene Mittendorf. Additional 
advertising material is stored on the 
shelves at left. 


tive results were obtained with a printed 
two-page broadside consisting of a per- 
sonalized letter on the first page with 
the two inside pages featuring various 
lines. Needless to say, this type mailing 
On the other hand, 
positive results have followed a series of 


was discontinued. 


mailings especially prepared by sup- 
pliers for distributors. 

In these instances, the procedure usu- 
ally is for the distributor to furnish a 
list of selected names. paying a nominal 
fee to the supplier who does the actual 
mailing in the distributor’s name. The 
St. Louis firm uses the Addressograph 
system in making its own mailings and 
names are taken from the over-all list 
of all accounts and prospects to make 
up special listings. 


Scheduling Advertising 


The .advertising is under the super- 
vision of C. W. Burst, Jr., co-partner, 
who in turn has delegated the actual 
details of mailings to R. G. Fischer, 
Mr. Fischer, in out- 
lining his firm’s schedule for direct mail 


office manager. 
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advertising emphasized that two main 
rules apply in stuffing invoice envelopes 
with circulars. 

“In the first place,” he said, “close 
attention is paid to the dividing line in 
postage rates. If the addition of three 
circulars to an envelope will take it into 
the next higher bracket, only one or two 
are inserted. If one circular takes the 
letter into the next postage bracket. then 
three or four circulars (seldom more) 
are inserted.” 


Definite Program 


Mr. Fischer explained that for each 
week a definite mailing program is de- 
cided in advance. The circulars are 
taken from storage and placed on a 
table in the center of the show room 
where customers may pick them up. 
These circulars are the ones which are 


stuffed into envelopes each day as in- 


voices go out during that week. For 
the next week a different set of circulars 
is selected and the weeks are rotated 
among suppliers until each has a turn. 

“The thumb,” Mr. 
Fischer said, “is to see to it that circu- 
lars describing the type of merchandise 


next rule of 


covered by the invoice are not sent out 
with that invoice. For example, sup- 
pose that during this week we are put- 
ting a maximum of four different cir- 
culars into invoice envelopes. Suppose 
further that one of them deals with files. 
If the invoice covered files, we would 
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Mill Supply & Machinery Co. 
9910-12 Washington Avenve 
St. Lovis 3, Mo. 


To keep direct mail pieces from being 
“filed”, Mill Supply & Machinery Co., 
employs stickers such as at left. 








————— 


cent of the gross. 


omit the file circular and put in the 
other three. 
The Breakdown 


Mill Supply and Machinery breaks 
its mailings down into several distinct 








categories. Mr. Fischer described them, 
and the results, as follows: 
1. The circulars stuffed 


(described above). 
sometimes 


invoice 
These 


into 
envelopes 
produce excellent results. 
pulling in as many as 30 inquiries per 
100 pieces sent out. That is. in the two 
or three weeks subsequent to a mailing 
of a circular on, say, hack saw blades, 
30 out of each 100 accounts circularized 
will inquire about or place an order for 
at least a few blades. There is no posi- 
tive way to exclude those who would 
have bought blades anyway, so the fig- 
ure includes all sales made to the group 
circularized. 

2. Special mailings. The factory sup- 
plies the mailing piece and the envelope. 
These are run through the Addresso- 
graph which is set for a select mailing. 
Results are favorable. 


Direct mail costs, according to E. H. 
Wessel, should be one-half of one per- 





3. Scientifically prepared mailings sent 
out by the factory to selected lists fur- 
nished by the distributor. The pull from 
these may run high, depending on the 
degree of the selectivity of the mailing 
list and salesman follow-up. 
4. Manufacturers’ catalogs and _ partial 
catalogs plus form letters. Results from 
such mailings are not so definitely 
known when it comes to percentage of 
return, but they are known definitely 
to be favorable. 
5. Monthly calendars (about 8” by 6” 
and folded). On the 
picture and calendar. On the inside are 
illustrations and printed matter under 
the heading “Mill Supply News” deal- 
ing with lines carried plus pertinent 
“tips” on tool use and the like. Direct 
return known to be favorable. 
6. Purchasing agents’ desk pads. These 
carry the firm’s name and on the 28th 
of each month each recipient of a holder 
gets a new pad. Like the calendars, 
the pull, while not definitely calculated, 
favorable. 

This classification 


face is a color 


is known to be 
7. Miscellaneous. 
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When C. W. Burst, Jr., wants to 
check on previous advertising efforts, 
they are available in large scrap- 
books kept for the purpose. 


includes an annual calendar, match 


Looks, playing card sets, ete. 


Timing is Essential 


Concerning the timing of the pro- 
grams, Mr. Burst. Jr., said that one 
cardinal feature always is to let the 
salesmen know in advance what litera- 
ture is being mailed and exactly when. 
If there is a highly selective list being 
mailed, the salesmen also are advised. 
he said. 

“By 
with our sales effort we believe that the 
results is more nearly 


so correlating our advertising 


maximum in 
reached. When a customer has a cer- 
tain line fresh in his mind as the result 
of a mailing, often all the salesman 
need do is bring up the subject to 
clinch a sale. If not, his personal call 
on the subject sometimes leads to a 
telephone or mail order at some future 


date. 
“At the present time,’ Mr. Burst 
said, “we are considering enclosing 


circulars with packing slips, too. There 
(Continued on page 249) 











YARWAY 
SERVICE 


hes tram Coast to Coost 





How Yarnall-Waring Co., sells its 
products is no secret as John F. 
O’Brien, New England representa- 
tive, demonstrates. 





Philadelphians also made the trip to 
New York for the show. Here’s J. J. 
White, McArdle & Cooney, Inc., 
Philadelphia, talking with the assist- 
ant sales manager of Watson-Still- 
man Co., J. P. Bittenbinder. 





George J. Klein, manager, Boston 
Gear Works, Inc., consults a di- 
rectory before answering a query 
made by E. C. Lindsay, Jr., Lind- 
say, Oberholzer & Co., Philadelphia. 





& 


Neil Hurley, president, Independent 
Pneumatic Tool Co., and Bill Ed- 
wards, Federal Hardware, New York, 
exchange thoughts on the show. 


POWER SHOW 


Distributors among 400 exhibitors; manufacturers stress 


OTH ATTENDANCE and number of 
exhibitor records were broken last 
month when the first post war 

Power Show was held in Grand Central 
Palace, New York. There were more 
than 400 exhibits for the 51,000 visitors 


that streamed through the building dur- 
ing the six days the show was open. 
The industrial supply industry was 
well represented in booths, among 
guests and by manufacturers’ repre- 
sentatives who regularly call on dis- 











Under a sign proclaiming “‘sold through 
industrial distributors everywhere,” 
Harold Dougherty (left) of Jenkins 
Bros., chats with a visitor. 


Every visitor who used the main entrance to the Power 
Show could scarcely help but see the message The 
Lunkenheimer Co. had to tell. 


THERE 1S 8 DISTRIBUTOR NEAR YUL 





Charles Hodgman, salesman for Johns-Manville, discusses 
packing and the “plug” for distributors with Charles 
P'per and James Seaman of the W. L. Smith Co., New- 
burgh, N. Y., distributors. 
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Among the distributors attracted by the Dayton Rubber 

Co.’s “distributor publicity” were A. R. Dickens and J. F. 

Beauchemin of Universal Supply & Equipment Co., Provi- 
On a tour of exhibits are A. H. Starrett, L. S. Starrett dence; and W. T. Connerton of C. S. Mersick & Co., New 
Co., J. Bryce Weaver, W. T. Weaver & Sons, Washing- Haven. They are with J. W. Tarrant (right), Dayton’s 
ton, and W. J. Greene, L. S. Starrett Co. New England manager. 
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policy of selling through supply companies 


tributing companies. Many of the manu- trate this point. In other cases where 

facturers who had exhibits devoted manufacturers had literature available 

space to calling attention to the fact that the leaflets, booklets, etc., carried the 

their products were sold through in- message: 

dustrial supply companies. Several ‘te : 
of the accompanying photographs illus- “Sold through industrial distributors.” \f 


E. E. Owens (right) of the Noland 
Co., Washington, listens while S. L. 
Jones, Watson-Stillman, talks. 

—~ 
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or reg, 
Siete % 
ote" ‘4 
®,= of 
svraor aa LS Two large booths were occupied by Pa- 
tron Transmission Co., New York dis- 
tributors. Note the featured spot on the 
back wall given to the company’s new 
catalog. 










F. J. Dreyfuss, division manager of Ideal Industries, Inc., Hansen & Yorke, Inc., New York distributing company, 

talks things over with Ward A. Schafer, general sales was among the exhibitors. In the booth are William 

manager. Note the reference to distribution. McCulloch, Hansen & Yorke, and Stanley E. Carman and 
Bart Belsom of Keystone Lubricating Co. 

















NEW PRODUCTS 


with sales possibilities 








Rotary Files, Burs 
Yfp-in. Shank 





a 


Ps 
a & 
tl as 


DESIGNED FOR RELATIVELY DELICATE op- 
erations in tool, die, pattern, jewelry 
.and optical shop work, a line of rotary 
files and ground burs has been intro- 
duced as a supplement to a similar line 
with 14-in. shanks by the manufacturer. 
Stock diameters of heads range from 
1% in. to % in. and shanks are code 
stamped for easy identification. The 
rotary files and burs can be used with 
portable hand tools, drill press or flexi- 
ble shaft at speeds up to twice those 
recommended for 14-in. shank types. As 
a special feature, 18 hand cut rotary 
files, or 18 ground burs are offered in a 
-cellophane-covered box which acts as a 
bench stand.—VNicholson File Co., Prov- 
adence, R. 1—Muv Surpwies, January 
1947. 


Crane 
Portable, Folding 


RECENTLY INTRODUCED by a well-known 
maker of portable elevators and lift 
trucks is a portable crane, the upper 
part of which may be folded down to 
permit travel under low doorways and 
other overhead obstructions. The fold- 
ing feature, which also facilitates ship- 


108 


ping, is effected by the same crank and 
cable that is used for hoisting. Maxi- 
mum capacity of the crane ‘is 4000 
pounds, and it is equipped with floor 
lock and steering handle geared to the 
front wheels which turn easily on bear- 
ings.—Revolvator Co., No. Bergen, N. J. 
—Miu Suppuies, January 1947. 


Test Plug 
Self-Sealing 





RECENTLY INTRODUCED Is a test plug 
for use in closing openings in tanks, 
boilers or other vessels requiring hydro- 
static or pneumatic internal pressure 
tests. It is available for standard pipe 
openings from % to 2 in. Features in- 
clude speed of insertion and removal, 
self-sealing, and leak-proof operation. 
They have been tested and proved in 
a variety of applications utilizing pres- 
sures up to 450 psi., states the manu- 
facturer.._Mechanical Products Corp., 
Chicago, Mitt Supriies, January 1947. 


Drill Chuck 


Absolute Concentricity 


A NEW ADJUSTABLE COLLET CHUCK, for 
which the manufacturer claims absolute 
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It is 
made in two different size collets. the 
smaller ranging from .005 to .025 in, 
and the larger from .020 to .040 in, 
The chuck permits re-alignment of the 


concentricity. is now available. 


drill with the drill press so that as near 
a perfect hole as possible can be drilled, 
Descriptive circulars are offered by the 
maker.—Chicago Latrobe Twist Drill 
Works, Chicago—Mu.v Suppties, Jan- 
uary 1947, 


Pipe 
Plastic Coated 


| 
| 
| 





DEVELOPED TO RESIST CORROSION often 
encountered in oil well drilling, a new 
plastic-coated steel pipe may also find 
many uses in general construction work, 
according to the manufacturer. The 
maker states that field tests of the plas- 


tic-coated drill pipe over the past few, 


years have proved that it prevents many 
failures during drilling by protection of 
the surface against corrision pitting. 
The pipe is first shot-blasted inside, 
then filled with liquid plastic and the 
excess drained off slowly to prevent for- 
mation of air bells. A short natural dry- 
ing period is followed with induced heat 
drying.—Spang Chalfant Div., National 
Supply Co., Pittsburgh, Pa—Mu. 
Suppuies, January 1947. 


Rotary 
Crane 
Test PI 
Drill C 
Pipe 


Hand | 
Platfo 
Comp: 
Solder 
Filter 
Fire E 
Table 
Drill I 
Grind 
Maso 
Caste 
Borin 
Swiv 
Skid 
Hanc 





Air, ' 
Lath 
Pum| 
Mag 
Wel 





A} 
vise 
dlin 
gril 
1% 
1% 
anc 








CS 


— 


It ig 
ets, the 
025 in, 
040 in, 

of the 
as Near 
drilled, 
by the 
t Drill 
s, Jan. 


Rotary Files, Burs 
Crane 

Test Plug 

Drill Chuck 


Pipe 


Hand Vise 
Platform 
Compressors 
Soldering iron 
Filter 

Fire Extinguisher 
Table Extensions 
Drill Press Table 
Grinding Machine 
Masonry Drill 
Casters 

Boring Bar Set 
Swivel Joint 
Skid Platform 
Hand Truck 

Air, Water Gun 
Lathe 

Pump 

Magnet Chain 
Welding Torch 
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MAIN FEATURE ~~ 








108 | One-eighth inch shank 
108 | Portable, folding 

108 | Self-sealing 

108 | Absolute concentricity 
108 | Plastic coated 

109 | Non-marring 

109 | Electrically operated 
109 | Centrifugal clutch 
259 | High heat, small tip 
259 | Expendable cartridge 
261 | Easy handling 

261 | Removabie 

263 | Two-way travel 

263 | Bench type 

263 | Improved bit 

265 | Cast raceway 

265 | Precision construction 
267 | High pressure 

267 | All steel 

269 | Aluminum 

269 | Adjustment-free 

271 | Semi-automatic 

271 Universal drive 

274 | Long life 

274 | Carbon arc 









Nicholson File Co. 

Revolvator Co. 

Mechanical Products Corp. 
Chicago Latrobe Twist Drill Co. 


Spang Chalfant Division, 
National Supply Company 


Chicago Tool & Engineering Co. 
Elwell-Parker Electric Co. 
Worthington Pump & Mach. Corp. 
Hexacon Electric Co. 

Bowser, Inc. 

Walter Kidde & Co., Inc. 
Lyon-Raymond Corp. 

Leo G. Brown Co. 

The Wickman Corp. 

New England Carbide Tool Co. 
Albion Industries, Inc. 

Bruno Tools 

Chicksan Co. 

Market Forge Co. 

Aerol Co. 

Turco Products, Inc. 

Oster Mfg. Co. 

Barnes Mfg. Co. 

S. G. Taylor Chain Co. 





Cesco Products, Inc. 














Hand Vise 


Non-marring 





A NEWLY DEVELOPED aluminum hand 
vise is said to make small parts han- 
dling easier and safer by virtue of solid 
grip and non-scratching qualities. The 
1\%4-in. wide jaw faces, which open to 
1% in., are machined to true surface 
and the vise weighs only seven ounces. 


The manufacturer claims the product 
is ideal for use by tool and die makers, 
manufacturing jewelers, metal and 
wood workers. and school and home 
Chicago Tool & Engineer- 


-Mitt Supptwies. Jan- 


workshops. 
ing Co., Chicago. 
uary 1947. 


Platform 


Electrically Operated 


A new type of electrically operated 
elevation platform has been introduced 
for safe and convenient work at various 
heights above floor level. Built mainly 
of aluminum alloy and mounted on 
ball hearing. rubber-tired wheels, the 
platform can easily be moved by one 
man. There are two platforms, one sta- 
tionary at the height of 5 ft. the other 
adapted to be raised or lowered auto- 
matically within a range of 8 ft. above 
the floor, providing for observation at 
13 ft. and adjustment at 15 ft.—Elwell- 
Parker Electric Co., Cleveland.—Miu1. 
Suppuies, January 1947. 
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Compressors 
Centrifugal Clutch 





THe MANUFACTURER of a new line of 
air compressors claims it to be the first 
around established motor 
Included in the line are 


designed 
horse powers. 
single- and two-stage sizes for pressures 
up to 250 psi. for mating to standard 
motors of 1 to 15 horsepower. Arrange- 
self-contained power 


ments include 


driven models mounted on bases or 
tanks, as well as bare compressors for 
either direct or v-belt drives. A centrif- 
ugal clutch permits the driving motor 


(Continued on page 259) 

























Product Knowledge 
Leads To Success 





J. R. Pearson draws heavily on his 


machine shop and maintenance 
experience in rendering service to 
customers. 


J. R. Pearson isn’t passing out sales 
tips. He’s looking for them. But in the 
brief three months that he has been 
selling industrial supplies for Thomas 
Conron Hardware Co., Danville, Ill., he 
has demonstrated a truth which, despite 
its constant repetition. bears iteration 
again; namely, there is no substitute for 
product knowledge. 

This is the case because Mr. Pearson, 
with no selling experience but with ma- 
chine shop and manufacturing experi- 
ence, has been able to make a good 
showing from scratch. Released just re- 
cently from the Navy. where he aided in 
aiming the Missouri’s big rifles, Mr. 
Pearson had these assets to qualify him 
for a job as an industrial supply sales- 
man: 

A lot of experience in the machine 
shop of his father’s garage (he natu- 
rally is mechanically minded); and, 
three years of general maintenance work 
in a manufacturing plant. In the first 
instance, he learned how to do things, 
in the second, he learned how to care 
for a lot of various types of equipment. 

An example of how this experience 
may come into play was cited by the 
tyro salesman. “I made a call on a 


110 


SALES TIPS Prom SALES MEN 


small machine shop where I found the 
owner worrying around trying to figure 
out how to cut the metal rim off a trac- 
tor wheel so as to mount a rubber tire. 
The shop had a circular acetylene cut- 
ter. I recalled a similar problem and 
told him how it had worked out. 

“The first thing to do was to cut a 
round blank or disc of metal and put 
a hole in its center. Then, by mounting 
the acetylene cutter on this, and mount- 
ing the disc on the wheel, the job was 
simple. I did not sell anything directly 
as the result of this incident, but the 
shop is a good account. In other words, 
I built up good will. That is the main 
thing I am interested in now—building 
up good will. This is a slow process, but 
by steady, persistent calls, and by fol- 
lowing some simple rules I’ve laid down 
for myself, I believe I will achieve my 
goal. The main rules are to be business- 
like, to always have something to sell, 
and to never impose on a purchasing 
agent’s time.” 


Veteran Salesman 
Stresses Perseverance 





H. W. Becker’s supply selling creed 
is summarized in perseverance and 
one price. 


H. W. Becker sums up 36 years in the 
industrial supply field, 34 years of which 
have been devoted to selling. as highly 
agreeable and productive and. if he 
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had it to do over again, would have 
chosen supply selling again. Mr. 
Becker began his industrial supply 
career as a driver of a horse-drawn de- 
livery wagon for Dehler Bros. Co., Inc., 
in Louisville, Ky., 36 years ago and is 
with the same firm today. 

After two years of delivery work dur- 
ing which time he learned about the 
products he was delivering and about 
the customers who used those products, 
Mr. Becker was appointed a store sales- 
man. In another 11 years he learned 
about selling and about the inside rou- 
tine of an industrial supply office and 
then was made an outside salesman. 

Commenting upon the new generation 
of workers. Mr. Becker thinks young 
men today are inclined to drift about 
too much in the hopes of striking some- 
thing good. In his estimation, it takes 
time and study to make a good indus- 
trial supply salesman. There is no 
short cut. Assimilation of knowledge 
about products and applications should 
be gradual and thorough. Of these, no 
salesman can ever learn too much. It is 
a never-ending process. 

Probably no sale Mr. Becker ever 
made, and he has made an estimable 
number of them in 34 years, has ever 
given him as much satisfaction as what 
he is proud to term his “first large 
order.” It was an order for $35 worth 
of finished hardware from a_builder- 
contractor. The purchaser had monoto- 
nously resisted Mr. Becker’s selling ef- 
forts hoping for a price reduction. By 
calling regularly, hammering home 
quality and sticking to his original quo- 
tation, Mr. Becker convinced the con- 
tractor of the quality ‘of his merchan- 
dise, and the equitability of his prices. 


Past Experience 
Aids Supply Selling 


Dan DeSnonc finds familiarity with in- 
dustrial purchasing habits, industrial 
products and their uses an asset in in- 
dustrial supply selling. Mr. DeShong 
has been selling industrial supplies for 
the Knoxville Belting & Supply Co.. 
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Dan DeShong figures a problem of 
conveyor beiting for a customer. 


Knoxville, Tenn., for more than a year. 
Prior to that, he had been seven and a 
half years with the Tennessee Valley 
Authority working on warehousing and 
supplies, and a year and a half with the 
Southern Railway, working in the fuel 
department. 

In these positions, Mr. DeShong not 
only obtained a good idea of industrial 
purchasing habits, but also of warehous- 
ing practices, what industrial products 
were purchased and how they were used 
and how often different items were re- 
placed and what governed their replace- 
ment. 

This experience has facilitated Mr. 
DeShong’s approach to customers with 
a great many different items but partic- 
ularly the more complicated ones, such 
as conveyors. These are used extensively 
by TVA and the railway and Mr. De- 
Shong’s familiarity with the product, its 
use and factors governing replacment 
enables him to converse freely with cus- 
tomers on their conveyor problems, and 
sometimes offer ideas on improvements. 
In the meantime, there is always room 
for improvement by consultations with 
manufacturers’ men and by the study 
of available product literature and man- 
uals. 


Businesslike Attitude 
Wins Customer Respect 


Gm ALEXANDER is a mechanical trouble 
shooter for the Orr Iron Co., Evans- 
ville, Ind., and as such he often is 
called into plants to straighten out 
things that are not going just right. 
“The main thing,” he says, “is to get 
at the trouble and solve it just as fast 


































































“Cragmeyer, how many times must | tell you to use the ladder" 


as possible without attempting to soft 
soap anyone. Such a procedure, I think, 
adds to the individual’s and his firm’s 
prestige. Furthermore, it establishes a 
businesslike reputation for all con- 
cerned which leads to maintaining an 
open door to the shop—a most impor- 
tant thing for a salesman. 

“T remember on one occasion recently 
when one company had ordered certain 
machine parts three times. And three 
times they complained that their equip- 
ment would not work properly. I was 
called in. I went out to the plant and 
saw at once that they had been order- 
ing the wrong parts. I didn’t mince any 
words. Just told them they were order- 
ing the wrong parts. No one held that 
against me. But when I left the shop 
superintendent and the purchasing 
agent were having a fine argument.” 

According to Mr. Alexander, the 
chances of talking oneself out of an 
order and out of favor are increased 
when a salesman presses too hard for 
something to say merely for the sake 
of talking. This is one of those excep- 
tions to the popular conception that a 
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Bs 34 
Gil Alexander believes in getting 


at the heart of a problem without 
mincing words. 


good talker makes a good salesman. Mr. 
Alexander would qualify that defini- 
tion of a good salesman by limiting the 
good talker to good subject matter and 
good subject matter is anything that 
helps the customer. 










































A long dock, running the length 
of their building, enables Sligo 
Iron Store Co., St. Louis, to load 
and unload trucks with dispatch 
and efficiency. Wherever pos- 
sible, four-post hand trucks are 
employed to bring goods from 
or to the warehouse, through 
several wide doors. The ship- 
ping dock is wide enough to 
permit passage of two hand 
trucks side by side, without in- 
terference, thus avoiding traffic 
jams and delay in moving ma- 
terial. The I-beam at the far 
end of the dock carries a crane 
for handling the heavier loads. 





saa 
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THEY DO IT 


Practical ideas from distributors show how they 





store overstock and get most out of loading dock. 



















Mezzanine Overstock 
Easily Accessible 


Stocks of parts, supplies and lubri- 
cants are kept in neat carton arrange 
ment at one end of the store mezzanine 
at Standard Automotive Supply Co, 
Wash., D. C. The upper track of a rolk 
ing ladder. which also serves the stock 
shelves behind the long counter. is! 
curved at one end to. permit easy ac- 
cess by store personnel through a parti- 
tion entry to materials needed for shelf 
stock replenishment. In addition to elec 
tric lighting of the area for extra stock, 
glass brick in the store facade furnish 
ample daytime illumination. The mezza 
nine continues around three sides of the 
store, the greater part of it being de- 
voted to company offices. 

Sh 
ma 


Nicholas M. Chames, Standard Auto- bel 


motive Supply counterman, is about 
to get needed items from the mézza- 
nine excess stock area. 
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Sherman Bullerdick, returned G. I., 
makes sure that items are in stock 
before assuring customer of delivery. 


in Uncle Sam’s army, Sherman Bull- 
erdick had a comforting thought. It 
wasn’t that he needed G..I. protective 
legislation to get him back his old sales 
territory at The Queen City Supply 
Co., branch in Richmond, Ind. He’d 
done a good job since he’d joined the 
firm in 1937 until entering service in 
1942. And he knew he’d be welcomed 
back by E. C. Hirschfield, the manager. 
“Man,” he’d tell himself, “it'll sure 
be good to get back into the old groove 
again.” And he’d conjure up situations 
in selling old accounts, visualize faces, 
and plot new attacks to get a toe hold 
in the stubborn account possibilities. 
But when Sherman Bullerdick came 
home, it was a different story. At first 
it looked the same. Mr. Hirschfield was 
genuinely glad to see him. The build- 
ing looked homelike, too. But after the 
first flush of coming back wore off, the 
returned G. I. noted that displays were 
a little different; stocks of merchandise 


fi: NEARLY FOUR YEARS, while he was 


10U CAN'T PICK UP 
WHERE YOU LEFT OFF 








Here's a typical case history of a veteran's problems 
in re-establishing himself in his old sales territory after 


four years in uniform 


also had changed. And, little by little, 
the gnawing realization grew that his 
old fond dream of getting back into the 
swing of things, like slipping on an old 
glove, was going to have to be modified. 
This realization was confirmed when he 
made his first trip through his old ter- 
ritory. 

There were new faces at old accounts, 
there were new accounts. Not only that, 
but there were brand new types of ac- 
counts: business that hadn’t existed 
before. 

In Mr. Bullerdick’s words, “things 
weren’t just the same.” And he stressed 
the fact that not only had the physical 
set up changed, but that a brand new 
selling technique was needed, as well. 

“With buyers—most of them, that is,” 
he said, “the money angle just doesn’t 
seem to count. It’s deliveries, deliveries 
and more deliveries. Can you produce 
the stuff? Then you’ve got an order. 
Just like that. I honestly don’t know 
which is best: a market with customers 
clamoring to buy stuff you can’t get for 
them, or the old competitive fight when 
anybody could deliver anything.” 

Among the stand out changes that 
Mr. Bullerdick found was the large 
number of returned service men he 
could sell along his sales route. These 
for the most part had opened small 
garages, or repair shops. Some had 
more ambitious little machine shops. 
Many had welding shops. For the most 
part these were new businesses that had 
not existed prior to Mr. Bullerdick’s de- 
parture. 

The next largest change was in the 
personnel of old accounts. About one- 
third or more were new to Mr. Bull- 
erdick. And, of course, some old ac- 
counts were in new endeavors. 

All of this presented a real chal- 


MILL SUPPLIES © JANUARY, 1947 





lenge. The returned veteran’s territory 
had not been worked thoroughly during 
his absence: Queen City, like all other 
distributors, had been forced to re- 
strict such activity in order to expedite 
war business and to give war plants 
the benefits of their sales-engineers’ 
know-how. 

So, shrugging off his earlier thoughts 
of slipping back easily into a familiar 
stream, Mr. Bullerdick started doing 
first things first. And first on the list 
was to sit down with telephone direc- 
tories and his old route list. Name by 
name he went over both lists, adding 
some to his route list or taking some 
off. With that done came the next step: 
an active campaign to make friends with 
the new faces in the old accounts and 
to ferret out the new accounts. This 
took nothing more than leg work, day 
in and day out. 


Prospecting 


He talked with other salesmen in his 
firm. He watched newspapers. But most 
of all he kept his eyes and ears opened 
as he made his rounds. 

“Anybody new in the welding busi- 
ness?” he’d ask the friendly proprieter 
of a welding shop already on his route 
list. Every tip volunteered was fol- 
lowed up. In short Mr. Bullerdick fol- 
lowed the old smoke-stack technique 
plus activity in other directions. 

And, when he’d locate a new prospect, 
it wasn’t just a case of barging in. 
Rather the ex-G. I. would scout around, 
try to get a line on the company. For 
instance, he learned from a friend of 
a new garage and a little about the 
owner. When he called, the owner was 
out and Mr. Bullerdick loafed through 
(Continued on page 247) 

































To Sell Values 


YOU NEED THE ANSWERS 


No selling job is a pipe, 
but you'll better 
chances of getting past 


your 


your prospect's gate if 
you check up on your valve 
knowledge beforehand. 
The answers on page 255 


will needle your memory. 


QUESTIONS: 

1. Identify the main parts of a simple 
gate valve by matching the keyed letters 
on the drawing with the following 


terms: 
Spindle Wedge 
Bonnet Gland 
Body Wheel nut 
Hand-grip wheel Packing nut 


Packing box Seat ring 


2. In any valve application, what are 
the principal factors determining the 
type valve to be used? 

3. Why is it important to match a 
valve correctly with the range of flow 
it will control? 

4. What three metals are most com- 
monly used for standard valve bodies? 
Which is best for steam pressures and 
temperatures above 350 psi and 550 de- 
grees F? 

5. The fluid to be handled affects valve 
selection in two ways. What are they? 
6. In valve design. the greater the de- 
gree of pressure control. the greater the 
(a) price (b) probability of corrosion 
(c) flow restriction (d) number of 
spindle threads. 

7. Two types of valves have straight 
line flow. What are they? 

8. Four types of valves have S-shaped 
or Z-shaped flow. What are they? 

9. Where a valve is to contro! flow of a 
gummy liquid or is to be installed with 
the spindle pointing downward. the 
best type of valve to use is (a) split- 
wedge gate (b) solid-wedge gate (c) 
lift-check (d) needle. 


10. Where liquids carrying suspended 


dla 









































matter are to be controlled, the best 
type valve for the job is (a) split-wedge 
gate (b) swing check (c) globe (d) 
solid-wedge gate. 

11. When installing a globe valve near 
a pipe bend, is it better to use an angle 
valve or a straight valve and an elbow? 
Why? 

12. When a valve handle is turned does 
the spindle always rise or fall? 

13. What is the advantage of valve con- 
struction wherein the bonnet is con- 
nected to the body by a union ring, 
rather than by a threaded, flanged, 
welded or brazed joint? 

14. Are the seats of globe valves always 
an integral part of the body? 

15. The “trim” of a valve pertains to 
(a) the direction of fluid flow (b) the 
exterior styling (c) the way it is con- 
nected into the pipe line (d) the disks, 
seats, stem and thrust collars. 

16. There must be enough difference 
in hardness and sliding friction quali- 
seats and disks to (a) 
prevent seizing or galling (b) make it 
very difficult for the average person to 
turn the wheel handle (c) hold the sur- 
faces together even at 50,000 psi pres- 


ties between 
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sure (d) make turning of the spindle 
possible with less than one pound of 
hand pressure on the wheel. 


17. For most severe pressure and tem- 
perature conditions (a) iron (b) brass 
(c) bronze (d) chrome steel (e) cobalt 
chromium-tungsten valve trim is recom: 
mended. 

18. Of what materials are globe valve 
disks usually made? 

19. Where should valves 
when installed, and why? 


ke located 


20. It is usually better to install valves 
(a) with the spindle pointed downward 
(b) with the spindle horizontal (c) 
when the pipe is warm (d) with the 
spindle pointed upward. 
21. Why wasn’t the answer to the pre: 
vious question (a)? 





22. When are thrust collars used in 
valves? 

23. What are the principal valve types 
according to function? 

24. Stop valves may be of the (a) gate 
(b) globe (c) needle (d) Y-angle 
types. 

25. The needle valve is essentially a (a) 
check (b) relief (d) 
throttling valve. 


non-return (c) 
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A MILLION 
MAGIC FINGERS 
clean up the plates 


HE zinc sheetswhich ultimately become Multi- 
lith plates require a delicate scrubbing (and 
quick drying!) as they pass through the manufactur- 
ing stage at Addressograph-Multigraph Corporation. 


Formerly this was a slow, costly, hand-sponging 
job. Today it is fast, accurate and cheap—thanks to 
a unique washing machine developed by Addresso- 
graph-Multigraph. 

This machine embodies an automatic gravity water 
wash, speeds the sheets past a 36” Osborn Rotary 
Spiral Brush, dries them in a gas drying cabinet—all 
in a fraction of a minute! 


Unusual process ?— of course! But there are thou- 
sands of unusual processes in almost every industry 
(as well as millions of usual ones!) where Osborn 
brushes can help speed up manufacture, cut costs— 
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Photo courtesy «f Addressograph-Multigraph Corporation 


and produce a better, more uniform and more sale- 
able product. 

Why not let an Osborn engineer bring you up to 
date on the latest Osborn brushing techniques, and 


show how they can be applied to your business? Just 
ask us to have him call, without obligation to you, 


of course. 


Tht OS80RN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 


WORLD'S LARGEST MANUFACTURER @F BRUSHES FOR INDUSTRY 
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Order per Wolume Sizeof Order per 
Sales Salesman per Average Working 
Area Indicator perDay Salesman Order Day 

















North Adentic Oct. 401.0 15 $14,850 $34.00 106 
Nev. 386.0 16 14,900 35.00 120 





Southern Oct. 379.0 18 $21,050 $34.20 113 
Nov. 379.0 17 39,000 36.50 112 
North Central Oct. 321.0 16 $16,800 $36.50 107 
Nov. 294.0 20 16,120 31.00 99 
Western Oct. 454.0 10 $14,450 $69.00 90 
Nov. 492.0 11 15,100 37.60 114 
Pacific Oct. 443.0 10 $14,530 $41.30 54 
Nov. 359.0 12 13,150 32.20 70 





THE SALES INDICATOR for November receded to 361 from ‘and reached $19,000. Orders per working day stood at 
the 372 peak of October, but was still well above any other 109, orders per salesman per day at 16, and size of the 
previous month. Volume per salesman continued its advance average order at $34.60. 
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Memo fo Distributors: Under the standard title of "THREAD 
IT FASTER WITH AN OSTER"” a series of advertisements ap- 
pear monthly in the leading machinery and industrial publi- 
cations reaching your customers. 








Question: “Why advertise until the machines can be shipped 
within a reasonable time after orders are entered?” 











Answer: “Oster machines will be needed more than ever 
to help industry make up for time lost by current obstacles 
to production. Why wait to tell your customers about the 
time-saving, cost-cutting advantages of Oster machines?” 


Oster Meets the Need for Speed! 


‘ . The No. 572 “RAPIDUCTION JUNIOR” (illustrated) is an 
a Bee Tie redeation hoe example of how Oster meets the need for threading speed. 
4 tng machines. Made tn tires slses, In 20 seconds, this machine makes it possible to chuck, 
thread, ream and chamfer, and cut off “4” pipe . . . (31 
seconds on 1” pipe; and only 42 seconds on 2” pipe!) 
Comparable speeds obtainable on all other sizes within 
range of machine, 






































. Oster “Wilco” power threading 
4 machines designed for maintenance ‘ Ur: Ws No. 422 "Power Vise Stand" cone 
ond production threading. Two sizes. Nipples as short as 342” in the 2” size can be threaded verte and tools to power tools for 
e ‘ P * reading, cutting, reamin e. 
on both ends without using a nipple chuck. Pipe or studs . altos 


as short as 242” can be held and threaded on one end. 


Why wait to tell your customers about such advantages? 
Wh i i i i 

a y wait to get their orders on our rapidly growing 

threading machines with revolving schedule of shipments? “First come —first shipped! No. 502 "Pipe Master,” the lowest 


die-head and open type vise, priced complete, portable power 
Three sizes. pipe machine on the market. 
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Rapiduction Junior’ lo ot 

No. 542 “Rapiduction Junior” with No, 572 "Rapiduction Junior” ., . « =e 

revolving die-head ead open type floor type power pipe machine , No. 531 “Tom Thumb," rotary die- No, 562 “Tom Thumb," another 

vise. Handles wide variety of equipped with revolving die-head head type designed for threading Oster portable power pipe machine 
threading work. and open type vise. bolts, rods, studs, pipe, nipples, etc. designed for speed and accuracy, 








machines make jobs Hi 








_ THE OSTER MANUFACTURING COMPANY, 2041 EAST 61st ST., CLEVELAND 3, OHIO, U. S. A. 
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Jobless Aid Sought 
By 47 Percent Of Vets 


NEARLY HALF the veterans of World 
War II have made application for un- 
employment allowances, according to 
the Veterans Administration. The World 
War II veteran population was recently 
estimated at 13,748,000 and of these 
6.489.723 had filed claims for allow- 
ances. 

While many veterans who formerly 
received unemployment compensation 
have been dropped from the rolls, others 
have been receiving payments for many 
weeks. Veterans Administration reports 
that in mid-October 33 percent of the 
veterans then on the rolls had been 
drawing compensation for 20 weeks or 
longer. And this during the period of 
highest peacetime industrial production 
the country had ever enjoyed. 


Industry Reports To OPA 
No Longer Required 


IT COMES AS GOOD NEWS to some 40,- 
000 manufacturers throughout the na- 
tion that they are no longer required 
to submit basic financial data to OPA on 
annual and quarterly forms. At the 
same time it was made known that these 
forms were greatly simplified during 
the war by the Advisory Committee on 
Government Questionnaires. The num- 
ber of pages was reduced from 20 to 4, 
the number of instruction pages from 16 
to 2, the page size from odd dimensions 


to standard letterhead, reading time 
from 72 to 16 minutes, and the weight 
of paper per 20,000 reports from 10,750 
to 1,400 pounds. 

The Advisory Committee is continu- 
ing its activities on simplification, im- 
provement and reduction of the burden 
on business imposed by federal ques- 
tionnaires and report forms. 


Mid-West Industry 
Proceeds With Caution 


A po.icy of caution has been adopted 
by Mid-West business and industrial 





DISTRIBUTOR'S BAROMETER 


Changes in wholesalers’ sales for Oc- 
tober, 1946 as reported by the Bureau 
of the Census, Department of Com- 
merce, in cooperation with the National 
Association of Credit Men. 


Oct.1946 Oct.1946 From 


vs. vs. 10 Mos. 
Oct. 1945 Sept.1946 1945 
Automotive 
Suppies ....... +34 +11 +45 
Industrial 
Chemicals .....* +14 + 3 +11 
Paints & 
Varnishes ...... +41 +1 +26 
General 
Hardware ..... +74 +22 +49 
Plumbing & 


Heating Supplies.. +78 +16 +48 
Lumber & 

Bidg. Materials... -+44 +16 +23 
Machinery, Equip. & 


Supplies (except 
electrical) ...... +44 +9 +28 
er +62 +15 +26 
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leaders due to signs of possible reces- 
sion in the immediate future, according 
to economists. Industry management is 
giving special attention to working cap- 
ital position and the condition of inven- 
tories. Cutbacks in orders denote an 
effort to restore inventory balance with 
expected production rates. 

Expansion and modernization plans 
have been postponed in many instances 
due to material shortages, high construc- 
tion costs and persisting bottlenecks in 
production with present facilities. In- 
definite postponement of these plans 
may result if unions press their current 
campaign for a fixed relationship be- 
tween wages and prices. Large scale 
agreement by manufacturers to these 
union demands will lead to the alterna- 
tives of producing at a loss or advancing 
prices right out of the market. 

Although over-all profits are high, 
they are out of balance, it is main- 
tained, and leave little leeway for fur- 
ther wage increases. An increase in 
labor productivity would help to solve 
the dilemma, but such a development is 
unlikely as long as the labor shortage 
exists. 

While “soft goods” production has 
been expected to decline in 1947, with 
heavy industries taking up the slack, 
the present tendency of heavy indus- 
household appli- 
ances, farm machinery, construction, 
etc.—-to postpone expansion plans until 
shortages ease and prices fall has in- 
creased fears that some recession is 


. } 
inevitable 


tries—automobiles, 
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LUBRIPLATE 





There is o LUBRIPLATE Dealer near you 
«+. at the other end of your local tele- 





phone. He stands ready to prescribe the 
LUBRIPLATE Lubricant that will make your 





es- machinery last longer, run smoother and 
ng produce more product at less cost. He 
is has a complete stock on hand to give 
1p. you prompt delivery. Give him a ring. 
n- 
an 
. LUBRIPLATE 
, initely reduce fric- 

Lubricants defini caked 

“ +e and wear to 9 minimum 


ro- 
. They lower power costs = - - 
" long the life of Se _— 
infinitely greater egree. 
PLATE arrests progressive weor 


LUBRIPLATE 


protect machine parts 


. tutrtennts destructive action of 


ee i This feature 
d corrosion. ' 
peo on LUBRIPLATE for out in 


front of conventional lubricants. 


LUBRIPLATE 


ly 
s ore extreme 
nomical for one ee 
very long life an 
Par properties A little LUBRI 
PLATE goes & \ 





Lubricant 


. nee From coast To CO “6 


” Your cassinieD TEL 










(ADVERTISEMENT) 
DISTRIBUTOR SUPPORT 














The Industrial Distributors’ Salesmen are of 
utmost importance to the manufacturer whose 
products are sold through Industrial Distrib-— 
utors. It is only good business, therefore, 
for the manufacturer to introduce and aid 
their distributors and salesmen. The magazine 
"Mill Supplies" has recognized the wisdom of 
such a policy and has featured it in a series 
of articles that pointed out very clearly 
just how manufacturers can reflect a most 
valuable service by telling industrial users 
about the "Dependable Service" that is main- 
tained by industrial distributors throughout 
the nation. 
















We here at LUBRIPLATE are so thoroughly in 
accord with this campaign. The LUBRIPLATE 
advertisement appearing on this page is 
currently appearing in over 20 leading indus-— 
trial trade publications. Every LUBRIPLATE 
advertisement running throughout the year 
tells a continued story, how and where to 
find the nearest LUBRIPLATE distributor. In 
addition, a complete list of LUBRIPLATE 
distributors regularly appears in Thomas’ 
Register and other trade directories. 






















This company always has considered its 
LUBRIPLATE distributors a part of our organ- 
ization and accordingly, utmost support and 
cooperation is being constantly maintained. 
We just believe that the proper support of 
our distributors is one of our greatest 
responsibilities. This is being accomplished 
by adequate advertising, proper sales pro- 
motion matter and... of paramount import- 
ance — the continued services of our capable 
district men whose sole duty is to aid the 
industrial Distributors’ salesmen in solving 
the lubrication problems of lubricant users. 





























It is a well-known fact that LUBRIPLATE can 
be made one of the most interesting and 
profitable items in your line. Every machine 
user in your district is not only a repeat 
order prbspect but is deserving of your tell- 
ing him about what LUBRIPLATE will do in 
reflecting better machine performance, con- 
tinuous operation and reduction of main-— 
tenance cost. 


"SELL LUBRIPLATE AND YOU HAVE CREATED 
REPEAT CUSTOMERS" 
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Sounb EcoNomic theory prescribes pro- 
duction as the remedy for the inflation- 
ary spiral that continues to run busi- 
ness in circles. But the theory when 
put into practice does not allow for the 
human element so closely tied to wages 
and prices, and these factors hold the 
key to industrial harmony. 

There is little doubt that a full year 
of sustained high production of basic 
raw materials, and major durable and 
non-durable goods would erase much 
of the uncertainty still plaguing busi- 
ness. Purehasing power and_ prices 
could be brought to near balance, both 
labor and management would benefit 
and the general living standard would 
stabilize at a new high. However, there 
is still a tendency to look for the solu- 
tion in artificial sedatives or stimulants 
which do not, after all, change the fun- 
damental relationship between supply 
and demand. 

The trouble is, someone must give 
ground if the dangerous spiral is to be 
stopped and its damage undone. It is a 
case of short-term sacrifice for long-term 
benefits, but neither labor nor manage- 
ment is willing to make that sacrifice. 


- mfg. 
--Total production 


Non-durable mfg. 





Nov.* Oct. Nov. 
1946 1946 1945 
Total Production 182 181 168 
Durable Manufactures 214 213 #191 
Non-durable Manufactures |71 168 158 





*These figures are preliminary and subject 
to minor revision on the basis of additional 
data. 





Output of goods is being hampered by 
low worker productivity, which keeps 
the labor supply short and expensive. 
And management cannot afford to make 
further concessions to labor that threat- 
ens to price its products out of the 
market. 

Short duration of the coal strike is a 
bright spot in the production picture. 
Its effect on production was less severe 
than originally expected. Of course, 
the lost tonnage cannot be regained, 
but because interruption of the flow of 
solid fuel was comparatively short-lived 
complete paralysis of vital industry 
segments was avoided. And the settle- 
ment of the strike came about in a way 
that will have less serious consequences 


Durable 
mfg 


4 
Total 
production 


/ 


Non-durable 
mfg. 


1935-39 =100 


on other industry wage problems than 
it might have had. 

Federal Reserve Board indexes for 
total production and durable goods pro. 
duction in November show little change 
from those of October. The impact of 
the coal strike was felt in the heavy 
durable goods industries, notably steel, 
shortly after it began in mid-November, 
and the effect was to halt the upward 
trend of the index. 

Non-durable manufactures registered 
another slight gain in November and, 
economists feel, this index is very close 
to its peak in view of the available man- 
power supply. The demand for non- 
durables continues great. 

Resumption of the favorable trend in 
durable goods production has _ been 
rapid since the strike’s end. But there 
are impending pitfalls. Labor in the 
steel and automotive fields has already 
made known its desire for another sub- 
stantial blanket wage increase. Their 
demands will again be made with the 
implication that industry can increase 
without upping prices, even 
though it has not worked out like that 
in the past on a large scale. 


wages 





1929 "30 ‘31 ‘32 ‘33 '34 "35 "36 °37 °38 39 40 41 42 434445 JFMAMJJASOND JFMAMJJASOND 


Source: Boar@*of Governors of the Federal Reserve System. 
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LAY A FOUNDATION NOW FOR LONG RUN PROFITS 









Long-run profits rest on repeat sales 
Repeat sales depend on satisfaction 
Satisfaction comes from quality products 


There are no finer rust preventives than 
the NOX-RUST line! 
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NOX-RUST is recognized as industry's top quality line. Already 
established in major plants all over the country, our protective 
coatings and allied products are now being offered to a limited 
number of distributors. 


Adequate profit margins, immediate delivery, national advertising, 
promotional aids, sales manuals and catalogs are basic factors in 
our sound, aggressive marketing policy. 


NOX-RUST products are competitive in price and backed by our 
outstanding war record in supplying the armed forces. More . 
NOX-RUST products have been approved under more government | 
specifications for protective coatings than those of 6, 
any other manufacturer. 


A 
ha 


We invite the inquiries of competent, established mill- 
supply houses. 


CHEMICAL CORPORATION 
2429 So. Halsted Street, Chicago 8 






Manufacturers of 





Rust Preventives Protective Coatings Concrete Removers Rust Removers Fingerprint Removers Industrial Cleaners 
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FAMILY TIES 


IN INDUSTRIAL SUPPLIES 


Three sons see eye-to-eye 
with fathers by choosing 
same careers and by work- 
ing their way up in same 
establishment 


are sons following in their fathers’ 

footsteps but at the Mills & Lupton 
Supply Co., Chattanooga, Tenn., the 
practice has caught on like wildfire. 
Mills & Lupton can boast of three sets 
of fathers and sons working in the 
same establishment. 

The sons of three of the company’s 
officials—Laurence D. Seis, Sr., senior 
vice-president in charge of electrical 
supplies; F. J. Delaney, vice-president 
and general manager, and A. M. Day, 
treasurer—have decided to make _in- 
dustrial supplies a career and are now 
busy at various tasks in the firm. 

Of the three young men, Laurence Dur- 
wood Seis, Jr., is the oldest and has the 
most experience. He was learning about 
the business before the war. Young Seis 
entered the Army Air Forces, became 
a lieutenant and flew 50 bombing mis- 
sions over Germany. Upon his return, 
he was made a salesman in the elec- 
trical division. He attended McCallie 
School and the University of Chatta- 
nooga. Following his return from the 
army, he attended the Westinghouse 
School. He is twenty-six. 

Frank Delaney is twenty-two and saw 
service with the Navy during the war. 
He hopes to become a salesman. At 
present he is employed in the stock 


[’ MANY industrial supply firms there 


room. 
A. M. Day, Jr., also intends to be- 
come a’salesman and is learning from 
the ground up. working in the stock 
room. Young Day served 38 months in 
the Army of which 26 months were 
spent in fighting on the Italian front. 
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L. D. Seis, Sr., propounds a sales analysis for L. D. Seis, Jr. 


aie 


F. J. Delaney, vice-president and general manager, gives his son, Frank, a 
lesson in order filling. 
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A. M. Day, Jr., inspects a box of files with his father, A. M. Day, Sr., treas- 
urer of Mills & Lupton Supply. 
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WHAT YOU FACE IN BUYING 
STEEL VALVES IN 1947 








An Annual Report to Steel Valve Users 








| gl BEEN FIVE YEARS since most types of 
steel valves have been readily obtainable on 
short deliveries. What is the outlook now? 
In general, the situation is much better on small 
valves, and just about as tight, or perhaps even tighter, on 
large valves. 


WHY SHOULD THAT BE? 


The principal reason is that throughout the war 
the Navy and Maritime Commission were just about the 
biggest users of steel valves. Marine power plants usually 
run to smaller sizes than land power plants. Therefore, the 
smaller sizes of steel valves were in very short supply. 

Since the end of the war, construction of land 
facilities has increased substantially. With that has come a 
great demand for the larger sizes of valves. 


MORE LEAD TIME 


| pres VALVES require more lead time in 

the procurement cycle. For the higher pres- 

sures and temperatures particularly, they are not usually 
stocked and production runs are necessarily shorter. 

Of course, even in the smaller sizes, “specials” 
take time. Standard valves are in regular production, and 
while requirements are still so heavy that a few large orders 
may all but wipe out available stocks, they come through 
regularly with normally little delay. Special flange facings, 
materials or design changes greatly retard deliveries, how- 
ever. 


SO, WE SUGGEST THAT 
SO FAR AS POSSIBLE, YOU... 


1. Place orders, particularly for large valves, well in 
advance of requirements. 


2. Avoid specials. 


NEW OPERATING CONDITIONS 
6 Napa IS A DISTINCT TREND in nearly 


every service for which steel valves are 
used, toward higher pressures, higher temperatures, or a 
combination of the two. 

Many new valve designs have been introduced 
to meet these new requirements. Edward, a pioneer in steel 
valve development, has done a great deal of research and 
design work on welded bonnet valves, pressure sealed bon- 
net valves, re-contouring of bodies for lower pressure 
losses, high alloys for temperature extremes and welded 
lines, and many construction details. 

To take full advantage of these advancements, 


__@, 


sales promotion material, we suggest that you give us an 
opportunity to work with you in the early stages of any 
expansion program you plan. 


COMBINED RESEARCH FACILITIES 


There has been great progress in steel valve re- 
search during the past few years. Much specific data on 
valve installation and operation, never before available, is 
now in our files. 

Furthermore, as a unit in the Rockwell Manu- 
facturing Company, Edward has access to the research and 
engineering departments of a number of other plants, most 
of them serving related fields. 

Often, we can help you with problems which 
you face. Don’t hesitate to call upon us. Our laboratories 
and engineering research departments are operated not for 
development alone, but for customer service as well. 


LESS PRESSURE ON 
RAW MATERIALS 
ONG RANGE PREDICTIONS are at this 


time very difficult, particularly in view of 
the uncertain labor outlook. Barring extensive plant clos- 
ings in key industries, however, we feel that steel valve 
raw material shortages will be only spotty and not of long 
duration, Labor supply, though, particularly in the skilled 
categories, keeps us from approaching maximum output. 

It appears that the demand for steel valves will 
be quite extensive for most of 1947 at least. A sufficiently 
large number of major projects are under way or definitely 
projected to assure that. As a matter of fact, shortage of 
consulting engineering time seems to be all that is holding 
up many more projects. 

You will therefore, we feel, be the gainer to 
anticipate your steel valve requirements as far into the 
future as possible. Whether it be for boiler room, petroleum, 
industrial, technological or marine service, if steel valves 
are required, Edward can help you. In size range we build 
valves from ¥@ in. to 14 in., and in pressures, we build 
valves for services from 150 psi up. 


WF Cred 


President 


dard Valves, (nc 





some of which are not yet fully covered in catalogs and rockwettmanuFactuRinccompany EASTCHICAGO, INDIANA 
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Ristau Forms Company 
To Make Power Tools 


Ed Ristau 


Ed Ristau, formerly with one of the 
leading mannfacturers of electric tools 
and and 


manufacturers alike has organized his 


well known to distributors 
own business with headquarters in Chi- 
cago, Illinois. 

The company is known as the Aristo 
Power Tools, Inc., manufacturing and 
distributing such power tools as drills, 
grinders, hydraulic presses, special 
abrasive products, ete. 

Mr. Ristau’s many friends will be 
glad to learn that he is again closely 
associated with the business of indus- 
trial distribution. 


Rogers Is Named 
To Advisory Committee 


J. Frederick Rogers, president of 
Beals, McCarthy & Rogers, Buffalo, N. 
Y., has been named a member of the 
War Assets Administration committee 
of industrial and commercial specialists 
who will advise Regional Director 
Frank Seymour in the vast Government 
surplzs property disposal program in 
the New York-New Jersey area. 
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Divens Joins Staff 
At White Tool Supply 


Jack Divens has joined the sales staff 
at the White Tool Supply Co., Cleve- 
land. Mr. Divens was formerly assistant 
in the purchasing department at Fisher 
Body under Ed Manning. More re- 
cently he was with the Army Air Forces 
as a B-24 navigator. From May 1, 
1941 to August 1942, he was with the 
General Motors Acceptance Corp. 


Ridings Is Elected 
To Porter-Cable Board 


Percy Ridings, vice president of the 
Syracuse Supply Co., Syracuse, N. Y.. 
has been elected to the board of direc- 
tors of the Porter-Cable Machine Co. 
Mr. Ridings is a past president of the 
National Supply and Machinery Distrib- 
utors’ member of 


Association and a 


the advisory committee. 


Baltimore Distributor 
Moves Quarters 

The Equipment & Supplies, Inc., Bal- 
timore industrial supply firm, moved 
to new and larger quarters located at 
115-117 So. Frederick St., Baltimore, 
Md. The firm was originally at 1444-46 
Wicomico St. 


Central Rubber 
Changes Address 


The Central Rubber & Supply Co., 
Indianapolis, Ind., has moved to 30 
East Georgia St. 








John Davey (left), Russell, Birdsall 
& Ward, wishes a Merry Christmas 
and the best of luck to Jack Perkins, 
recently promoted to sales manager 
of the J. H. Williams Co., Buffalo. 


Distributor Erects 
New Steel Warehouse 


The Electric Steel Foundry Co., Los 
Angeles office, recently moved into a 
new building constructed at 4700 Pacific 
Boulevard. This puts the Los Angeles 
branch in line with the home office at 
Portland, Ore., and other branches in 
actively promoting the distribution di- 
Electric Steel 
making high 
quality stainless steels and producing 


vision of the business. 


Foundry specializes in 
steel specialities such as buckets. 

The Distribution Division of the com- 
pany was established some years ago 
and is devoted to an increasingly im- 
portant list of steel items such as stain- 
less steel bar, rod, sheet and_ plate, 
clad sheet and plate, welded stainless 
tubing, sanitary valves and fittings, iron 
pipe size screwed and flange fittings, 
wire rope and fittings, cargo hooks, etc. 
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view of Electric Steel 


General 
Foundry Co. warehouse in Los 
Angeles. Note the 2-ton crane. 
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Close-up of tool steel racks (left) 
and half-ton crane set-up in new 
warehouse of Electric Steel Foun- 
dry Co., Los Angeles. 
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Black & Decker 
Sanders 


i 


2 * Ls as é ~ | 
Sell Them for Wire Brushing—With “Whirlwind’’* Wire Cup 
Brushes, Sanders take off old paint, rust, scale . . . clean castings, 


tanks, boilers, vats, sheet metal and soldered joints. 
*Trade Mark Reg. U. S. Pat. Off. 


san 


Sell Them for Grinding—With saucer or cup-type grinding 
wheels, Sanders remove metal; smooth welds and casting ridges; 
grind off old rivets, studs and bolts; sharpen stationary machine 
blades, often better than portable grinders. 


Many Prospects, Big Accessory 
Sales—That’s the double-barreled 
profits story for B & D Sanders. 


up with big color pages in leading 


Many 


Speed Ue fac! 


ae 


Sell Them for Sanding—With abrasive discs, Black & Decker 
Portable Electric Sanders speed up sanding of any surface from 
fast metal removal to satin-smooth finishing. 


Sell Them for Planing and Gouging—With rotary gouging 
and planing heads, they shape and semi-finish lumber, working 
faster than jack plane and adz. . . remove stencil and brand 
marks from barrels and boxes. 


LEADING DISTRIBUTORS EVERYWHERE SELL 
Sell them for production, construc- 
tion, repair and maintenance. Keep 
on selling discs, wire brushes, grind- 
ing wheels, etc. We’re backing you 


industrial publications and The 

men Saturday Evening Post. Check over 
your prospects now! The Black & 
Decker Mfg. Co., 617 Pennsylvania 
Ave., Towson 4, Md. 


PORTABLE ELECTRIC TOOLS 
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Mill & Factory Supply 
In New Building 


Mitt & Factory Suprty Co., Toledo, 
O., is now established in its new build- 
ing, a modern two-story structure at 
317 Tenth St., in the downtown section 
of Toledo. The new quarters contain 
13,000 sq. ft. of floor space, 85 ft. of 





Executive offices are bright and well- 
lighted at Mill & Factory Supply. 


plate glass display facilities. 

According to R. A. Parachek, presi- 
dent, the new building will enable the 
firm to provide considerably better serv- 
to customers and should afford 
sources of supply better representation 
than ever. Mr. Parachek added, “Inas- 
much as the building has been pur- 
chased by us, we expect this to be our 
permanent location for a long time to 
come. The building will afford us 
plenty of room for expansion as we 
intend to remain strictly in the mill sup- 
ply business.” 

Simultaneous with the opening of the 
new building, Mill & Factory Supply 
Co. published its new 560-page catalog 
featuring helpful customer data as well 
as all facilities of a sales medium. “Our 
organization,” added Mr. Parachek, “is 
complete. All of our service men have 
returned, and we are tooled up with 
manpower, merchandise and warehouse 
facilities to do a bang-up job.” The 
firm was started in September, 1940. 


ice 





Counter and display area in the new quarters of Mill & Factory Supply Co. 
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"Tony" Clark Named 
Carborundum Executive 


Capt. Harry K. Clark 


Captain Harry Kenneth Clark, bet- 
ter known to the industrial supply in. 
dustry as “Tony” Clark, has been 
elected executive vice-president and a 
member of the board of directors of 
The Carborundum Co., Niagara Falls. 

Mr. Clark, after a varied career iden- 
tified with the war effort, had decided 
to retire for a rest at his home in Palo 
Alto, Calif., but, he said, the opportun- 
ity to join Carborundum, at the jncep- 
tion of its expansion and modernization 
program was a challenge, too appealing 
and interesting, to resist. The expan- 
sion program calls for the erection of 
new buildings, the modernization of 
existing structures, the streamlining of 
production movements and facilities 
and the construction of a research cen- 
ter at the Niagara Falls plant. At the 
outset, Mr. Clark will concern himself 
chiefly with the expediting and the mo- 
tivation of the expansion program. 

However, in a letter to Carborundum 
distributors, F. J. Tone, Jr., vice-presi- 
dent and general sales manager, had 
this to say further in regard to the new 
executive’s activities: “Tony Clark’s 
past experience in the marketing of 
abrasive products and his long associa 


tion with the problems of industrial § 


supply distribution make it certain that 
he will allocate the time and thought 
to this important phase of our business 
to the degree required to accomplish 
our sales objectives.” 

Mr. Clark is a native of Gridley, 
Kan. 
versity and the Armour Institute of 
Technology. He spent two years on 

(Continued on page 144) 














He was educated at Purdue Uni- } 



























WHY NOT SELL 
1947 MODEL TAPS... 


Ihreadwell 


Until Threadwell added: 








COLD TEMPER deep-freeze treat- 
ment at 120° below zero to make 







high speed taps stronger but less 






brittle 
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Tap-Capsule to keep each ground 
ction of 
ston thread tap clean and sharp and pes 
ning of mit ready selection of type and size 
acilities without unwrapping 
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At the Until Threadwell added these performance and con- 
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am. They help you get the business and the repeat orders 
rundum are sure and steady. 










on The Threadwell policy of personal attention to your 
er, ha orders means better service to your customers. 
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Caution 
Pays Off 


THERE IS a negative benefit derived 
from the innumerable Government re- 
strictions placed on all distributors dur- 
ing the war that has not been publicized 
too greatly. One of the most prominent, 
and to many businessmen the most ir- 
that on 
Yet this 
ban did result in virtually all distribu- 
tors being relieved of much obsolete 


ritating of these curbs was 


heavy purchases for stock. 


material and stocks being put on a 
much sounder basis than before. It has 
provided an excellent argument for 
those who preach good business through 
correct inventories. Shortages yet pre- 
vail and the temptation to over-order 
is great but still 
caution. 


Norfolk, Va. 


they pay off on 


A Distributor 


"Professional 
Shoppers" 


One of the delicate problems facing the 
industry today is taking orders for 
merchandise not in stock from the 
“Professional Shopper”, that is, the 
purchaser who places orders with sev- 
eral firms, with the idea of buying 
from the one who can make delivery 
first. In most instances these Shoppers 
never notify the other dealers to cancel 
their order, thereby creating a fictitious 
demand on the dealers, and in turn on 
the manufacturers. This is a serious 
menace to stabilizing inventories. It 
creates a false picture to both dealer 
and manufacturer, and if not checked 
soon is apt to cause far-reaching disas- 
ter, particularly to under-financed com- 
panies. 

All orders should be analyzed to 
determine which are bona fide, or 
many dealers will soon find themselves 
over-stocked with items they are apt 
to have on hand for many months, as 
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ters to the Editor 


The readers have their say on this page— 


your ideas on distribution are solicited 


well as having their working capital 
tied up. 

To eliminate this abuse our salesmen 
and order clerks are instructed to ask 
the customer if he has placed the same 
order with another dealer. If he has, 
he is politely told to leave his order 
there and not duplicate his request. 
We explain what this does to the in- 
dustry, also how it builds up lack of 
confidence in him, (the customer), and 
that some time when he really wants 
service his order will be looked upon 
as just a possibility. 

If all dealers would pursue a similar 
policy it would reduce general expense 
and inventories, and help to keep a 
sound credit structure. 


M. N. Thackberry 


Los Angeles 


Profit sharing 
and Profit 


In ONE of your October articles (Profit 
Sharing Increases Efficiency), E. S. 
Bromwich (president of Tools & Sup- 
plies, Inc., St. Louis) states that city 
salesmen received 35% of the gross 
profit and that country salesmen re- 
ceived 40%. Other employees received 
20%. 

Now, I would figure out that Mr. 
Bromwich gives away from 55 to 60% 
of his gross profit and wonder how 
this is possible. I wonder, for example, 
whether Mr. Bromwich carries lines 
with an exceptionally large gross or 
whether he has some special method 
of costing his merchandise which per- 
mits him to give away so large an 
amount of his so ‘called gross. 


A Distributor 


Wr. Bromwich replies: 


Evidently 
derstood our profit sharing plan. He 


your correspondent misun- 


seems to believe that we pay our em- 
ployees 20% of the gross profit without 


first deducting our salary and operat- 
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ing expenses. If we did this, we would 
soon find ourselves out of business. 

Here is a concrete example showing 
more clearly the plan we use (the per 
centages shown are actual) : 


Gross profit (20%) 

Salesmen’s commission (35% of 
gross) 

General overhead expenses, in- 
cluding and em- 
ployees monthly salaries, all 
operating expenses, which 
total 45% of gross profit.... 90 


executives 


Gross profit after all operating expenses 
but before taxes 
Employees 


share of profit—20% 


gross profit after all operating ex- 
penses but (20% of 


before taxes 


Net profit 


From the above you can see that our 
salaried employees share of the profit 
is $8 per $1,000 sale. I hope this ex- 
ample will clarify the misunderstand- 
ing. 

I have received numerous inquiries 
from interested businessmen since the 
article was printed. I appreciate your 
printing it. 


St. Louis E. W. Bromwich 


Wanted: 
Desk Fixture 


CAN you, or any of the readers of MILL 
Supp.ies, tell me who makes a type 
of binder or desk fixture in which all 
the industrial supply pricing records 
can be kept in one condensed file or 
price catalog? This would necessarily 
be of much greater capacity than the 
ordinary binder—probably extending to 

several feet in width. 
We are now inconvenienced by hav- 
this price information in several 
lifferent binders in different places in 
the office. I wish to get all the price 
information centralized at one point, 
and would appreciate any suggestions. 
Salt Lake City H. H. Skillhorn, 
The Galigher Ca 
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L. R. Wiley, president of Wiley- 
Hughes Supply Co. (seated) takes a 
moment off from correspondence to 
talk with his son, G. A. Wiley, secre- 
tary, in the newly appointed office. 


The office of Cliff E. Coleman, sales 
manager, is located next to a spa- 
cious room where Wiley-Hughes 
salesmen have their desks. 


100 YEARS 
OF SERVICE 


New Jersey distributor initiates beginning of second 





hundred years with extensive improvement of 


facilities 


shoe findings and belting business 

in Trenton, N. J., the Wiley-Hughes 
Supply Co. has embarked on its second 
hundred years in the industrial supply 
business. To mark its 100th anniversary 
the company enlarged and completely 
renovated its offices, store and ware- 
house to provide greater material stor- 
age and better handling facilities and 
to improve working conditions for all 
employees. 

A feature of the new layout is a 
sound-proofed auditorium, seating about 
100 persons, to be used for sales meet- 
ings, product demonstrations, classes 
with manufacturers’ representatives and 
informal employee functions. The audi- 
torium adjoins the general offices. It 
has a built-in movie projection booth in 
the wall facing the raised stage. Be- 
neath the stage is storage space to ac- 
commodate the folding metal chairs 


ff: NDED IN 1846 as a leather goods, 


Adjoining the auditorium is the con- 
venient kitchen and lunchroom. Mrs. 
Bertha E. Snyder, 17 years with the 
company, cleans up after the midday 
meal. 


Light in the central part of the warehouse comes through 


a large skylight in the roof. 


A 


; 3 
@ 
. 
& 


when the main area is cleared. 

Other improvements incorporated in 
the remodeled building include 4 
kitchen and lunch room for employees 
daily ‘use, and stockroom arrangement 
for wide aisles and adequate lighting 

The company handles a complete line 
of industrial supplies, an objective es. 
tablished in 1920 when the firm moved 
to its present location. During its exist-& 
ence the company has had _ several 
names. In 1881, Mr. Dunn, the founder, 
retired and turned the business over to 
Joseph Ashton, who had been admitted 
to partnership m 1865. The busines 
continued to expand as Joseph Ashton 
& Son and, in 1920, the firm incorpo- 
rated as Ashton, Hughes & Wiley. Mr. 
Hughes relinquished his interest in 
1937, and Mr. Ashton died in 1939. 
The firm is now managed by L. R. 
Wiley, president, L. A. Wiley, secre 
tary and E. G. Wiley, treasurer. 


The panelled auditorium is _ readily 
available for all group meetings. Mod 
ern light fixtures are controlled by 
automatic dimmer, and the stage is 
equipped with a movie screen for 
training films. 
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THE CLOSED SHOP 
Key to Labor Monopoly 





F THE PEOPLE of the United States are to 
loosen the monopoly control now exercised 
by some segments of union labor and re- 

pture the power to control their own economic 
hd political destiny, they must come to grips 
ith the problem of the closed shop. A satisfac- 
ry solution of that problem is as vital to the in- 
rests of the wage earner, who should be fully 
otected in his right to organize and bargain 
bllectively through representatives of his own 
hoosing, as it is vital to the interests of the nation 
sa whole. 


| By the closed shop, which unfortunately is a 


‘rm that seems to shed more heat than light, I 


iterest in 
in 1939, 
by L. R 
ey, secre 
rer, 


ean any shop in which the worker must make 
peace with a union in order to have a job. 

ere are approximately 13% million union 
embers in the United States. Of these about 10 
illion are governed by arrangements calling for 
losed” shops, union shops, maintenance of 
embership provisions and similar devices 
hich make good standing in a union a condition 
holding a job. 

Such arrangements raise serious issues about 
hat is commonly presumed to be the basic 
merican right to work. Also, closed shop ar- 
pngements lie at the root of the dominant eco- 
omic power now exercised by some labor 
aders. 

The problem of reducing the power of these 
bor leaders to proportions that make it safe for 
emocracy is the age-old problem of monopoly. 
h an earlier era this problem was created largely 
y businessmen who sought to escape the re- 
aints of competition by combinations or agree- 
hents to control prices and production. Such ef- 
brts are still attempted and must be curbed by 
AW. 

Union Labor Monopoly 


But, after more than a decade during which a 
honopoly position for organized labor has been 
ggressively promoted by the federal government, 
he inajor monopolists today are those labor lead- 


ers who wield the power of enormous nationwide 
unions. About 90% of the soft coal miners do the 
bidding of John L. Lewis. A like percentage of 
the auto workers are represented by the United 
Automobile Workers of the C. I. O. About 80% 
of the production workers in steel are members 
of the United Steel Workers, C. I. O. No single 
corporation has more than a fraction of the eco- 
nomic power that is concentrated in these unions. 
And if corporations were to combine their power 
to cope effectively with that of these union mo- 
nopolies they would unquestionably find them- 
selves charged with violating the federal anti- 
trust laws. 

In its national sweep, the monopoly power of 
unions rests largely on their exemption from the 
federal antitrust laws. My previous editorial in 
this series (the 53rd) discussed the desirability of 
removing that exemption. The local roots of this 
monopoly power are often embedded in closed 
shop arrangements. 


Closed Shop in Coal 


An illuminating case in point is provided by 
the United Mine Workers, whose leader John L. 
Lewis has graciously given the country a 3%- 
month reprieve from “the hysteria and frenzy of 
an economic crisis,” as he himself termed it. Dur- 
ing that latest crisis the dispatches from the soft 
coal fields reported that the miners were standing 
behind John L. Lewis almost to a man. And the 
implication usually was that the driving forces 
of the strike were loyalty to Lewis and the pros- 
pect of economic gain. 

Underlying that performance, however, and 
basic to it was an agreement in the soft coal fields 
providing that “as a condition of employment all 
employees shall be members of the United Mine 
Workers.” Hence to hold a job in 90% of the soft 
coal industry which is governed by contracts with 
the United Mine Workers, a miner must not offend 
the union. To avoid offense the union member 
must even be careful in criticising what his union 






















does. Suspension from the union for six months, 
and hence from the right to hold a job, is the pen- 
alty imposed by the United Mine Workers con- 
stitution for circulating a statement “wrongfully 
condemning any decision rendered by any officer 
of the organization.” 

The willingness of the miners to follow Lewis 
until the country froze over was not, of course, 
exclusively a product of the agreement limiting 
jobs in the coal fields to union members of good 
standing. Some of it originated in bad handling of 
employee relations in the coal fields in years gone 
by. But the fact remains that Lewis’ soft coal mo- 
nopoly has as one of its principal foundations an 
agreement which gives the United Mine Workers 
a job-or-no-job hold on 90% of the soft coal 
miners. 

In its extreme form, the closed shop not only 
makes union membership a condition of employ- 
ment but narrowly limits the numbers admitted 
to union membership and hence to the opportu- 
nity to work. In this way it is used to enforce re- 
striction of output and working rules which 
would never stand up under free competition. 


Fair Dealing 


The closed shop raises major issues of personal 
freedom and fair dealing between individuals. 
As matters now stand, closed shop agreements 
require employers to discharge workers who lose 
their good standing in the unions involved. At 
the same time they frequently impose no require- 
ment on unions to grant membership to law abid- 
ing and technically qualified persons. Many un- 
ions with closed shop agreements refuse to grant 
membership on the basis of competence. Thus, 
qualified workers are denied a fair chance to 
hold a job. 

In its dealings with the closed shop issue the 
federal government has been pushed into a self- 
contradictory position. The National Labor Re- 
lations Act (the Wagner Act) provides, and prop- 
erly, that “employees shall have the right . . . to 
bargain collectively through representatives of 
their own choosing.” In furtherance of that basic 
proposition, the Wagner Act also provides that 
“It shall be an unfair labor practice for an em- 
ployer . . . by discrimination in regard to hire or 
tenure of employment to encourage or discourage 
membership in any labor organization .. .” Stand- 
ing alone, the provision would clearly outlaw the 
closed shop, 
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But then, to favor the closed shop, the Wagne 
Act turns right around and provides that “noth 
ing in this Act ... shall preclude an employe 
from making an agreement with a labor organ; 
zation . . . to require, as a condition of emplo 
ment, membership therein,” provided that ce 
tain conditions of representation are fulfille 
This places the National Labor Relations Boar 
in the impossible position of trying to administe 
a law which simultaneously points in opposit. 
directions. 

In successfully contending that there should bd 
no closed shop arrangements on the railroad 
the late Joseph Eastman, Federal Co-ordinaty 
of Transportation, said, “If genuine freedom of 
choice is to be the basis of labor relations unde 
the Railway Labor Act, as it should be, then ty 
yellow dog contract and his corollary, the clo 
shop ... have no place in the picture.” The so 
called yellow dog contract, which requires ; 
worker to agree not to join a union as a condition 
of employment, has long since been outlawed. 

At one time the closed shop was defended asa 
protective device for feeble young unions strug. 
gling against predatory employers. But a mere 
glance over the current economic scene discloses 
that the time when that argument was supported 
by the facts is past. Now it is the labor leaders who 
frequently exercise decisive economic power. 

At elections in November three more states, 
Arizona, Nebraska and South Dakota, passed 
constitutional amendments outlawing the closed 
shop. In doing so, they joined six other states, 
which, in one way or another, have restricted the 
closed shop. The South Dakota amendment pre 
sented the basic issue created by the closed shop 
in simple and direct terms when it declared that 
“The right of persons to work shall not be denied 
or abridged on account of membership or nor 
membership in any labor union, or labor organi 
zation.” 

That issue must be squarely faced by the new} 
Congress if its first order of business, the labor 
crisis, is to be resolved. 
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AT YOUR CUSTOMERS GET — 
\ compact, speedy, light-weight hoist 
that can “take it.” One that’s easy to 
install anywhere, lifts loads easily at a 
flip of the wrist on the one-hand bar- 
srip control. A hoist that saves time, 
effort, cuts costs, uses small amount of 


current, needs little maintenance. 


WHAT YOU GET —A profitable hoist 
to sell for light-duty production and 
maintenance jobs. Capacities ranging 
from Ye to 2 tons. Hook and trolley 
types. An all-purpose lifting tool to 


round out your hoist line. 


And to give yourself extra hoist divi- 
dends, sell the Yale Spur-Geared Hand 
Chain Hoist, Cable King Electric Hoist, 
and Pul-Lift, “The Indispensable Tool 
of Industry.” The Yale & Towne Man- race wanes 
ufacturing Co., 4530 Tacony St., Eni Tht 
Philadelphia 24, Pa. eens 


Yl 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS... SAVES TIME... SAVES EFFORT ... PROMOTES SAFETY 


KRON INDUSTRIAL SCALES + HOISTS—HAND AND ELECTRIC + TRUCKS—HAND LIFT AND ELECTRIC 
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Sales Training Never Ends 








Tennessee Mill & Mine Supply Co., Knoxville 


Pulver Machinists Supply Co., Chicago 


Here's a pertinent subject to all in the supply industry; it's discussed from the 
viewpoint of four companies: 


J. M. Kohimeier, Inc., Long Island City 


Fuchs Machinery & Supply Co., Omaha 








Tennessee Mill & Mine Supply Co. 


DEVELOPMENT of potential salesmen, 
selection, sales training and the mainte- 
nance of a well-informed and equipped 
regular sales staff are all part of one 
continuing program at the Tennessee 
Mill & Mine Supply Co., Knoxville. J. 
Frank Slagle, sales manager, considers 
each phase interdependent on the others 
with respect to the number of candidates 
to be hired, the number to be trained. 
the job opportunites offered by the com- 
pany and the sort of regular sales staff 
the company seeks to maintain. The 
firm, which also maintains plumbing 
and heating, automotive and paint divi- 
sions, believes its plan of training and 
development is the logical and practical 
development of the importance which 
the company attaches to selling in the 
industrial supply field. 

There is nothing impracticable about 
seeking to maintain a _ well-balanced 
sales staff of veteran and youthful sales- 
men, trained and equipped to carry out 
in the best manner possible the com- 
pany’s sales policies and services. The 
methods by which these objectives are 















attained, Mr. Slagle pointed out, must 
be workable and conform to efficient 
operation as far as is possible. The re- 
serve of salesman material must not be 
too large for the job opportunities the 
firm has to offer. The development of 
sales material takes time and provisions 
must be made to provide proper incen- 
tives for the more promising material 
along the route. The habits of progres- 
sive development inculcated in candi- 
dates should not be wasted when they 
become candidates but utilized through 
a continuous stimulation of the regular 
sales staff. From experience, Tennessee 
Mill & Mine officials are convinced that 
these objectives can be reached best 
with a single, integrated program in- 
cluding and 
training of salesmen material and con- 
tinuous dissemination of selling ideas 
and product information to the regular 
staff. 

Through experience, the firm found 
that a formal, rigidly-defined sales 
training program was impracticable in 
that it tended to create too large a re- 


development, selection 


serve of salesman prospects and re- 
quired too much attention. Since the 
firm had a limited number of job oppor- 
tunities to offer on its sales staff, to pro- 
vide for all the candidates would re- 


Ralph Hodson (left) learns where 
Tennessee Mill & Mine secures its 
items in the receiving room managed 
by W. W. Conier. 





J. Frank Slagle oversees the prog- 
ress of sales prospects to salesmen 


and beyond at Tennessee Mill & 


Mine Supply Co. 


quire increasing the staff, or encourage 
the prospect to look elsewhere. 

A study of the turnover rate on the 
sales staff indicated that only a small 
reserve of sales material was necessary. 
However, experience also proved that 
proper selection is very difficult to make 
at the time of hiring so that actual work 
of selecting the salesman candidates 
was delayed until the prospect worked 
at several of the training jobs and had 
had a chance to demonstrate his capa- 
bilities and potentialities. Thus, while 
some preliminary screening is done 
for such characteristics as appearance, 
industry and education, at the time of 
hiring, the actual selection of sales ma- 
teria) is not made until the prospect 
has worked under supervision for some 
time. These jobs which are filled with 
potential sales material, are in one of 














HANDLE AIR TOO 


Aro Speed Couplers are designed for easy 
“push on” attaching—for coupling an air 
hose to any air tool or device. They permit 
the use of many tools with one air line. The 
Aro Speed-Coupler swivels freely... eliminates 
twisting and kinking of hose... prolongs hose 
life. To detach, merely “pull off’. It’s leak-proof 
with a shut-off valve in Coupler which closes 
automatically when detached. No other valves 
necessary. Coupler cannot be accidentally de- 
tached. 

Aro Speed-Couplers available in a complete 
line for use on air lines, water lines and steam 
lines. Precision-built...dependable. Ask your 
Aro Jobber or write...The Aro Equipment 
Corporation, Bryan, Ohio. 


ARO Air Drill Model 7027 
see ae 7000 to 
15,000 RPM. One of the 
wide range of ARO Air 
Tools for drilling, grind- 
ing, nut-setting, screw- 
driving and other produc-. 
tion jobs. 


AIR TOOLS AND COUPLERS 














the four departments chosen for the 
value of the experience obtained in them 
to the job of selling. 

The departments used as the basis 
for a salesman prospect’s groundwork 
are the trucking and shipping, receiving, 
shipping order preparation and the 
counter sales. All the practical train- 
ing about products, storage, their han- 
dling, paper work is obtained by the 
candidate while working in these de- 
partments. Replacements in these de- 
partments are made with the idea of 
the person hired eventually developing 
into a salesman. These prospects are 
observed by department heads who re- 
port their findings to Mr. Slagle. Ac- 
tually, employment in these departments 
constitutes a trial period during which 
the prospect must earn his place as a 
considered candidate for a salesman’s 
job. However, if he fails to impress 
either the department head or Mr. 
Slagle as salesman material, it does not 
preclude his advancement. He is merely 
directed toward a different phase of the 
business in which the talents he has 
demonstrated will be put to best use. 

Tennessee Mill & Mine Supply has 
found that it was practical to keep five 
or six salesman prospects at work in 
various departments and at different 
stages of development. This provides 
the firm with a constant source of sales 
material as needed. The firm ordinarily 
employs five outside salesmen but this 
figure will be increased by one or two 
soon to meet the new demands of in- 
creased business and new lines taken 
on. 


Meetings 


Theoretical training is not overlooked 
—Tuesday nights have been set aside 
for product meetings. All inside work- 
ers, candidates and others connected 
with merchandising, attend these ses- 
sions which deal with product informa- 
tion, product application and selling 
ideas. Text books, manuals, manufac- 
turers’ literature, motion pictures and 
speakers are used to present detailed 
product information and application 
data. Each line carried by the firm is 
explained and studied, for weeks. As 
an example, six sessions were devoted 
recently to grinding wheels. Markings, 


grades, grits, sizes, speeds, recommen- 
dations were discussed and_ studied 
thoroughly. 

The faculty for these sessions includes 
Mr. Slagle and members of the cur- 
rent sales staff—Frank Faulkner, Neil 
Miller, Clifford Mynatt and Bob Blair. 
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Barney Cates, engineering consultant 
for the firm, who has had considerable 
factory and field experience, also con- 
tributes his services and is most help- 
ful on product applications, especially 
when the subjects are pumps, controls, 
transmission and other technical items. 
The sessions also cover sales funda- 
mentals, and practical salesmanship. 
They start as soon after 5 o'clock as is 
possible and seldom extend beyond 
6 o'clock. Mr. Slagle believes in a 
relatively short, but intensive period 
of instruction. Longer ones, he added, 
tire men who have been at work all 
day. 

A somewhat similar program is fol- 
lowed in stimulating and informing the 
regular sales staff of recent develop- 
ments in company affairs and in selling 
techniques. Members of the regular 
outside staff are not permitted at the 
Tuesday meeting unless they are sched- 
uled to speak on some subject. The 
regular sales staff meeting is held on 
Saturday morning and the length of 
the meeting is determined by the agenda 
prepared by Mr. Slagle. It may be a 
gathering to discuss changes, develop- 
ments, policies, new products, new lines 
and new prospects or it may be a long 
session to see a product movie and 
hear a product talk by a factory man. 
The main thing, according to Mr. 
Slagle, is to keep it interesting. 

The sessions preceding the taking on 
of a new line are especially intensive 
as exhaustive surveys are discussed, 
studied, analyzed; product information 
is presented, product applications are 
demonstrated and reports are made by 
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J. L. Carr, assistant shipping clerk explains a few details about shipments 
to James Blueford in the shipping room. 


those salesmen who attended the fac- 
tory school. Before the company took 
on a line of carbide-tipped tools re- 
cently, three of the salesmen attended 
the factory school and reported their 
experience at these meetings. One long 
session was devoted to a talk by a 
factory man and the presentation of a 
product movie which showed how the 
product was made, packed, shipped and 
its innumerable uses. Mr. Slagle de- 
scribes this period as an intensive train- 
ing course on the new line and sales- 
men need not be told of the importance 
of the sessions. Hence, the attendance 
is 100 percent. 

Mr. Slagle, as sales manager, has a 
deep respect for technical experience 
and advice but he feels it is his duty 
to keep selling techniques practical. 
He calls it just plain common sense. 
His favorite example of the use of com- 
mon sense in selling illustrates how the 
salesman can avoid overplaying tech- 
nical caution in selling certain items. 
The owner of a concrete pipe factory 
inquired about the possibilities of 
using carbide-tipped tools to speed up 
the job of smoothing out rough cast- 
ings of cores used in moulding con- 
crete pipe. These were being turned 
down on an old lathe which vibrated 
horribly and was loose in a lot of parts. 
Using regular tools, the machine was 
run slowly and it took 14 hours to turn 
out one core. Carbide-tipped tools need 
smooth operation at high speeds so the 
expert ruled out the possibilities of 
using carbide-tipped tools which would 
break on such a job in such a lathe. A 

(Continued on page 140) 
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BAND SAWS and HACK SAW BLADES 


W. O. Barnes Co., Inc., promises to make 
available to you in 1947 ALL the Barnes Band 
Saws and Hack Saw Blades necessary to meet 
the requirements of your customers. With 
ample materials, skilled manpower and un- 
equaled plant facilities, Barnes production is 
operating at peak efficiency today producing 
the large volume of quality metal cutting saws 
needed to constantly maintain fully adequate 


distributor and factory stocks. 


Further, Barnes pledges continuation of the 
policy of fast deliveries from factory to you. 


Invaluable selling aids ... sales literature... 


a program of business-building advertising in 
metal working papers .. . plus Barnes factory- 
trained Service Engineers. These men possess 
wide knowledge and experience in metal 
sawing and offer your customers valuable 
suggestions and recommendations for increas- 


ing the efficiency of metal cutting operations. 


W. O. Barnes Co., Inc., believes in—and has 
long followed—a policy of selected distribution. 
This policy offers Barnes Distributors full 
support and protection, and unlimited oppor- 
tunity for high volume sales and attractive, 


consistent profits. 


If your territory offers distinct sales potentialities for Barnes products and does not 


already have a Barnes Distributor, you will find it advantageous to write us for details. 


ESTABLISHED 1919 










INDUSTRY. 





For more than four decades, in all branches of the metal- 
working industry—and more recently in the plastics field 


— WINTER Taps have helped to make craftsmanship pos- 


BUILDS ON sible. The closer threading tolerances, cleaner threads, 


longer service between grinds, and extra tap life obtained 
. from WINTER Taps are a natural result of Winter Brothers 
untiring research and constant laboratory testing. For 


greatest production atlowesttap cost, specify WINTER Taps. 








Craftsmanship of the highest order always has been 
employed in the manufacture of WINTER Taps. 





Your local distributor carries a complete 
stock of WINTER Taps on his shelves— 
as close to your tapping problems as the 
* phone on yeur desk. 


inter Brothers company “e%¢% 


WRENTHAM, MASS. and ROCHESTER, MICH. « Distributors in Principal Cities 
A Division of the National Twist Drill and Tool Company ¢ Branch Stores: San Francisco, Chicago, Detroit 





MILL SUPPLIES © JANUARY, 












“a 


—_ 
i 
You get top quality both in your cutting tools and in 
the work they do when you specify NATIONAL. : 
NATIONAL Counterbores (shown below) are the 
result of 43 years of specialized experience in the 
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INDUSTRY 





design and manufacture of Rotary Metal-Cutting 
Tools. For the best in high speed sfeel and carbon 
steel Twist Drills and Reamers, high speed steel 
Milling Cutters, End Mills, Hobs, Counterbores, and 
Special Tools—always ask for NATIONAL. 





The skill and facilities to make NATIONAL Tools the 
best you can buy are supplied at NATIONAL’S great 
new plant in Rochester, Michigan. 





Leading distributors everywhere offer 
complete stocks of NATIONAL Cutting 
Tools and factory-trained men to serve 
you. Call them for cutting tools or any 
staple industrial product. 





plete 
yes— 
as the 









(ATIONAL rwisr pri ann Toot company 


ROCHESTER, MICHIGAN, U.S.A. Distributors in Principal Cities 
Factory Branches: New York ©@ Chicago © Detroit ©@ Cleveland ¢@ San Francisco 
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new lathe was out of the question. 
However, Mr. Slagle did a little men- 
tal arithmetic and decided on a gamble 
involving the cost of two carbide-tipped 
tools. He took the tools to the factory 
owner, told him to step up the speed of 
the lathe as fast as it could go and to 
use the carbide-tipped tools on a new 
core-casting. Since the experiment 
wasn’t going to cost the factory owner 
a cent, he agreed. The experts were 
right—the tool broke. However, the 
breakage averaged 114 to 2 tools per 


two cores which were turned out in 
four hours instead of one in fourteen 
hours. 

Needless to say, the factory owner 
thought the experiment a huge success 
and immediately placed an order for 
quite a number of tools. The break- 
age of the other tools was about the 
same per core but the gain in time 
and production was so large, compari- 
sons were out of order. Such arithme- 
tical possibilities abound in other jobs 
but not all, Mr. Slagle warned, and one 


is always safe in accepting the experty 
word. However, it is up to the sale. 
man to find the exceptions. 

Tennessee Mill & Mine is renovating 
its quarters and in the new layout ther 
will be a commodious meeting roop 
for sales training and meetings. Ay 
soon as it is possible, the company alg 
hopes to purchase its own motion pig 
ture projection machine in order to take 
full advantage of manufacturers’ prod 
uct movies in sales training and sale 
stimulation. 





Pulver Machinists Supply Co. 


GIVEN BASICALLY sound raw material, 
a good salesman may be developed if 
the distributor has a basically sound 
training program, according to Harry A. 
Pulver, partner of Pulver Machinists 
Supply Co., Chicago. The training pro- 
gram, he added, must be long-range in 
character, consistent in its application, 
year in and year out, and must not 
attempt to cover too much ground at 
Mr. Pulver stressed con- 
sistency for, he said, by having a stand- 
ard routine it is possible to more ac- 
curately gage the progress of individual 
salesmen by comparing each in train- 
ing with the records made by success- 
ful salesmen who previously had worked 
through the training course. 


one time. 


Ground Work 


“Most of the men we hire these days 
are green insofar as mill supply ex- 
perience is concerned,” Mr. 
said. “They come from all ranks of 
life. Some are service men, mostly 
from some mechanical branch of the 
services. Others are former war work- 
ers. Naturally, we always are on the 
look out for bright, intelligent and 
ambitious men. The applicant does not 
need to be too fluent a talker. The 
main thing I look for is intelligence. 
If the man thinks and demonstrates that 
he knows what he’s talking about— 
that’s the main thing, plus of course a 
certain amount of push or aggressive- 
ness. 

“When we hire a new man he is put 
on a salary basis. In some instances 
this later is changed to a commission 
arrangement, depending on the terri- 
tory and type of work the man eventu- 
ally is to do. 

“Trainees are run through all depart- 


Pulver 
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“Keep an Open Mi 


George Kohimeier 


“WHEN YOU interview a man who de- 
sires to sell but doesn’t have a sales 
background, don’t put him behind the 
eight ball by closing a mental door and 
deciding he will never make a sales- 
man,” warns George Kohlmeier. “The 
very fact that he seeks to go into a 
better field, and has the courage to 
make the move, is a point in his favor. 
Dig into the situation with him and 
spend a little time before forming an 
opinion, because a ready-made sales 
force is not going to fall in your lap. 
Make the best of the material you can 
lay your hands on and mold it into a 
sales team of your own making.” 

Mr. Kohlmeier, in the process of 
building up the sales force of J. M. 
Kohlmeier, Inc., Long Island City, 
N. Y., has had occasion to interview 


nd in Interviews" 


many applicants. He has evolved ¥ 
comparatively simple test by which he 
He is 
terested, first, in the enthusiasm of 
man for his proposed career in 
ing. and, second, in his ability to 

and talk with strangers in an easy m 
ner. 

“And yet,” he acknowledges, “if 
not so easy to find men who fit thom 
two requirements. Former accountant 
telephone solicitors, machinists and 
fice workers may apply for selling job§ 
but its hard to find a real sales pos 
sibility among them. They haven't, in 
most cases, experienced the give-ané 
take of personal contact with business 
people, and are apt to become panicked 
if something comes up for which they 
are not prepared.” 

On the other hand, Mr. Kohlmeier 
points out, sales possibilities can be 
found in some pretty odd occupations— 
if encouraged to try their hands at sell- 
ing. He lists, for instance, the fellow 
who spent some time behind a com- 
plaint counter and who, as a conse: 
quence, has seen and handled humanity 
in some pretty raw forms. This man 
has learned a cardinal point in selling; 
to “take it” while keeping his own 
temper and being diplomatic. Also on 
Mr. Kohlmeier’s list are filling station 
and 


judges the persons he sees. 


cr 


attendants, insurance adjusters, 
others who have come face-to-face with 


the public. 





ments having to do with stocks of 
merchandise, sales routines and the like. 

“This ground work part of the train- 
ing takes about one year. It is made 
up of a series of steps and involves con- 
siderably more than putting a man in 
the shipping department for so many 
months, in the receiving department for 
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another period of time and the like. 
“Throughout the initial year the other 
partners and myself, and seasoned sales 
men, too. give the new man a series 
of talks. These involve many subjects, 
mostly on the main lines we carry. 
Oral examinations to determine how 
well the man is absorbing the informa- 








ly THIS age of specialized tools, machines and production methods, the 
importance of special-purpose files simply can’t be minimized. The smart 
Imeier industrial distributor is the one who is right-up-to-the-minute in knowing The 
an he right file for the job... and right-on-the-trigger in his ability to supply it. 
i He knows, for example, that trying to snag a rough casting with an 
ordinary file is a sure invitation to headaches—and “toothaches.” Hard 
projections and sharp edges put a severe strain on regular file teeth—often 
cause them to shell or break out under pressure. Roughing-down calls for a 
file with an exceptionally strong tooth construction. 
The right file, of course, is the Nicholson or Black Diamond Special 
Purpose Foundry File, with extra-sturdy teeth designed to absorb shock and 
| resist wear. Specializing in rough use, this “bruiser” of the file family con- 
Iso on tinues to give efficient service long after regular files have been discarded. 
- Made in Flat and Half Round shapes, sizes 8’’ to 14". Stamped ‘‘Foundry.” 
, “a ® OTHER NICHOLSON AND BLACK DIAMOND SPECIAL PURPOSE FILES include files for: Aluminum, 


Stainless Steel, Brass, Lead, Die Castings, Die Making, Lathe Filing, plus milled Curved Tooth 
files and a wide range of Swiss Pattern precision files. 


LES NICHOLSON FILE CO. ¢ 42 ACORN STREET, PROVIDENCE 1, R. I. oe 
2U.s.a.% (In Canada, Port Hope, Ont.) i al 
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tion are part of the curriculum. 

“Bi-monthly talks on products by en- 
gineers from various of our suppliers 
are an important part of the initial 
training period. In the course of these 
product lectures, actual demonstrations 
are held in our specially set up class 
room. Not only does the manufactur- 
er’s man demonstrate correct techniques 
of various applications, but the sales- 
men, too, perform various operations. 
This is first hand information and it is 
important in banishing timidity caused 
by lack of experience. 

“The class room is on our third floor. 
It is a room 25 x 28 ft. There al- 
ways are some machines there, each 
one lighted by special flood lights. 
They all are hooked up to power and 
are ready to operate. Recently we had 
the following pieces of equipment—all 
hooked up for actual operation: a two- 
spindle press, a lathe, a carbide grinder, 
a scroll saw, a band saw, a bench 
grinder, Dumore tools, belt and disc 
sanders and electric drills and tappers. 
In these days of slow deliveries, cus- 
tomer needs sometimes make it neces- 
sary to rob our class room of this or 
that piece of equipment. But we con- 
stantly try to keep it well equipped.” 


Testing 


When it comes to determining 
whether the men are absorbing their 
training, Mr. Pulver said he conducts 
various tests. 

“Every time we have a manufactur- 
er’s representative give a product talk 
and demonstration, we also have that 
representative prepare a series of ques- 
tions and with these questions we con- 
duct a written examination. Some manu- 
_facturers are surprised, mostly agree- 
ably so, when we make our wants 
known. Some few already have pre- 
pared such a series of questions. In 
any event, after the questions are an- 
swered by each salesman-in-training, 
the answers are inspected by officials of 
the firm and then sent to the manufac- 
turer for his inspection and grading. 

“And at this point comes one of the 
important features of our training pro- 
gram,” Mr. Pulver said. “It is rare that 
we do not have a second talk by the 
same representative. From inspection 
of the trainees’ examination papers, the 
manufacturer spots weak points. In 
the meantime the salesmen have . had 
their papers returned to them and we 
have discussed the weaknesses disclosed 
(Continued on page 253) 





Two Greenfield Tap & Die representatives (extreme right) look on while a 
Pulver sales student taps a piece of metal in the Pulver classroom. 


































































Manufacturers’ School for "Post Graduates" 





J. J. Fuchs - 


J. J. Fucus, sales manager of the 
Omaha, Nebr., firm of Fuchs Machinery 
& Supply Co., has evolved a stream- 
lined sales program. In many respects 
it follows the ‘traditional route but em- 
phasis is on manufacturer cooperation. 

After the new man has been through 
the initial routine training and has been 
out on the road on his own for a while, 
Mr. Fuchs then encourages him to 
work with factory representatives call- 
ing on customers in his territory. Mr. 
Fuchs does not encourage his new sales- 
men to work with factory men until 
they have been thoroughly endoctri- 
nated with company policy and cus- 
tom because he believes that all early 
sales habits must be carefully shaped. 
Later, when he is able to better dis- 
tinguish between good and bad sales 
techniques, Mr. Fuchs is willing to 
loosen his supervision somewhat. 

The next step, after road work with 














factory men, is the finishing step in the 
planned program. This is attendance 
by the new salesman at factory schools. 
The point was stressed by Mr. Fuchs 
that attendance at factory schools, like 
road work with factory men and regu- 
lar company sales meetings, are con- 
tinuing processes. However, it is not 
until the new man has reached the 
“finishing” stage that he is given the 
opportunity to attend the factory 
school. 

The main reason for making this a 
post graduate step lies principally in’ 
Mr. Fuchs’ belief that it is only after 
the salesman successfully meets all in- 
itial tests that he is proved capable of 
absorbing the more technical and 
higher level product training afforded 
at manufacturer classes. Then, too, he 
is a better risk from the standpoint of 
expenses involved both for the distribu- 
tor and the manufacturer. 

An important feature of the factory 
school trainee program lies-in the faet 
that each Fuchs man attending such & 
school must head up one or more of 
the regular semi-monthly sales meetings 
at the home office. At these sessions he 
gives a detailed report on all that he 
has learned and when possible gives 
actual demonstrations. There is a two’ 
fold blessing from this program: First, 
the salesman knows that he has to study 
and study hard, for the talks he must 
give constitute a good “examination” 
test of his learning capacity; second, 
other salesmen are given the benefit of 
his newly acquired product knowledge, 
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-. . Phone the Hewitt distributor listed in 
e classified section of your phone directory. Or write to 
Hewitt Rubber of Buffalo, 240 Kensington Ave., Buffalo 5, N. Y. 


. HEWITT RUBBER 
Monarch Conveyor Belting OF BUFFALO 


Division of Hewitt-Robins Incorporated 
“JOB-ENGINEERED” INDUSTRIAL HOSE « BELTING © PACKING 
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_ tagged for the big jobs! 


HEXACON 
ELECTRIC 
SOLDERING 





Important news to 


DISTRIBUTORS 


HEXACON soldering irons are a profitable line 
for the distributor, dealer and user because it 
represents one of the most complete lines available 
today. It is backed by famous users throughout the 
world, and an aggressive hard-hitting sales promo- 
tion campaign is telling the story to a quarter of a 
million key men in industry each month. 
Remember HEXACON for the complete line — sizes 
ranging from 40 to 700 watts, with tip diameters from 
%” to 1%". All are designed for long life and rapid, 
economical production. 


HEXACON ELECTRIC CO. 


138 W. CLAY AVENUE, ROSELLE PARK, N. J. 


HEXAGON 


SOLDERING 















TYPE P-150 

This production 
iron provides a 
large reserve of 
heat at the right 
temperature 
for sustained 
production. 













ING-LASTING IRONS 
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construction jobs in South America and 
three years at the Oliver Plow Works 
at South Bend, Ind., before joining the 
Norton Co., at Worcester, Mass., where 
he started as a trainee and worked up 
to vice-president and general manager. 

In September 1940, many friends al. 
ready loaned to the government in the 
early defense program days, persuaded 
Mr. Clark to go to Washington to 
assist in the job of expanding indus. 
trial facilities. He first joined the Ad- 
visory Committee for Defense and sub- 
sequently the Office of Production Man- 
agement. He was then commissioned 
in the Navy and assigned to the Army 
and Navy Munitions Board. When pro- 
duction problems and delays replaced 
expansion as the main concern for those 
responsible for Navy material and sup- 
plies, Mr. Clark was directed to estab- 
lish the Emergency Plant Opefations 
Division to “trouble-shoot” delays. Cap- 
tain Clark had charge of 104 plants 
on V-J day. 

Mr. Clark has long been identified 
with the American Supply & Machinery 
Manufacturers Association, having 
served as its president in 1940-41. He 
also served as chairman of the Mill 
Supply Committee on National Defense, 


which committee, later became a par-. 


ticipating mechanism in the Office of 
Production Management, and he is a 
member of the American Society of 


| Sales Executives. 





Charles Wardrop, manager of the 
machinery and electrical depart- 
ments of the Salt Lake Hardware 
Co.,, Salt Lake City, Utah, has 
served 28 years with the company 
in various capacities. 











30 SECONDS the BLACKHAWK Wa 
VS. 4 Minutes the Old Way! 





Combinations from Blackhawk's Array of Stan- ANOTHER 


dard Handles and Attachments Create Extra Speed | SB BLACKHAWK 
; Un COST-CUTTER 


Wherever a nut is turned on a bolt there’s a Blackhawk Socket 

Wrench for the job. No need for special wrenches with 

Blackhawks. Choose the handle with the right leverage,«add , 

whatever attachments are necessary and they're ready to go SS 

to work. Blackhawk’s patented “Lock-on” makes Blackhawk | “TORKFLASH” 

Wrenches superior for this purpose because the combination | Prevent breakage of nut 

locks together into a solid tool that cannot be accidentally and bolt assemblies and 
disengaged. And Blackhawk has a complete range of socket Maer ae of threads. : 
; : P ave the workman measure his 
sizes that assures the right wrench for every job. If you have alls with the Bleckhawk "Tork- 
the Blackhawk franchise—be sure your customers have this lash” Tension Wrench. Exclu- 
cost-saving story. It’s a clincher for your wrench sales. sive—a flash of light tells when 


S il; ! 
A product of BLACKHAWK MFG. CO., Dept W1717, Milwaukee, Wis. to stop pulling! | 


tHlwags Specify 


BLACKHAWK visssi. 
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Buffalo’s amazing new plastic 
coated food conveying belting. 
Impervious to oils, greases, acids, 
alkalis and moisture. Easy to clean 
- gives multiple life. Already in 
use in many of the nation’s largest 


food plants. 
7 


Tighter weaving of yarns triple 
tested for quality. That’s the big 
reason why these famous beltings 
have been developing “on the job 
goodwill” for jobbers for more 
than fifty years. 


Famous “Buffalo” solid woven 
carcass with these special coatings 
for special applications. Available 
to order in all widths and lengths. 


One of America’s most complete 
lines of webbings including agri- 
cultural webbings, safety web- 
bings, trunk and bag webbings in 
a wide variety of sizes, weights 


and widths. 


Flour millers have long known 
the longer wear benefits of Buffalo 
Sifter Brushes and flour mill belt- 
ing. Here again, top quality yarns 
are specially woven and rigidly 
tested to measure up to Buffalo 
standards for long, dependable 


service. 


Mr. Distributor: Send for your 
copy of the new Buffalo catalog 





Standards Association 
Holds Annual Meeting 


The American Standards Association 
recently held its 28th annual meeti 
at the Waldorf-Astoria, New York Ci 
Two days were devoted to formal an( 
informal sessions, the first day’s business 
featuring a luncheon and talks. On 
the evening of the second day, a formal 
dinner was followed with addresses by 
Lieutenant General Ira C. Eaker, Deputy 
Commander, Army Air Forces, and Dr, 
K. V. Wellington Koo, Chinese Am- 
bassador. 

Henry B. Bryans, executive vice presi- 
dent of Philadelphia Electric Co., and 
president of ASA, delivered the wel- 
coming address at the opening day 
luncheon meeting. He discussed briefly 
the growth of the association and the 
past year’s accomplishments. 

Other addresses on the subject of 
standardization as applied to business 
and industry were made by L. F. Adams, 
manager of Standards Div., General 
Electric Co., and acting chairman, 
Standards Council; Mrs. Guy Moffett, 
American Association of University 
Women, and Board of Directors, ASA; 
Howard Coonley, chairman, executive 
committee, ASA; and Ephraim Freed. 
man, director R. H. Macy & Co.’s Bir 
reau of Standards. 

Charles E. Wilson, president, Gen- 
eral Electric Co., was scheduled to speak 
but was unable to be present. 

At the concluding session it was an 
nounced that Frederick R. Lack, vicé 
president of Western Electric Co., will 
be president of the ASA for the 
ensuing year, and George H. Taber, Jr, 
executive vice-president of Sinclair Re 
fining Co., vice-president of the As 
sociation. 





tallings, manager of the 
of Pye-Barker Supply 

ta, Ga. (center) shows 
ich (left) and T. OD. 
about drill storage. 


BUFFALO WEAVING & BELTI ent 20 monthe ter nse 


Chicago Buffalo 7, N.Y. "9m veatmon was 15 months in 
Serving tndustry for Over Fift 


my. 
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is again 
important 


ecutive 

Freed- 

’s Ba Yes Preference is mighty important. The sellers market 
is definitely on the way out and Leading Distributors all 
over the country know that Preferred Brands once again 
must be the backbone of their business. Their customers 
have strong preferences when it comes to the tools they 
use. This is especially true of tool holders. They must be 
ARMSTRONG TOOL HOLDERS to sell. 


Used in over 96% of the machine shops and tool rooms, 
throughout the world, ARMSTRONG TOOL HOLDERS are 
dominantly preferred. Comprising a complete System of 
Tools, for every operation on lathes, planers, slotters and 
shapers, they need no supporting lines. They are the 
“bread-and-butter” tools that sell every day, every year. 
This same preference for ARMSTRONG quality and “tool 
sense” assures a ready market for all ARMSTRONG 
TOOLS, makes it sound policy to Catalog, Stock and Sell 
ARMSTRONG—”" Across the Board.” 


: ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People" 
305 N. Francisco Ave. Chicago 12, U. S. A. 


Eastern Whse. & Sales Office: 
199 Lafayette St., New York 12, N. Y. 
Pacific Coast Whse. & Sales Office: 
1275 Mission St., San Francisco 3, California 
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HANDEE ° cor uses 


Reg. U.S. Pot Of 


It's quick, it's deft, it's conveniently small, 
yet the Handee Tool packs a terrific wallop! 
Handee is the original, single hand con- 
trolled, electrically driven tool—and it's the 
finest today. It can be used at the bench or 
carried right to the job. It reaches hard-to- 
get-at places on machinery, touches up 
perishable tools, grinds dies, chip 
breakers on asides removes burrs, 
etc. Runs at a cool 25,000 r.p.m. 

AC or DC, WT. 12 02. 


Combined with its accessories 
and exclusive attachments, the 
Handee Tool performs more 
operations with greater accu- 
racy than any other portable 
electric tool at any price. 
PRECISION ATTACHMENTS Fit 


Handee only. Offhand, carving, rout- 
ing, shaping is exact as to depth of 
cut, accuracy of line. Indispensable to 

pattern shop. Set of 6, postpaid, $7.95 
HANDEE KIT — Strong, compact stee! 
carrying case holds the Handee Tool 
and a complete assortment of accessorries. 
Postpaid $27.50. Handee with 7 accessories 
only $20.50 


GRINDS, DRILLS, CUTS, SAWS, ROUTS, 
POLISHES, ENGRAVES, CARVES, SANDS, ETC. 


CHICAGO ACCESSORIES FIT ANY POWER TOOL 


SS 
3 Be 
aS 
an 4 
: 
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OVER 500-ONE FOR EVERY JOB 












CHICAGO WHEEL & MFG. CO. 


1101 WEST MONROE STREET, DEPT. MB CHICAGO 7, ILLINOIS 
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John P. Nolan, purchasing agent for 
Cutter, Wood & Sanderson, Cambridge, 
Mass., consults Miss Nora Duncliffe, 
stock clerk, on the status of a hard- 
to-get item. 





Kennametal Appoints 
Sales Representatives 


The appointment of five new repre- 
sentatives to sell and service Kenna- 
metal, Inc., mining tools in West Vir. 
ginia, Virginia, Kentucky, Illinois and 
Indiana was announced. Frank R. 
Klesyk of Blairsville, Pa., will cover an 
area in West Virginia comprising of 
Barbour, Grant, Marion, Preston, Up- 
shur, Braxton, Hancock, Mineral, Ran- 
dolph, Webster, Brooke, Harrison, 
Monongalia, Taylor, Gilver, Lewis, 
Ohio, Tucker, Boone, Kanawha, Nich- 
olas, Cabell, Clay, Lincoln, Putnam, 
Fayette, Logan, Wayne, Greenbrier, 
Mason and Raleigh Counties. 

D. L. Tunsberg, Princeton, W. Va. 
will cover Mercer, McDowell, Mingo 
and Wyoming Counties in West Vir- 
ginia; Buchanan, Russell, Dickerson, 
Scott, Lee, Tazewell, Montgomery, and 
Wise Counties in Virginia; Bell, John- 
son, Martin, Whitley, Clay, Knott, Mc- 
Creary, Knox, Floyd, Leslie, Perry, 
Harlan, Letcher and Pike Counties in 
Kentucky. 

John E. Noel of Benton, IIl., will 
operate in the northern half of Illinois; 


Harry McKee of Central City, Ky., will 
cover Indiana, and M. C. Haley of 
Madisonville, Ky., will cover al! Ken- 
ounties except those in the 

e at Room 

Bldg.. Baltimore, 

Harry W. Bear- 


Balitu ( representative. 
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k R Photograph courtesy of Johnson Motors, 
; ‘ makers of the world-famous ‘‘Sea Horse’’ Outboards. 
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ss Bes PUT SALES POWER BEHIND 


ne: - eae i YOUR DRIVE FOR PROFITS 








brier, 
2 * F = Besly’'s powerful 5-Step Plan of sales promotion enables 
lingo SIN) 4 a distributors to chart a definite course towards greate 
Vir- 4 sales and profits. More than fifty years’ experience in 
“7 I 4 z fine tap making has established nation-wide acceptance 
, and F/ = ‘ 
j ARN 4 for Besly quality and products. 
ohn- . . 7 . . . . 
Me. An effective policy of selective distribution is backed 
Perry, by consistent, sales building trade paper advertising 
es in j that gets results. Besly distributors are supported by th 


le - close cooperation of factory and industry-trained mer 
will to- dat war esly 88°" t's who aid salesmen matching the tap to the job. 
nols; z 
’ oe porten fe aking Interested? Write today for full details 
x : a re \ help on Besly Taps and Sales promotiun 
e - 


the 


BESLY TAPS - BESLY TITAN ABRASIVE WHEELS 
wi BESLY GRINDERS AND ACCESSORIES 


nore, 
Bear: 


ve. CHAS. H. BESLY & COMPANY, 118-124 N. Clinton St, Chicago 6, Illinois - Factory: Beloit, 
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Wlake EVERY BRANCH PIPE 


OUTLET A SALES OPPORTUNITY 


@ Regardless of how the branch pipe is to be attached — 
butt-welded, socket-welded or threaded—there is a sales 
opportunity for WeldOlet Fittings. 


These unique fittings are designed expressly for making 
branch pipe outlets. It is only necessary to cut a hole in the 
run pipe, weld the fitting securely in position over the hole and 
then attach the branch pipe. 


In addition to simplifying the job of making branch pipe out- 
lets, WeldOlet Fittings provide full pipe strength at the joint 
and improve flow conditions. 


With features like these, you can readily see how easy these 
fittings are to sell. Write today for the new WeldOlet Catalog 
and distribution policy. With WeldOlet Fittings in your line, 
you'll be able to increase your welding fitting sales volume. 


BUY MORE BONDS AND KEEP TH-M 
Forged Fittings Division 
BONNEY FORGE & TOOL WORKS ° 645 N. Meadow St., Allentown, Pa. 


WELDQOLETS., -: 


KET OUTLET 
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Quitting time at the Norman Sup- 
ply Co., Norfolk, Va., Mrs. Lillie 
Reese, billing clerk, prepares to 
leave as V. T. Elliott, assistant 
secretary, watches. 


A. L. Holcomb Co., 
Grand Rapids, Sold 


The 73-year-old A. L. Holcomb Co., 
established in 1873, 15 Market Ave,, 
N. W., Grand Rapids, Michigan, manu- 
facturers of saws and distributors of 
mill supplies, has been purchased by 
Joseph Van Blooys, former secretary 
of Winters & Crampton Corp. and 
C.P.A., with Seidman and Seidman. 
Previous owners of the firm were A. L. 
Holcomb who died last February in 
Florida and James Ten Broek secretary 
and treasurer who died last July. 

Mr. Van Blooys has bought the busi- 


ness, machinery and stock, and plans © 


to carry a complete line of mill sup- 
plies. In addition to the five-year lease 


New officers of the A. L. Holcomb 
Co. look over plans for expansion 
of the 73 year old firm, purchased 
by Joseph P. Van Blooys (right) 
pre t treasurer. Other 
R. Miller (left) vice- 
es manager, and 

vice-president. 


on the 
projec 








Sup- 
illie 
| to 
tant 











oa the present three story building, the 
projected expansion program, doubling 
the company’s floor space to 12,000 
square feet, includes a five year lease 
on one-third of the ground and all of 
the second floor of the adjoining build- 
ing at 11 Market Ave., N.W. providing 
additional space for a storeroom, stock- 
room and office. 

The present plan is to expand the 
firm’s sales territory from Grand Rapids 
and vicinity to all western Michigan. 
The sales program under the direc- 
tion of Lou Gunther, the retiring vice- 
president, contemplates enlarging the 
sales force from three to six and the 
office and factory employees to approxi- 
mately sixteen. 

Mr. Van Blooys will be president and 
treasurer of the concern. Other off- 
cers will be R. R. Miller, vice-president 
and sales manager; E. L. Hoerner, 
vice-president; and Philip Buchen 
secretary. Cornelius Kragt of Holland, 
seller of the property will be a director 
of A. L. Holcomb Co. 


Mishawaka Company 
Changes Name 


The name of the 38-year old Ameri- 
can Foundry Equipment Co., of Misha- 
waka, Ind., has been changed to Ameri- 
can Wheelabrator & Equipment Corp., 
according to Otto A. Pfaff, president. 
The new name is more appropriate, 
Mr. Pfaff pointed out, because of the 
principal products of the firm is the 
Wheelabrator developed and used for 
cleaning and finishing métal products 
in many fields. 

The majority of the preferred and 
common stock of American Wheelabra- 
tor & Equipment Corp. is owned by 
First York Corp. of the Equity invest- 
ment group. 

Otto E. Zahn, associated with the 
firm for nine years, has retired from 
the company to set up his own con- 
sulting service. 





T. D. Clark, bookkeeper for the C. 
W. Farmer Co., Macon, Ga., is or- 
ganized for efficiency. 
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SHORT DISTANCE 
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® Shaft Hangers 

® Bicycle Type Sheaves 
© V-Belt Drives 

© Cast Iron Pulleys 

® Steel Rim Pulleys 

® Ring Oiling Bearings 

® Wick Oiling Bearings 
© Belt Tighteners 
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TO THE ANSWER ON POWER 
TRANSMISSION PROBLEMS 





"Patents make Yobs" 


® Chain Drives 


* Set Collars 


® Hercules Pulleys 
® Wood Pulleys 


® Shatting 


® Friction Clutches 


® Sprockets 


® Pattern Work 


® Rigid Shaft Couplings 

® Flexible Shaft Couplings 
® Universal Shaft Couplings 
® Medart-Timken-Bearings 
® Iron & Semi-Steel Castings 
® Wire Rope Sheaves 

® Cut Tooth Gearing 

® Molded Tooth Gearing 


EDART 
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Southerners Stage 
Regional Meetings 


The new program of the recently ap 
pointed Planning and Development 
Committee was presented in detail and 
discussed in open forums at three re. 
gional meetings of the membership of 
the Southern Supply and Machinery 
Distributors’ Association in December, 
Association officers, headed by Lloyd B, 
Mize of the Industrial Supply Corp, 
Richmond, Va., association president, 
and T. J. Kenny, of The S. B. Hubbard 
Co., Jacksonville, Fla., association vice 
president and committee chairman, con. 
ducted the meetings which were held 
at the Wade Hampton Hotel, Columbia, 
S. C.; Patrick Henry Hotel, Roanoke, 
Va., and the Read House, Chattanooga, 
Tenn. John B. Crimmins of Mills & 
Lupton Supply Co., a committee mem- 
ber, assisted at the Chattanooga session. 
Two regional meetings were held in the 
Fall, one at Atlanta, Ga., and one at 
Memphis, Tenn. 


Future Meetings 


Two more regional meetings have 
been scheduled, one to be held in New 
Orleans, La., on Friday, Jan. 24, and 
another tentatively slated for Dallas, 
Tex., on Wednesday, Jan. 28. Mr. Mize 
revealed that as a result of the enthusi- 
astic reception of the program at the 
five area meetings held thus far, Mr. 
Kenny’s committee will meet in New 
Orleans on Jan. 25 to make definite 
plans for putting the program into 
effect. 


Morning and afternoon sessions are 
held at each regional meeting. At the 
morning sessions, Mr. Kenny described 
the Planning and Development Com- 
mittee’s program to the members present 
giving full details. This meeting was 
followed by lunch and after lunch, the 
afternoon session was called at which 
Mr. Mize gave a presentation of the asso- 
ciation’s activities during the year and 
up to the time of the meeting. Mr. Mize 
also gave a resume of the program which 
will be staged by the American Supply 
and Machinery Manufacturers’ Associa- 
tion at the Peabody Hotel, Memphis, 
on Feb. 10. He’stressed the importance 
of attending this meeting, as well as 
the annual convention which will be held 
next May at Atlantic City. 

Members discussed the Planning and 
Development Committee’s program in 
the afternoon sessions as well as various 














How a Disstoneer reduced saw-sharpening 
from once every hour to once every 75 hours 


It was in the plant of Allwoods, Inc., Toledo, Ohio, where plywood of 
various kinds and thicknesses is cut in shapes for radio cabinets, toys and 
other products. The company had been using a combination circular 


time of 5 to 10 minutes. Even after resharpening, the saw would cut rough 


saw which required resharpening every 1 to 1% hours, with a down A D VE G 
’ ae i 
after the first few cuts and considerable sanding was necessary. “adh 


The Disstoneer* who studied the problem recommended a Disston fl Ps 
Inserted-section Carboloy-fitted Saw with alternate beveled teeth. After APPEAR S A LARLY 
75 hours of use, without resharpening, the Carboloy-fitted saw cut as ; 

smoothly and easily as when first placed on the machine. Cutting was ] sy Pp U 8 L i C AT 2 0 te 4s 
faster, sanding costs reduced, results more uniform and production 


increased. READ BY YOUR 


One company executive stated that in all his experience with cutting 
tools, this saw was the only tool he ever bought that out-performed the C U STOMER S 
manufacturer’s claims and surpassed his own most optimistic expectations. 


*DISSTONEER—a man who combines the experience of Disston leadership and sound engineering This Disstoneer advertise- 


knowledge, to find the right tool for you—to cut wood, to cut metal and other materials—and TO ; ith ad . ill 
CUT YOUR COST OF PRODUCTION—not only on special work, but on ordinary jobs as well, ment, with adaptations, wi 


STEEL . . . Everybody who wants to obtain steel, can help himself to get be seen by your cu stomers 
it by immediately starting scrap into the channels that serve steel mills. x ; 
in the January 18th issue of 


Business Week, the January 
DISSTON INSERTED SECTION CARBOLOY FITTED SAW 
15th issue of Modern In- 


Used in many manufacturing plants ' . ; dustry » the January 16th 
for sawing plywood, asbestos pipe 9 ca is . : at 
covering, aluminum, cardboard, lami- ; issue of American Machin 
nated phenol resinoid products, many . « ie ist and the January issue of 
others. Teeth are held firmly in place, . ‘ J y 
eliminating up and down or lateral x w, Mill and Factory. 
movement. Large open gullets allow : : ye 

free discharge of sawdust, reducing 


friction and permitting faster feed. _ eee a HENRY DISSTON & SONS, INC. 


123 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Boston, Chicago, Detroit, Memphis, 
New Orleans, Seattle, Portland, Ore., San Fran- 
cisco, Vancouver, B.C. Canadian Factory: 
Toronto. Axstralian Factory: Sydney, N.S. W. 
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other subjects pertaining to the locality 
in which the meeting was being con- 
| ducted. 

Members attending the Chattanooga 
meeting entertained Mr. Mize and Mr, 
Kenny at a special dinner. John Gil. 
liam, manager of the Chattanooga 
branch of Hajoca Corp., took the two 
officers on a tour of the industrial area 
in the city following the afternoon ses- 
sion, 


Members Present 


Those who attended the Columbia, 
S. C., meeting were: J. E. Fussell; The 
Henry Walke Co., Charlotte, N. C.; J. 
Hall Bobbitt and F. A. Hipp, The Tex- 
tile Mill Supply Co., Charlotte, N. C.; 
V. L. Houston. The Henry Walke Co., 
Norfolk, Va.; C. N. Harrington, Hyman 
Supply Co., Wilmington, N. C.; Arnold 
M. Roark, Allison-Erwin Co., Charlotte, 
N. C.; William T. St. Clair, Poe Hard- 
ware & Supply Co., Greenville, S. C.; 
W. C. Bethea, J. W. Smoak Hardware 
Co., Orangeburg, S. C.; B. A. Siddall, 
Sumter Machinery Co., Sumter, S. C.,, 
and B. L. Montague, B. L. Montague 
Co., Sumter, S. C. 

Attending at Roanoke, Va., were: 
Claude Stutts, Tidewater Supply Co., 
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Roanoke; C. F. Brooks, Superior-Ster- 
CAN the partial list of belting users below and you'll see ling Co., Bluefield, West Va.; G. W. 
that the food industry is just one fruitful spot where you can sell Wagner and Charles M. Harrell, Blue- 


field Hardware Co., Bluefield, West Va.; 


the Victor Belting line. Just about every industry, every plant ebert L. Lyon and D: F. Mekinkes 


is a potential Victor customer. 


W. C. Lyon Co., Durham, N. C.; W. B. 
Sales resistance will be exceptionally low, too, because most Johnson, Charlie F. Brown and William 4 
every industry knows and accepts the fact that Victor Belting is E. Eaton, Jr., Summers Hardware & 
efficient and economical anywhere there's a conveying, elevat- Supply Co., Johnson City, Tenn.; J. G. 
ing or power transmission job to be done. Erwin, Kentucky Mine Supply Co., Har- 


lan, Ky.; L. B. Kester and A. R. Nicolas, 
Kester Machinery Co., Winston-Salem, 
North Carolina. 


It stands to reason, too, that the more customers you have to 
call upon, the larger your chance for profits will be. That's 


why it pays mill suppliers to push VICTOR Belting—the most Also E. H. Cook, Mize Supply Co., 
complete textile belting line in America. Waynesboro, Va.; E. E. Bibb and Carlyn 

Another popular feature of Victor Belting is the way it sends A. Bibb, Beckley Hardware Supply Co., 
in customers with repeat orders. One Victor sale means satisfac- Beckley, West Va.; €. L. Parker, Tay- 
tion— and satisfaction spells more and MORE repeat. sales for hommyeions: o.,. Hertel, Va;3. 38. 
you. Let Victor Belting start sending more customers your way. en ee Sy ae 


, : ; : field Supply Co., Bluefield, West Va.; 
Write today for full details on the full Victor Belting line. V. A. Vail, Noland Co., Inc., Roanoke; 


Harry W. Scott, W. B. Greene Co., Inc., 


Ki , Tenn.; E. R. Dent, d 
THESE INDUSTRIES USE BELTING © SELL THEM VICTOR | WW Sac. Bluc Ridge Hardware & 








Brick and Clay - Bottling - Flour and Feed - Canning Supply Co.. Bassett, Va., and Ken A. 
Steel - Confectionery - Paper - Packaging - Food + Tobacco «+ Printing | Ferguson, The Oster Mfg. Co., Cleve- 
@ 1340 | land, Ohio, 





At Chattanooga were: Victor B. Year- 
gan, Battey Machinery Co., Rome, Ga.; 

| A. B. Williams, Columbus Iron Works, 
Columbus, Ga.; Mr. Crimmins, E. C. 
_ Mahoney and Frank T. Delaney, Mills 
| & Lupton Supply Co., Chattanooga; 
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Va.; - 

re Maintenance on the coal hoist above for tough jobs involving heavy im- 
| ce was a constant problem because of pacts and dynamic stresses. Since then 
re & repeated failure of the links and pins | down-time because of pin and link fail- 
m A. on the bucket conveyor. All pins and ures has been eliminated—costly main- 
cleve- links were replaced with new ones made _ tenance work has been avoided. Write 


of Jalloy, the special J&L steel made for information about Jalloy steel. 





Year- 












Ga.; 

ms F JONES & LAUGHLIN STEEL CORPORATION 
Mills PITTSBURGH 30, PENNSYLVANIA 
ga; 









Chattanooga Belting & Supply Co.) 


IS_A REAL PROFIT PRODUCER! =| Sta‘sneres: 3; Sutin and Ge 


THE “POCKET SIZE MACHINE SHOP” | c2° cistatcocs; W. 1. Ander 


Chattanooga. y 


Republic Rubber 
Advances Three 





The popular Moto-Tool Kit No. 2... 23 

accessories, new finger grip extension and 

Model 2 Moto-Tool in a felt-lined, highly fin- 

ished wood case retails at $23.50. Model 2 vi 
Moto-Too! only with one emery point, $16.50. G. L. Smith 





PO METS at hans 


Wherever there is a man or a woman working at a : rie 
bench removing metal, polishing or cleaning by hand Three top yprometens within the sales 
in order to obtain fit, finish or contour, there is a department of Republic Rubber Divi- 
market for another Dremel Moto-Tool ... and a | sion, Lee Rubber & Tire Corporation, * 
continuous — os regen gegen — Youngstown, Ohie, were announced by | 
men use it for touching up tools and cutters, tool- : . . f 
makers for finishing dies and templates. Moto-Tool is 0. 2 - Dollison, vice president and gen 
a “war veteran” ... thousands of them were used at | ©'@! Manager. 
far flung maintenance bases by every branch of the New sales manager and department 
armed forces. Moto-Tools in the hands of men and | head is G. L. Smith, former traveling 
women were used to establish production records in | gales manager. Smith has been with § 
plants such as General Electric, Westinghouse, Reming- R blic si 1923. when h tered 
ton Arms, Ford, Nash-Kelvinator, Consolidated Air- ae Sees ais Weer = eae 
craft, Northrup, Douglas and many others. Write the New York City offices as salesman. | 
today for catalog and distributor prices. He was transfered to Youngstown in | 
1926, from where he served as New 


York State sales representative. He | 
14 REASONS WHY MOTO-TOOL SELLS FASTER was promoted to assistant sales man- 4 


ratented : ea ager in 1936, and became traveling 7 
au gt uc Kesityreploced NETIC! tyPE motor gs sales manager in 1945. x 4 
Kititaianees commutator brushes ~~ bakelite housing Smith’s post involves the supervision ~ 
oak ees of a national sales and service system 
_—— type switch which supplies needs of industry for 
belting, hose and other rubber products 
through a network of independent in- 
‘dustrial distributors. Republic, a pi- 
oneer among manufacturers in the 
7 tacan teiatiin: ike adoption of such a policy, distributes 
* * cleaner . . . saves cutters. its products exclusively through local ¥ 


. fone op Ae mill supply houses. 
ceed pectetier Dynamically balanced for Myron C. Meyer, assistant sales 
wiivationiocs eporetion. manager until the recent promotions, 

replaces Smith as traveling sales man- 

ager. Meyer joined Republic in 1918. 

The third Republic figure to receive 

promotion is Ralph W. Deemer. His ex- 

perience with the firm dates back to 

1926 having begun as factory worker. 
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MILFORD FLEXIBLE REZISTOR 


SHATTER-PROOF HIGH SPEED STEEL HACK SAW BLADES 


Safe... 


Replaces all hard blades, for all users, skilled 
or unskilled. 


Economical... delivers full cutting life . . . no accidental 


breakage. 


© Made from a new high speed steel for longer cutting life 


® Only the teeth are hardened . . . 


MILFORD 
PROFILE SAW 


For all contour sawing, either 
internal or external, in metal or 
plastics. Can be used on all 
types of vertical band saw 
machines. Milford Profile saw 
is packed in boxes containing 
100’ coils. Milford unique dis- 
penser provides a most service- 
able method of storing and 
handling. 





MILFORD 
FLEXIBLE BACK METAL- 
CUTTING BAND SAW 


These hard tooth flexible back 
metal-cutting saws are known 
for their long, accurate cutting 
and are used in foundries and 
metal-working plants. With the 
proper selection of width and 
teeth per inch, all types of 
metals and non-metallic mate- 


rials can be cut efficiently. 





the back is tough and flexible 


MILFORD 
SKIP TOOTH 
flexible back band saw blades 


The SKIP TOOTH, having the 
same hardness as the regular 
Milford metal-cutting saw, is 
designed for cutting non-ferrous 
metals, plastics, and woods at 
high speeds. Sold in welded, 
cut-to-length band saw blades, 
as well as in 100’ coils which 
are packed in the Milford 


improved coil container. 








; get the advantage of both with 


. 4 More and more truck buyers are matching trucks 
to specific jobs and at the same time getting the bene- 
fits of standard equipment+y using Fairbanks Trucks. 
This is possible because of the unusually large variety 
in truck designs offered in the standard Fairbanks 
line. For example, there are over 40 different types 
of two-wheel hand trucks alone that are standard in 
the Fairbanks line of trucks, Each is designed from 


re Se hens eS 


fe ee 


irbanks 


on-the-job experience to put the maximum possible 
speed and ease into specific load-handling assign- 
ments. Write for illustrated catalog 50 which shows 
the complete line of over 200 types of trucks. The 
Fairbanks Company, 393 Lafayette St., New York 3, 


' N.Y.; 520 Atlantic Ave., Boston 10, Massachusetts; 


15 Ferry St., Pittsburgh 22, Pennsylvania; 748 M&M 
Bldg., Houston 2, Texas. 


American industry rolls on 
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By selling the STAR line, 
you're putting to work a 
complete line of blades that 
sell. With the STAR line you 
have the right blade for every 
job a hack saw or a band saw 
can do... and that means 
more sales. With STAR 
blades—from one end of the 
STAR line to the other—you have blades 
that have proved themselves . . . proved 
themselves faster, cleaner — longer wearing — in 
metal or non-metallic cutting. Performance like 
that means more sales ... means customers come back for more STAR. 
So, whether it’s first sales, or repeat sales, you make more sales — 
more money — with STAR’S complete line of star-performing blades. 


Sold only through recognized distributors 


EMS MALI //E7!//| 


CLEMSON BROS, Inc., Middletown, N.Y 





Mokers of hand ond power sock saw blades 


trames metal cvtting. bond saw blodes and 


the Clemson 0-17 lawn machine 
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OBITUARIES 


James F. Greeley 
Supply Salesman 








James F. Greeley, a member of the 
W. M. Pattison Supply Co.’s staff for 
the last 40 years, died on Nov. 15 in 
Cleveland, O. For more than 25 years 
of his association with the Pattison 
| company, Mr. Greeley served as indus- 


trial supply salesman covering the 


| easternmost limits of Cleveland, the 





neighboring cities of Wickliffe and Wil. 
loughby. He was a member of Bigelow 
Masonic Lodge, and the East Shore 
Methodist Church of Euclid, O. He is 
survived by his wife, Lillian Speter 
Greeley, whom he married in 1902.” 


John J. Kane, 
A-C Patent Attorney 


John J. Kane, 63, general patent at- 
torney for the Allis-Chalmers Mfg. Co., 
Milwaukee, Wis., died Nov. 8. A patent 
attorney for Allis-Chalmers since 1912, 
Mr. Kane became head of the company’s 
patent department in 1944, 

Before coming to Allis-Chalmers, Mr. 
Kane had been in the United States 
patent office, Washington, D. C., for 
six years. A native of Worcester, Mass. 
Mr. Kane graduated as an electrical 
engineer from the Worcester Polytech 
nic Institute and received his master’s 
degree in patent law from George Wash 
ington University in Washington, D. C 

Mr. Kane was a past president of 
the Milwaukee Patent Law Association 
and a member of the American Patent 
Law Association, the American Bar As 
sociation and the Institute of Electrical 
Engineers. 








THIS ADVERTISEMENT, TO YOUR CUSTOMERS, IS APPEARING IN LEADING METAL WORKING MAGAZINES 


“MAXI 
Surface Treated Ta 


You can again get “MAXI” surface treatment on 
“Greenfield” Taps at no extra cost. 


“MAXI” was a pre-war champion when it came 


ber of the} to tap performance. Today’s “MAXI” is better than 
s staff for 
ov. 15 in 


he lurgical laboratory during the war has. produced 


” 


ever. Intensive research in “‘Greenfield’s’’ metal- 


better formulas for surface treatment. 


WHAT IS “MAXI” FINISH? 


It is a heat treatment applied to High Speed 
Steel tools which imparts a surface hardness 
greater than that of an untreated tool. 
This surface is applied by a chemical bath. It 
does not affect the basic character of the 
metal nor the size of the tap. 


patent at- ' 
Mfg. Co, COSTS NO MORE! 


A patent 


noe You can get a “MAXI” surface treatment on 


any “Greenfield” HIGH SPEED tool, regular 
or special, in any size at no additional cost. 
Simply add the word “MAXI” when ordering. 


electrical 
Polytech 


3 master’s 
GREENFIELD 


GREENFIELD TAP and DIE CORPORATI 
GREENFIELD * MASSACHUSETTS 
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YES—BLESSED WAS THE 


SHORTAGE which proved belts SUPERIOR! 
PRODUCTION RECORDS PROVE Wicchigan tbracive Belts 


with Backstand Idlers will 
more than merely DUPLICATE 
90% of the work you now do 
with set-up wheels! Belts will 
do it with 


QUALITY! SPEED! ECONOMY! 


Here’s Why: 


1. Grain changes, when neces- 
sary, made four times faster.. 
2. Inventory of wheels, glue, 
cement and various grains 
eliminated . 
3. Number of g rain sizes re- 
quired per job reduced . 
4. Specialized skill for sluing 
up wheels eliminated . 
5. Messing with glue, cement 
and odors removed from 
your shop to ours. 
6. Quality of work ion roxyed 
with less operator’ fatigue, 
greater speed... 
7. Idlers as well as belts, are in 
ample supply .. 
Write imagodioeely for new bul- 
letins describing Michigan 
. Abrasive Belts and Michigan Lapping 
Compounds. Our General Catalog 
Price List on our complete line of 
abrasives is yours for the asking. Dealers 
will be pcre interested in the details 
of our sa 


COATED ABRASIVES 


Belt polishing of electric irons 
pag plating. (Dust Collector 


Wichipan Abrasive Cy 


and LAPPING COMPOUNDS 
Detroit 7, Michigan 
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Harold W. LaGanke, 
National Screw Official 


Harold W. LaGanke 


Harold W. LaGanke, 50, manager of 
distributor sales for the National Screw 
& Mfg. Co., Cleveland, O., died sud- 
denly on Nov. 24. A lifelong Cleve- 
land resident, Mr. LaGanke had been 
with the same company for 29 years, 
He was widely known in business cir- 
cles and had represented the firm at 
many national conventions, particularly 
in the hardware field. 

A veteran of World War I, Mr. La- 
Ganke was a golfer, a member of the 
Cleveland Athletic Club, Acacia Coun- 
try Club, Cleveland Club and Brenton 
D. Babcock Masonic Lodge. He is 
survived by his wife and two daughters; 
his mother, a sister and two brothers. 


Walter O. Kurtz, 
Steel Firm Official 


Walter O. Kurtz, 54, secretary-treas- 
urer of Peninsular Steel Co., died in 
Cleveland, O., on Dec. 1. Following 
World War I in which he rose from 
the ranks to a lieutenant’s commission, 
Mr. Kurtz joined Peninsular Steel Co. 
Here he attained the position of secre- 
tary-treasurer, which he had held for 
a number of years. He is survived by 
a wife and two sons, Wesley and Wal- 
ter, Jr. 


Herman C. Nelson, 
District Sales Head 


Herman C. Nelson, district sales 
manager for Bliss & Laughlin, Inc., of 
Harvey, Ill., died suddenly on Nov. 

in Rock Island, Il. Mr. Nelson had 

sociated with the firm for 12 
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Freoh CZ 0 on the move. “ with an 
active demand for fresh, cool air in offices, factories 
...countless establishments of all kinds. VICTRON 
meets the demand with a quality fan for every need 
—desk, bracket and pedestal types . . . sturdy ex- 
haust fans for large area and industrial requirements 
... all of them backed by VICTRON quality for 
dependable, trouble-free performance and efficient 
service. 


VICTRON fo’ EXHAUST FANS 

Aw 
Victor offers a complete line of popular priced, ring- 
type Exhaust Fans for use where speedy removal 
of smoke, steam, heat and fumes is desired. Low 
first cost and low’ maintenance. Three sizes: 10”- 
12”- 16”. 


EX 1107 


VS 221 


MANUFACTURER OF VICTRON DESK ANDO PEDESTAL 
FANS~VICTRON VENTILATING FANS~VICTRON 


VICTOR 


PRODUCTS 
2950 Robertson Ave. 








MODEL F 3126—3-speed switch control ; 
\ optional 90° oscillating range; 12” 

fan-flare blade; no radio interfer- 

ence ; adjustable for any angle. 


MODEL F 3126 P—is the same 
fan unit as F 3126 mounted 
on pedestal adjustable 
from 4514” to 62%”. 


AIR CIRCULATOR (MODEL A 2227) is a highly 
efficient circulator adjustable from 


5914” to 93” height; 22” blade. 


FANS ~ VICTRON AIR CIRCULATORS ~ VICTRON tanaust 
PORTABLE IRONERS~VICTRON FHP. MOTORS 


ELECTRIC 


INCORPORATED 
Cincinnati 9, Ohio 
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WHAT DO YOU 
KNOW ABOUT 





| MARSHALL STEEL? 


e MARSHALL STEEL climinctes 3 costly ops! 


Is a high-carbon tool steel prefabricated into graduated 

nen from 1/64" to 1" and in width of 1%” to 10”. Preci- 

sion ground to plus or minus .001” on. very best surface 

grinders—for absolute scilenatet a8 tanith. Made in stand- 

ro cenalg one toed gpacdhee + my at ee a 
TEMPLAT GCUAGES. For » 

PLATES FINTURES MODELS and GUAGES. For volume 

special requirements MARSHALL is 

sept laser to our Snished product with BIG sarings to 

seat World’s largest line of ground Hi-Carbon T: 


MARSHALL QUALITY 


DISTRIBU TOR!” 


PROFITABLE 

See STE. fe Se pepeia Seeiteal dy, ewy ates be 
cause of the economy in manufacture—it ie 3 steps closer to 
the finished preduct! 0S 6 ee ee ee 


beceuse it yiekds 1 average, profit! a 
prices quoted are based on oiets Gilcuaace as 
shipment 


or over. 

AVAILABILITY . 
MARSHALL STEEL is available for immediate shipment in 
almost all sizes, lengths and widths! Our ware- 
house awaits orders. shipments are carefully 


a7 


a 


wrapped and te 3 for protection. 
ADVERTISING SUPPORT 


® MARSHALL stee1 


228 NORTH LASALLE STREET + CHICAGO 1, ILL. 
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Joha D. Williamson, 
Veteran SKF Manager 


John D. Williamson, for 23 years 
New York district manager for SKF 
Industries, Inc., died Saturday, Nov. 2, 
of a heart attack at his home on Youngs 
Road, Ramsey, N. J. 

Williamson, who joined the ball and 
roller bearing company in April, 1918, 
had resigned last August 31 because of | 
ill health. He had been manager of 
the New York district, which embraces 
New York City, southern New York and 
northern New Jersey, since 1923, and) 


| was widely known in the varied indus.) 


tries served by SKF. t 

Born in New York City in 1891, Wik” 
liamson lived most of his life in and 
near Ridgefield, N. J., and was gradu.’ 
ated in 1915 from Stevens Institute of 
Technology, Hoboken, N. J. He wase 
member of the Society of Automotive 
Engineers and active in the Sons of the 
American Revolution. 

Surviving are his widow and two 
daughters, Mary Williamson of Ramsey 
and Elizabeth Williamson Morton of 
Louisville, Ky. 


Theodore R. Valerius, 
Bearing Sales Founder 


Theodore R. Valerius, 53, president 
and founder of Bearing Sales Co. 
Cleveland, O., died on Nov. 30. Mr. 
Valerius, at one time a traveling repre- 
sentative for the Timken Roller Bear- 
ing Co., of Canton, O., founded Bear- 
ing Sales Co. 25 years ago and has 
directed it ever since that time. 


Robert R. Rossman, 
Seattle Distributor 


Robert Roy Rossman, 60, founder and 
president of the Rossman Industrial 
Supply Co., Seattle, Wash., died on 
Dec. 7 in that city. Mr. Rossman was 
bern in Ashland, Wisc., and moved to 
Seattle where he founded the company 
bearing his name in 1932. He operated 


| the business with his brother, George. 


John J. Koch, 
Supply Firm Officer 


John J. Koch, 62, for the past two 
years vice-president of the Kinsner 
Supply Co. died in Cleveland, O., on 
Dec. 16. Prior to this last position, Mr. 
Koch had been associated with J. M. 
& L. A. Osborn Co., Cleveland, a sheet 
metal supply company. 












































Watch this 
Electric Hoist 
cut handling costs 


Ss‘ the speedy Meteor in action and you'll agree 
that materials handling costs are down for the full 
count. This heavy duty electric hoist is an outstanding 
performer ...a time and money saver. Helical gears, 
airplane type cooling, low headroom, thermal pro- 
tection, only 110 volts at push button station...and 
speed...are but a few of the Meteor’s notable feo- 
tures. Bulletin 142 will tell you about all of them. 
Better still, the Meteor itself will bring you all of them. 


CHISHOLM-MOORE 


HOIST CORPORATION 


GENERAL OFFICES AND FACTORIES TORAWANDA N.Y, 


SALES OFFICES: New York * Chicago « Cleve » S sncisco * Los Angeles 
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INDUSTRY BANS RUST AND 
CORROSION 


Few industries can escape the destructive effects of rust and 
corrosion but a// industries can reduce their costly ravages in 
maintenance and breakdown. 

Here are five industrial applications where Harper's EVER- 
LASTING FASTENINGS have licked rust and corrosion. 


MONEL STOPS CORROSIVE 
CHEMICALS  protiems in sait produc. 


tion have been solved by using Monel bolts. In 
mining, treating and handling of many chem- 
icals, non-ferrous alloys are the answer to ef- 
ficient operation. 


















BRASS GUARDS WATER 
SYSTEMS tn vaives and pumps that com- 


pose the heart of water works, Brass fastenings 
help in eliminating the most common cause of 
replacement—rust. 



















STAINLESS STEEL SOLVES 
DIL PROBLEMS  rcias and gases at 


high temperatures attack metal but Stainless 
Steel alloys cut refinery replacements to a min- 
imum, assure years of continued operation. 


UTILITIES CHOOSE SILICON 
BRONZE weather is the bug-c-boo in 


power lines and other utility applications. Silicon 
Bronze Bolts reduce season “cracking’’ and 
maintenance costs. 


NAVAL BRONZE WINS ON SEA 


Marine applications demand high 
strength plus resistance to salt air and 
water. Naval Bronze fastenings have 
proved their dependability in marine 
diesels and ship fittings. 


CC CCSCSC SESE EEE SEHEH OBESE EEOE 


HARPER 


ticrlaa MG OLAT ni 


Call upon Harper to solve your fastening 
problems in your industry. 

THE H. M. HARPER COMPANY 

2622 Fletcher Street, Chicago 18, Ill. 


Branch Offices: New York City, Philadelphia, Lh 
Les Angeles, Milweukee, Cincinnati, Dalles Lago 


Representatives in Principal Cities 
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Heavy pump units are handled in 
and out of the warehouse at Geo. 
F. Motter’s Sons, York, Pa., on skid 
platforms by hand hydraulic lift- 
truck. Harry Knaub, receiving 
clerk, moves one into place for 
temporary storage. 





Whitlam Appoints 
Sales Representatives 


The J. C. Whitlam Mfg. Co., Wads- 
worth, O., has added three sales repre- 
sentatives in the current expansion pro- 
gram. Derbyshire, Mack & Morgan, 
Inc., Philadelphia, will cover eastern 
Pennsylvania, southern New Jersey and 
Delaware; Jack Burns of Seattle, Wash., 
will cover the state of Washington; 
Wilson & Co., San Francisco, will cover 
northern California. ue 

With these additions, there are 13 
firms now acting as representatives for 
Whitlam throughout the country. 


New Rail Express 
Rates Effective 


A new scale of express rates were 
effective at all 23,000 offices of thé 
Railway Express Agency on Dec. 13, 
1946. Based on a recent decision ot 
the Interstate Commerce Commission, 
the new rates represent increases which, 
it is hoped, will permit the agency to 
meet higher wage scales in“effect sincé 
Jan. 1, 1946 and to offset the higher 
costs of materials, equipment and rents, 
the report stated. 

New rates represent an increase of 
20 cents per 100 lbs. on first class and 
15 cents per 100 Ibs. on second class 
rates; with increases in minimum and 
graduated charges for packages weigh 
ing less than 100 Ibs. No increase is 
proposed on rates for daily newspapers, 
milk and related products. 














*. .. engineered to meet the most exacting industrial 
requirements by men who have studied jobs and 
the tools required to do them. That is why the Metro 
line is such a satisfactory one for distributors to 
handle—a well-known, respected, widely used line 
—one which is advertised to the whole metalwork- 
ing trade—a line that rings the bell on sales and 
profits. Distributorships are now open in good 
manufacturing territories. Write for information. ~~ 
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jing, Slortinss and side milling: 
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Mitting Cutter For light, smooth-finish 

i iron, malleable iron, and steel. 
work which is narrower than 
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akes the Cuttersi 


lake the Most of Time . 











Morse Milling Cutters are designed to make the most of time by 
giving maximum performance on each job. The result of over 80 


years of experience, Morse Cutters are noted for their consistently long 





life, smoothness of cut, and high return per sharpening. 


Milling Cutters of all kinds are available from Morse. Besides those shown, 
Morse can supply you with Angle, Convex and Concave Cutters, Woodruff Keyseat 





and Involute Gear Cutters, as well as any of the other high quality cutting tools in 


the complete Morse line—End Mills, Reamers, Taps, Dies, and Drills. 






Maximum Cutter performance depends upon many factors and only when ail 








these are known can the proper Cutter be selected. You can derive the benefit of 






our experience by letting Morse help you in the selection of the proper Cutter for 






your job. Your Industrial Supply Distributor will cooperate in securing a 






Morse recommendation. 


The Original Manufacturer of Twist Drills 


WEW YORK STORE: 130 LAFAYETTE ST. © CHICAGO STORE: 570 WEST RANDOLPH ST. © SAN FRANCISCO STORE: 1160 FOLSOM ST: 
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=m FAMOUS 
BRANDS 


EACH ONE THE STAND- 
ARD OF COMPARISON 
IN 1TS FIELD OF 
QUALITY AND PRICE 


Super Alloy Grade, Premium 
Priced Shovels of final cost econ- 
emy. Mo-iyb-den-um Alloy Steel 
Blades, heat treated, Brinell tested, 
XX Grade Northern White Ash 
Handles, smoothly sonded, thor- 
oughly waxed Unconditionally 
Guaranteed! .. to ouvtwear any 
other shovels made. 


The Standard of Quality com- 
parison among all popular price 
shovels. High Carbon Steel Blades, 
heat treated. Quality X Grade 
Handles, smoothly sanded and 
thoroughly woxed. 


The undisputed Quality Leader 
among all lowest price shovels. 
Carbon Steel Blades, heat treated. 
Serviceable No. 1 Grade Handles, 
smoothly sanded, thoroughly 
waxed. 


Guaranteed! 


12 PERFECT SHOVELS 


lied wih |TO EVERY DOZEN 


forcement. 
oly D Han- 
ndle mode. 








developed by 


WOOO 


A National Organtration Specializing Lrclusively in 


SHOVELS SPADEF SCOOPS 
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J. V. Burns, left, vice president of 
Waite Hardware Co., Worcester, 
Mass., discusses industrial rubber 
goods with John P. Fleming of the 
Quaker Rubber Co. 





Hillman Promoted 
By Allis-Chalmers 


J. H. Hillman has been promoted 
from chief estimator and application en- 
gineer to assistant manager of the sales 
and engineering departments at the 
Norwood, O., works of the Allis-Chal- 
mers Mfg. Co. Mr. Hillman joined 
the firm after being graduated from 
Bucknell University in 1914. He is a 
member of the integral horsepower mo- 
tors and generators committee of the 
National Electrical Manufacturers’ As 
sociation. E. G. Brooker succeeds Mr. 
Hillman as chief estimater and appli- 
cation engineer. 

Howard Hansen was named super- 
visor of the office of J. L. Singleton, 
manager of district offices of the A-C 
Co., Milwaukee. He joined the firm 
in 1941. Albert R. Knauss, formerly 
of the Tulsa district office, was named 
manager of the Memphis, Tenn., office. 
Harry S. Silver was named general 
patent attorney, succeeding the late 
J. J. Kane. 
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CLE*FORGE special PURPOSE DRILLS 


TRADE MARK REG. U.S. PAT, OFF. 


ARE FOR THE JOB 


Proper selection of drills will enable you to produce better work faster 
and at lower cost. Special jobs call for Special Purpose Drills which 
have been developed to meet certain specific requirements. > One 
example is found in the photo below showing a set-up of 148 Burner 
Drills. Their short flutes and sturdy construction make them ideally 
suited to overcome the difficulties of drilling castings of this kind. 
$ Send for your copy of new, illustrated booklet describing these _ 


and other Special Purpose Drills. sae 


a 


} 
beailinrs = { / 
¢ 


ss i} A re 
CLEVELAND a 
DISTRIBUTORS EVERYWHERE 
ARE READY TO SERVE YOU 


~~ 


an 


This edvertisoment reaches your customers who read the leading mogazines in the metel-working jield. 
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What is so 
remarkable 
about this 

, Bassick 
Floating-Hub? 


The answer is: practically every- 


thing —including its possibilities! 





In design and performance it 
is revolutionary. And the future of this new development is so promising that 


everyone who uses or sells casters should know the whole story. 


The Bassick ““Floating-Hub” embodies the first practical shock-absorbing wheel, 
with built-in resilience between rim and axle. As a new, specialized caster its 
present applications are limited to special needs. But industry is steadily turning 
to it for amazingly smoother mobility, with greatly increased protection of 


loads, equipment and floor surfaces. 


In fact, the prospects ahead of the ‘Floating-Hub” are the very brightest. And 
once you're thoroughly familiar with this outstanding Bassick caster-development 
you'll be in a position to suggest some of the new uses that are constantly being 
discovered. Write for literature today. THE BASSICK COMPANY, Bridgeport 2, 
Connecticut. Division of Stewart-Warner Corporation. Canadian Division: 


Stewart-Warner-Alemite Corporation, Ltd., Belleville, Ontario. 


Bassick 











of Casters: 


making caster’ 











MALL SUPPLIES © JANUARY, 1947 








Industrial Building 
Increase Expected 


(From the Washington Bureau, Me 
Graw-Hill Pub. Co.) 


Marked relaxation in the limitations 
of recent months on the volume of non- 
housing construction is now certain 
with the appointment of Frank Cree. 
don by President Truman to succeed 
Wilson Wyatt as National Housing Ex. 
pediter. 

Prospects are that Government clear- 
ance for non-residential building will 
still be required, but the $35,000,000 
weekly “ceiling” on authorizations which 
had been enforced at Wyatt’s insistence 
will go out the window. The idea will 
be, it is expected, that some limitation 
on building must be retained at least 
until next summer to permit “screening 
out” obviously indefensible competition 
with housing such as roadhouses and 
bowling alleys, but there seems little 
likelihood that much other commercial 
er industrial construction will be held 
back by Government ban for very 
much longer. 


1947 Housing Program 


Wyatt’s program for channeling 
building materials into sub-$10,000 
housing was virtually scrapped as Cree- 
don took over, although the President 
put out a formal statement emphasizing 
that there would be a housing program 
through 1947. Emphasis in the 1947 
program will be to get rental dwelling 
units built, and for this purpose an 
additional billion dollars will be ear- 
marked at Federal Housing Adminis- 
tration for mortgage guarantees prima- 
rily for rental construction, under even 
more liberal terms than before. In the 
houses-for-sale field, virtually all con- 
trols are now off as well as virtually all 
Government aid in the form of priori- 


ties. 


Creedon comes to the housing job 
from his position as deputy administra- 
tor in charge of construction at Civilian 
Production Administration, one of the 


war agencies abolished in Truman’s 
shakeup of Governmental emergency 
agencies to speed liquidation of wartime 
controls. He was appointed only hous- 
ing expediter and the post of adminis- 
trator of the National Housing Agency, 
a wartime holding company agency. for 
the Government's old-line housing activi- 
ties, went to Raymond M. Foley who 
had been head of the Federal Housing 
Administration, chief of the--units in 
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NHA. Wyajt:had held both titles and 
the separation of these jobs in the 
reorganization is interpreted as further 
underscoring the trend toward “decon- 
trolling” housing. All the emergency 
powers of the Patman Act are vested in 
the expediter; NHA is a mortgage and 
building agency. 

Creedon, at fifty, comes to the hous- 
ing post with a long and successful 
record as construction engineer in large- 
scale industrial building, much of it 
for the Government. He worked for 
various private concerns from the end 
of the first war until 1934, when he 
came to Government in the Public 
Works Administration. At the outset of 
the national “defense program” in 1940, 
Creedon became chief construction en- 
gineer for the Corps of Engineers, U. S. 
Army, and handled construction of all 
ordnance and chemical warfare manu- 
facturing plants. 

He was deputy director of the War 
Production Board’s rubber division in 
1943-44, in charge of construction of 
the huge Government synthetic rubber 
plants, and then became associated with 
Stone and Webester as vice president 
and general manager in charge of con- 
struction of the Government’s vast bomb 
plant at Oak Ridge, Tenn. 

Appointment of Creedon and Foley 
to the housing jobs was made by the 
President simultaneously with establish- 
ment of a new “liquidating” agency— 
called the Office of Temporary Controls 
—to take over the remaining functions 
of CPA, Office of Price Administration, 
Office of War Mobilization and Recon- 
version and Office of Economic Stabiliza- 
tion. Heading this new agency is Maj. 
Gen. Philip B. Fleming, Federal Works 
Administrator. who also keeps his regu- 
lar post. 


OTC's Activities 


OTC’s major activities will be ad- 
ministration of rent controls and sugar 
rationing administered by OPA, and 
priorities and allocations powers, in- 
cluding those over buildifig materials, 
inherited from CPA, plus number of 
miscellaneous reconversion** ams 
carried on by OWMR QEC”."*y 

General Fleming thyg,.assumés the 
residual authority of John D. Small, 
who quit as CPA head; Paul Porter, 
who left OPA; Johp.R. Steelman, head 
of OWMR, and.€hester Bowles, whose 
place at OBE: hadnot been filléd since 
his departure. Steelman, ofrly one ‘of the 
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for the MILL SUPPLY HOUSE 


“» shanks—offer maximum turnover with minimum inyestmelit. 


Wy add 






THREE DISTINCT LINES 
oF ROTARY FILES 


\\ 


HAND CUT FILES 


Hand cut from High Speed Steel—recom- 
mended for burring ferrous metals. 
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"GROUND BURS 


Ground-from-solid High Speed Steel blanks— 
recommended for burring on non ferrous 
metals, plastics and wood. 


CARBIDE BURS 








Ground-from-solid Cemented Carbide blanks 
* —recommended for long life and maximum 
economy. : 


These complete lines—other shapes and 
sizes.available in both 14" ‘and 1/4" 






four still in ofice when Truman merged 
with the agencies, was shifted to ay 
“assistant to the President”, and will 
thus remain on the White House Staff, 
Truman’s executive order also abol- 
ishes the Wage Stabilization Board, ag 
of Feb. 24, 1947. Acting Chairman 
Phillips L. Garman of WSB said hig! 
agency intended to adhere to its already 
fixed schedule of winding up all wo ‘: 
at its regional office by Jan. 15. There | 
after, appeals from regional decisions) 
will be handled by the national board) 
until Feb. 24. About all the work left) 
to the board are enforcement cases in-§ 
volving alleged violation of wage stabix) 
lization controls in building construction | 
which occurred before controls were® 
lifted Nov. 9. Any such cases still un” 
settled by Feb. 24 will be turned over™ 
to the Internal Revenue Bureau—J 
penalty in these cases is disallowance | 
of the overpayment in employers’ in-™ 
come tax computations. 9 
WSB’s only other function was trans-~ 
ferred to Labor Department. The agency 4 
is charged with making any wage and 
working conditions changes in Govern. | 
ment-seized plants, only the soft coal | 
mines and the Great Lakes Towing Co, 7 
remain in Government possession. a 


Russell, Birdsall & Ward 
Buy Western Plant 4 


The Cooper Screw Mfg. Co. plant at | 


@ When you sell BUDA-built Jacks, you sell depend- 4466 Worth St., Los Angeles, has been 
able performance and top-notch quality — products purchased by the Russell, Birdsall & 


of BUDA’s leadership in the field of making Jacks to Vere Sek ond We Se. Ee: ee 
ae “ area includes an area of 133,000 sq. ft. 
fit industry's needs. 


in three buildings with a total floor ” 

Take the patented “Klinch-Klaw” Jack, for ex- space of 75,000 sq. ft. An additional ~ 
ample — This ‘highly specialized ratchet jack has a 56,000 sq. ft. of space has been pur- — 
capacity of 15 tons and is primarily built to do a chased by the firm to provide for fur- 
better, faster, safer job of pulling bolts and spikes ther factory expansion in the future. 
from bridges and trestles. It can be tilted and used in 
any position. An over-all rise of 22” permits pulling 
long bolts straight, so they may be re-used. 


Write for further sales information about this and 
other Jacks in the complete BUDA line. 





SEND FOR THE NEW 
ILLUSTRATED CATALOG 


Highly diversified industry in the 
Camden - Philadelphia area make 
BUDA the job of store manager at Antrim 
"CHORE BOY" Hardware Co., Camden, a rigorous 


15413 Commercial Ave. ee Te, et one. The man who handles it is 
HARVEY (Chicage Suburb) ILLINOIS William Chatham. 
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ALOYCO Stainless Steel Valve Success 
Is Due to 2 Primary Factors 
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1. Wide Selection of Corrosion-Resisting Alloys 
2. Excellence of Design and Construction 


LOYCO Valves and Fittings are made in a 
wide variety of stainless steels and other 
corrosion-resisting alloys. Each of these differs from 
all others in relative resistance to various corrosive 
fluids, under different conditions of temperature and 
concentration. It has taken us many years of 
specialization in the manufacture of corrosion- 
resisting valves, exclusively, to gain the experience 
which enables us to recommend the one best alloy 
for any specific application. 


Of equal importance with the selection of the correct 

alloy, is the quality of 

ALOYCO GATE VALVE NO. 111 design and construc- 

tion of the valve. In 

@ This popular valve has double- pattern shop, foundry 

disc, ball-and-socket type wedges and machine shop, par- 

that are free to rotate and are = ticularly, corrosion- 

non-fouling in any position. The resisting alloys require 

design insures tightness on both = Very different handling 

seats ond permits easy repairs. = om all other metals. 

Here again, our con- 

centration on corrosion 

problems makes Aloyco 

Valves distinctive for 

mechanical excellence. 

You get more out of 

, Aloyco Valves, because 

he > . we put more into them. 

eur ie Consult us on your 
bz Lap r7 requirements. 

La LE 


*al0YCo 


STAINLESS STEEL 
VALVES AND FITTINGS 








ALLOY STEEL PRODUCTS COMPANY, INC. 
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It positively... 


Molchan Brothers 
Join Stan 


Po re 









KEEPS BOLTED ASSEMBLIES 
permanently TIGHT 


BEALL helical SPRING WASHERS hove “live action" and con- 
stontly exert tightening pressure over a long range. They 
compensate for ALL causes of looseness including vibration, 
bolt stretch, wear and break-down of finish under the nut and 
bolt head. 

IN STOCK in all Standard Sizes; made of Carbon Steel, 
Stainless Steel, Everdur and Duronze. 


SOLD THRU MILL SUPPLY JOBBERS 








Joel and Theodore Molchan 


Stanley Tools, New Britain, Conn., 
has appointed two new salesmen—Joe 
- Molchan and his brother Theodore 
“Ted” Molchan. Both men, born and 
educated in New Britain, received their 
training in the Staney Tools sales de- 
partment at the home plant. Joe has 
been with the firm since 1936 and Ted 


BEALL TOOL DIVISION (Hubbard & Co.) since 1940. Both men served in the 
130 Shemrock $t., EAST ALTON, ILL. armed forces and were honorably dis- 















































T 
[ 
I 
L 
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was discharged in Sept. 1945 and has 
NOW! 
0 travel Missouri, Kansas, Nebraska, 


. charged. 
Joe enlisted in the Connecticut Na- 
tional Guard in 1940 and served in the 
Pacific theater for two and a half years, 
been handling special” sales work at 
' wi 10 
gt ¥ ne =, emo YOu Colorado and Wyoming as a member of 


SPRING W ASHERS most of the time in New Guinea. He 
HEXAGON AND SQUA RE EEE New Britain since that time. He will 
: the Chicago sales force. 


MR. DISTRIBUTOR Ted Molchan entered the Naval Air 
WRITE Corps in 1942 and served as a fighter 
pilot with the Pacific Flett, won a Dis- 

TODAY tinguished Flying Cross and Gold Star. 
He returned to Stanley in January, 

for 1946, and since then has been six 
discounts, months in a special factory training 


course. He will travel Virginia, West 
Virginia, North Carolina, eastern Ten- 


sales policy, 


a _ nessee and eastern Kentucky. 
aeration du Mont Corp. Now 
owe Making New Line 

rng yt The manufacture of a complete line 
tised line of of keyway cutters and keyway cutter 
PRECISIO N sets for quick, convenient, low-cost cut- 
~ROUN  eRAGON and SQUARE sizes neat ting of standard width keyways of any 
Order them from leading distributors thru. | | ™ents is sold desired depth in gears, pulley hubs, 
out the country, who serve industry well. Fw fess couplings, milling cutters, collars and 
a ede Piety Con ong distributor. other parts requiring keyways, was an- 
Lothe nounced by W. B. du Mont, president 
2 We It spells of The du Mont Corp. The cutters and 
PROFITS tools are being distributed exclusively 
| through the mill supply trade, in which 
pee ee pee 0p for you! Mr. du Mont is widely known because 





of his years of association with Thread- 


peal, Fle ti “ RT eee well and Greenfield Tap & Die Corp. 
PLIES-@ JANUARY: 1947: 
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The CONTINENTAL 
DRIVE IS STRICTLY 
HAND DETACHABLE — 
REGARDLESS OF HOW 
SEVERE THE OPERATION 
HAS BEEN 





With an ever-widening range of 
practical uses, the Continental 
Counterbore is proving a favorite 
standard cutting tool in all types and 
sizes of machine shops. Of rigid and 
simple construction, with patented 


features, it has long been outstand- 
ay 


ing in American industry. There's a 
reason: Note in illustration at left 
the Continental indestructible drive. 
It is composed of two driving lugs 
formed on the cutter shank, with two 
corresponding abutments on the 
inside of the holder. There is an 
aligning bearing above and below 
the driving lugs that brings the cutter 
and holder concentric, and prevents 
the cutter from being forced out of 
alignment. The cutter and holder are 
engaged and disengaged by revolv- 
ing the cutter a quarter turn by hand. 
No tools or equipment are necessary. 


CONTINENTAL TOOL WORKS 


Division of Ex-Cell-O Corporation 


DETROIT 6, MICHIGAN 
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Globe Woven Belts are more than a manufac- 
tured product. Globe Belts are the outcome 
of practical research on every particular use 
to which they may be put. Globe Belts are 
the result of experienced, painstaking work- 
manship by artisans who know and like their 
job of making quality beltings. Globe Belts 
have proved their long-wearing material and 
efficient operation. 


“4 
y Yes—there’s a world of difference in GLOBE Woven Belts. It will 
pay you to find out. 


There's a ‘specially engineered and tested-by-use Globe Woven 
Belt for practically every need of industry. For instance: 


KANRY-TEX: The superior belting for food 
processors. 


SOLID WOVEN WHITE COTTON: “Tops” for 
light conveyor purposes. 


ENDLESS WCVEN: No slippage: no vibration 
~for high-speed use. 


CELLULOSE-COATED: For bakery and candy 


manufacturers. 


Many other GLOBE beltings are available for whatever particular 
use you may have. Your mill supply house (or we ourselves) will be 
glad to provide a complete list of GLOBE products. And at the same 
time give you proven facts and figures on their long-lasting and 
economical qualities. 
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Reed G. Landis, (left) newly ap- 
pointed vice-president in charge of — 
sales, confers William G. Ritzen- | 
haler, executive vice-president © 
(center) and Cari A. Channon ~ 
(right) president of Great Lakes 4 
Supply Corp. E 


Great Lakes Supply : 
Appoints R. G. Landis 4 

Reed G. Landis has been appointed 
vice-president in charge of sales of | 
the Great Lakes Supply Corp., whole 
sale distributors of industrial, railway, | 
and contractor’s supplies, it was an? 
nounced by Carl A. Channon, presi” 
dent. ‘3 

Recently returned to civilian life, | 
Mr. Landis has served in three came" 
paigns with the Army: first, in Mexican | 
Border Service. next, as one of our® 
outstanding flying “aces” in World 
War I, and finally, as a Colonel in 
the Army Air Forces Troop Carrier 
Command in World War II. 

Back in the late “twenties” Mr, — 
Landis headed his own sales and ade” 
vertising agency and participated in de © 
veloping merchandising programs for” 
manufacturers’ and distributors’ associ | 
ations in the nation’s mill supply in” 
dustry. Prior to his last duty with the® 
army he was a regional vice-president of 
American Airlines. 

Mr. Landis, a Chicagoan and a grad- 
uate of Hyde Park High School, is the 
son of the late Kenesaw Mountain © 
Landis, former federal judge, and high © 
commissioner of baseball. He is mar 
ried, has three married children and _ 
two grandchildren. A member of the 
Chicago Athletic Association, Mr 
Landis is widely known in athletic and 
aviation circles. 


Republic Supply Co. 
Buys Plant Site 


The Republic Supply Co., Los Am 
geles, has purchased a two-acre plant 
site in San Jose, Calif. Republic manu 
factures pumps, oil well equipment and 
heavy hardware items. 





PRIDE OF THE MAGHINIS|] 
MNO Ufyprenlie Wf 


Inside Micrometers, Nos. 252 and 270, shown above, 
are a part of the wide line of Brown 8 Sharpe 
Machinists? Tools which include rules, combination 
squares, bevel protractors, straight edges, vernier 


tools, dial test indicators and many others. (|BS 
We urge buying through the Distributor 


®@ Whether it’s the machinist’s own micrometer or 
one issued to him from the tool crib, a Brown & 
Sharpe tool is an old friend. That’s more than famili- 
arity. It is respect for a tradition of fine precision 
tool making that goes back almost to the beginning 
of American industry. It is the knowledge of how 
precisely Brown & Sharpe makes tools .. . of 
such details as the end-to-end accuracy of the 


micrometer screw, the easily read graduations and 
figures and the care that’s taken to make accuracy 
last through the long life of the tool. Such tools 
have always been the wisest possible tool invest- 
ment. Brown & Sharpe Mfg. Co., Providence 1, 
Rhode Island, U. S. A. 













LN A oe 


Many years of service are repre- 
sented by these three men of Stein- 
man Hardware Co., Lancaster, Pa. 
They are, in traditional order, 
Joseph N. Copeland, carriage hard- 
ware and automotive sales, Elias 
Groff, Jr., a director of the com- 
pany, and Andy Eicholtz, building 
hardware expert. 



































Jacobs Appointed 
Blackmer Official 


Arthur E. Jacobs has been appoin 
vice-president and sales manager 
Blackmer Pump Co., Grand Rapi 
Mich. Mr. Jacobs was formerly g 
eral sales manager of the pump dive 
sion of George D. Roper Corp.; Rock 
ford, Tll., and has, for more than 30 
years, been engaged in the design, pro 
duction and marketing of industrial 
equipment, chiefilly pumps, hydraulic 
machinery and machine tools. 

Mr. Jacobs’ work in the rotary pump 
field has been nationally recognized and 
he is now serving as chairman of the 
rotary pump section of the Hydraulic 
Institute, the national association of in- 
dustrial pump manufacturers. He is 
widely known among mill supply dis 
























A “Best Teller’’ for men who sell, use and maintain cut- uy! tributors and users of industrial pump- 

ting tools. ing equipment. Mr. Jacobs received his e 
© a complete catalog listing of Celfor high speed Twist training in mechanical engineering at 
Drills, Reamers and Carbide Inserts, 96 Pages Lewis Institute of Technology and Chi- 


© a 24-page Engineering Data section with valuable helps Ree. Soon! Colnge. Be wis a 


on assigning the right tools to the right job and practical apne Sat the Taguesel Milling Te 
ideas on tool maintenance—all aimed at more efficient chine Cog Rockford, Ill., in design 
tool performance and longer tool life. methods and sales engineering before 
joining the Roper Co. He assumed 
duties with Blackmer Co. on Nov. 1, 


pee fics dan me eo your business 1946 and is moving to Grand Rapids. 


CELFOR TOOE> Plomb Tool Co. 


yf CLARK FQUIPMENT COMPANY Buys Danielson Co. 


ee BUCHANAN. MICHIGAN 
a BERRIEN SPR NGS 


You'll find this catalog invaluable on your reference shelf. 








The Plomb Tool Co., of Los Angeles, 
Calif., exercised its option to purchase 
| the J. P. Danielson Co. of Jamestown, 


MICHIGAN 





TTLE CREEK JACKSON 





Products of CLARK « TRANSMISSIONS « ELectRic steec castincs| | N. Y. Financing was through a term 
AXLES FOR TRUCKS AND BUSES ¢ AXLE HOUSINGS ¢ BLIND RIVETS bank loan and will provide the Plomb 
INDUSTRIAL TRUCKS AND TRACTORS « HIGH-SPEED DRILLS AND REAMERS Tool Co. with an eastern facility. The 






\METAL SPOKE WHEELS ¢ GEARS AND FORGINGS « RAILWAY TRUCKS Plomb Tool Co.’s three other plants 
are located in Chicago, Los Angeles 


| Prices on CLARK will not be advanced in excess of increased costs. and Portland, Ore. 
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he Bunting Stock-Carrying Distributor has Bunting 
Bars and Bearings in adequate quantity and variety, in 
your community. Backed by Bunting Branch and 


Factory stocks, he has the Bronze you want— now. The 


Bunting Brass & Bronze Company, Toledo 9, Ohio. 


Branches in principal cities. 
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SOCKET 
SCREW 
PRODUCTS 

















Precision manufacture—strength, durability 
t 

—outstanding performance records . . . these 

are factors that have built the fine reputation 


of “Blue Devil’’ Socket Screw Products. 


As specialists in the manufacture of socket 
screw products, Safety Socket Screw Com- 
pany has earnestly concentrated on making 
the BEST. And “Blue Devil’ Socket Screw 
Products are recognized as such throughout 


industry. 


Socket Set Screws Socket Screws— 
Dardelet Thread 
Socket Head Cap Screws 


Socket Screw Keys 
Socket Head Stripper 
Bolts Socket Pipe Plugs 


SOCKET 
SCREW 
PRODUCTS 


Safety Socket Screw Company 


4436 N. Knox Avenue Chicago, Illinois 
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a oe : 
Ralph Lowery is on the job selling ‘ 
for Boyd Supply Co., Philadelphia, 
after five years in the Army Air _ 
Forces. 3 





Surplus Bearings > 
Offered For Sale 4 


A 24-million-dollar inventory of 
surplus bearings of various sizes 
types will be offered for sale at once om 
a bid basis by the War Assets Adminis 
tration. The inventory includes a 
30-million pieces covering a range 
sizes suitable for use in small inst 
ments or heavy industrial equipment) 
The bearings are ball, roller and sleeve 
types, as well as special automotive 
types. 

Heretofore sold at fixed prices, bear 
ings worth $8,000,000 already have been 
channeled to private industry by WAA. 
Regional offices will put the new bid 
program into operation at once in an 
intensive sales campaign. The sealed 
bid method of sale probably will be 
used, but if packaging and warehousing: 
conditions in the regions make this 
method impracticable, the spot bid 
method will be adopted. 

Bearings will be offered in lots small 
enough to insure wide participation and 
distribution by all classes of buyers. 
Although located in practically all 
WAA regional offices, largest a 


are in industrial areas. 








Responsible for moving things at 
the Augusta Mill Supply Co., Au- 
gusta, Ga. is this trio of: F. E. 
Lamb, warehouse manager; R. T. 
Brandon, receiving and shipping 
clerk, and Edward Usry, clerk. 





ahead with 
Weatherhead 


F IT WERE POSSIBLE, we would 
like to have all our customers 
and prospective customers visit us 
here in Cleveland and make a tour 
of our fine modern home plant 
.. to see how we go about 
serving thousands of customers 
representing more than a dozen 
different industries—with hune 
dreds of different original equip- 
ment and replacement parts. 


Many of our customers have 
marvelled at the variety of parts 
that we produce. They don’t quite 
understand how we go about 
designing and selecting a product 
for manufacture . . . how we pro- 
duce such a tremendous volume 


with laboratory precision. 


Just say “when” and we'll take 
you into our confidence . . . give 
you the answers to these and 
many other questions that will 
be of interest to you. Ask for your 
copy of the handsome new book- 
let, now coming off the press, 
entitled, “Prospecting for Perfec- 





tion”. It’s yours for the asking. 


“Leek Abead with 


Weatherhead Weta Pros he: 


Control Valves ¢ Liquefied 
THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO Petroleum (as Senubinaeh . 


aes tt _ Relief Valves ¢ Flexible Hose 
Assemblies * Tube Fittings 
¢ Refrigeration Dehydrators 


WEW YORK + DETROIT » CHICAGO «+ ST. LOUIS + ATLANTA + DALLAS * 10S ANGELES 
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W, a telling your customers that 
the diff. Perence in 


| BEARIN GS 


ORDINARY 
nab F 8) 








BEGINS WITH THE ALLOY 


INCLUDES MACHINING 



















We've taken the guesswork out of 
judging bronze quality . . . select- 
ing quality bronze. The photo- 
micrographs prove that Radial 
Grain Control . Shook’s im- 
proved foundry procedure or 
produces better bearings. Shook 
backs up its products with a broad 
guarantee that covers quality . 
machining performance. 
Sounds good? So does the Shook 
distributor deal. It offers 100% 
cooperation . . . protection. Want 
to know more? Drop us a line. 





DONNY. COL. ONGDE 


GUARANTEE 
complete satisfaction nd te machine te\ the 










BORON Cen. 






oae \we Yue lwe we \we \¥s 
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SB-176 
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General view of the display floor 
and parts counter in the new build- 
ing of the Southern Equipment @ 
Supply Co., San Diego, Calif. 






Occupies New Plant 


The Southern Equipment & Supphy 
Co., San Diego, Calif., is establis 
in its new buildings at 2025 So | 
Ilarbor Drive. The formal opening 
conducted recently and was featured § 
two-day celebration. More than 1500 
guests from the industrial trade were 
entertained on the first day and about | 
1000 from the farm trade were feted | 
on the second day. The new construc 
tion represents an investment of ap 
proximately $160,000. 

The Southern Equipment & Supply 
Co., in which P. H. Davenport, Hugh 
McArthur and Clifton Coates are the 
active partners, is primarily a farm 
implement distribution firm. In more 
recent times, it has been developing the 
industrial supply business to the ex 
tent that it now represents well over 
half of the total volume. Four sales 
men devote their entire time to selling 
industrial supplies. Steel is one of the 
major items. bs 

Operations are carried on in the two 
new buildings which are separated by | 
a railroad branch line. There is & 
siding next to the steel warehouse and 
shop, and a spur serving the general | 
warehouse. A 60-ft. paved driveway 
owned by the company, runs across 
the tracks on the ends of the builé 
ings, giving ample access for trucks. 


: 
j 
Southern Equipment : 








Standard Transmission 
Names Representatives 
Carl A. Miller & Co., New York City, | 


has been appointed exclusive distribu 
tors for the Standard Transmission { 
Equipment Co., Los Angeles, Calif, 
manufacturers of variable speed units. 





Standard Transmission named _ the 
C. P. Williams Co., Houston, Tex., as ex 
clusive factory representatives in Texas, 
, Oklahom 


Louisiana and Arkansas. f 
i 



















THERE ARE 


| Over 200 Applications 


FOR STERLING SANDERS 


Preparing bare metal on 
refrigerator cabinets... © 


: tee 











ex 

~ In addition to the applications illustrated, 

; rm Be ae oe the Sterling 1000 Portable Electric 

mi gee. | iG 

he iE Sanding out pressure marks ; | Smoothing rough plaster Sander is being used to great advantage 
and scratches on cabinets _—_ and plastered joints by manufacturers, repairers and recondi- 







tioners of trucks and buses, school equip- 
ment, machine tool bases, leather goods, 
toys, displays, signs, and many others. 


STERLING TOOL PRODUCTS CO. 
384 East Ohio Street Chicago 11, Illinois 





| ‘Boat finishing operations 





sires att a tetanic 


STERL ING | waieeiien ELECTRIC 
AND AiR DRIVEN SANDERS 
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Victor Saw Works, Inc. 


Makers of Hand and Power Hack Saw Blades, 
Frames and Metal Cutting Band Saw Blades 


aS, 


Get ALL the Profits... 
Sell a COMPLETE Line 


Wauen you sell VICTOR you're selling an all-inclusive 
line — a blade for every job a hack saw or band saw can 
do. You're selling the right blades for cutting metals, 
plastics, or other non-metallics. Add up the wide range of 
blade choice your customers have when you sell VICTOR. 
Add up the opportunities for extra sales that means to 
you. Add it up from any angle. You get all the profits 
> coming to you when you sell a complete 

line of blades . . . when you sell VICTOR. 


Sold only through recognized distributors 


& OWES 








AnahAhhhhtet 





POWER BLADES 





FRAMES 


BAND SAWS 
(Metal Cutting, including Skip-tooth) 


VICTOR 


«y Middletown, N.Y. 





@® 2108 
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James Hartzell of the Pennsylvania 
Railroad’s Altoona shops, and Gun- 
nar Palmgren, chief engineer of 
SKF Industries, Inc., inspect one of 
the original spherical bearings in- 
troduced to railroads 25 years ago. 


Pioneer Rail Bearing 
Sets Service Record 


An unusual record of service for 
anti-friction bearing equipment was re 
vealed by SKF Industries, Inc., for the 
first spherical roller bearings ever used 
by American industry. Now widely ap- 
plied to heavy equipment in all indus 
tries, the spherical roller bearing was 
introduced in 1921 by the Philadelphia 
company with installations on six 
Pennsylvania Railroad passenger cars. 

Of the 52 original bearings, 17 still 
were in operation, all with 2,400,000 
miles or more of service, when the rail- 
road removed them recently because of 
obsolescence of the truck assemblies. 
One of the bearings, with 2.879,000 
miles of service, was a feature of an 
exhibit staged by SKF during the ob- 
servance in October of the company’s 
25 years of service to the railroad 
industry. Representatives of leading 
Eastern railroads, carbuilders and rail- 
way equipment supply companies 
joined with SKF in marking the event 
which was highlighted by a tour of the 
firm’s two plants and the Philadelphia 
Naval Base. 


White To Direct 
Eclipse Counterbore 


Herbert R. White, recently released 
from service as a colonel in the Army, 
has been appointed general manager of 
Eclipse Counterbore Co., Detroit. Be 
fore the war he was associated with 
Motor Products Corp., Detroit, and 
from 1919 to 1937 was with General 
Motors Corp. in official capacities. 























aa, CATALOG | 


you and your Wf) Fy 
ie Om ) a) se ee 








packing buyers 





...- have been 





waiting for... | 





AY..-ORDER 
LY TODAY! 


yes of And 
real selling facts—facts that open buyers’ doors 
and ease the way to more sales for you. Re- 





membet, too—PALMETTO Packing buyers are 
always directed to give their orders to you 
Distributors. 


Send for your copy of the new PALMETTO Con- 
densed Catalog today .. . and let us know at 
once how many you need for distribution. 


< "he pays to sell PALMETTO Packings!”’ 


GT-1572 
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JOBBERS! Cash in on the tremendous 
demand for Black Arrow Paint Spray 
equipment ... featuring the sensational, 
nationally advertised "HOLLOW AIR” 
spray gun. Write today for details of our 
100% JOBBER PROPOSITION! 





Sell the Cun Beyond Compare Se 
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The Black Manufacturi 


1416-1428 WEST BALTIMORE STREET @ BALTI 


Sell the Cun witty “HOLLOW AIR” 
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>” CUNME 


As soon as you are ready for a new CATALOG 


MILWAUKEE ¢ PHILADELPHIA © NEW YORK © SAN FRANCISCO 
MERE SPL RR RARER 


The quality appearance —the over-all character—the 
individuality of your catalog totals up for you in terms of 
greater selling power. 


To gain all this requires more than just ordinary prepara- 
tion— your catalog must have expert attention—and that 
is what our specially organized, equipped, and manned 
CATALOG DEPARTMENT is able to give you. 


We cooperate with you in every detail and make ‘‘cover 
to cover’’ suggestions -based on years of experience in 
compiling catalogs. 


Get excellence in your catalog from CATALOG HEAD- 


Cermak Road at Canal © Chicago 146, Illinois 
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Edgar L. Burch, president of Na 
tional Equipment & Supply Ce 
Inc., Washington, D. C., can visi 
many of his customers without 
ing too far from the Washing 
Monument. 











Tillery Is President 
Of Georgia-Alabama Co, 


The recently organized Georgia-All 
bama Supply Company of West Poi 
Ga., has elected L. R. Tillery, pre 
dent and treasurer; R. F. Cook, 
president; and L. R. Tillery, Jr., see 
tary. 

Directors of the new firm inel 


E. F. Cook. R. F. Cook, Amos Hugulé 


| Jr.. Morris Darden, L. R. Tillery, Jr 


and L. R. Tillery, Sr. 

The new corporation recently pul 
chased the industrial supply depar 
ment from the Batson-Cook Compan 


| Offices of the company are at Thi 


Avenue and West Ninth Street. Sal 
men representing the company 


| cover a territory within a radius of 


miles of West Point. 





Mrs. LaVerne Fryer, voice with 
the smile, celebrates her first an 
versary as telephone operator wit 
Western Iron Stores, Milwauk 

















UMI 





TRADE LITERATURE—— 


+R 


COUPLINGS — Convenient, 
et-sized handbook on the use of 

; ings and fittings. It is informa- 
and profusely illustrated, showing how 
; operating costs and increasing 
of equipment. Hints and informa- 

pon care of hose, selection and in- 
ation of correct couplings for various 
. bs of equipment, as well as other useful 
i. is presented in clear, easy-to-use 
Hose Accessories Co., Philadelphia. 


OLLETS AND LATHE ATTACH- 
EMENTS—Folder and two inserts de- 
bs lathe accessories made by this 
pany. Specifications, construction and 
Mational features of each product are 
eri with sectional drawings and 
Several tables to assist selec- 
fon of proper spring collets and feeding 
gers are included.—General Die & 
’ Co., New York City. 


S PACKINGS—A set of six pocket- 

Re folders in brilliant colors describe 

at, sheet, hollow-center, centrifugal and 

plary pump, rod and oil and gasoline 

tings made by this firm.—The Belmont 
& Rubber Co., Philadelphia. 


KW 


E sorany PUMPS—An 8-page folder, 
Fy tt by 10} in. in two colors gives 
c construction, operation, instal- 
” and application features as well as 
ions of this company’s products. 
: is well illustrated —Viking Pump Co., 
Wer Falls, lowa. 
oe % 
SOCKET SCREWS—A 32-page cata- 
"og Erinted on heavy stock and well 
rated describes machinery, proces as 
i a made by the firm. Thread 
tables of weights, weights of bars per 
and hardness conversion for alloy steels 
é B Included.—The Western Automatic 
line Screw Co., Elyria, O. 
METAL CUTTING BAND SAWS 
o ¥ n 8-page booklet in two colors pic- 
d describes the features, specifica- 
me operations of products made by 
ompany. —Machine Tool Division, 
200 Tank & Silo Co., Kalamazoo, 


USTRIAL CRAYONS—A fully ‘il- 
strated guide for selecting proper 
for each job is 16 pages in two 
ers. Recommendations for use of each 
tt are included—The American 

n Co., Sandusky, O. 


ere, arranged in numerical order by product,-are new 
C booklets and bulletins with the necessary 
mation for keeping your product library up-to-date 


BLOWERS—Specifications, features 

and applications of this product are 
contained in a folder printed in two colors. 
—Clements Mig. Co., Chicago. 


LOCK WASHERS —Technical booklet 

on these products, 18 pages, answers 
many questions on application of spring 
lock washers. Discussion of “constant 
power zone” of the spring lock washer is 
included as well as full specifications on 
all sizes.—George K. Garrett Co., Phila- 
delphia. 


10 COMBINATION TURNING TOOL 

—A pocket-sized manual of 48 pages 
shows the proper ways of using these prod- 
ucts and various applications for doing 
combination and simultaneous turning.— 
R and L Tools, Philadelphia. 


‘MILL SUPPLIES 
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ee ee 


SAFETY EQUIPMENT —Colorful 8- 

page bulletin describes in detail a 
complete assortment of eye protection de- 
vices for every application. Goggle mount- 
ings, cleaning fluids and cleaning cabinets 
are also included.—Mine Safety  Appli- 
ances Co., Pittsburgh, Pa. 


12 BOILER TUBE EXPANDERS— Small 
folder gives description, applications, 
specification of the several different types 














330 WEST 42nd STREET 


NEW YORK 18, N. Y. 














330 WEST 42nd STREET 


NEW YORK 18, N. Y. 





of such products made by this firm—Rich- 
ard Dudgeon, Inc., New York City. 


13 SAND BLAST HOSE—A new 4 

page folder describes manufacture, 
special features and applications of this 
firm’s product—Hewitt Rubber Co., Buf- 
falo, N. Y. 


14 HACK AND BAND SAWS — This 

small, 48-page handbook provides 
information to operators of hack saw ma- 
chines, users of hand hack saw blades and 
metal cutting band saw blades, on how to 
get longer life and more satisfactory serv- 
ice from. blades —The Capewell M{g. Co., 
Hartford, Conn. 


T 5 BENDERS, BRAKES, SHEARS — A 

set of circulars, one for each prod- 
uct, shows how die-less duplicating may 
be accomplished in production departments, 
too] rooms and experimental laboratories. 
Quotation sheet is inserted —O’Neil-Irwin 
Mfg..Co., Minneapolis, Minn. 


16 CASTERS, WHEELS —A new 12- 

page catalog describes with text, 
tables, pictures and sectional drawings the 
products made by the company. Distin- 
guishing features of each type are included. 
—Buffalo Caster & Wheel Corp., Buffalo. 





17 ELECTRIC SOLDERING IRONS, 

POTS, MACHINES—Catalog sheets 
describing with text and pictures all types 
of these products made by this firm are 
available in a standard size file folder— 
Electric Soldering Iron Co., Inc., Deep 
River, Conn. 


18 TAP GUIDES — Descriptive litera- 


ture includes one large folder and 


one pocket-size folder illustrating and ex- 
plaining features of device as well as ap- 
plications.—Dahlstrom Mfg. Co., Minneapo- 
lis, Minn. 


ty CONTROL VALVES, EQUIPMENT 

—A 24-page catalog pictures various 
control products such as valves, liquid 
level controls, strainers, pump governors, 
exhaust heads, etc. In addition to specifi- 
cations, ordering data and recommended 
installations are given.—Kieley & Mueller, 
Inc., North Bergen, N. J. 


2 SAW FILERS, SETTERS, RE- 
TOOTHERS—Various medels of 
these items made by this company are de- 
scribed in a folder with pictures and text. 
Prices and shipping weights are included. 
—Foley Mfg. Co., Minneapolis, Minn, 





21 PRECISION TOOLS—This 


page’ catalog. is 5 by 8 in. and 


and describes the products made by 
precision tool division of this firm. 


are given. 


The back section 


tables, rules, measures, formulas and 
phabetical index.—The Lufkin Rule: 
Saginaw, Mich. 9 


PIPE—A 48-page illustrated bag 


presents historical background 


modern uses of metal pipe, with emg 


on use of steel pipe in homes, large by 


ings, processs industries, railroads, 
ping, mining, water supply system 
industry, gas industry, refrigeration, 4 
gation and farms.—American Iron & & 
Institute, New York City. : 


3 WHEEL DRESSING TOOLS—4 
page catalog describes, illustrates 


4 


prices a complete line of these prod 
for all requirements from heavy ar 
wheels to precision tool room grind 
The Desmond-Stephan Mjg. Co., Urbang 


24 


tions, illustrations, specifications of all tf 


FLEXIBLE SHAFTS, 
—Catalog of 128 pages gives d 


of these products made by this com 
and devotes a section to typical ap 


MACHI 


Write in box number of item 
describing one catalog wanted. 


Write in box number of item 
describing one catolog wanted. 


tions, Care and use of this equipm 
terms, guarantee are explained in bad 
the book along with shipping instructig 
N. A. Strand & Co., Chicago. 
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Write in box number of item 
describing one catclog wanted. 


Weite in box number of item 
describing one cotolog wanted. 




















Your 


HOW TO ORDER | 
YOUR LITERATURE | 


Be sure to fill out, ees i 
ene coupon for each piece of | 
literature you order. (See sam- - 
ple below.) This gives your re- 4 
quest authority ond helps the || 
monufacturer to address your | 
copy completely. 
When you have filled out | 
completely one space for each © 
catalog or bulletin you want, - 
detach along the scored lines ~ 
and drop the cards in the mail, _ 


eC OF poy ae Be OER JOR AS i 
Mitt Suspcies, 330 West 420d St., New York 18, N.Y. 








Write in box number of item 
describing one catalog wonted. 


Write in box number of item 
describing one catalog wanted. 
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Mir Supriies, 330 West 42nd St., New York 18, N. Y. Mus Surrcies, 330 West 42nd St., New York 16, N. Y. 


Write in bos number of tem 


Ton 
Vy Co. : 





describing one cotolog wented. 


poo Ree Su 
Address £4... Af@ Y 








Write in box number of item 
describing one catalog wanted. 


Write in box number of item 
describing one catalog wanted. 














reet. fy 


+... dake 


You Tite.. B@le.~smn.an. 
Mud Suomi, 310 Wert find St, New York 1, 6.7. 


























The MARVEL System of Metal Sawing provides not 
only the most advanced and most complete line of 
metal sawing machines built, but also a complete 
metal-cutting blade service which includes: 


(1st) MARVEL High-Speed-Edge Hack Saw Blades—posi- 
tively unbreakable. composite blades with a high speed 
steel cutting edge welded to a tough alloy steel body, 
Hardened “eyes” permit greater blade tension. Exira 
strength makes practical greatly increased speeds and 
feeds—in fact, these blades make possible today’s fast 
automatic hack saw machines. 


(2nd) MARVEL High-Speed-Edge Hole Saws—hole saws 
with strength for use on drill presses and lathes. 
Diameters from %" to 442" with high speed steel pilots. 
Cut big holes at low cost in steel to 1%” thick. 


(3rd) MARVEL Metal-Cutting Band Saw Blades for all 
popular makes of metal-cutting band saws. These top 
quality blades are individually boxed to eliminate dam- 
age to teeth or loss by rust, kinking, shipping or han- 
dling. Specify Marvel Band Saw Blades for top per- 
formance, 


ARMSTRONG-BLUM MFG. CO. 


“The Hacksaw People” 


5700 Bloomingdale Ave., Chicago 39, U. S. A. 
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ARO EQUIPMENT CORPORATION ADVERTISING 


" FACTORY 


MAKES YOUR JOB EASIER 


The Aro Equipment Corporation has just renewed its 12-time contract for full 
page, color advertisements in FACTORY, for 1947. 


In a letter accompanying their order, Mr. R. W. Morrison, manager of the pneu- 
matic tool division, writes: 


“As the only air tool manufacturer distributing nationally through mill supply 
outlets, we believe it of great importance to make certain that our products 
are well and favorably known everywhere by the key men who make buying 
decisions in their respective plants. This saves considerable time for the jobber 
salesmen and makes their efforts more productive."’ 


The men who buy and read FACTORY are the key men who make buying deci- 
sions. The Plant Operating Group in both large and small manufacturing plants, 
these men are responsible for more production, better quality, lower costs, plant 
and equipment maintenance, safety and working conditions. They are a particu- 
larly receptive audience for informative advertising about products which will 
help them do their jobs better. 


48,000 PLANT OPERATING MEN. OF TOP BUY- 


3 ING INFLUENCE PAY TO READ FACTORY EACH 
ADVERTISING MONTH. 


FACTORY 
IN FACTORY SHOWS HOW THOUSANDS MORE SCAN “PASS-ALONG" 
HELPS YOU SELL ere COPIES FOR AUTHORITATIVE, UP-TO-THE- 
TO INDUSTRY MINUTE INFORMATION ABOUT METHODS AND 
MACHINES PRODUCTS. 
TO SAVE TIME AND MANUFACTURERS’ INDEPENDENT SUR- 
AND MATERIAL VEYS PROVE THAT THIS INTEREST IS TRANS- 


LATED INTO BUYING ACTION. 


FACTORY 


MANAGEMENT AND MAINTENANCE 


A McGraw-Hill Publication, « 330 West 42nd Street, New York 18, N. Y. 


ABC © ABP 
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HOW MANY MEN WOULD IT TAKE 
TO LIFT 100,000 LBS? 


Of course it would depend on the size of the men—and whether 
it was before or after lunch. But our point is that no matter how 
many men it would take, ONE Hein-Werner Hydraulic Jack 
could lift it easier, faster and safer—anytime! 

And the same goes for a thousand and one other applications 
in your plant—pushing, bending, pressing ...in plant production 
and plant maintenance. H-W Jacks are factory-tested at 1% times 
their rated capacity for absolute depend- 
ability and safety. 

Write us for details on the ways a 
Hein-Werner Hydraulic Jack can lend a 
hand in your customers’ plants. 






e Lifts Heavy Loads 
e Moves Machinery 
e Bends Rods 

e Presses Bushings 
e Many Other Uses 


Made in models of 3, 5, 8, 12, 20, 
30 and 50 tons capacity. 





YkQ¢, 
Mie MAS 
Built Right - Priced Right 
HEIN-WERNER MOTOR PARTS CORP. - Waukesha, Wisconsin 
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Linwood F. Perkins, vice president 
and general manager of The Henry 
Walke Co., Norfolk, Va. industrial 
supply firm, revealed purchase of 
land for new quarters. 


Page, Perkins Buy 
Norfolk Location 


Robert S. Page, president, and Lin- 
wood F., Perkins, vice president and 
general manager, of the Henry Walke 
Ce., Norfolk, Va., together purchased a 
block of land on the outskirts of Nor. 
folk and plan to erect two new build. 
ings to house the industrial supply firm 
now located at 407-415 Union St. 

The new site is bounded by Matoaka 
St., Raleigh Ave., Greenway Court and 
Boissevain Ave. The east-west spur of 
the Norfolk & Western Railroad bisects 
the property which is also close to 
docks formerly held by the Eastern 
Steamship Lines. 

Messrs. Page and Perkins plan to 
construct two two-story buildings into 
which The Walke Co. will move when 
construction is completed. However, 
shortage of materials and Civilian Pro 
duction Administration restrictions may 
delay start of the buildings. The two 
buildings will provide 75,000 sq. ft. of 
office, display and warehouse space, 
This is 35,000 sq. ft. more than the 
firm has at its disposal at: present: 

The property was purchased from 
Thomas H. Willcox, trustee for the 
Willcox-Kelly estates, at an undisclosed 
figure. The purchase culminated a twe 
year search for a suitable location for@ 
supply firm and was consummated o 
Oct, 13. # 

4 
Manhattan Rubber } 
Names Representative e 


Joseph Glenn & Sons, Cli 
Heights, Pa., will represent the Ma 
tan Rubber Division of Raybestos-Ma® 
hattan, Inc., Passaic; N. J. The Glens 
organization will carry a stock of com 
veyor, power transmission, V-belts and 
hose of all types. 









T 
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is is one of a series of full-page adver- 

ements appearing each month in indus- 

+> trial publications- with a total circulation 
more than 350,000 to help you sell 


NNEDY Valves. — 


#8 8ece 


ess e3 & 


° BB 


a = 


It will pay you to stock and recommend KENNEDY Extra-Value 
Valves. You will find that their many superior features make 
them sell readily and earn repeat orders. Write for Catalog and 
complete information. 


THE KENNEDY VALVE MFG. CO.° ELMIRA, H.Y. 


& 9 BM eerie, 
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on new oreold 











Oscar Fuchs, J. A. Lintzenich and 
D. A. Branson are three new sales. 
men added by Orr Iron Co., Evang on 

ville, Ind., in a drive to sustain post 


war business at war levels. PEI 


Riechman-Crosby Co. For th 
Holds Sales Parley 








a cros 
The Riechman-Crosby Co., Memphis, ing t 
Tenn., marked its 52nd year in business Multi 
with a general sales conference, Noy. vee 
15-16, at the Chisca Hotel. Richard 

And ° 


Alcott, vice-president and general man. 
ager, served as chairman. advai 
| The meeting opened with talks by them 
R. M. Gattshall and F. Doyle Bowers 
of Republic Rubber Co. James A 





se To yc 
4 Farnham, head of Reichman-Crosby’s y 
— order 


new engineering department, discussed 
how his unit cooperated with the sales that i: 


VW 
C H I CAG 0 Se fef Phi j department, and R. W. Moore, credit 
a é. fA WS manager, talked on how his department There 





| fitted in work with the sales program. Write 


| 
a Alcott, N. C. Wilson, Jr.. H. § 
means &~ holding power | wii‘sts. Seman 


discussed the subject of “W 





ee Means of Improving Our Positio 























Precisiou-made Chicago “S } : 
— ‘ J CHICAGO “Safety Pius” line Industry and Plans for 191; 
) luict re the solu oO | . , . , 
Products are the solution t bard Clark of Vascoloy-Ramet Co 
production problems George Wellmon of Eriez Mfg. Co., dis 
E bie cussed their firms’ products. 
xacting inspection stand 
me | On the second day of the conference 
sharp, full threads, u prin George A. Slacks, Walter E. Knapp, 
and clean true sockets Socket P J. V. Whitledte, E. J. Gebhard of Henry 
Products are manufacture . Disston & Sons, discussed Disston prod: I 
° ucts. The conference was concluded t suc 
selected heats of electric ' . prosf 
Complete line includes: with salesmen discussing their problems 
steel which provides added strengt! Nensaen Scull Gas Berane at a round table with the officers of the appli 
toughness—and EXTRA holding ; Square Head Cup Point Set company. If yo 
Screws us a 
These outstanding features combi Headless Set Screws 
Fillister Head Cap Screws 
make a truly fine product—ideally suited Flat Head Cap Screws TO £ 
. Taper Pins 
to modern production methods. Milled Studs 
Semi-Finished Hexagon 
uts 
hese ine nodects are sold Semi-Finished Hexagon 
7: 4 p Castellated Nuts 





THE CHicaGo Screw Co. 


a ee oe 2 New wholesale hardware and indus 
1026 SO. HOMAN AVENUE CHICAGO 24, ILL. & trial supply division of Lyon & Son, 
Inc., Durham, N. C. 
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YOUR CUSTOMERS ARE SOLD 
on READING'S LOW-PRICED 
“| DERFORMANCE 


For the past 40 years, hundreds of industrial hoist users— 
a cross section of your own hoist market, have been buy- m 


Re32 


phis,} ing the fast, low-cost materials handling of Reading 
Multiple Gear Chain Hoists. 


And year after year they KEEP ON buying these same 
advantages because READING HOISTS continue to give 
‘by{ them fast materials handling at less cost. 


| Af To you, these satisfied users mean a profitable, made-to- 
ssed | order market—a market of easy sales and good profits 
sales} that is yours when you handle the Reading Hoist Line. 


nent}? There may be a Reading franchise open in your territory. 


Write us today and we'll send you full details. 





HAVE YOU SENT FOR THIS NEW 
5 CHAIN HOIST CATALOG? 
ded | Jt suggests how to improve hoist operations in your 
em: | prospect's plant and gives you construction details, 
the § applications and uses of the Reading Chain Hoist Line. 
If you haven't sent for it, or would like another, drop 
us a line. 





TO HELP YOU SELL READING HOISTS Information and sales talk on Reading products 


H reach your customers EVERY DAY. National advertising in many 
wo | we 
| ‘ eee industrial publications helps you to easier, larger profit sales. 
Za XS 
is- 





Zz 
a 





CHAIN HOISTS © ELECTRIC HOISTS © OVERHEAD TRAVELING CRANES 


>, 


READING HOISTS 


READING CHAIN & BLOCK CORPORATION ? 
2107 ADAMS STREET READING, PA. 
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T.F.E. This Advanced Idea in 


Fastener Merchandisin ¢ Can Mean 


Lower Sales Expense For You 


You may be hearing a lot about “T.F.E.” It’s an 
RB&W sponsored idea that can help you get the 
maximum profit out of your fastener line. 

“T.F.E.” stands for True Fastener Economy — 
the lowest total cost for specifying, purchasing 
and using fasteners. It is explained in the RB&W 
ad reproduced on the opposite page, now run- 
ning in a long list of business magazines. 

You benefit from “T.F.E.” in these ways — 

1. The customer who wants True Fastener 
Economy rather than just Low Initial Cost will 
continue to buy a quality line — good times and 


Russell, Burdsall & Ward Bolt and Nut Company. Fac- 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill, Los Angeles, Calif. Additional sales offices in Philadel- 
phia, Detroit, Chicago, Chattanooga, Portland, Seattle. 


2. The customer who standardizes on fewer 
types and sizes will buy in larger quantities less 
frequently, saving you paper work and shipping 
room expense. 


3. The customer who insists upon quality is 
less likely to burden you with the costs of com- 
plaints and returned goods. 


To make the most money on the important 
and profitable volume item of fasteners, promote 
“T.F.E.” to your customers... call on us when- 
ever it would be practical to have our engineer- 
ing staff help the customer to standardize on 
purchases and to engineer better fasteners, 


DEPENDABLE FROM COAST TO COAST 


RB&W bolts, bought at random from distributor 
stocks in Boston and Chicago, will be identical—the 
same clean-cut heads, accurate well-finished barrels, 
perfect threads, high physical properties. That’s why 
—when you offer the RB&W Brand, you offer an 
opportunity to achieve True Fastener Economy. 
Every shipment can be depended upon for thé accu- 
racy, strength, uniformity and finish that keep the 
cost of using fasteners to a minimum. 


SheComplele Quality Line 


RUSSELL, BURDSALL & WARD BOLT & NUT COMPANY 
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I look for all 8 


wet (fe. 


It is the many costs of using a fastener that count 
. not just the initial price. True Fastener Economy is 
the lowest éofal cost for fastener selection, purchase, 





assembly and performance. 





YOU GET t. 


1. Reduce assembly time to a minimum by sav- 
ings through use of accurate and uniform fasteners 


2. Make your men happier by giving them fast- 
eners that make their work easier 


3. Reduce need for thorough plant inspection, 
due to confidence in supplier’s quality control 


4. Reduce the number and size of fasteners by 
proper design 


5. Purchase maximum holding power per dollar 


aaa 


of initial cost, by specifying correct type and 
size of fasteners 


6. Simplify inventories by standardizing on 
fewer types and sizes of fasteners 


7. Save purchasing time by buying larger quan- 
tities from one supplier’s complete line 


8. Contribute to sales value of final product by 
using fasteners with a reputation for dependa- 
bility and finish 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 








your norm 
yo. most complete, cadens -to-use Aloo 





Appearing currently in Modern Industry, Factory, Mill & Factory, Purchasing, 
Machine Design, Product Engineering, Iron Age, Steel, Engineering News Record. 


102 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 








MARQUETTE 's 100% DISTRIBUTOR MINDED 


aT Wn y a ale 
ATE i \\ | \\ | \ | \ ; 
“ ~ a a 4 4 » 4h j 
— » 
a | q 


“laken ou by 


DISTRIBUTORS | 


The George Worthington Co., Clevegm 
land, O., is now carrying the com 


DISTRIBUTORS ARE IMPORTANT lete line of Brown & Sharpe ‘Ca 


; precision tools, and hose clamps” 
.. . In fact, the entire Marquette Program manufactured by the Standard Parts~ 
is built around our outstanding distribu- Co. 3 
tors. Every 3 from the drafting board Bujord Bros., Inc., Nashville, Tenn., has 
a ee — line re with you, become authorized distributor for the 
e distributor in mind. By planning mult-V-Drives of Worthington Pump 
ahead, Marquette is able to produce Weld- & Machinery Corp. 
=e Equipment which is of highest qual- Stilliter-Holden, Inc., Hartford, Conn.,7 
sy, le attractively designed and built to has been appointed an authorized dis.” 
give complete customer satisfaction. tributor for cemented carbide tipped 
fb tools of Carboloy Co., Inc., for Hart- 
. ’ 
SELL MARQUETTE \) COMPLETE LINE ford and the north central Connecti- 
Marquette gives you a Complete Line one Sa 
... A.C. Arc Welders .. . All types of Mili & Factory Supply Co., Toledo, 0O., 
Electrodes and Gas Welding Rods . . . a complete line has taken on the line of Norton 
of Fluxes . . . Oxy-Acetylene Welding and Cutting Company grinding wheels, P rodue- 
Equipment . . . Acetylene Generators . . . All Welding tien’ Devices, Inc. chucks, Elesty f 
Accessories and Supplies. Take advantage of Marquette Sep ak eps Sree ae 


Advertising—sell Marquette’s Complete Line of Weld- se ase pe becegirente a 
ing Equipment. grinders and polishing equipment. 


Another Example of 
MARQUETTE PRODUCTS ENGINEERING 


MODEL 262C, “INSTANT ARC” A.C. 
WELDER Marquette Engineers developed 


a new special transformer to give your 

customers Instant Arc Striking without ‘ 4 

extra high frequency or booster gadgets. . Sone + 

Built-in Capacitor for High Power Factor. -_ ; \3 F Expe 
Generous use of Aluminum lowers eddy 7. jaa | 7 *< : In the 
current losses and increases transformer " ; neeri 


ficiency. Sturdy Truck Mounting f ms 3 , i 
subitig. Site “eiiie-tmet.ok 20273 Ga 22 4 \a22 1937 a 





amperes. New Telnic Bronze plugs and 
sockets double current carrying capacity 


in high heats. 25 years ago 
SELL THE BEST ... SELL MARQUETTE W. M. Pattison, president .of the 


W. M. Pattison Supply Co., Cleveland, 
uw O., was made a member of the board of 
directors of the Guardian Savings & 
Trust Co., Cleveland. Mr. Pattison is 
also a member of the auxiliary board. 

R. H. Geier and L. H. Winne were 
EQUIPMENT placed in charge of the new Chicago 
branch of The Buffalo Weaving & Belt- 

A.C ARC WELDERS - ELECTRODES ing Co., Buffalo, N. Y. The firm also 


MARQUETTE MFG CO INC pee NG whe 
SOCCER MME TE MR ACETYLENE GENZRATORS - ACCESSORIES 





REGISTERED U.S. PAT. OFFICE 


has branches in New York City, San 
Francisco and London, Eng. 
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P eth Sl 
oo Ne, Vospes; inventor of Toledo Tools 


now Chairman e Board, is shown above 


in third row center (displaying large watch chain). 


...@ page from the early days of 


TOLEDO PIPE TOOLS! 


Experience means a lot in building any product. 
In the field of pipe fitting—there’s a wealth of engi- 
neering and manufacturing know-how behind all 
pipe tools and power pipe machines bearing the 
famous TOLEDO trademark! 

Toledo experience goes back 44 years... to 
the days of the Iroquois Theatre fire... the Wright 
Brothers’ first airplane flight...and the start of 
the Panama Canal. Through the years—Toledo has 
jealously guarded its reputation for producing top- 


quality tools . . . of high accuracy and dependability, 


-.. available to you at low prices. 

The long-term service record of our employees 
is also important to you—assuring better products 
and better service. The average term of employment 
is—Factory employees... 12 years * Working super- 
visors...23 years * Foremen...27 years * Salesmen... 
12 years ¢ Officers and Dept. Managers...29 years. 


Toledo is proud of this record of service and it 
assures the hundreds of thousands of Toledo users 
that Toledo Tools and Power Pipe Machines are 
of the highest standard of quality and efficiency. 
When you tool up with Toledo you are tooled up 
right! Our distributors—your dealer—will serve 
you. The Toledo Pipe 
Threading Machine Com- 
pany, Toledo, Ohio. New & a7 a oJ) So 
York Office, No. 2 Rector : 
Street Building. 


bad 
TO DO Toledo No. 1 Plain 1” to 2” 
— Threader pioneered the Toledo 
line and is still preferred by 
many users today. 


T DO 


CISION PIPE TOOLS 
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“ZT MAY be a funny-looking guy but I’m proud 
of my physique . . . my head is SPURRED 

for efficiency ... my body is ELECTRIFIED with 
strength and energy ... my arms and legs are 
POWERFUL and UNTIRING and I can do all 
your LIFTING and PULLING jobs with an ease 
that is astounding ... now that I’ve finished 
the job for Uncle Sam I’m ready to work for you 
. Ask my boss about the thousand and one jobs 

I can do for you and what a help I'll be in the 
post-war period.” 














if 

















you'd like our 
latest _bulle- 
tins we'd be 
glad to send 
them to you. 








The Asheville Supply & Foundry Co, 
Asheville, N. C., increased its capita} 
stock from $150,000 to $250,000. 

Industrial Supply Co., Inc., 464 
Chapel St., New Haven, Conn., was in 
corporated to deal in mill supplies 
J. F. Toole of New Haven is president 
and secretary and James F. Tool ig 
vice-president and treasurer. 

Commenting on business expectations 
in 1922, E. E. Strong, president of The 
Strong, Carlisle & Hammond (Co, 
Cleveland, O., said, “There are so many 
conditions that are uncertain, and 49 
many that are entirely unknown, and 
there is so little in history to rely upon 
in attempting to predict the immediate 
future, that it seems almost impossible 
to do more than guess what it holds 
for us. If ever before the whole world 
was out of economic balance, it was so 
long ago that the lessons of that time 
are useless today. The capacities of 
the country are, no doubt, much in 
excess of the probable demands in the 
near future, and perhaps this is not 
the worst feature of the situation. Dur- 
ing the war manufacturers ordered 
thousands of machine tools which they 
knew could not be delivered in less 
than from six to 18 months, and mer- 
chants bought just as immense quan- 
tities of supplies with delivery just as 
indefinite. The government bought al 
most without limit of both machine 
tools and supplies, and unused goods 
from all three sources are now being 
offered at prices which no manufac 
turer or dealer can compete with, and 
one of the worst features is that no one 
knows how many there are or how 
much there is of them. 

“I hope and believe that the result 
of the conferences at Washington is 
going to have a very beneficial effect 
on the psychology of the situation, and 
will result in quickening the betterment 
which has been slowly growing for set 
eral months, and that the New Year will 
see an accelerated improvement.” 





10 years ago 


Russell C. Duncan presided at the 
joint meeting of eastern distributor 
and manufacturers held at Rye, Ni ¥ 
Mr. Duncan replaced Percy Riding? 
who was unable to attend because af 
illness. Among the visitors at the meet 
ing were E. G. Davenport of Buck & 
Hickman, Ltd., London, Eng., who wa 
in this country calling on distributor 
and manufacturers. 

Hugh E. Hulburd was made pres 
dent of the George Worthington 

















CUT quick, deep, clean... 


leave smooth finish 





no clogging... no scraping 


















; not 
a Whenever your customer wants a file for soft non- 
they ferrous metals or other materials such as aluminum, 
be brass, bronze, copper, lead, monel metal, solder, fibre 
juan- or plastics, tell him about the Heller VIXEN Milled 
ye Curved-Tooth File. ages 

chine 

sods Because of its decided undercut... keen, sharp teeth 
al and generous clearance ...a Heller VIXEN cuts such 
and materials both rapidly and smoothly. Chattering is 
a eliminated and a clean, smooth finish obtained. 

esult 

n is HELLER BROTHERS COMPANY 
per Newark 4, New Jersey . Newcomerstown, Ohio 
ment 

ser 

will 


| a 


NUCUT “WAVY-TEETH” - VIXEN CURVED-TOOTH - SWISS PATTERN + ROTARY 


America’s Oldest File Manufacturers — Good Tools Since 1836 
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7 know theyre good... 
theyre KLEINS’ be 


Talk to any man who knows good tools, he’ll tell 
you his preference is for Kleins. 


To linemen and electricians, radio repairmen and 
mechanics, good workmen in evéry field, quality 
tools are important because this quality is reflected 
in the work they do. Drop forged from fine alloy 
steel by handcraftsmanship methods, each pair of 
Kleins has the proper balance . . . just the right 
spring to the handles to minimize hand fatigue... 
a fitted hinge that keeps the jaws perfectly aligned 

. carefully matched cutting knives that stay keen 
for years of service. 


You'll want to stock Klein pliers for your best 
customers. While the demand for these fine tools still 
exceeds the supply, your requirements will be filled 
as soon as possible. Keep Kleins on order. 


Acura of the Klein Pocket Tool Guide, show- 
ing the Klein line and containing useful 
tool information, will be sent on request. 


es KLEINc=: & Sons 


MILL SUPPLIES JANUARY, 1947 


Cleveland, O., industrial ‘aii’ 


first vice- 
hu mmeceedcall 

Weber as ; Cone vice- -president. LB 
Collar remained secretary of the firm 
and Paul H. Deming continued as chai 
man of the board. 

E. C. “Eddie” Poehler, presides 
Crerar, Adams & Co., Chicago distriby. 
tor, announced that his firm purchased 
the mechanical rubber goods division of 
George B. Carpenter & Co. 

Commemorating its 25th year in the 
industrial supply business, the H. N, 
Crowder, Jr., Co., Allentown, Pa, 
staged an industrial show on Jan. 21-23, 
exhibiting all its products and services, 
More than 1,500 attended the three-day 
exhibit and of these, 80 percent were 
users of industrial supplies, Mr, 
Charles Crowder, vice-president, said, 

W. H. Parks was made manager of 
the new branch office established by 
Smith-Courtney Co., Richmond, Va., ia 
Hickory, N. C. 

C. S. Moulthrop has taken over the 
interests of R. V. Mundy of the Bay 
City Hardware Co., Bay City, Mich, 
and now holds the offices of secretary 
and treasurer. F. H. Stover is the new 
president. 


WYER 


LOOKS AT 


Composite opinion of purchasing agents 
who comprise the N.A.P.A. Business 
Survey Committee. 


Industrial buyers in the United States 
and Canada are of the general opinion 
that business is good and should con- 
tinue good for some time unless dis- 
turbed by conditions in other parts of 
the world. Business appears to be gain- 
ing stability and, in this respect, is 
better than at any time during the 
past year. Barring major labor difficul- 
ties, industrial production should go 
along very satisfactorily. 

Business volume may decline some 
what, but wha, remains will be on 4 
sounder basis, and probably more de- 
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Specify OLIVER 
... A Good Name in FASTENERS 


Many of your customers have need for a steady 
volume of industrial fasteners. The desirable 
character of this business warrants close atten-~ 
tion to it. Oliver provides two important aids 
for you in getting and holding a profitable 
volume—a complete line of types and sizes of 
industrial fasteners to fulfill your customers’ 


needs—and highest quality of product to give (@) 1 Ee AVA ey R 





complete satisfaction and insure repeat sales. 
TRON AND STERL 


Be sure your orders specify OLIVER bolts, , 7 


nuts, rivets, screws. 
South Tenth and Muriel Streets Pittsburgh 3 
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GT) MAN NIN DEAN 14 SORES 


Saves hours of time and hard work, and avoids parts break- 
age, in removing and replacing bearings, races, pinions, col- 
lars, pulleys, gears, sleeves, hubs, fly wheels, shafts, and 
other close-fitting parts. OTC is the only COMPLETE line of 
Pullers, Attachments and Special Tools. APPROVED by all 
leading bearing manufacturers. 


INDUSTRIAL MAINTENANCE SET No. PE-20 


—developed especially for use on heavy machine tools, 
turbines, marine engines, mining machinery and other heavy 
equipment. Includes GRIPOMATIC PULLER of 70,500 lb. 
rating, Heavy Duty PUSH-PULLER with Extension Legs, Pull- 
ing Attachments and Heavy Duty Box Wrenches. Other OTC 
MAINTENANCE SETS of smaller capacity to provide com- 
plete pulling equipment at minimum cost for all factories, 
mills, utilities, R.R. shops, construction contractors, etc. Handy, 
sturdy service boards available. 


YOUR CUSTOMERS WANT OTC TOOLS 


* OTC TRADE JOURNAL ADVERTISING IS 
DIRECTING THEM TO OTC DISTRIBUTORS 


OWATONNA TOOL CO. 


312 CEDAR STREET, OWATONNA, MINN. 


THE ONLY COMPLETE. PULLER LINE 


ts 
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sirable. To industrial purchasing agents,” z 


the future looks good—and from all in. 


dications they believe it will continue. 


so for some time to come. 


Prices 


Commodity prices again are reported 
advancing, but very slightly over a 
month ago. Higher prices appear to re- 
sult largely from higher wages, but in- 
dustry is successfully resisting any such 
tendency; and, reports generally accept 
prices as being reasonable under pres- 
ent conditions. No runaway market 
seems in the making. 

Reports indicate that, in spite of the 
continued gradual trend upward, the 
rate of increase has slackened, and we 
are approaching a leveling off of com- 
modity prices, and, perhaps, a turn 
down. This, of course, could be very 
adversely influenced by another siege 
of strikes and labor disturbances. 

Canadian buyers report a steady climb 
in prices, particularly on imports. There 
are, however, evidences that heavy pro- 
duction in the United States, plus the 
farm production carry-over, may have 
some softening effect on prices. 


Inventories 


There is practically no change in the 
general inventory situation over a month 
ago. Only one reports a higher inven- 
tory, and only two report a lower posi- 
tion. The unbalanced condition of in- 
ventories still appears the major prob- 
lem. Until this condition is eliminated, 
and a more normal supply of all items 
is available, there is little chance of 
arriving at a satisfactory inventory posi- 
tion in industry. 

Buyers continue to make every effort 
to reduce inventories, especially on high 
dollar items. A conservative policy on 
raw materials seems particularly advis- 
able. Mercantile and commercial inven- 
tories are expected to show a consider- 
able decline after Jan. 1, 1947. 


Buying Policy 


Buying policy for industrial purchas- 
ing agents continues to be controlled 
largely by schedules of suppliers. Situ- 
ations vary from “hand-to-mouth” where 
shipments are made promptly, to long- 
range buying on items still scarce. 
Three to six months appears to be a fair 
average. A definite intention to reduce 
inventories and commitments is re- 
ported. Cancellations are more numer- 
ous. Future coverage is being made 


























Subject: WRIGHT HOISTS -1947 


THIS LITTLE MATTER OF REMINDING 


The salesman who puts a couple or 

three copies of the little 

WRIGHT Hoisting Equipment 

booklet in his pocket 

when he goes out to 

make calls is a wise 

cookie. Because then 

he can leave the 

customer or prospect who 

has material—handling 

problems something that 

might well prove up later 

as a profitable sale. 

Of course, many of the 

booklets you hand out will be thrown away, 
—but so what?—the great majority will 

be looked at, about 40% will be read, and 
some 10% will be kept. And, mister—that's - 
better interest than you can get at the bank. 








This reminder type of advertising is more 
than worth while. Whether it ever results 
in a visible reaction is beside the point. 
The booklet is a reminder of you and your 
WRIGHT line. And people need to be 
reminded—constantly. People are too busy 
thinking about themselves to be thinking 
of you or WRIGHT hoists. They have to be 
reminded to remember. (Has anyone 
"reminded" you of Jap Rose soap recently?) 
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You can get a supply of these small 
booklets, imprinted with your name, 
by simple request. 


co York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, New York, Bridgeport, Conn. 





“Mh WRIGHT MANUFACTURING DIVISION 
oe AMERICAN CHAIN & CABLE 
oh WO in Business for Your Safay 
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Putnam metol-cutting tools. 


PUTNAM 


. « » enjoy many important advantages. Because Putnam is the 
world’s largest and most complete line, you can supply all of 
your customers’ end mill requirements. 


Demand for Putnam End Mills has been built through the 
years by consistent, well-planned advertisements in the leading 





Send for your free copy of the 
new Putnam catalog listing and 
describing over 1,000 standard 


CHARLEVOIX 


OF 
N- 
&, END MILLS 


metal working journals. They sell your 
customers on Putnam quality . . . tell of 
the complete stocks you carry for their 
convenience. In addition, Putnam's fast 
delivery service—from full factory stocks 
—enables you to maintain complete in- 
ventories to fill all end mill orders promptly. 


Enterprising distributors value their 
Putnam franchise, for they know it means 
more repeat orders, greater sales volume 
—and substantial profits. 


AVENUE DETROIT MICHIGAN 
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Longer than six months coverage is 
now the exception rather than the rule, 
More attention is being given to price 
adjustment provisions, and efforts are 
being made to eliminate them entirely, 
or at least limit the amount of the in- 
crease, and secure mutual protection. 
Buyers realize that escalators can go 
down as well as up. The wise vendor 
also will give that possibility more con- 
sideration. The opinion is becoming 
general that sellers should be in a posi- 
tion to estimate costs of labor and ma- 
terials, for near-term needs, and assume 
normal and reasonable business risks, 
Buyers see no reason for continuing to 
have all risks passed along to them. 


Commodity Changes 


While reports, almost without excep: 
tion, reflect higher commodity trends, 
there are many mixed situations. Price 
increases reported indicate considerable 
thought is being given to the advances, 
and prices are not generally being raised 
without justification. The swing from a 
sellers’ market to a buyers’ market on 
some items seems to be approaching— 
and is probably nearer than many sus- 
pect. 

Steel prices have, very generally, 
been adjusted upward; the situation is 
not entirely clear as to what the total 
increase may be, as finished product 
prices have not been submitted finally 
by the steel producers. Pig iron and 
scrap are in extremely short supply; 
supplies are entirely inadequate for the 
current rate of production. 

Copper prices appear temporarily sta- 
bilized around 19%¢, but opinion is 
expressed that they may reach 21144, 
and then finally retreat to 1744¢ if the 
4¢ tariff should be released. Nickel up. 
Brass products higher. Lead is now at 
the highest prices-in history. Paint in- 
gredients have advanced sensationally, 
the outstanding example being glycer- 
ine. Shipping containers up 8 percent. 
Office supplies, stationery and equip- 
ment are up very materially. Reports in- 
dicate prices are about double the 1940 
level. 


Employment 


The employment figures for the past 
30 days have taken a decided jump. 
This may be due, at least partly, to holi- 
day season activities, and may mean an 
increase in seasonal merchandising. 
Most industries appear to be back on 
full time after the cod] strike. Employ- 


only after a very careful consideration, 
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SONS COMPANY 
CHAMBERSBURG, PA. 
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DISTRIBUTORS: These are only a 
few of the many products in the 
Wood's Quality Line that sell and 
stay sold ... make firm friends... 
assure repeat business for you. 
Some profitable territories are still 
open . . . write for information. 


WOOD'S PRODUCTS 
FOR POWER TRANSMISSION 
Pulleys « Clutches « Hangers « Pillow 


Blocks * Couplings * Bearings * Collars 
V-Belt Sheaves and Complete Drives 








Every Year There Is An Increasing Demand ‘for 
Weinberg & McKee Photo Offset Printed Catalogs 





SAMUEL HARRIS 
Chicago, Illinois 

R. C. DUNCAN CO. 
Minneapolis, Minnesota 

HOUSH INDUSTRIAL SUPPLY CO. 
Evansville, Indiana 


STANDARD EQUIPMENT & SUPPLY CO. 


Hammond, Indiana 

PHILLIP & EASTON SUPPLY CO. 
Wichita, Kaneas 

IOWA MACHINERY SUPPLY CO. 
Des Moines, Iowa 

PULVER MACHINISTS SUPPLY CO. 
Chicago, Illinois 


NEAL & BRINKER CO. 
New York City, New York 
CLEVELAND TOOL & SUPPLY CO. 
Cleveland, Ohio 
INDUSTRIAL SUPPLY CO. 
Salt Lake City, Utah 
BARRETT HARDWARE CO. 
Joliet, Illinois 
CENTRAL RUBBER SUPPLY CO. 
Indianapolis, Indiana 
TRACY, ROBINSON & WILLIAMS 
Hartford, Connecticut 
BAL)DWIN SUPPLY CO. 
Indianapolis, Indiana 
& KOETZLE, INC. 
Brooklyn, New York 
PUMP & SUPPLY CO. 
Pittsburgh, Pennsylvania 
GALIGHER CO. 
Salt Lake City, Utah 
HARBIS IRON & 8 ¥ Co. 
Memphis, a 
LINDQUIST HARDWARE CoO. 
Bridgeport, Connecticut 


FOUNDRY & MACHINE CO. 


HARPER 
Jackson, Mississippi 
SUPPLY CO. — 
Memphis, Tennessee 
AMBOY HARDWARE CO. 
Perth Amboy, New Jersey 
R. C. NEAL CO., 
Buffalo, New York 
MACHINISTS TOOL & SUPPLY CO, 
Los Angeles, California 
-DOCKER & 


Phoenix, Arizona 
INDU ¥ CO. 


HART STRIAL SUPPL 
Oklahoma City, Oklahoma 
PRODUCTION TOOL & SUPPLY COO. 

St. Louis, Missouri 
JONES & AUERBACHER, INC. 
Newark, New Jersey 
WALTER A. CARR CO. 
San Francisco, California 
FUCHS MACHINERY 
Omaha, Ne 


Des Moines, Iowa 
BARRETT 

Chicago, Illinois 
CUOGGIN: 

Baltimore, Maryland 
METROPOLIT. 


¥ & SUPPLY CO. 


Prsrouiray gorrz™ come. 
Angeles, ‘orn! 
MACHINERY SALES & SUPPLY CO. 


CAL 
Cincinnati, Ohio 
WM. H. TAYLOR CO. 
Allentown, Pennsylvania 


& SUPPLY CO. 


STACY SUPPLY CO. 

Springfield, Massachusetts 
RAILEY MILAN, INC. 

Miami, Florida 

HARDWARE CO. 

North Tonowanda, New York 
TERRE HAUTE HEAVY HARDWARE 

Terre Haute, Indiana 


D. LARKIN 
Dayton, Ohio 
HARTFIELD-HEALY CO. 
Buffalo, New York 
CROSPIE CO. 
Washington, D. C. 
MIZE SUPPLY CO. 
Waynesboro, Virginia 
INDUSTRIAL SUPPLY CO. 
Richmond, Virginia 
CLARK HARDWARE CoO. 
Jamestown, New York 
PEDERSEN BROS. CO. 
Chicago, Illinois 
PATRON TRANSMISSION CO. 
New York City, New York 
WARNER HARDWARE CO. 
Minneapolis, Minnesota 
TOOL HARDWARE & SPORTING GOODS CO. 
Detroit, Michigar 
MORRIS ABRAMS, INC. 
New York City, New York 
OLIVER ABRASIVE & TOOL CO. 
Buffalo, New York 
ABRASIVE MACHINE & SUPPLY CO. 
Newark, New Jersey 
J. T. WING & CO. 
Detroit, Michigan 
ARROW INDUSTRIAL SUPPLY CO. 
Philadelphia, Pennsylvania 
STAR MACHINERY CO. 
Seattle, Washington 
AIRCRAFT STEEL SUPPLY CO. 
- Wichita, Kansas 
W. T. WEAVER & SONS 
Washington, D. C. 
PACIFIC TOOL & SUPPLY CO. 
Oakland & San Francisco, California 
‘ATES INDUSTRIAL CORPORATION 
Rockford, Illinois 
STANDARD-SHANNON SUPPLY COMPANY 
Philadelphia, Pennsylvania 
THE F. HALLOCK COMPANY 
Derby, Connecticut 
THE WARREN COMPANY 
Troy, New York 
THE FAETH COMPANY 
Kansas City, Missouri 
BARRON MILL SUPPLY CO. 
Cedar Rapids, lowa 
TRANTER MFG. COMPANY 
Pittsburgh, Pennsylvania 
MA Y & SUPPLY CO. 
Kansas City, Missouri 
MANUFACTURERS SUPPLY COMPANY 
Grand Rapids, Michigan 
CAMM BLADES MACHINERY Co.: 
Milwaukee, Wisconsin 
ALBERT GUNTHER INC. 
Baltimore, Maryland 
STANDARD SUPPLY & EQUIPMENT CO. 
Baltimore, Maryiand 
NEWELL SUPPLY CO. 
San Francisco, California 
THE TAYLOR SUPPLY CO. 
Baltimore, Maryland 
THE HAYS SUPPLY CO. 
Memphis, Tennessee 


© Tools Made of HIGH SPEED STEEL, are priced in red. 


WEINBERG & MCREE, Ive 





610 W. VAN BUREN ST. 


CHICAGO 7, ILL. 
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ment of male help continues at a higher 
rate than that of female help. 

Manpower is ‘still a problem. There 
are plenty of jobs for those who want to 
work. The general situation appears 
better in the East than in the Middle 
West. Unskilled labor still is short; 
but the situation seems to be easing; 
skilled labor is very short in all sec. 
tions. “Many returned G.I.’s are coming 
off the 52-20 club and taking employ. 
ment in industry. 











Albert L. Crush, son of Albert B. 
Crush, president of the Louisville, 
Ky., supply firm bearing that name, 
joined his father in business after 
being honorably discharged from 
the Army recently. 





Orlob Interests 
Announce Changes 


Announcement was made of several 
personnel changes in the three com- 
panies represented by Rudolph Orlob, 
president, centering at 125 Motor Ave- 
nue, Salt Lake City. There are three 
companies under his management: 
Metals Supply Co., Inc.; Mountain 
States Rubber Co., and the Industrial 
Supply Co. 

At Metals Supply, Louis Fleming 
was made assistant manager, and Hilda 
Stevenson, secretary. At Mountain 
States Rubber, E. G. Agutter was made 
general manager, and F. L. Thomas, 
secretary. At Industrial Supply, Mr. 
Agutter, formerly assistant manager, 
is now vice-president and sales manager,. 
and Josephine Madsen, secretary. F. W. 
Squires, vice-president of all three com- 
panies, has had the office of treasurer 
added to his tasks. 
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Start off the 
New Year RIGHT! 


Tere es 
25 Ra NE RE OR 


i gamers 
are 


@ How did your 1946 sales chart look? Per- 
haps you thought your sales of nuts and bolts 
were not as great as they should have been. 
Well, here’s a tip. The circle @ line of fasten- 
ers means just one thing... greater volume all 
along the line. From cap screws to stove bolts 
every circle ® product has the same uniform- 
ity and quality that make for plenty of profit- 
able repeat business. Furthermore, the circle 
@ line is widely advertised to your customers 
and prospects...creating a constant desire 
which you can profitably fulfill. Start off the 
new year right by stocking the money-making 
circle ® line of nuts and bolts. 


(B) BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo international Corp., 50 Church Street, New York City 
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Barnes’ NEW UNIVERSAL DRIVE 
12-inch Automatic Centrifugal Pump 


IRED of waiting for “post-war marvels”? There's no need 
now to wait longer if the marvel you want is an economical, 
dependable pump adaptable to any power source. 


The brand-new Barnes 3MU Pump is slick as a whistle and is 
as handy as the pocket in a shirt for contractors, industrial 
plants, municipalities, farmers and gardeners or wherever the 
operator’s own power source is available. It will deliver top 
performance when belt driven or operated directly from shaft 
coupling. It delivers up to 5700 gallons an hour with pressures 
up to 35 pounds per square inch. This new Centrifugal Pump 
has the same Automatic Prime, Barnes Super-seal, Direct Flow 
Suction, Non-Clogging Impeller and all other fine features 
found in Barnes’ famous “33,000 for 1” Pumps. 


These advantages plus easy portability (35 
Ibs.) open hundreds of new uses for these 
rugged, economical and dependable Cen- 
trifugal Pumps. They are ready for delivery 
now. Order one or 100 today. 





D 
PPARNES MANUFACTURING CO. 


MA, eality Pums THanufactarers for TO TELS Mastic, Onio 






































Strong Carlisle 
& Hammond 
Golf Party 





Vic Lindstrom (Brown & Sharpe Co.), 
Pres Demind of Strong, Carlisle & 
Hammond, Bob Isbell (Ettco Tool 
Co.), and Garrett Roberts (Weldon 
Roberts Rubber Co.) formed a four- 
some at Strong, Carlisle & Ham- 
mond’s golf party. 





The Mill Supply Department of 
Strong, Carlisle & Hammond Co., 
Cleveland, gave a golf party recently. 
About 150 attended to enjoy golf and 
dinner. Above is a group of four rep- 
resenting about 150 years of service: 
from left to right: Ed Stvan, depart- 
ment manager; Harry Smith, man- 
ager; of Mac-it Department; George 
Zimmerman, president, and Tom Bal- 
lantine, assistant to Mr. Stvan. 





This fivesome played at the Strong, 
Carlisle & Hammond golf party. From 
left to right: Hi Gedman, (Simonds 
Saw & Steel Co.), Ray Arehart and 
Fran Vogel (Yale & Towne), and Bill 
Bennett and Norm Chisholm, (Behr- 
Manning Corp.). 
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KNOBBED MALLEABLE 
IRON HANDWHEEL 
Gives a firm, non-slip grip. 
Sturdily built for long use. 


REMOVABLE YOKE NUT 
For quick and easy servicing withe 
out dismantling the bonnet. 


150 AND 300 POUND 
INTEGRAL FLANGED 


AVA Q t ROUND BOLTED BONNET 


and BODY FLANGES 


Minimizes distortion under pres- 


DB) | ane) Pp £ on a g eG re | sure. Eliminates special gaskets. 
Steel a) 


GATE VALVES 


ARE 


Recommended for severe erosion- 
corrosion conditions. Furnished 
on special order. 


r 
P R E F E i R E D STAINLESS STEEL LININGS 
/ 


_— 
DROP FORGED STEEL 
BODY and BONNET 
ROLLED-IN SEAT RINGS Drop Forging refines the grain 
No threads to corrode or leak. structure and imparts extra 
No lugs to impede the flow. toughness and endurance. 


DROP FORGED STEEL 
INTEGRAL FLANGED 


HENRY VOGT MACHINE cO., Inc., Branch Offices: New York “e 


1000 WEST ORMSBY STREET LOUISVILLE 10, KENTUCKY Chicago e Cleveland e Philadelphia e Dallas 











De-STA-COo 
PRODUCTS 


Greater satisfaction to your customers 
Liberal Profit for YOU 








De-Sta-Co mT) STOCK 


- Steel or Brass «+ 12 Standard Thicknesses 
from .001 to .015 


Made from selected materials, rolled to precision limits. 
Carefully oiled to resist rust and stains. All stock is 
clean and free from burrs or ragged edges. De-Sta-Co 
is the finest shim stock available. 


Two convenient sized packages: (A) contains twelve 
sheets of assorted thicknesses, .001 to .015, each sheet 
measuring 6” x 12”, and each identified to indicate 
thickness. (B) contains a roll measuring 6” x 120”, with 
thickness indicated every six inches of its length. These 
packages allow ease in storage—prevent waste and 
damage to stock. 


De-Sta-Co 


A PRECISION PRODUCT 


Essential for close tolerance work. 
Used for fitting piston, valve tappet 
clearance, spark plug gaps, for 
inspection and production work 
where accuracy is vital. 
12” lengths + 2” wide 
Rounded on Both Ends 


14 standard thicknesses from .0015 
thru .015. Every piece identified 
to indicate thickness. Each piece 
packed in moisture-proof cello- 
phane ops 12 pieces of a 
thickness to a box. Display carton 
containing ten boxes of most pop- 
ular thicknesses now available. 


25-Foot Rolls 
Also supplied in 25-foot rolls packed 


in clear plastic eee ——_______—_— 
De-Sta-Co 
ARBOR SPACERS 


For fast, accurate spacing of Milling Cutters, 
Gang Saws, Slitters, etc. 


Thicknesses .001 to 3” 
20 Standard Sizes from ¥%" to 4” 


DETROIT STAMPING Co. 


Finished Products Division 
An old-established institution with a record 
of more than 30 years’ continuous operation 
332 MIDLAND AVENUE . DETROIT 3, MICHIGAN 





(A) Sheets 6” x 12” 
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SHIMS 


For Gears, Bearings, etc. 















































Price Stabilization 
Trend Is Indicated 


The disclosure by industrial buyers 
that The Ingersoll Rand Company is 
discontinuing escalator clauses in sales 
contracts, is regarded as the first im. 
portant step toward price stabilization 
in heavy goods industries. The trend 
toward the establishment of firm prices 
in industrial supply and machinery 
lines has set up strongly since the end 
of the coal strike, George Renard, sec- 
retary-treasurer of the National Asso- 
ciation of Purchasing Agents, said. He 
confirmed the news that a trend away 
from escalator clauses has set in among 
vendors. 


“There is no need for escalator 
clauses or any other price protection 
on orders on which delivery can be 
made in 30 to 60 days,” according to 
Mr. Renard. “This new development 
is just a natural trend which was to 
be expected in the transition from an 
extreme seller’s market to a definite 
buyer’s market.” 


However, the advisory committee on 
Procurement Policy in Washington re- 
cently branded the use of escalator 
clauses “a remaining evil of contract- 
ing procedure born under the pressure 
of war” and resolved that “it strongly 
opposes the use of escalator clauses and 
urges their elimination in all cases 
possible.” As a result, price escala- 
tion provisions in government supply 
contracts are expected to become harder 
to obtain than they were during the 
war. 


Firm Prices 


Continuing on the subject of the 
trend toward firm prices, Mr. Renard 
said, “Under present conditions, when 
vendors go over too long a period on 
delivery, buyers are now interested in 
getting the benefit of any future de- 
cline in price. They do not want to 
have to face situations in which they 
have their buying prices frozen at the 
peak prices of the post war period. 
Therefore if a seller asks a price ad- 
justment clause in his sales contract, 
purchasing executives will agree if 
necessary, but will also ask that the 
seller put in a provision to adjust prices 
either upward or downward by 10 per- 


‘ cent, for example, if any such provision 


is to be written into the contract.” 
Other executives said that they more 

or less expected steel companies to 

adopt a policy under which they will 
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quote firm prices tor the first and sec- 
ond quarter of 1947, although there was 
no confirmation of this attitude from fete) € fo} tag. cual EAR 
steel producers. 
Top management executives feel that e 
firm prices are essential in order to per- for Mill Supply Houses 
mit industry-wide stabilization of both 
sales and purchasing policies during 
1947. 


Large Machinery 
Display Draws Comment 
The M. N. Thackaberry firm of Los 


Angeles, believes in filling out a window 
display now that various lines of mer- 
chandise are appearing in the ware- 
houses. As an example, the company 
aroused considerable interest among 
passers-by by lining up, as a background 
to its regular display of supplies in the 
windows, a large belt grinder with the 
pulley of a pedestal grinder and fitting 
on a belt of abrasive paper. It is not a 
moving display but its size draws forth 
considerable comment. 


The M. N. Thackaberry concern in 
Los Angeles backs up an ordinary 
window display with the large set- 
up in the background. 


Eastern Convention 
of N.C.H.A. Proposed 


Proposal to institute an eastern re- 

gional convention of members of the This book brings you the facts about Naylor light-weight 
National Contract Hardware Associa- pipe that can be helpful to you in meeting your cus- 
tion in the Boston, New York, Phila- tomers’ requirements on scores of applications—par- 
delphia, Pittsburgh and Washington 
areas next Spring was passed unan- 
imously at a quarterly meeting of the 
Tri-State chapter in Philadelphia. A 
committee to contact chapters con- 
cerned was named with John J. Soeffing 
as chairman. Other members include NAYLOR Pp IPE COMP ANY 
Harry Appleton, A. J. Schelly, Chris Generel Office 

Herr and Eugene Peters. 1253 EAST 92ND STREET + CHICAGO 19, ILLINOIS 


Officers nominated at the meeting NAYLOR LOCKSEAM a Pies York Office 
cison Avenue 


were Mr. Schelly, chairman; Robert * New York 17, N.Y 


Knorr, vice-chairman, and James F. SPIRALWELD PIPE 


Leonard, secretary and treasurer. 


ticularly where savings in steel can be effected without 
sacrificing performance. Write for your copy today. 
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OP 


fox inspection... 











It’s easy... amy time... 
for inspection or mainte- 
nance. Just two clamp 
screws to open and the 
diaphragm casing is off. 
Just open the door in the 
yoke and the spring ad- 
justment and stuffing box 
are exposed. 


For other equally important new features of the 
revolutionary new K & M KONTROL MOTOR, 
check this list: 


¢ Pressed Steel Diaphragm Casing ... 
lighter ... tougher. 

® Rigid Welded Steel Tubular Yoke. 

¢ Duo-seal molded diaphragm provides 
high travel, uniform loading. 
Long calibrate Steel spring ... fully 
enclosed. 
Enclosed ball bearing-spring adjusting 
screw. 
Streamlined Flow Valve Body for high 
capacity ... unrestricted flow areas. 
Super finished Inner Valve Guides, 
honed guide bushings, top and bottom 
.-. for minimum friction; increased 
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2033 43rd St., North Bergen, N. J. 


Represented in 
NEW YORK CITY ROCHESTER CHICAGO 


PITTSBURGH BALTIMORE 
CINCINNATI TULSA DALLAS 
HOUSTON NEW ORLEANS DENVER 
LOS ANGELES SAN FRANCISCO PORTLAND 
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Hardware Trade 
Holds Xmas Party s 





H. L. Usher (Oliver Iron & Steel), in 


| new president of the Hardware Trade m 
| Association, comes away from the la 


| 


| three-year director. Sydney Atkinson 





| with premium ham. 


_ five territorial sales engineers of Rudel- 


lucky number prize table well fortified 





Hardware Trade officers, inaugurated 
at the annual Christmas party in New 
York, are (l.-r.) E. S. Norvell (E. C. 
Atkins Co.), secretary-treasurer; J. C, 
Stites (Cleveland Twist Drill), second 
vice-president; H. L. Usher (Oliver 
Iron & Steel), president; E. W. Dugan 
(Thos. W. Kiley Co.), chairman of the 
board; Arthur Yorke (Hansen @ 
Yorke), first vice-president; and H. T. 
Potter (Ames Baldwin Wyoming), 


Beige meet 


ie a 


_ 
2 


(R. J. Atkinson, Inc.), third vice- 
president, was not present. 





Smith Made Member V 
Of Rudel-Carey Staff 


James J. Smith, Jr., formerly chief 
carbide tool engineer of E. W. Bliss 
Company, Brooklyn, New York, joined 
the sales force of Rudel-Carey, Inc., 
New York City, in October as carbide * 
tool specialist. Prior to his connec- 
tion with Bliss and through the dura- 
tion of the war, Mr. Smith was 
employed by the Wright Aeronautical 
Corporation for nine years, part of the 
time as general foreman and for two 
years as carbide tool engineer. Oper- 
ating as a specialist, he will assist the P. 


Carey in application work on carbide 
tool sales. 
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D. E. Goodling Joins 
S. B. Hubbard Co. 


D. “Don” E. Goodling recently joined 
The S. B. Hubbard Co., Jacksonville, 
Fla., as manager of the Transmission 
Division. Mr. Goodling was graduated 
from Penn State as a mechanical engi- 
neer and started with A. B. Farquhar 
Co., York, Pa., working in shops and in 
the field selling machinery. He then 
joined the Farquhar Machinery Co. in 
Jacksonville where he worked for a 
number of years as purchasing agent. 
During the war, Mr. Goodling went 
with the George D. Auchter Co., first 
as field engineer and Jater as purchas- 
ing agent in which capacity he procured 
much of the material for some very 
large contracts. 


Don Goodling 


Manhattan Rubber 
Wins Garden Award 


For the fourth consecutive year, Ray- 
bestos-Manhattan, Inc., Manhattan Rub- 
ber Division, Passaic, N. J. has received 
a plaque in recognition of the patriotic 
work done by its employees on a 104- 
acre project where 400 garden plots 
were tilled. The award was presented 
by the National Victory Garden Insti- 
tute. Although the gardens were dis- 
continued this year, the firm continued 
to encourage backyard gardening and 
food preservation by running educa- 
tional articles in the Manhattanite, em- 
ployee publication. In addition, all 
tools and equipment used on the proj- 
ect were donated by the company to 
the Passaic Home and Orphan Asylum. 


DARNELL 


Casters E& Wheels 





EXTRA MEASURE @f QUALITY 


Darnell Double Ball-Bearing Casters 
and E-Z-Roll wheels reduce floor wear 
to a minimum, lengthen the life of 
equipment and increase the efficiency 


of employees—Write for 192 page 
Darnell Caster and Wheel Manual. 


DARNELL CORP LTD 60 WALKER ST NEW YORK 13 NY 


LONG BEACH 4 CALIFORNIA -36 N CLINTON CHICAGO 6 
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Can you sell--- 


small concerns... where 1-5 ton loads... are big headaches? 





The sale’s a cinch! 


Wuerever men work, there 2. Bolts HANDIWIN« 

are dozens of jobs like this one. body (it sets up anyw 
Loading jobs, lifting jobs, pull- Makes a ramp out of planks. 4 
ing jobs—too big for unaided  Fastens wire rope to motor: hau 
muscle power; too small formo- motor aboard. HANDIWI> 
torized equipment. So here’s_ ail steel... powered wit! 
how one man putsthe motoron = gears...handles loads up | 
the truck. 1. He carries the 10,000 lbs.! Stoutest, handiest 
HANDIWINCH to the truck (it’s winch ever built. Sells for $75, 
only 17"x16"x17) weighs 95 Ibs.). —f.o.b. your mill supply house. 


merican Hoist 


and DERRICK COMPANY 


SAINT PAUL 1, MINNESOTA 
Plant No. 2, South Kearny, New Jersey 





Chicago « Pittsburgh + San Francisco + New Orleans « New York 
Locomotive Cranes « Hoists « Derricks « Revolver Cranes « Blocks and Sheaves « Ditchers 
Marine Deck Machinery + Car Pullers « Pile Drivers « Cana Cranes « Crosby Clips 
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BUFFALO 
CASTERS 


Series C Ball Bear- 
ing Swivel caster, 
double ball race, 
non - binding type. 
High pressure tu- 
bricating fittings in 
wheels as well as 
hangers. Large 
balls in naper race 
take load as well 
as side thrusts. One 
of many Buffalo 
casters. Write for 
catalog. 

® Industrial users of casters are 
impressed with the facts you 


can give them on Buffalo casters. 


Some of the products we make 
for you fo sell: 


Ball bearing swivel casters 
Ball bearing stem casters 
Thread guard casters 
Double wheel casters 
Rubber wheel casters 


BUFFALO CASTER 
& WHEEL CORP. 
187 Breckenridge Buffalo, N. Y. 











| Improved CARBOLOY Masonry Drills 
at NEW LOW Prices 









,-—_ — — a 
nee” 
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] Drills 4 times faster through all 
types of masonry! } 


2 Stays sharp up to 50 times longer! ) 

3 Drills clean, sharp, true-size holes 
. . . Close spacing without break- 
through! 

4 Drills far quieter! 
For use in any rotary drill, drill 
press or hand brace 


—— ]} 











15 POPULAR SIZES 
ASK ABOUT am 
SPECIAL E , 
6-DRILL SET 


WITH FREE 
CANVAS KIT 











STOCK UP NOW! OPEN LINE! 
CARBOLOY COMPANY = 
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The counter at L. A. Benson Co., 
Baltimore, Md., looks like this al- 
most all day long. “Will Call” de- 
partment, to which material comes 
from several warehouses, is at the 
rear of the store. 





Stambaugh-Thompson Co. 
Celebrates 100th Year 


The Stambaugh-Thompson  Co., 
Youngstown, O., is celebrating its 100th 
anniversary in business this year. The 
end of the first century in the history 
of the firm finds it an organization of 
206 employees, 29 of whom have served 
20 years or more. Of these, 16 have 
served 30 years or more, six have served 
40 years or more and one has served 
more than 50 years. 

The firm was founded in 1846 by 
Stephen Burnet, son of a New Jersey 
gunsmith. and developed into a partner- 
ship later when John Stambaugh, 
founder of the Stambaugh fortune, in- 
vested in it. Burnet was later replaced 
by James H. Thompson, son of an Eng- 
lish tailor who had served with the 
Northern Army in the Civil War. It 
then became known as The Stambaugh- 
Thompson Co. 

The store developed with the iron 
and steel industry in Youngstown but 
suffered reverses in 1900 and in 1904 
when fires caused considerable damage. 
However, the firm grew and expanded 
into several departments including in- 
dustrial supplies for the Mahoning Val- 
ley industry. 

As a memento for the occasion of the 
anniversary, the firm has published a 
beautiful 40-page booklet with a gold, 
black and orange cover featuring a 
“long hunter.” The booklet describes 
briefly the history of Youngstown and 
the store and its personnel, the methods 
of merchandising used yesterday and 
today and pictures of the present store. 


Buffalo Partnership 
Certificate Filed 


A certificate of partnership has been 
filed for the Industrial Machinery & 
Equipment Co., 832 Williams St., Buf- 
falo, N. Y. The partners are Louis 
and Donald L. Rosen. 

































Make Money out 
of thin Air! 



















Air Express delivery. And the costs are 
surprisingly low — drastically reduced 
from pre-war rates. Let Air Express 
solve your shipping problem — how to 
get it or deliver it quickly! Use this high- 
speed service to keep production flowing 
— and profits up! 


When sales are endangered because of 
production difficulties, get materials, re- 
placement parts, tools, dies, and needed 
machinery the fastest way! Specify Air 
Express! 

No supplier or wholesaler is more than 
a matter of hours away when you specify 


Specify Air Express-a Good Business Buy 


Shipments go everywhere at the speed of flight be- 





Nine! RATES CUT 22% SINCE 1943 (U.S. A.) 
tween principal U. S. towns and cities, with cost - 






































2 Ws. | 5 ts, | 25 tos. 40 ths, | Over 40 ls. 

° . e ‘ . . AILES Cents J 

including special pick-up and delivery. Same-day = 
i ; a 149 | $1.00 | $1.00) $1.00) $1.23 3.07< 
delivery between many airport towns and cities. 349 | 1.02] 018] 230) 300] 92% 
Fastest air-rail service to and from 23,000 off-airline 8 BLABY I 
eee a hake é ae < roe | 1.17] 1.98] 7.68] 12.28] 30.70 
communities in the United States. Service direct by [aaa Tyas] 9391 1748120381 yoarc 
air to and from scores of foreign countries in the | $y | 147] 248] 1942] 29.47] 73.086 











INTERNATIONAL RATES ALSO REDUCED 


world’s best planes, giving the world’s best service. 













GETS THERE FIRST 


Write Today for the Time and Rate Schedule 
on Air Express. It contains illuminating facts 





to help you solve many a shipping problem. 





Air Express Division, Railway Express Agency, 
230 Park Avenue, New York 17. Or ask for it 
at any Airline or Railway Express office. 

Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 






















Electrically 
Tempered... 


Diamond Point 
Tested 


Chisels, punches, drills, 
nippers, screw drivers, 
staple pullers, and 
many other fine tools 
bear the name Dasco. 
They’re quality built 
. smoothly finished 
and individually num- 
bered for easy re- 
ordering. 
SOLD BY LEADING JOBBERS 


DAMASCUS STEEL PODUCTS CORP. 


ROCKFORD, ILLINOIS 


Silent Salesmen Displays 
help you sell more tools 
more profitably 

































The Foley Automatic Saw Filer sharpens all saws 
from 3 to 16 points per inch that can be filed with a 
3-cornered file. This includes cross-cut circular 
saws up to 24” diameter, band says 4” to 44” wide, 
and all types of hand saws. 

It is not possible for the human hand and eye to 
equal the machine accuracy of the Foley, which 
automatically joints the saw as it files, bringing 
all high, low, large, small and uneven teeth back 
to uniform size, shape spacing. 

It is hard to recognize old saws after the Foley 
has put them back in perfect condition—and our 
30- DAY TRIAL 
TO YOUR CUS- 
TOMERS permits 
them to use a 
Foley Saw Filer on 
their own saws. 
Write for litera- 
ture and dealer 
proposition. 





FOLEY MFG. CO., 
63 2nd Street N. E., Minneapolis 13, Minn. 
Please send literature on the Foley Automatic Saw Filer 
and dealer proposition 












Hard-jobs man! 


When a prospect asks you, 
“Where can I get a heavy-duty 
hoist that’s a regular hard-jobs 
man?” just say ‘Load-Lifter’, the 
hoist that will lift capacity loads 
all day long, day after day, and 
be no worse for wear! 


Tell him about the simple yet 
rugged construction, the exclusive 
features which make a ‘Load- 
Lifter’ Hoist able to withstand 
long, hard hours of heavy lifting 
with the minimum amount of at- 
tention. Point out the safety 
features of ‘Load-Lifters’ and ex- 
plain to him how he can order 
them in almost every combination 
to meet specific or difficult condi- 
tions in any type of industry. 


Give him a copy of Catalog 
No. 215 and call his attention to 
the pages showing the various 
sizes and kinds of ‘Load-Lifter’ 
Hoists, the double spread of in- 
stallation photos, and especially 
pages 18 and 19 which graphi- 
cally show and describe the ad- 
vantages of ‘Load-Lifter’ Hoists. 


If you need more copies of Cata- 
log No. 215 to help you sell 
‘Load-Lifter’ Hoists, write for them, 


Te LOAD LIFTER 


Hoists 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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Fred A. Ellfeldt and F. J. Bauer are 
at customers’ beck and call in the 
Ellfeldt Machinery & Supply Co., 
Kansas City, Mo. 





Owen, Cox Elected 
As Thermoid Officers 


John Owen and Lester F. Cox were 
elected vice-presidents of the Ther- 
moid Company at a meeting of the 
board of directors recently. Mr. Owen 
came to Thermoid in 1942 from Austin- 
Western Co., and began his career 
with the Trenton firm as assistant man- 
ager of the industrial rubber preducts 
division. 

Mr. Cox, who is factory superin- 
tendent of the Rubber Division, joined 
Thermoid in 1929. He started with the 
Production Department as a scheduler 
of brake lining production. 





Johns-Manville Sales 
Appoints Wakem 








Francis J. Wakem 


Francis J. Wakem was appointed 
Vice-president of Johns-Manville Sales 
Corp., according to R. W. Lea, presi- 
dent of Johns-Manville Corporation. 
Mr. Wakem will continue as merchan- 
dise manager of the Industrial Products 
Division. He has advocated and fur- 
thered the firm’s policy of distributing 
its various industrial products through 
industrial distributors. 

Mr. Wakem began his association 
with Johns-Manville in 1921 and is a 
member of the firm’s Quarter Century 
Club. He is a graduate of Exeter 
Academy and Yale University, a mem- 
ber of the Yale Club, Book and Snake 
Society and a World War I veteran. 
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THE ALLEN MANUFAC 


HARTFORD 


TURING COMPANY 


CONNECTICYy 





To stand on your counter or hang on your salesroom wall, — 
THE SIGN MOST SOUGHT AFTER by Distributors of Hex-Socket Screws! 
It marks a holder of the Allen Franchise and it certifies to a certain 
standing in mill supplies merchandising. 

It means you are the local warehouser and service establishment of 


The Allen Manufacturing Company, — Hollow Screw Headquarters. 


It means you maintain the enduring values identified with ALLEN 
for 36 years, — in its goods, its policies, the integrity of its Distributors, 
their sense of responsibility to consumers. 

It means assurance of unqualified satisfaction to every purchasing 


official and user of Allen Products. That is the spirit avd the guarantee. 


It means you are on the receiving end of Allen cooperation in all 
promotional, sales and service activities... If you lack the franchise; if 
you'd like to qualify for a// the above card implies, we invite you to call 


in the Allen District Representative to talk it over. 


THE ALLEN MANUFACTURING COMPANY 






HARTFORD, * ALLEN te CONNECTICUT, U.S.A. 









LOS ANGELES 


223 


NEW YORK + DETROIT - CHICAGO - 
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9095 BESSEMER AVE. 








SOLD ONLY THROUGH DISTRIBUTORS 


THE COLUMBIAN VISE & MFG. CO. 


THE WORLD’S LARGEST MAKERS OF VISES 








« CLEVELAND 4, OHIO 

















_,PROFITS... 


~. for Distributors! 









THE New “TIMBERHOG” GASOLINE SAWS 


One and two man Reed-Prentice gaso- 
line engine portable chain saws are in 
demand for timber and logging opera- 
tions, construction, railroad and plant 
maintenance. 

Low in cost—light in weight — 
does the work 5 times as fast as by hand 
—the TIMBERHOG delivers maximum 





NEW YORK OFFICE: 
75 West St., New York 6, N. Y. 





cutting power at minimum cost — meets 
every requirement for economical and 
dependable operation. 

Established distributors are urged to 
investigate the Timberhog—the most 
economical chain saw line in the field! 
Write TODAY to Dept. E, Timberhog 


Saw Division. 


CLEVELAND OFFICE: 
1213 W. 3rd St., Cleveland 13, Ohio 





TS 








The ELK 


Universal Precision 


TOOL HOLDER 


ONE ELK DOES 
the work of 
TEN single pur- 
pose tool 
holders 
















You sell SAVINGS 
when you sell the ELK 


Here‘’s your opportunity to render a 
time-saving service to your customers 
at a profit for you. Here is a tool 
holder that saves both machining time 
and tools because it simplifies set-ups 
and is adaptable to all kinds of work. 
At a cost of just a little more than one, 
the ELK DOES THE WORK OF TEN 
single purpose tool holders. 

Adaptable to lathe, planer and shaper 
operations, as well as for round bor- 
ing bars. Furnished with a Super X 
Ground Bit and Box Wrench. 


Attractive territories still available. 


ELK TOOLS, INC. 


96 Warren St. NEW YORK 7, N. Y. 




















ATLAS 


CAR MOVERS 
POWER 
SPEED 
EFFICIENCY 
for any job 


ATLAS leads the field 
—for service and sales. 
Distributors have a 
pretty strong selling 
point with ATLAS—it 
is “compound lever- 
age’ —the key to its 
exceptional power and 
speed and which en- 
ables it to move full 
and empty freight 
cars quickly and 
easily. Solve your cus- 
tomers’ shipping prob- 
lems with ATLAS Car 

Movers. 


APPLETON 
ATLAS CAR 
MOVER CO. 


Appleton 
Wisconsin 
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Wo ewe 
Paul R. Gilbert, advertising man- 
ager, Herr & Co., Inc., Lancaster, 
Pa., has recently completed thor- 
ough revision and modernization of 
the company’s catalog. 





Page Succeeds — 
Prior At Fafnir 


Raymond M. Page was named man- 
ager of distributor sales of The Fafnir 
Bearing Co. of New Britain, Conn., 
succeeding Stanley M. Prior, whose 
recent death ended a period of 27 
years of service with the company. 

Mr. Page joined the New Britain 
company in 1929 after having been with 
Ross Gear & Tool Co. and the Roller 
Bearing Co. of America. He had been 
assistant manager of distributor sales. 

Francis L. Quinlan was named to the 
post of public relations manager, a 
new position, and Truman L. Hunt was 
appointed as advertising manager. Mr. 
Quinlan joined the firm in 1943 after 
17 years as a newspaperman. In the 
past year he served as advertising and 
publicity manager. Mr. Hunt, a gradu- 
ate of Springfield, Mass., schools and 
formerly with William N. Remington, 
Springfield advertising agency, has been 
assistant advertising manager. 
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"Harry makes a better impression the 
second time you meet him." 














A NEW 


| Source of Profits 





| 
} 
| 
| 
| 
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ALMCQ UNIVERSAL HOIST 


This mobile hoisting unit, of 1 ton rated capacity, is designed for 
transporting as well as lifting. It is ideal for handling heavy 
chucks, dies and machine parts . . . for hoisting cars for repair 


work . . . for loading and unloading trucks’. . . and for countless 
other uses wherever hard-to-handle objects must be lifted 
or moved. 


The convenience and versatility provided by ‘this new unit make 
it easy for you to sell—and its field of application is unlimited. 
Consider the following features and we think you'll agree: 


% Saves time and labor. Just wheel it into position and it’s ready to use; 
no lifting, carrying or hanging required. 

% Neat, compact and maneuverable. Rolls freely on ball bearing 
casters. U-shaped base goes éasily into tight places. 

% Provides ample lift and clearance. for all normal shop requirements. 


% Made of sturdy welded tubular steel construction, and built to 
withstand hard service and abuse. 


% Can be furnished with hand-operated winch as illustrated, or with 
electric or chain hoist instead. Carriage alone can be furnished 
where customer wishes to use his present hoist. 


% Available on prompt delivery. 
DISTRIBUTORS: Good territories are still open for this new profit-maker. Write 


NOW for full information—and for facts on the complete line of Almco pro- 
duction deburring and finishing equipment which you'll also want to handle. 


o* * « 


a wainilid 

ALMCO INC 
ALBERT LEA ° 
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hd ODIO LINO LOGS Tats 


ORPORATED 
MINNESOTA 









ONE GOOD ANSWER 


to the question; “What makes Dixon 
different ’, is plainly evident in the 
longer service life of ever coupling, 
mender and clamp in the line. This is 
the natural result of the use of quality 
materials and practical design that 
emphasizes both utility and strength. 
The two “Boss” Couplings described 
below are typical examples. 







































“BOSS" 
WASHER TYPE, Style W-16 
FEMALE HOSE COUPLING 


More generally used than any other 
of its kind for high or low pressure 
steam, air, water, hydraulics, other 
fluids and gases. Features: Steel stem 
has two-way “Cor-O-Zig” corrugations; 
exclusive “Boss” Offset and Interlock- 
ing Clamp exerts powerful, full-cir- 
cumference grip on the hose without 
pinching: broad sealing surfaces for 
washers on stem and spud assure a 
leakproof connection; large  free- 
swiveling wing nut, with coarse 
thread, facilitates coupling and un- 
coupling. Sizes 1%" to 4”. Cadmium 
plated—rustproof. 


"BOSS" 
MALE COUPLING, 
Style MX-16 


Companion to the Style W-16 Washer 
Type Coupling described above, and 
the “GJ-Boss’’ Ground Joint Type 
Coupling, Style X-34. Strongest and 
safetest of its kind for all applica- 
tions, including oil, butane, ammonia, 
etc. Only two parts—corrugated stem 
with large hex for wrench and collar 
to engage fingers on clamp; and 
“Boss” Offset and Interlocking Clamp. 
Each size—4" to 4”—fits some size 
straight end hose. Cadmium plated— 
rustproof. 


Sold in Accordance With Our 
Established Distributor Policy 


Dem Geez, 


VALVE & COUPLING CO 


N i) RE 





KIN 








PHILADELPHIA 22, PA 


aM NOmaM aN STO 


















Harry and Fred Pulver stand at the ends of the big table on which the 
Christmas dinner given by Pulver Machinists Supply Co., Chicago, at the 


Hotel Continental. 





Barrett-Christie Co., Chicago, held a Christmas party for 27 girls. Following 
dinner at the Bismark Hotel, the party went to the Erlanger Theater to see 


Joe E. Brown in the play “Harvey”. 











Miller Addresses 
Hardware Courses 


Merle Miller is scheduled to speak at 


| the hardware sales school being con- 


ducted by the George Worthington Co., 


Cleveland. The course started in Oc- 


| tober and will continue until March 


Mr. Miller was scheduled to speak four 
times during the course given to all 
potential salesmen in the company. 


Supply Firm Files 
Name of Firm 

A business name has been filed for 
the Bison Industrial Supply, 551 Elli- 


cott Square, Buffalo, N. Y., by Warren 
L. Pell. 
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Greene, Tweed & Co. 
Leave Bronx Plant 


Greene. Tweed & Co., manufacturers 
of packings, replaceable face hammers 
ind wrenches, vaeated their New York 

December in an effort to pro 
eater efficiency and services for 
efit of users and distributors of 

their products. All the company’s f@ 
cilities will be concentrated under sit 
gle supervision at the North Wales, Pa. 
plant. 

Walter S. Josephson, vice-president 
and general manager, said that the 
move was part of an aggressive pro 
gram of expansion which includes set 
eral new products that are kindred 
the present products made by the firm. 
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treasurer of 


Robert A. Donovan, 
Machinists Tool & Supply Co., Los 
Angeles, has assumed the duties of 
general manager as well. 


Donovan To Direct 
Machinists Tool & Supply 


Robert A. Donovan, treasurer of the 
Machinists Tool & Supply Co., Los 
Angeles, since last February, was made 
general manager of the firm also. He 
succeeds Don Reep, but retains his 
office as treasurer. 

Mr. Donovan spent the war years 
with the Army Air Forces, procure- 
ment division, where he acted as con- 
sultant advisor to the division in Los 


Angeles, Wright Field, Dayton, Ohio. | 





and Washington, D. C. Before the war, | 


he was connected with Joseph B. Dab- | 


| 
' 


ney, who operated 10 companies in the | 


oil field industry, one of them a large 
oil field supply company. 

Lincoln Names New 
Welding Engineers 


The appointment of seven new weld- 
ing sales engineers to aid in extend- 


ing service to all users of electric arc | 
welding was announced by the Lin- | 


coln Electric Co., 
Marvin Anderson, 
Moline, Ill., office; 
named to the Philadelphia office; Rich- 
ard Freundlich, appointed to the 
Cleveland sales office; Paul Holden, 
named to the Franklin, Pa., sales of- 
fice; Richard Nelson, named to the 
Syracuse, N. Y. office; Richard K. 
Reynolds, appointed to the Detroit of- 
fice, and John E. Williams, also named 
to the Syracuse office. All are World 
War II veterans. 

After three years in the army, G. S. 
Parsons recently opened for business 
as a dealer of Lincoln Electric Co. 
equipment in San Diego, Calif. Mr. 
Parsons is an alumnus of Cornell Uni- 
versity and was affiliated with Lincoln 
for 14 years prior to entering service. 


Albert Bavaria, 


Cleveland. They are 
appointed to the 














wa PROVE 


that BLACKm ER 
ROTARY PUMPS 



















































' e Plant men like this feature. 
@ It makes pump sales easier for 
distributors. 


SUSTAINED PUMPING CAPACITY 


is vital to your customer's 
production efficiency. It's 
also of importance to 
distributors because a 
SATISFIED customer is a 
REPEAT customer. 


BUCKETS ARE EASILY REPLACED 






































A cost-cutting feature that 
appeals to pump customers. 
When the “buckets” are 
finally worn out, a 20- 
minute replacement job re- 
stores the pump to normal 


capacity. 





? 
A DISTRIBUTOR'S LINE OF ROTARY PUMPS 
Capacities to 750 GPM ... Pressures to 500 PSI. 
Ask us to send Catalog No. 106 


BLACKMER PUMP COMPANY 


1810 CENTURY AVENUE GRAND RAPIDS 9, MICHIGAN 


POWER PUMPS - HAND DUMDS 












- EZY-KLEEN STRAINERS - 





227 
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AMERICAN 
‘5000’ 
MARKER 


THAT 
clelete) 
MARKER 


SXerels, 


a 
é 
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A favorite marker for the shipping 
room and throughout the plant. 
You'll like its smooth, clean mark. 
There’s no grit to interfere—it’s 
clear, easy marking with the 
AMERICAN “5000” Marker. An 
“Old Faithful” product. 
. Send 
Ay my te Ay yp A ay = line 
of AMERICAN marking crayons. 
Dept. ML-17 











| CALLING 
THEM 
CLIPPERS 


The name sets up a use-limitation which does not ex- 
ist. These tools will cut rods, straps, chain, stranded 
cable, wire, etc. Call them Porter Cutters 
because they work on the 
job anywhere independent 
of a power source other 
than the two hands of the 
user—hand power 
multiplied to thou- 
sands of pressure- 
pounds. You can sell 
more of these tools 
— if you will realize 
their broad field of 
usefulness. 


H. K. PORTER, INC. 


74 Foley Street 
Somerville 43, Mass. 































-CAPITAL— 


INDUSTRIAL 


BRUSHES and BROOMS 


ALL-TIME GOOD 
MAINTENANCE EQUIPMENT 


® Year in—year out—cleaning and maintenance must be done. 
This is one kind of equipment that certainly gets a workout 
and when you have CAPITAL Brushes and Brooms for these 
jobs you get the very last bit of good wear out of them. 
They are needed in just about every spot you can mention— 
factories, schools, offices, warehouses, railroads, mills—and 
selling them is an all-season, all-time job for alert distributors— 
get all facts and get yourself some well-paying business. 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 
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James S. Stutts, manager of indus- 
trial “supplies of the Chattanooga, 
Tenn., branch of Noland Co., was 
three years with the Army Engi- 
neers. He has been with Noland 
Co. for 11 years. 





Fritzinger Made 
Area Sales Manager 


John G. Fritzinger 


John G. Fritzinger was named dis- 
trict sales manager of the Philadelphia 
sales office of The Carborundum Co., 
Niagara Falls, N. Y., according to an 
announcement by F. J. Tone, Jr., vice 
president and general sales manager. 
Mr. Fritzinger had been a sales engi- 
neer for the refractories division of the 
company in the Philadelphia area since 
1924. 

Mr. Fritzinger succeeds Williard J. 
Griffith, who resigned to form an in- 
dustrial supply firm with Paul E. 
Raguse, who resigned his position as 
industrial salesman in the Philadelphia 
area. The principal business of the 
new company will be the distribution 
of Carborundum products in the Phila- 
delphia metropolitan area. Mr. Grif- 
fith came to the Carborundum Co. as 
a sales representative in April 1912 
and was appointed district sales man- 
ager at Philadelphia in 1926. Mr. 
Raguse was named sales service engi- 
neer in 1926 and since 1937 has served 
as industrial salesman. 





Take a Dart Apart 


NOTE HOW THE TWO 

BRONZE SEATS ARE 

GROUND TO FORM A 
TRUE BALL JOINT 


































Two bronze seats ground to a true ball joint insure a drop-tight 
connection without excessive wrenching. Regardless of length 
of service, a Dart uncouples easily and without damage—is 
ready for a new job wherever needed. Body and nut are of 
high-test air-refined malleable iron—are practically indestruc- 
tible. 


It pays to demonstrate Dart’s unique construction. Dart 
buyers invariably become steady SS 
customers. 


E. M. DART MFG. CO. 
Providence 5, Rhode Island 
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58 Union Street ° Glenbrook, Conn. 
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Py 


ATER PROOF 


The Nationally Advertised PE JOINT 


Leak-Proof Sealing Compound! 















Key's year ‘round advertising, plus a liberal sampling plan, is designed 
to acquaint your customers with Key-Tite, the leak-proof pipe joint 
sealing compound. Stock and feature Key-Tite; let your customers 
know you are headquarters for Key. Its wide acceptance and many 
uses mean sales and profits for you. 


A few territories for distributors are still available . . . write for full 


information. 


WHITNEY . 





BUILT FOR SERVICE FAR 
ABOVE RATED CAPACITIES 


There are many types of WHITNEY 
Punches . . . hand, channel iron, angle 
iron, close corner, bench, hammer, 
thinner’s round, square, button, sky- 
light, ventilating tank, flange . . . each 
in a variety of types and sizes and 
with individual characteristics that 
make them most adaptable for its spe- 
cial field of work. Men who use them 
like them because they give a good 
looking, neat finished job. Get com- 
plete details from our descriptive 
circular. 


W.A.WHITNEY MFG. CO. 
ROCKFORD ILLINOIS 











IT'S COING PLACES / 


The number of SULFLO users has 
doubled in the past year! And 
for good reasons! More and more 
maintenance men are finding out 
that this patented cutting oil 
speeds work. The active sulphur 
in suspension makes it easy to 
cut perfect threads—makes dies 
last longer. Demand SULFLO—it 
sticks on the job! 


SULFLO NO. 1 


For pipe threading with hand tools. 
Packed in cans and drums. 


SULFLO 
MACHINE-KUT 
For pipe threading with 
machine tools. Packed 


in bulk. 


Sold Exclusively Through 
Selective Dealers 








2621 McCasland Ave., East St. Louis, Illinois 
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SULFLO, INC. 


1143-45 EAST-JERSEY STREET 


ELIZABETH. NEW JERSEY 


ae 
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autographed by all persons attending 
the conference and was presented to 


colorful ceremony. ‘According to com- 


drawings of the OIC line and is designed 

















HERE’S THE CASTER 





q PAT. OFF 





Gu. 


THAT “CUTS CORNERS” 
TO CUT YOUR COSTS 


EASY swiveling Bond 136-A casters 
permit trucks to be turned in minimum 
space . . . eliminate waste motion. 
Sturdy, built of durable Bond caster 
metal, they are designed to roll up long 
service records. 

How much service a caster will 
render—how efficiently it will perform 
—depends on its suitability for actual 
Operating conditions. Are the casters 
you sell precisely right for your custo- 
mers’ jobs? Rely on the considered 
judgment of Bond engineers. Recom- 
mendations are always impartial be- 
cause there is a Bond caster for every 
industrial purpose. Write for catalog 
K-36. 








James G. Rich is in training for 
outside sales, under the G. |. Bill of 
Rights, at the Mill Supply & Hard- 
ware Co., Trenton, N. J. 





Ohio Injector Co. 
Introduces Catalog 


Featuring the first postwar general 
sales meeting of The Ohio Injector Co., 
Wadsworth. O.. manufacturer of steel. 
iron and bronze valves, was the intro- 
duction of a new 248-page catalog. The 
meeting was attended by the nationwide 
sales organization which heard officials 
of the company outline the sales, ad- 
vertising and product programs for 
1947, 

The first copy of the new catalog was 


Wayne Young, president, by P. M. 
Arnall, executive vice-president, in a 


BOND FOUNDRY & MACHINE CO. 
MANHEIM, PA. 


pany officials, the new catalog sets a 
new high. It is profusely illustrated 


F F : Bond 136-A Caster. Special double ball race design assures 
with outside and cross sectional wash easy swiveling. Durable Bond caster metal provides extra 
long-life. Roller bearing semi-stee! wheel. Pressure lubricated. 
Wheel sizes from 4" to 12” dia.; load capacities from 600 


to assist engineers, purchasing agents, to Ue Bie par castes, 
production men and management in 
selecting the right valve for the right 


job. 


ee | 












Wayne Young (left) president of | 
The Ohio Injector Co., receives a 
copy of the company’s hew catalog | 






from P. M. Arnall, executive vice- 
president. 
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ow 
ie” HOSE 
COUPLINGS 











BECAUSE 


LE-HI is easy to sell —The Le-Hi line is estab- 
lished. You're sure of high dollar volume when 
you sell LE-Hi—the Hose Couplings that are 
known and wanted everywhere. 


LE-HI means top quality—tThere's no 
“skimping™ in LE-HI couplings. Only the best 
materials and the finest workmanship PLUS 
extra-heavy construction! 


LE-H!I has advanced design—No obsolete 
“dead-heads" in the LE-HI line. You're out 
ahead with the latest in Hose Couplings — such 
as the amazing new Series 150-B, LE-HI's 
Universal Type Coupling with the SAFETY- 
LOCKING feature. 


LE-H!I is a complete line —There's a LE-HI 
coupling or fitting for every industrial need. 
You don't have to sell ‘‘makeshifts" or substi- 
tutions if you sell LE-HIl 


LE-H!I has branch warehouse stocks —LE-HI 
branches supplement your stock, make it easy 
for you to give your customer what he wants, 
when he wants it. 


LE-HI gives you real sales help—good 
trade advertising, fine catalogs, plenty of free 
sales literature—like the outstanding new 
LE-H! Hose Coupling Handbook, a valuable 
manual on the care and use of hose and cou- 
plings that will really ‘win friends” for you. 


Don’t delay ... write today! 


SERIES 150-8. THE UNI- 
VERSAL TYPE COUPLINGS 


with the ‘‘Safety- 
Locking’’ Feature for 
jobs demanding quickly 
detachable couplings. 
Patented built-in lock- 
ing feature permits 
couplings to be readily 
detached when desired, 
but completely pre- 
vents accidental un- 
coupling. 








Remember ... 
LE-HI MAKES 


A GOOD ae 








CONNECTION! |"Coupuines 
HOSE ACCESSORIES CO. 


2714 N. 17th Street, Philadelphia 32, Pa. 








| 


| 
| 
| 
| 
| 


| 








This merry group celebrated Christmas at the annual party of the Marshall 
Tool & Supply Co., Los Angeles. 





Gordon F. Sondraker, vice-president and general manager, Chamberlin Co., 


Los Angeles, (holding cup extreme left) gives a toast at the company’s 
Christmas Party. ° 


> 





Mine & Smelter Supply 
Changes Personnel 


George T. Brady was made branch 
manager of the electrical department 
of the Salt Lake City branch of Mine & 
Smelter supply Co. Mr. Brady started 
at this branch 19 years ago and was 
transferred to the Denver office in 1938. 
He is now back in his home town. The 
electrical department handles only elec- 
trical supplies and equipment, selling 
to the industrial trade and through 
electrical contractors. 

H. F. Webb is the new manager of 
the machinery department and Eugene 
Lundstrum is branch manager of the 
mill supply department. 
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Porter To Manufacture 
Pumps In Pittsburgh 


The H. K. Porter Company, Inc., is 
moving its two Quimby Pump manu- 
facturing operations from New Jersey 
to the firm’s plant at 49th and Harri- 
son Sts., Lawrenceville, Pa. The 
Quimby Pump Co., Inc., was estab- 
lished in’ New York in 1893 and sub- 
sequently moved to its New Jersey 
plants in Newark and New Brunswick. 

During 1943, the Quimby Pump Co. 
was acquired by H. K. Porter Co., and 
through expansion of its engineering 
and development work now manufac- 
tures a broad line of pumps used by 
industries and marine services. 
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Allegheny-Ludium 
Open Warehouse 


Supply of tool steels sufficient to 
meet a normal 30-day demand has been 
stocked at the new Allegheny-Ludlum 
Steel Corp. warehouse at 1270 McCook 
Ave., Dayton, O., Russell M. Allen, 
vice president in charge of sales, said 
at the formal opening of the new build- 
ing in December. The warehouse will 
service southwest Ohio and all of Ken- 
tucky. It houses tool steel bars, tool 
bits, carbide cutting tools and blanks. 

More than 250 persons, including of- 
ficials from Dayton industrial plants, 
attended the open house reception. 
R. J. Swan, district sales manager, is 
in charge, assisted by G. D. Howk. 











Independent Pneumatic Tool Co. 
plans expansion of Aurora factory 
to increase production of portable 
power tools. 


Independent Pneumatic 
Plans Factory Expansion | 


The Independent Pneumatic Tool | 


Co., with headquarters at 600 W. Jack- 
son Blvd., Chicago, is planning. con- 
struction of a new 80,000 sq. ft. factory 
building adjacent to the main Aurora 
works. This is part of a $1,000,000 
expansien of production facilities an- 
nounced by Neil C. Hurley, Jr., presi- 
dent. 

The new addition to their factory | 
in Aurora will increase shop produc- | 
tion of Thor portable power tools by 
one third. Both electric and pneumatic 
tools will be manufactured in the new 
building, with space being allocated for 
full scale production of the new Thor 
automotive valve refacer and hard seat 
grinder, the new line of Thor power 
saws and other recent developments. 

The new building will run the full 
length of the plant on Kane St. and 
will meet the main building on State 
St. The State St. frontage will be 














JACKSON HIGH QUALITY extends 
through the complete Jackson Line 


Regardless of the type of product, if it bears 
the name “JACKSON” it is designed and 
built for SERVICE and HARD USE. No JACK- 
SON product has to be pampered because 
every piece of JACKSON equipment has been 
developed and toughened in the field where 
the going is tough. 


That is why JACKSON products stand up— 
why they have won such universal accept- 


ance—why they are preferred by users—and 
why distributors depend on Jackson as their 
source of supply. 


Jackson applies seventy years specialized 
experience to the making of high quality 
products that satisfy the most exacting 
demands—products that are profitable for 
Jackson distributors to handle. 


Est. 1876 


ACKSON 


MANUFACTURING CO. 
HARRISBURG, PA. 











two stories, with part of the Kane St. 
frontage one story. 
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@ Machinists’ Bench 
@ Combination Pipe 
@ Coachmakers 
@ Woodworking 





GOOD DISTRIBUTOR SALES 


MORGAN smsrx VISES 


@ No matter what your customers manufacture you can supply the 
proper MORGAN Vise for the job and you will get the wholehearted 
approval of the man who is responsible for keeping production moving 
and expenses down. MORGAN VISES are modern but their accuracy, 
precision, rigidity, and strength have been an established fact for 
more than half a century. The complete MORGAN story will get you 
started on good business — send for it. 





@ Solid Nut Continuous 


®@ Quick Action 
@ Lightning Grip 


CO. 


Screw 


108-112 N. JEFFERSON ST. 
CHICAGO 6, ILLINOIS 








MORGAN VISE 





Write for complete 
dealer information 


Rtas? 


234 






S(DI-ACRO pronounced “DIE-ACK-RO”) 


ONEIL-IRWIN meG.co. Sy 


312 EIGHTH AVENUE 


. LAKE CITY, MINN. 
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“A GIANT IN 
YOUR HAND” 


ServesAs 

Ye od 
A.WRENCH 

A HAND VISE 
A CLAMP 


| NEW MULTI-USE TOOL for 
HOME—FACTORY—FARM 
WELDER—REPAIR SHOP 


Tremendous gripping and holding 
power—locks when closed for hold- 
ing pieces for drilling, welding, 
scribing, grinding, etc. Easily and 
quickly unlocked. Used also without 
locking as a plier. Thousands of 
uses wherever mechanics work. No. 
1607, 7" size; No. 1610, 10” size. 


Full details on request. 


SEYMOUR SMITH & SON, INC. 
OAKVILLE, CONN., U. S. A. 


Sales Rep.: JOHN H. GRAHAM & CO., Inc. 
105 Duane St., New York 8, N. Y. 
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CAP SCREWS 
@ 
SET SCREWS 


* 
MILLED 
STUDS 


° 
COUPLING 
BOLTS 


. 
SCREW 
MACHINE 
PRODUCTS 


A highly attractive repeat 


business-building line 


Ability of many plants throughout industry 
to use Ottemiller quality and completeness 
as a basis for standardizing has resulted in a 
profitable repeat order business for many dis- 
tributors. The precision of emiller screw 
machine products is a big factor in speeding 
assemblies and assuring strength and per- 
manency wherever they are used for holding 
. purposes. 
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. Utah concern’s business activities. Mr. 








H. H. Skillhorn is the first manager 
of industrial supplies at Galigher 
Co., Salt Lake City. 


Skillhorn to Manage 

Supply Department 
H. H. Skillhorn was made 

of the industrial supply department of 


the Galigher Co., Salt Lake City, fol- 
lowing the departmentalization of the 


manager 


Skillhorn has been 35 years with the 
Galigher Co. He is the oldest man in 
point of years of service in the com- 
pany, having started when the company 
has been in 





was first organized. He 
virtually all positions from truck driver 


up through the intermediate depart- 
ments, 
Other new appointments — include 


those of Gordon Evans as manager of 
the welding department and J, F. Wood- 
head as purchasing agent. 


Turner Supply Co. 
Marks 40th Year 


The Turner Supply Co., Mobile, Ala., 
is celebrating its 40th anniversary in 
business this year. The firm has a staff 
of 100 employees totaling almost 1,000 
years of service. 

The anniversary was made public in 
Mobile by a two-page advertisement in 
the Press Register, showing the indus- 
trial distributing company’s four-story 
building at Commerce and St. Louis 
Streets, along with photographs of the 
firm’s executives and a detailed listing 
of employees with their service records. 

Among the’ executives, Howard 
Schramm, president, has completed 27 
years of service. H. Leo Ollinger, vice- 
president and treasurer, has served 40 | 
years, having been with the firm since 
it was organized by the late W. Marshall 
Turner in 1906. Mr. Schramm is a 
member of the advisory board of the 
Southern Supply & Machinery Distribu- 
tors’ Association. 











For Utmost 
Precision... 







... recommend 
Desmond Diamond Tools 


FOR PRECISION truing and 
dressing of grinding wheels, you 
can recommend Desmond dia- 
mond dressers with full assur- 
ance that they will serve long 
and well. You see, Desmond 
specializes in grinding wheel 
dressing tools and makes the 
most complete line of such tools 
you can get. We select rough 
diamonds with extreme care, 
mount them (in hand tools or 


nibs) with hard- 
earned know-how, 
and stand behind ev- 
ery single one. 
If you do not have a 
copy of our Catalog No. 
45, write for one today. It 
will help you recommend 
the right tools for individual 
jobs, open new accounts and 
keep profitable repeat business 
coming in month after month. 


THE DESMOND-STEPHAN MFG. COMPANY ¢ URBANA, OHIO 








the only complete line of grinding wheel 


DRESSERS & CUTTERS 
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BALL BEARING DIAMOND HAND TOOLS WHEEL TYPE SIMPL 
DRESSERS AND NIBS DRESSERS srent-suos VISES 





curren 19 besa ‘Darssens 


1ES_@ JANUARY, 1947 235 








FLOOR MATTING 


PROMOTES SAFETY 
REDUCES FATIGUE 
PROVIDES COMFORT 
FURTHERS SANITATION 


AMERICAN COUNTBR:TRED MATTING 


A tough, durable, long wearing rubber and cord matti 

with a resilient non-slip surface that affords: safety in w 

or slippery areas. Ridged bottom affords aeration and 
drainage. Easily handled for cleaning. Adheres perfectly 
od me floor. Keeps the feet dry. %'' thick, 24" wide, any 
ength. 





des 
AMERIFLEX HARDWOOD LINK MATTING of | 


Links are held on galvanized steel springwire framework, 
Lies flat. Follows contour of the floor. Beveled edges, 













































































Can be rolled or folded. 4 Mc 
TUF-TRED TIRE FABRIC MATTING Sal 
A long-wearing mat for promoting safety and grnttns L 
comfort. Beveled nosing on all sides. For use aroun . 
machinery, on ramps, wet floors and in shower and locker r 
rooms, %"" thick, up to 6' wide, any length. Standard sizes: the 
The ONLY 16" x 24," 18" x 30", 22" x 36", 26" x 42", oe 
Successful Highly desirable territory open to mill supply om 
OIL and GREASE ¢& and machinery dealers = 
F Sccader, Bs160 RESISTANT fave been veceived from your Sorvinery en ter prea ©. 
ESICO quality and over-all M AT ‘ij i N G : i " asso 
— my Se Neo-Cord ae de 
ee Counter-Tred of 
of long, uninter- Contains no-rubber AMERICAN MAT CORPORATION as V 
rupted service. Spe- Wes 
a SECO — Be Made with Dupont Neoprene 1799 Adams St., Toledo 2, Ohio 
you of satisfaction. 
ater a for Ble 
Seaden Ex 
On the Esico Line 4 . 
this Universal A 
nee! 
IRON REPAIR CEMENT fa 
pro’ 
b . b . mer 
.. rings you business a 
Treadle-operated. Au- mi 
ay Go 
leaves “operator's Every customer on your books—and your J 
a prospects as well—are present or potential tifie 
SOLDERING IRON — of Smooth-On No. | Iron Repair and 
For more than 50 years, mills, factories and - 
foundries have been buying this repair neces- L. 
sity to stop leaks, seal cracks, tighten loose var 
Positive TIP control pre- parts and fixtures. wel 
cannot fall below solder- In emergencies and for daily routine main- ver 
Practical method of ‘con- tenance repairs, Smooth-On No, | saves your of 
exclusive ESICO feature! customers production delays, trouble, expense. for 
ESICO SMOOTH-ON We constantly remind your trade of he 
SOLDER POTS MFG. CO., Smooth-On through advertisements reaching ma 
Dept. 25, every industry. Thousands of Smooth-On Re- a 
oer ci aN J. pair Handbooks are distributed each month a 
to gesagt 4 in your own ye “ oh 
ou are not now carrying Smooth-On - 
Fase ot Steen. Designed No. i" write us for full Te esate ey discounts, = 
selling aids, etc. Mail us a postcard today. 
80-145 Mi 
no 
me 
De 
an 
ELECTRIC SOLDERING IRON CO. Inc. ph 
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L. T. McGuire studies reports at his 
desk in the Salt Lake City branch 
of Western Machinery Co. 


McGuire To Manage 
Salt Lake City Unit 


L. T. McGuire was made manager of 
the Salt Lake City branch of the West- 
ern Machinery Co., Mr. McGuire is a 
graduate in mechanical engineering 
from Ohio Northern University. He 
spent 13 years with the Byers Machinery 
Co., Ravenna, Ohio, and then became 
associated with the Harnischfeger Corp. 
of Milwaukee. He was with the latter 
firm for five years, as sales manager and 
as West Coast manager. He joined the 
Western Machinery Co., some time ago. 


Blackmer Institutes 
Expansion Program 


An expansion program in the engi- 
neering department of the Blackmer 
Pump Co., Grand Rapids, Mich., will 
provide for more extensive develop- 
ment work on the firm’s line of rotary 
pumps, it was announced by B. L. 
Gordon, president. 

John B. Caldwell, who has been. iden- 
tified with the development of pumps 
and various types of hydraulic equip- 
ment, was made chief engineer, and 
L. R. DeWolf and V. A. Brunson were 
named senior engineers. Mr. Cald- 
well is a graduate of Cornell Uni- 
versity in 1931 and was general manager 
of a large metal fabricating concern 
for a number of years. Subsequently 
he spent about four years in charge of 
manufacturing operations for Air Re- 
duction Aircraft Instrument Division 
and then three years in the Navy from 
which he was discharged last summer 
with the rank of lieutenant commander. 

Mr. Brunson was graduated from 
Michigan College of Mining and Tech- 
nology in 1934 and joined the Black- 
mer engineering staff in 1935. Mr. 
DeWolf was graduated from Cornell 
and worked thereafter for Freeport Sul- 
phur Co. and the B. F. Goodrich Co. 





We Say “Get in Touch Wi 


pg hog d, 50-foot So the "shortest path” 





In Business for Your Safery 





















This:is what we are 
saying to YOUR cu 


e * 


ie PLANE Ottomeray 
YY Wentworth and Smith 


Ith Our Distributor” 


8i2€8 You need, Wa’ 

S . We're dos 

THEORY — supplied. So eeine Our beat to keep 

yo Phone and get what yo, 1 Pick up 
U want it, you want—when 


mill and your plant is b between our chain 


with Products - 18 to 


te, ‘. e ke it i r! 

traight line” ican Chain distr; YY way of an Ame 
you. Just 1i Would serve y ‘stributor, Hig busi: —— 
had to a, ue that. rvé yo usiness 


meciphia, Ptsburgh, Pertond, Sen 


N DIVIsio 
AN CHAIN 2g CABLE 


fr 
oncisco, Bridgeport, Conn, 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, Sen Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


: 2 In Business for Your Safety 


MILL SUPPLIES © JANUARY, 1947 








Stomers 


















1819 NO. BELMONT AVE. 





WESTERN 


A Better 
Welded 
CHAIN 


pose, for every essen- 
tial industry—wherever | 
chains are needed, you'll | 
find Wesco Chains doing 
a better job because they 
are better welded chains. 


Proof Coil Chain 
BBB Coil! Chain 
Sling Chains and 
Log Chains 

Railroad Chain 


Write for the Wesco 


CHAIN CO. 


, CHICAGO 13, ILL. 








TET FRA ORRRIRE RIO ee Cm RR 
Every Industry Is A Customer For 
CADO FLO-MASTER FOUNTNBRUSH 


for every industrial pur- 


Industrial Chain Catalog | | 


@ For templet marking, pattern 
marking, signal, storage, inspec- 
tion, production marking, in ship- 
ping rooms, layout rooms, office 
and laboratory there are countless 
uses for a “Cado” FLO-MASTER. 





135 West 23rd Street 
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This new valve controlled pocket Fountnbrush writes, draws, 





CUSHMAN: & DENISON MFG. CO. 


marks, on any surface. Leak- 
proof. All aluminum. CADO 
Inks in black and colors dry 
instantly. 


There’s big demand waiting 
for FLO-MASTER. Complete mer- 
chandising and sales 
Write for full details. 


helps. 


& New York 11, N. Y. 











tae carrying i aan 
CLOVER LINE 


CLOVER COATED ABRASIVES, —inaii grains, 


grades, backings, coatings, sizes and shapes. 


Rioves COMPOUND | ae 
-GRINDING POLISH | 








CLOVER LAPPING AND GRINDING 
COMPOUNDS, —Famous since 1903. 


CLOVER GRINDING WHEELS, —technical, 


general purpose and hardware. 


When you concentrate on the com- 
plete CLOVER Abrasives Line in a 
territory that is a// yours, you buy at 
lowest prices and sell at maximum 
profit. 


Abrasives’ selling is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


CLOVER MFG. CO., Norwalk, Conn. 


Vite. 
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EXTRA QUALITY 
at every 






Ww. A. Anderson, branch manager of 

the Cameron & Barkley Jackson- 
_ville, Fla. unit, studies some re- 
ports. 









BLOW 
TORCHES 


The 92nd semi-annual meeting of BUILT RIGHT FOR HALF A CENTURY 


the American Hardware Manufacturers’ That's why. . . C& L Blow Torches give better performance over a perivd 
Association. and the 56th annual ses- of years. Proven experience — plus more than half a century of iethiinnens 
sion of the Southern Wholesale Hard- service has earned top position for C & L Blow Torches and Fire Pots. 
ware Association will be a joint ven- 
ture and will be held April 13-17 ‘at 
the Palm Beach Biltmore Hotel, Palm 
Beach, Fla. Facilities will be avail- 
able also at the Whitehall, Palm Beach, 
and Mayflower hotels. 

Charles F. Rockwell, secretary-treas- 
urer, American Hardware Manufactur- 
ers’ Association, and T. W. McAllister, 
secretary, Southern - Wholesale Hard- 
ware Association, are handling reserva- 
tions. 






Hardware Wholesalers, 
Manufacturers To Meet 














NO. 32A—MECHANIC'S STANDARD TORCH For Gen- 
eral use. Generates a powerful steady blue flame 7 inches 







long, which can be reduced to a small flame for light 





work. Burner has blunt control needle, removable jet 







block and detachable cleaner pin. Generator is weather | 





protected with full skirted heavy windshield securely | 









fastened in place. Heavy gauge brass tank. Bottom filled. | 






Automatic pump. Regularly supplied for burning gaso- 






| 


line. Kerosene may be used by changing jet block and | 





Appleton Electric 
Moves New York Site 


The Appleton Electric Co., Chicago, 
Ill., manufacturers of fittings and other 
electrical products, announced that 
their New York offices are now located 
at Room 570. 50 Church St., New York 
City. 






cleaner pin. 






oo | 





NO. 22A—COIL FIRE POT Equipped with quick detach- 
able Coil Unit. Easy to start and simple to operate, burns 






in any kind of weather. It generates a large powerful 






blast flame which quickly melts a pot of solder or babbitt. 






It has broad base, sturdy uprights, sets low and is de- 












signed to handle a full six inch metal pot. Filler plug 






made with dust cap to cover filling funnel. Regularly 






supplied for burning gasoline. Kerosene may be used by 






changing burner jet. 











C&L Torches and Fire Pots have stood up under strenuous action and 
rough handling. . . . The men who a production lines rolling know 
the name C&L and its long record of performance. They prefer C&L Heat 
Tools, knowing them to be always ready for duty when continued service 
and dependability are most needed. 















Stanley Wiedemann (right) re- 
turned to Warren Balderston Co., At leading jobbers everywhere. 
Trenton, N. J., recently after serv- 


ing in the armed forces. He is as- 

sisting John Peters, inside sales- 4 L AY T ° | & A Aa M B E R T M F G ' Cc ° : 
man, with price information in an- 1716 DIXIE HIGHWAY “ LOUISVILLE 10, KY. 
swer to a query. 
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“1.4¢ A YEAR FOR MAINTENANCE” 
(ase 
ARBOR 
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SAFETY BELT HOOKS 








All the best features of any Belt Lacing. 
In sales and performance features, Safety Belt Rem 
Lacing offers the most. Distr 
_ Only Safety Belt Hooks have the patented binder bars that 
Ty rigidly hold hook alignment and lap over belt ends to prevent The 
fraying, are suitable for all types of belting. is sittii 
Safety Belt Lacing can be applied with any standard lacer, ay 
a lacing machine—and by using the inexpensive Safety Tu-Way = 
Lacer, can also be applied with a ham- office 
mer—is suitable for all belt lacing very h 
markets. 60-ft 
For the universal, all- a ‘ 
hohe saperioe belt fe firm's 
ho wy by hg Hooks for volume and st 
items 
Ale 
Ser 


A POWERFUL MACHINE 
THAT NEEDS NO POWER 


ELT-LACER CO. A 
5388 N. Menard Ave. Chicago 30, tion 





first | 
Imagine the sales possibilities Sinder Bors btatine Gare U.S.A. 1940 
with a product that performs ea 
like this: A manufacturer of 
automobile accessories and \GENERAL PURPOSE ee 
household appliances (name T agai CARBIDE TOOLS i. 
on request) has purchased nl ; _ 
1,659 Famco Arbor Presses for —~ \ cent 
assembly operations in the past be g 
decade. The cost to maintain “| 
these constantly busy machines Hite 
averaged only 14c per press Willey's General Purpose Tung- ee War 
over the 10 year period! Famco canine eae egy ~ A divi: 
Presses deliver up to 15 Tons ers thre, bakelite and tough alloy up’ 
pressure. They speed up “slow” Speened seokadien ik Gee po a 
Operations, are easily moved Prompt deliveries on these standard tools ‘pos 
from place to place, require ° 5 : 
no electric power and conserve New, Willey's 710 “— 
valuable floor space. Write to- -. —, vy 7 grade of Carbide, just Write for 
day for full details about the weed $0 tip ony pe phogy Page dary J Willey's WILLEY'S NEW 
profitable Famco line of Pow- LB for making special tools to your CATALOG 29 
erful Machines that Need No . on Your Business Letterhead 
Power. 


NEW DESIGN MASONRY DRILLS 
Needed by every maintenance man. Drill concrete, brick, slate, 


marble, tile, asphalt, carbon, asbestos, plaster, wall board 
nearly twice as fast. Quiet, efficient, stay sharp many times 


longer. Used with any ——- rotary drill. Goes for weeks 
without resharpenjng. from 3/16"' to 2"* diameters. Get 
a set from your supply house today, at new low prices. 


MILL SUPPLY HOUSES * 





FAMCO MACHINE COMPANY 
1321. 18TH STREET © RACINE, WIS. 


famco kek 
machines 


© SQUARING SHEARS WILLEY’S CARBIDE TOOL Co. 


ARBOR PRESSES e FOOT PRESSES 1342 W. Vernor Highway Detroit 1, Michigan 


Ga 








Some territories still open for Willey's standard and special cutting 

aiadeee A tools, drills, reamers, Fw may and diamond tools. Write for full 

uy ley’s Standar: 8 information and new Catalog No. 29, and special circular covering 
——<"= tools by the package. 





— —_—§ —-_,/§ —_ ce anen 
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MP NOTES by DEMIN 


POWERED FOR EMERGENCIES 


The Deming deep well turbine pump illustrated (at 
left) is equipped with a combination motor and gear 
head to assure continuous factory water supply at 














all times. 










Should electric current fail, the pump is operated by 
an auxiliary engine direct-connected through a flexi- 







ble coupling to a gear head between the discharge 
head and motor drive. A flat belt pulley can be sub- 
stituted for the gear head if the engine is used only 






Remodeling Brightens 
Distributor Office 

The N. O. Nelson Co., Salt Lake City, 
is sitting pretty in its recently remodeled 
and redecorated quarters. The sales 
office is fronted by display windows 
very high and spotlighted. The room is 
60-ft. long and high-ceilinged. The 
firm’s industrial lines include valves 
and steam specialties together with such 
items as are sold to the trade. 







occasionally for driving the pump. 





Deming deep well turbines can also be equipped with 
direct current motor head or steam turbine head. 
Write for illustrated Bulletin 4700-8. 





















“DAY & NIGHT SERVICE” 


View at right shows part of a battery of 
Deming side suction centrifugal pumps 
operating on a ‘round-the-clock schedule 
in a large refinery. Write for illustrated 
catalog bulletins on Deming Cen- 
trifugal Pumps. 


Alemite Exhibits 
Service Equipment 


A large assortment of new lubrica- 
tion service equipment, including the 
first new models of matched units since 
1940, were exhibited at regional con- 
ventions of Alemite distributor sales 
groups throughout the country during 
December. The new equipment ranges 
from individual hand-guns to six-outlet 
center-stands from which two cars can 
be given lubrication service at one time. 





MISSING ... THREE OILERS 


The Deming High Speed Rotary Pump shown 
at left is the heart of an ingenious oiling 
system that keeps 300 machines automatic- 
ally lubricated in a large metal working 





\ epee geese 7 4 


“Utility and performance,” said F. A. 
Hiter, senior vice president of Stewart- 
Warner Corp., and head of the Alemite 
division, “plus customer-appeal or ‘dress 
up’ have been the goals of our engineers 
and designers in creating this first truly 
‘post-war’ line of equipment.” 











3 
y 
* 





John Clark (left), chief of the 
plumbing and heating section of 
Mills & Lupton Supply Co., Chat- 
tanooga, Tenn., talks with Brother 
Mack, who is field representative 
for Johns-Manville. Mack Clark was 
formerly with McClung Co., Knox- 
ville. 











plant. Formerly a crew of four men were 
kept busy on the oiling job. Now only one 
man is required to operate the complete 
system. Write for complete data on Deming 
High Speed Rotary Pumps. 


DEMING DISTRIBUTORS LOCATED EVERYWHERE 


& 


Distributor, write us. 


A 


. Close cooperation between Deming field engineers and Deming Distributors 
makes a hard-to-beat combination of sales-engineering "know-how" to serve 
your pumping needs. If you don't know where to locate the nearest Deming 


THE DEMING COMPANY «+ 183 BROADWAY, SALEM, OHIO 


DEMING 


INDUSTRIAL PUMPS 





This is one of a series of advertisements appearing in national business maga- 
zines which reach your customers and prospects every month. The reference 


to Deming Distributors will appear in every advertisement throughout 1947. 
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You do not have to sit on the floor or throw your neck out of 
joint to check the cutting operation on the Kalamazoo Band Saw. 
Look right down into the cut—make adjustments while machine 


is operating. 


Visibility is an important factor in accurate, fast, cut-off work 
—and the Kalamazoo provides a clear view of the job from the 


start to the finish of the cut. 


Ask your dealer or write direct for complete information. 







MACHINE TOOL DIVISION 


Kalamazoo Tank & Silo Co. 
In Canada—Bridge Machinery Co.—Montreal 


Kalamazoo, Michigan 





FOR CIRCULATING 
TRANSFERRING 
COOLANTS 


ft with Confidenc: 
e 

mm 

i) 


ge the CULE 
PADDLE PUMP 


Handles alcohol, peenies oil, syrups, 
peanut butter, printers’ ink, sea water, 
sewage, dilute acids or alkalis, and will 
pass solids as large as rice grains. (Not 
“1 recommended for carbon tetrachloride, 
'— gasoline, benzine, fuel oils). Has only 
") One moving part—the ‘rock rubber” 
~-; impeller, which usually outlasts bronze 
{| %; pump case. 1750 RPM .. . 55 ft. 
total head, including a 20 ft. suction 
lift . . . instant —ee én 
requires no packing or stuffing box . ; . 
i reversible. A_ truly 





{ ' quiet operation, 
i promiscuous 
































PROFILE GRINDER 


. .. designed for speed and efficiency, 
finer workmanship, in the precision 
grinding of internal and external pro- 
files . . . curved, odd, and irregular 
surfaces. Its exclusive features result in 
decided operating advantages in the 
tool room, machine shop . . . or in pro- 
duction grinding. Performs a variety of 
operations at substantial savings over 
other methods, 


Supplements the Wdlwaakee D 


. . . which is used in tool, die and ma- 
chine shops for filing, sawing and lap- 
ping. Hundreds of satisfied owners can 
use the Milwaukee Profile Grinder as 
a supplementary machine. 


WRITE FOR LITERATURE ... 


describing and illustrating the Milwaukee Pro- 
file Grinder. As a machinery dealer, you will 
oppreciate the sales possibilities of both of these 
efficient bench-type mochines . . . the profit 
possibilities they offer you! 


YlwitReO 
CHAPLET & MANUFACTURING CO. 


SET PRUNES RIC SEN RR RET RARE 


242 
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‘ power pump. 






Write for 
Literature 


JEROME SIMER COMPANY 
422 STINSON BLVD 
MINNEAPOLIS 13, MINNESOTA 














SRIEX| 


‘ 
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It's Here— 


an All-Purpose. 
ALUMINUM 
COATING 


Whitlam’s amazing new VERTEX 
Aluminum Coating does perfectly all 
the jobs of special formula paints. Can 
be used inside or out, as a prime or 
finish, on any type of surface. Highly 
resistant to heat, acids and alkalies. 
Extremely bright, economical, covers 
even black in one coat. In quart, gal- 
lon, 5 gallon, 30 and 55 gailon con- 
tainers. Distributors will find many 
opportunities to sell this new aluminum 
coating in the plants and shops on 
which they call. 


J. ©. WHITLAM MFG. CO. 
WADSWORTH, OHIO 


Lneneneineenessmeneemnenel 
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Billings Advanced 
By Falk Corp. 


ubber” L. H. Billings 8B. C. Bugbee, Jr. 
bronze 
3 L. H. Billings was appointed district 


: manager of a new sales territory by 
telly the Falk Corp., Milwaukee. Formerly 
production manager, Mr. Billings now 
directs sales in Wisconsin, upper Mich- 
igan and parts of Iowa. 

After joining Falk as a co-op student 
20 years ago, Mr. Billings worked in 
the engineering and estimating depart- 
ments and then the advertising unit in 
which he became manager. He was 
next order department manager and in 
1941 was made production manager. 

B. C. Bugbee was appointed produc- 
tion control manager. He was associ- 
ated with the firm for the past five years 
and was a member of the plant engi- 
neering department until 1944 when he 
became assistant to the works manager. 

Reginald L. “Tony” Middleton, vet- 
eran in selling and engineering fields, 
joined the sales force of the company 
as representative in the Dallas, Tex. 
territory. He was associated with the 
Continental Supply Co. for 12 years and 
previously was an oil field specialist 
for General Electric in Tulsa. 


Threadwell Tap & Die 
Appoints Polk 

Paul W. Polk was named vice-presi- 
dent and manager of the Threadwell 
Tap & Die Co., Greenfield, Mass. The 
plant, equipment and assets of Thread- 
well were acquired by the Sheffield 
Corp., Dayton, O. last August and will 
be operated as an independent sub- 
sidiary. No changes are contemplated 
in operating personnel or methods of 
distribution. 

Paul Polk has been vice-president of 
the Sheffield Corp., for the past several 
, years. The firm is headed by his 
brother, Louis Polk. During the war 
Paul served as an officer in the Navy 
for two years. Although continuing 
| as a director and officer of Sheffield, 
Mr. Polk will devote all of his time to 
his new duties at Greenfield. 
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It goes on in no time— 
Simply put the cable end 


the sea 


and driue in the plug, 


es 
in tight. Through the 
hole - 
ee e : + 
luisted strands that 
the joint is perfect. 
These better connectors dampen vibra- 
tion, prolong wire rope life. These 
advantages, plus low cost installation 
and life-time service, have made them 
the standby in the shipbuilding and 
construction industries, and where- 
ever wire rope and cables are used. 


Available through your mill supply 
distributor. 
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DOUBLE CONNECTOR 
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4121 SO. LA SALLE STREET + CHICAGO 9, ILLINOIS 
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Flexible-Tool Shaft 


Easy to Stock, Easy to Sell, 
plenty of repeat business 


Retails for $15.00 (5 ft. Model) 
(6 ft. Model $16.50) 


@ The STOW Flexible Tool 
Shaft will attach to any 
motor, and in combination 
with the proper attach- 
ments will perform hun- 
dreds of important opera- 
tions for shop mechanics 
and maintenance men. 















Every shop will want at least 
one for easy 


@ GRINDING 

@ BUFFING 

@ DRILLING 

@ POLISHING 
@ SANDING 

@ BENCHWORK 


The STOW Flexible Tool Shaft is 
adaptable to portable or stationary 
power units, and is easy to connect 
and disconnect. Ideal for reaching 
those out-of-the-way, hard-to-get-at 
places! 















Write or wire us for dealer informa- 
tion. A few profitable territories still 


STOW 


MANUFACTURING CO. 


nion. N.Y 





















Recent National 
Pump Survey 
Shows: 





ROTARY PUMP 
FIELD 








tered 29.1% 


For complete infor- 
mation about Viking 
Rotary Pumps, write 
today for bulletin se- 
cies 46S. It will be 
sent to you free by 


x 


In Arecent national survey, Vi- 
king Rotary Pumps led the ro- 
tary pump field in popularity 
and widespread use. 
topped the field, being encoun- 
of the time among 
17 makes a rotary pumps listed. 


Vikings 


There is a reason for this popu- 
larity. Vikings place first because 
of their extremely simp'e design 
»s-their rugged construction ... 
their record of dependable per- 
formance. Thus throughout the 
years they have earned their 
place as leader in the rotary 
pump field. 
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return mail. 














COMPANY 


CEDAR FALIS IOWA 








Geeduce COSTLY 











TAP BREAKAGE 





@ Square, straight tapping 
@ Does the job in half the time 
@ Anyone can operate it 


Die makers can be tied up for hours trying 
to dislodge broken taps caused by hand 
tapping. Now the Dahlstrom Tap Guide 
does the job in a fraction of the time with 
work always straight and true. Just fasten 
it to a post or bench, slip a Tap Adaptor | 
into the spindle and the most inexperi- | 
enced operator can handle it. Equi 

with 7 Adaptors, ranging from 8-32 to 

(takes care of 95% of a My ad 4B 
ments). Table size ¥ x 10%", 
oe not furnished. List 


Machine Shop Papers 


DAHLSTROM MANUFACTURING co. 
424 South Sixth St. ©@ Mi 15, Mina. 


Zab trom TAP GU DE 











FLUXES 


FOR SODERING 


These Items SELL 


@ All around flux in 
powder form . . 
soders all metals but 
aluminum .. . takes 
quick bits and holds 
- . non acid. . 
packed in metal or 
glass container. 
re ~ Formula 
for all metals 
yf 000 pounds to 
the square inch with 
no gumming, fumes, 
or corrosion. Use AL- 
LEN Special Formula 
for Stainless Steel 
and Aluminum.» 








SODERING LIQUID 
SALT SODERING 





<q Standard Formula 
° fast working, 
corrosion free, 
form or flux... ad- 
heres to surface while 
you soder .. . makes 
soder self Sexiee. 
Underwriter Ap- 
proved. 
Cleans ms aentane 
sodering 
cutlives fibrous jumps 





. does not crumble SOLID 
SODERING ‘or corrode metal work SAL 
PASTE or tools on the job. AMMONIAC 


FLUXES for SODERING 


“SEND FOR FREE SOLDERING CHART" 
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L. B. ALLEN CO., Inc. 
6731 BRYM MAWR AVE. 
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S. R. Brown is assistant manager 
of the Lorenz Co., Klamath Falls, 
Ore., which is planning on remodel- 
ing its building. 


Lorenz Co. Plans 
Plant Modernization 

S. R. Brown, assistant manager of the 
Lorenz Co., Klamath Falls, Ore., reports 
that the large building that the firm 
now occupies will be remodelled dur- 
ing the coming months and extensive 
rearrangements in stock. office and dis- 
play room locations will be made in 
order to facilitate handling and to cut 
down internal costs. All this is to be 
done according to engineered plans laid 
out before the work starts. 


Reeves Pulley Opens 
Philadelphia Office 





Philip C. Talbot 


The Reeves Pulley Co., maker of 
variable speed control units, has es- 
tablished its own office in Philadelphia 
at 33rd & Archer Sts. Philip C. Talbot 
was named manager of the branch of- 
fice and will be assisted by William A. 
McCosh. Both men are graduate engi- 
neers and have been directly connected 
with the engineering and sale of Reeves 
products for many years. 

The branch office will carry a com- 
prehensive stock of pulleys and replace- 
ment parts for all standard sizes of 
Reeves’ units. 
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merican 
Brand” 
Cordage 








“AMERICAN BRAND” ROPE, TWINE, OAKUM 


AND PACKING are distributed from three big mills, 
through a nationwide network of distributors, to 
farmers, ranchers, fishermen, ship operators, oil pro- 
ducers and all other industries. 


AMERICAN MANUFACTURING COMPANY 
BROOKLYN 22, N. Y. 
Branch Factories: 
ST. LOUIS CORDAGE MILLS - ST. LOUIS 4, MO. 
DELAWARE RIVER JUTE MILLS + PHILADELPHIA 48, PA. 


Sales Offices: BALTIMORE * BOSTON * CHICAGO 
HOUSTON * NEW ORLEANS * PHILADELPHIA 
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SWIFT 





x ‘a SR ge aie eS 


30,000 Dozens 


Weel aslol aha: Wat fold @niel ae iaslialare 
ate delivery of CORNING 
STANDARD PYREX HIGH 
PRESSURE PYREX RED LINE 
and PYREX BROAD RED 
LINE GAUGE GLASSES 


Machine f Pear 

for soecial lenaths 
Cylinders Oil Cus 
Lubticatar Glasses 


a 2 
Write, wire, ore 


Lubricator 
330 JAMES 


ELMIRA 


DUDGEON 
TYPE 16 


An all-purpose, low 
cost tool highly suit- 
able for railroad 
maintenance or gen- 
eral boiler repoir. 
Manufactured to the 
well-known DUD- 
GEON standards of 
workmanship and 
moterials, it provides 
o simpler, more rug- 
ged exponder for all 
tube sizes and tube 
sheet thicknesses usu- 
ally requiring higher 
priced tools. Model 
t6 has only three 
ports — hardened 
steel frame; hard- 
ened tool steel tools; 
hardened tool steel 
mandrel. 


Complete literature 
on DUDGEON prod- 
ucts — exponders, 
hydraulic pumps ond 
jocks — ovailable. 
Write Depart ment H 
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for increased profits 


No manufacturer or shop owner 

needs to be convinced that lower 

production costs means increased 

profits. He knows that! His 

worry is how to cut operating 

costs yet maintain his plant’s - 
efficiency. 


Tell the man you're talking to 
about ‘Budgit’ Electric Hoists — 
what a source of profit they are 
and, prove your point! Explain 
how a ‘Budgit’ Hoist, by remov- 
ing all danger of strain or rupture 
from load lifting, saves man- 
hours for the company. By tak- 
ing the strain and danger of 
rupture from load handling, the 
workers’ time and energy go into 
increased production. That means 
lower operating costs. That's 
profit! The small cost of operat- 
ing a portable ‘Budgit’ Hoist gives 
management another source of 
profit. ‘Budgit’ Hoists are com- 
plete load-handling units in them- 
selves — so, there’s no installa- 
tion costs. That means profit! 


So, however, you present it, it 
means profit to the owner when 
he equips his plant or shop with 
efficient, labor-saving, time-saving 
Budgit’ Electric Hoists. 


Bulletin No. 371 will help 
you sell ‘Budgit’ Electric 
Hoists. Write for copies, 
as many as you need, 


mi BUDGIT: 
iM Hosts 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Vaives and 
‘American’ industrial instruments. 



















DATES 
To Remember 


Jan. 19-24—Canning Machinery & Sup- 
plies Association, exhibit, at Atlantic 
City, N. J. 

Jan. 20-21—Kentucky Hardware & Im- 
plement Association, convention and 
exhibit, Kentucky Hotel, Louisville, 
Ky. 

Jan. 24—Southern Supply & Machinery 
Distributors’ Association, regional 
meeting, New Orleans, La. 

Jan. 27-31—American Institute of Elec- 
trical Engineers, convention and ex- 
position, 71st Armory, New York City. 

Jan. 27-31—7th International Heating & 
Ventilating Exposition, Lakeside Hall. 
Cleveland, Ohio. 

Jan. 28—Southern Supply & Machinery 
Distributors’ Association, regional 
meeting, White Plaza Hotel, Dallas, 


ex. 

Jan. 28-30—Texas Hardware & Imple- 
ment Association, convention and ex- 
hibit, Rice Hotel and Municipal Audi- 
torium, Houston, Tex. 

Feb. 3-6—Automotive Accessories Manu- 
facturers’ Association, Atlantic City. 
Feb. 4-7—Ohio Hardware Association, 
convention and exhibit, Public Audi- 

torium, Cleveland, Ohio. 

Feb. 4-6-—Oklahoma Hardware & Imple- 
ment Association, convention and ex- 
hibit, Municipal Auditorium, Okla- 
homa City. 

Feb. 10—American Supply & Machinery 
Manufacturers’ Association and South- 
ern Machinery & Supply Distributors’ 
Association, joint meeting, Hotel 
Peabody, Memphis, Tenn. 

Feb. 10-11—Panhandle Hardware & Im- 
plement Association, convention, Her- 
ring Hotel, Amarillo, Tex. 

Feb. 10-13—Pennsylvania & Atlantic Sea- 
board Hardware Association, conven- 
tion and exhibit, Wm. Penn Hotel, 
Pittsburgh, Pa. 

Feb. 11-12—Connecticut Hardware Asso- 
ciation, convention, Hotel Bond, Hart- 
ford, Conn. 

Feb. 17-20—Concrete Industries Exposi- 
tion, Hotel Sherman, Chicago. 

Feb. 24-28—American Society for Test- 
ing Materials, spring meeting, Ben 
Franklin Hotel, Philadelphia. 

Feb. 25—American Supply & Machinery 
Manufacturers’ Association and Na- 
tional Supply & Machinery Distribu- 
tors’ Association joint meeting, Hotel 
Cleveland, Cleveland, Ohio. 

Feb. 27-Mar. 2—Southwest Automotive 
Show, Sam Houston Coliseum, Hous- 
ton, Tex. 

Mar. 11-12-—Leather Show, New York 
City. 

Mar. 16—American Warehousemen’s As- 
sociation, Merchandise Div., Hotel 
Jefferson, St. Louis, Mo. 

Mar. 17-19—Chicago Production Show, 
Stevens Hotel, Chicago. 

Mar. 18-20—Packaging Conference and 
Exhibition, Auditorium, Atlantic City. 

Mar. 22-27—Western Metal Exposition, 
San Francisco, Calif. 

Mar. 25-28—Greater New York Safety 
Council, 17th annual convention and 
exposition, Hotel Pennsylvania, New 
York City. 


List Prices per Box of Alligator Belt Lacing 
Moneland Belt 
Size | Steel Everdur Contents Thickness 
00 }$1.40 $5.50 6 sets for 6" belts Up to 1/16” 
1 1.60- 6.00 6 sets for 6 belts | 1/16" to 3/32” 
5 1.80 6.50 6 sets for 6” belts | 3/32" to 1/8" 
15 | 1.90 6.75 4 sets for 12" belts | 1/8” to 5/32" 
20 2.00 8.00 4 sets for 12” belts | 5/32" to 3/16” 
25D} 2.50 9.75 4 sets for 12” belts | 3/16" to 7/32" 
25F | 2.50 6 sets for 8” belts | 3/16" to 7/32” 
25G| 5.00 8 sets for 12” belts | 3/16" to 7/32" 
+] 27K] 2.65 11.50 4 sets for 12" belts 1/4” to 9/32" 
-| 27L | 5.30 8 sets for 12" belts | 1/4” to 9/32" 
35M] 2.30 4 sets for 8" belts | 9/32" to 5/16" 
35N | 3.40 15.00 4 sets for 12" belts | 9/32" to 5/16” 
4SU| 4.50 19.50 4 sets for 12" belts | 5/16" to 3/8" 
SSW] 5.20 29.00 4 sets for 12" belts | 3/8" to 7/16" 
65X | 6.00 36.00 4 sets for 12" belts | 7/16" to 1/2" 
75 8.80 57.00 4 sets for 12" belts 1/2" to 5/8" 








ALLIGATOR |¥ 


TRADE MARKS REG. US. Pal, OFFICE 


STEEL BELT LACING 


OR use on leather, rubber, balata, stitched canvas or 
solid woven belting,*giving a smooth, flexible joint 
excellent for general service, high speed and heavy duty. 
Efficient separable hinge lacing of extreme strength. 
Protects ends of fabric belts. Operates successfully with 
an idler or on serpentine drives. 






































JUST A HAMMER 
TO APPLY IT 


ECONOMY PACKAGES 
FOR THE SMALL USER 


In five sizes packed 10 pack- 
ages of a single size to a carton. 
Each ckage contains one set 
of lacing complete with gauge 
and hinge pins for a 12-inch 
belt. Easily broken to length for 
narrower belts. Avoids the ne- 
= of “breaking” a standard 

x. 






















Size List per 
No. Carton 
15-E $4.75 
20-E $5.00 
25-E $6.25 
27-E $6.65 
35-E $8. 





a Bulletin A-60 gives complete 





For belts wider than 12 inches always use continuous 
lengths -for best results—Furnished to order in any length 
for any width of belt. 

Corrugated pins supplied regularly with Nos. 00, 1 and 5 
Alligator tape fasteners. These pins are also used with the 
larger size fasteners for conveyor and elevator belt service. 
Sectional steel rocker hinge pins supplied regularly with 
Nos. 15 to 75, inclusive, for transmission service. Rawhide 
hinge pins supplied with Nos. 00 to 45, inclusive, only upon 
request. 


JFLEXCO| HD 


ALG UE OA, Orrce 


BELT FASTENERS and RIP PLATES 
for Conveyor and Elevator Belts 








The Compression Principle. Scientific design and construction of 
Flexco HD Belt Fasteners provides the maximum application of the 
principle of compression to the belt ends and is by far the most 
successful method of mechanically joining heavy duty conveyor 


and bucket belts. 


Notice that the plates are cupped to receive the nuts and bolt 
heads. The finished tight butt joint is leak-proof, practically flush 
with the belt and will operate satisfactorily through trippers and 


take-up pulleys. 


The Rip Plate is an outgrowth of the Flexco HD Fastener. It is 
longer, for a better grip on irregular tears, while the center bolt 
keeps the fastener from bulging. Used only for repairing length- 
wise rips. Not to be used to repair breaks or tears across belt width. 














Thickness Price per 

of Belts Min. wt. box of 10 

Size No. for which Pulley| Per | Sets Steel 
suitable Diam. Box Fasteners 

1 1/4" to 7/16} 12°]1 Ibs.) $ 6.00 

e | 1-1/4 | 5/16"to1/2" | 14”°11.8lbs.) 6.50 
& | 1-1/2 3/8" to9/16"| 18°} 2.3ibs.| 7.00 
: 2 1/2"t03/4" | 30°13 Ibs.| 8.00 
& | 2-1/2 | 11/16" to 1” 42" 16 Ilbs.| 12.00 
3 7/8" andup | 48" | 6.6lbs.| 13.00 
a8] RPI 1/4” to 1/2" 1.8 lbs.| 10.40 
«2 RP2 3/8” to 2/4" 4 lbs.| 12.30 


























ALLIGATOR 
V-BELT FASTENERS 


Alligator V-Belt Fasteners make fossible the use of open 
end or non-endless V-belts on installations where replace- 
ment of endless V-Belts requires dismantling oi line shafting 


tails on Alligator lacing. 






























ALLIGATOR BELT CUTTER 


Will cut any belt (except. metal 
stitched) up to 1/2 inch thick by 
8 inches in width. Used in a 
horizontal position on bench or 
up-ended on floor. 


geen? 









View above shows how the belt 
ends are compressed, 


Flexco Fasteners are also made 
of Monel (acid-resisting), Ever- 


dur (non-sparking) and Promal 
(abrasion resisting). 

Flexco Tools should be used in 
the —— of these fasten- 
ers. Bulletin F-100 gives com- 


plete information. 








For Belt box, 





or machinery. They are to be used only for joining sp Y 
constructed V-belts having cross-woven fabric or “duck ten- 
sile’’’ center. They are not to be used to shorten or repair 
the conventional endless V-belts of cord center construction 
for such belts do not have the “carcass” to hold the fastener 
end make a sufficiently strong joint. 


PRICES SUBJECT TO DISCOUNT 


“ Section | Size | Box of 1 Ibs. 
B B437| $13.00 0.6 
Cc C625 15.00 1.4 
D D750 19.00 2.5 























Alligator V-Belt tools should bi 

when applying these fas 
teners. Bulletin V- gives com 
plete information. 
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Simplex No. 
2522 Jack. Ca- 
pacity 25 tons; 

sient sas 
lift 10'/,"'; toe 
lift minimum 
4%"". Weight 
140 Ibs. 





E 
x 
i 
I 


Lots of heavy machines are being 
moved. For those jobs the Simplex 
Standard Speed Ball Bearing In- 
dustrial Jack is "tops" for ease, 
‘speed and safety. No. 2522 lifts 25 
tons a full 10!/, inches with great 
ease, and lifts its full rated capac- 
ity on the cap or the broad toe 
lift (10 sq. in.}. Greater clearance 
above ground for easier operation 
because the enclosed ratchet mech- 
anism is at the top of the Jack, 
instead of in the base as in journal 
Jacks. Many of your customers need 
this Jack NOW. 


Templeton, Kenly & Co. 
Chicago 44, Ill. 
Better, Safer Jacks Since 1899 


Feot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Selling! Immediate Delivery! 


Every production or te job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 
hands free for more rapid insertion and removal of work. y up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and ee Husky, compact, 
precision-built; exerts a grip of 15 times air line pressure; Tried 


; tS ag ried once @ 0) O90 
re-ordered in quantity. With Foot Control Valve, Air Hose & Fittings, only 
Territories Open for Distributors and Factory Representatives 


W. R. BROWN CORP. 5727 W. ARMITAGE AVE. CHICAGO, ILL. 
SPEEDY AIR VISES * AIR REGULATORS * AIR FILTERS * PORTABLE COMPRESSORS * PAINT SPRAYERS 


AMERICA'S MOST TALKED-ABOUT ViSE 





AT A PRICE 
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soril 7-10—National Association of Cor- 
rosion Engineers, convention, Palmer 
House, Chicago. 

sril 14-17—Southern Wholesale Hard- 
ware Association, 56th annual conven- 
tion; and American Hardware Manu- 
facturers’ Association 92nd _ semi- 
annual convention, Palm Beach Bilt- 
more Hotel, Palm Beach, Fla. 

April 28—American Foundrymen’s As- 
sociation, convention, Book-Cadillac 













if and Statler Hotels, Detroit. 

y: April 29-May 1—industrial Packaging & 
Materials Handling Exposition, Hotel 

at Sherman, Chicago. 

adi May 6-8—Petroleum Industry Electrical 
Association Conference, Rice Hotel, 

a Houston, Tex. 
nal May 11-14—Triple Mill Supply Conven- 





tion (American Supply & Machinery 
Manufacturers’ Association, National 
Supply & Machinery Distributors’ As- 
sociation, Southern Supply & Machin- 
ery Distributors’ Association), Hotel 
Traymore, Atlantic City, N. J. 

June 3-5—National Federation of Sales 
Executives, annual convention, Bilt- 
more Hotel, Los Angeles, Calif. 

June 16-20—American Society for Test- 
ing Materials, annual: meeting, Chal- 
font-Haddon Hall, Atlantic City, N. J. 

Sept. 8-13—Instrument Society of 
America, conference and_ exhibit, 
Stevens Hotel, Chicago. 

Oct. 21-25—California Section, Ameri- 
can Chemical Society, exposition, 
Civic Auditorium, San Francisco. 
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Yon Can't 
Pick Up 
(Continued from page 113) 













the garage, talking to the hands. During 
that “loafing” he learned plenty, saw 
how the garage was operated, what 
they used and, more important, what 
they needed. For it has been Mr. Buller- 
dick’s contention (and that of his boss’s, 
too) that the good mill supply salesman 
is best able to sell by being of real 
service to his accounts. 

The next time around that territory, 
Mr. Bullerdick went back to the garage. 
He found the owner in. And, needless 
to say, made a sale and established a 
new account. 

With new faces at old accounts, it is 
not so difficult. That is, unless the old 
account has changed its production. In 
most cases it is more a problem of get- 
ting acquainted and this is easier, for 
Previous knowledge may be brought 
into play. 

“All in all,” Mr. Bullerdick said, “I’m 
glad things have worked out as they 
have. I’ve learned a lot more about 
selling mill supplies and I’ve made a 
lot of new friends.” 
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DIAMOND DRESSING TOOLS 


Hand tools in the following 
six sizes are available in the 
Calder line: #1, 2, 3, 4. 5. 6, 
“Ga” diamonds in any size 
diamond or nib are also 
available. Calders uncondi- 
tional guarantee of satisfac- 
tory service assures full 
protection to both distributor 
and user. 














CALDER MANUFACTURING CO., 
628 N. PRINCE ST., LANCASTER, PA., U.S.A. 
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for a 


COMPLETE 
PROFITABLE 
DISTRIBUTOR 

SERVICE 


All requirements of grinding wheel 
users are covered by the 7 sizes in 
which Calder Dressers are avail- 
able. In spite of the ever-increasing 
demand for “Calder”, the needs of 
your customers can be met with a 
minimum of replacement parts and 
simple stock inventory. 


The value of the Calder line has 
already been established and is the 
result of faster cutting, greater ac- 
curacy in dressing and longer cutter 
life. These advantages are being 
capitalized on by alert distributors 
everywhere. 


Calder Dressers feature cutters of 
electric furnace-heat treated high 
carbon tool steel. Greater hardness, 
toughness and maintained clean, 
sharp cutting action are assured. 
Bushings are threaded right and left 
hand for automatic tightening by 
cutter rotation. They are long wear- 
ing, cannot become loose and are 
easily replaced when necessary. 





































































































































DIENER | (¢ ) | Dire 
4 0 Dire 
FIRE PREVENTION | | FLLIOTT a faft|| as 
EQUIPMENT | guest” a 
4 is a | 
Keep Fire Hazards | de fe 
a e } 
at a minimum | a0 
PROTECTION MACHINES to it 
SCAN all lit 
Spot the proper piece of ted 
DIENER equipment for emeniniientl little 
those potential fire haz- vied by ofl your industrial 
PERFECTION . on. 
EXCELSIOR ards in schools, ware- clients. 
_ houses, industrial plants, Wherever constont power in a =’ 
and public buildings of all portable tool ls needed, you it 9 
kinds. Fires start from a ta ar R 
sometimes trivial cause an a ial — maili 
but the results are gen- dnnteuivetae maile 
erally. most. devastating riety of industrial operations, day 
and costly. DIENER Fire weh os grinding, sagging, agail 
Prevention Equipment for burring, buifing, drilling, die it th 
eae “1 > ge ta . ance plier 
eated and unheate agi 
buildings—will give your pont ons, paced ra oat oi hal 
customers proper and Franchises ore for several desirable territories. : 
adequate protection at atalimatniai at 
FOAM TYPE minimum cost. Get all de- past 
EXTINGUISHER _ tails now. F L L | 0 T T i 
ma 
GEO. W. DIENER MFG. CO. MANUFACTURING COMPANY 
400-420 N. Monticello Ave. Chicago 24, Ill. 212 PROSPECT AVE” BINGHAMTON. N Y 
eo ae eee H 
mus 
tip- 
’ R ADVERTISING 
lars 
YES, WHO'S AFRAID? |e ns 
“Not me,” said the boss; “not sub 
me,” said the superintendent; lars 
“not me,” said the foreman. ral] 
Okay then, who's afraid? 7 a & VARIABLE can 
“We,” said the unholy three etsy ig IDEAL SPEED she 
—Dust, Dirt and Grit—"“We're.. BUYING INTEREST nee 
afraid of the blasting from IN THIS NEEDED TRANSMISSIONS : 
that powerful CLEMENTS- | QORIeDeiacEDT Easily installed ie {2° 
CADILLAC CLEANING TOOL. CLEANING TOOL Memaiin: = 
It routs us from every ont Gon sto 
Seened crevice in machinery a on a ean ( 
° ing 
EQUIPMENT and equipment—and é 
. with a housing - e 
.TO- au APPEARS MONTHLY 
oo Thy 3 shortage, too a. 7 WIDE V-BELT PULLEYS 3 Fa 
‘ o 8 h.p., ratio 3:1. Wide V-Belt, and wide 
INDUSTRIAL V-Belt Sheaves make this countersha!t vnit nu 
MAGAZINES available as complete drive. op 
"SELECT-O-SPEED" th 
portable electric IF you ranges, Ratios Up tered he 
a 2 Pp ractiona. ° 
Cc LEAN I N G TOO LS WANT A "o> fractional h.p. = 
GET DAMAGING DIRT OUT OF pulleys, wide V Belt of 
HARD-TO-GET-AT PLACES BY 7 eaves, e e of 
BLOWING & SUCTION SELLER Saaes. “Deliveries yo . 
| stoc! 
CLEMENTS M FC co WRITE us cond foe aut catalog, and liberal proposition to ca 
a ‘ e.. . tu 
6624S. NARRAGANSETT AVE. 1H FOR DETAILS tt 
CHICAGO 38, ILL. HAUSTRATEO LOVEJOY FLEXIBLE COUPLING CO. 
HUfis Lovejoy Hebe G ousjilisgys P 


ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR COMPLETE DATA 
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Direct Mail 
Advertising 


(Continued from page 105) 





js a savings in postage involved and 
we feel that the literature will be used 
to good adyantage in the shop. 

“We make a special effort to see 
to it that maximum use is made of 
all literature,” he said. ‘For instance, 
on many of our pieces we have a special 
little tag, printed in red, pasted right 
on. It says ‘Do Not Throw Me Away 

. I am intended for . . .” and then 
it lists various executive classifications. 

“Records are carefully kept on all 
mailings, giving the type of piece 
mailed and the number mailed from 
day to day. This is to safeguard us 
against duplication and also to see to 
it that we round-robin all of our sup- 
pliers on an equitable basis. Large 
scrap books are used for record-keep- 
ing purposes, a system originated some 
years ago. In these scrap books are 
pasted samples of the mailings, plus an 
exact record or the number of pieces 
mailed, and the dates,” Mr. Burst said. 


Special Care 


He emphasized, too, that special care 
must be given literature to keep it in 
tip-top mailing condition. Small circu- 
lars are stored in a ceiling-high rack 
until placed on the literature table for 
subsequent stuffing in envelopes. The 
larger pieces are stored in boxes. Natu- 
rally, supplies in excess of that which 
can be stored in the rack also are 
shelved in packages or- boxes until 
needed. 

“We feel that if we write to a manu- 
facturer requesting literature, the least 
we can do is see to it that it is carefully 
stored and properly used,” he said. 

Concerning the expense of the mail- 
ing program. Mr. Wessel had some 
definite ideas: 

“We had been spending a sum equal 
approximately to 1 percent of our an- 
nual gross. In my opinion, and in the 
opinion of some advertising experts, 
this is too high. I have been told,” 
he said. “and my experience bears it 
out, that approximately 1% of 1 percent 
of gross is about the most that our type 
of business should spend on advertising 
to attain the maximum results. By 
careful planning and checking on re- 
turns, we believe that present expendi- 
tures, which run around the 14 of 1 
percent figure, are bringing in maxi- 
mum returns,” he concluded. 





GREAT athletes, like great 
chains, require tremendous stami- 
na. Many TAYLOR MADE Alloy 
chains — put into service before the 
war—are still in use. Here are the 
reasons why. Alloy steel with twice 
the tensile strength of wrought iron, 
stress-free links made from two U- 
shaped half links and trained experi- 


~Taytor Maoe 


se GROCER. REED 





enced craftsmen are united to give 
you chain that has great resistance 
to shock... grain growth and 
work hardness. When you buy 
chain, buy TAYLOR MADE chain. 
Advertised in leading trade maga- 
zines. Write the factory for details. 


S. G. TAYLOR CHAIN COMPANY, 
Dept. M1, Box 509, Hammond, Indiana 





hott “THE BEST BY TEST SINCE 1873.” 
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Whether he’s a mechanic, machinist or 
maintenance man, the fellow who uses 
and buys tools can really tell you what 
makes thém right. What's more, he knows 
that Walden-Worcester wrenches are right 
for his requirements. 


Made of fine chrome-alloy steel, they 
stand up under the most rugged condi- 
tions. They're precision machined and 
tested to assure permanent accuracy of 
design and size. 


If you want a fast-moving, profitable 
and preferred line, better line up with 
Walden-Worcester wrenches. They're de- 
manded by men who know good tools. 







Manufacturers of a 
complete line of 
automotive, elec- 
trical and aviation 
tools. 


*ORcESTE™ 


STEVENS - WALDEN 


INCORPORATED 


Worcester « Massachusetts 
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BALL 
BEARING 











VALLEY 


Accuracy 








BENCH 
TYPE 








HEAVY-DUTY 
GRINDERS 


and Performance 


Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 


count. 


These grinders are all powered by Valley Motors 


and every unit is built to a single high standard of quality. 


This means complete satisfaction in service which builds 
a post-war reputation for these efficient, low-cost tools. 





Valley 


4221 FOREST PARK BLVD. 


Electric Corp. 


e ST. LOUIS 8, MO. 





















r Bal? SLIP-PROOF 





ADVANCE SAFETY CAR WRENCH 


ADVANCE CAR MOVER COMPANY 





MOVERS 








Help freight cars 
do double duty.... 


ox car traffic is increasing at 
such a rate that it is impossible 
to replace and repair existing 
equipment fast enough. The dis- 
tributor has a ready-made market 
because of this condition—he can 
supply BADGER Car Movers to 
his customers who are senders 
and receivers of freight—they 
will keep loading and unloading 
platforms free and send freight 
cars on their way without delay. 
Light, medium, and heavy types. 
We urge our users to buy thru 
our Distributors. 


APPLETON+>WISCOMSIN 
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Topic of 
the month 
(Continued from page 142) 





by the examination. When the manu- 
facturer’s representative returns he is 
primed for eliminating those weaknesses 
and the trainees are primed with ques- 
tions to round out their information. 

“We have other ways of checking up 
on a new man’s progress, too. For 
example, we will have a friendly ac- 
count call and ask the new man some 
foolish question. If the man is alert, 
he spots this and gets a laugh out of 
it. We also check to find out how 
they follow up on promises, what kind 
of an impression they make at the city 
sales counter and over the telephone. 

“Finally, within a year or two, de- 
pending on the man’s background, alert- 
ness and capacity to learn, he is ready 
to go out on his own. We usually wait 
until the man tells us he is ready and 
if we agree with him, he gets his 
chance. 

“We keep close track of the new man. 
The first two or three weeks, the em- 
phasis is not on sales, but on making 
friends. Of course, we try to give the 
new man something to sell, too. But 
he knows we are not interested in his 
sales totals during this period. He is 
more relaxed because of this. 

“After a while on his own, we deter- 
mine whether the new man is happy in 
his work. If he is, he stays out. Some- 
times, but not often, the new salesman 
will express a desire to come back and 
work on the inside. It is not every 
man who can take the daily grind of 
outside salesmanship. 


Continuous Process 


“But the job is not ended with the 
‘graduation’ of the salesman and his 
initial success on the road. Sales train- 
ing is a continuous process and all of 
our men, including our star salesmen 
and the partners, attend the product 
sessions. Naturally, we also take ad- 
vantage of the manufacturer’s know- 
how by having our salesmen work with 
his representative whenever that seems 
advantageous and the factory man has 
a reputation for knowing his business. 
Because of our class room we probably 
send our men to factory schools less 
than some distributors, but whenever 



















































YOU'RE . 
LOSING 


if you don’t push 
PYRENE® fire equipment 
/ 


>a 


More and more mill supply men are discover- 
ing how much business there is in selling Pyrene 
Products. Houses which never before sold fire 
extinguishers are now selling them at a good 
profit and a quick turnover. The market is 
expanding; operators are more fire conscious 
— they want more protection because of 
increased property value, scarcity of materials 
and added processing hazards. Customers 
naturally buy products with a familiar name. 
It is to your advantage to sell a well known, 
advertised, quality product. Pyrene is one of 
the best known names in fire equipment. 
Appearing regularly in national and industrial 
magazines, Pyrene advertisements are im- 
pressing owners, operat- 
ing men and purchasing 
agents with the impor- 
tance of all-around plant 
fire protection. 

A Pyrene salesman will 
show you how you can 
build extra profits by sell- 
ing Pyrene. Write us to- 
day for further informa- 
tion. 

*T.M. Reg. U.S. Pat. Off. 


FIRE 
EQUIPMENT 


for every hasard 


fPurene Manufacturing Compant 


NEWARK 8 NEW JERSEY Ul 






Affiliated with the C-O-Two Fire Equipment Co 
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Tirade 
with A ROPER 222, PUMP 


“2 


4 DISPERSIONS, INC., BOUND BROOK,N.J. 


From Bound Brook, New DA et flow from the tank through 
Jersey, RBH Dispersions, an inch and a half pipe at 
the rate of 210 pounds in 35 


minutes. 


FROM MINUTES 
TO SECONDS 





Inc., writes... “Thank you 
for your splendid coopera- The results were 
tion in the delivery of the Roper 
Pump for Chlorinated Paraffin. We 


installed the pump and on the try- 


very gratifying.” .. . Another ex- 
ample of a dependable Roper Pump 
saving time and manpower . . . an- 
out pumped 400 pounds in 45 sec- other example of Roper adapta- 
onds, where previously we had been bility to a wide range of pumping 


dispensing this material by gravity requirements. 


Get Our Profitable Yobbing Proposition 


Pumps in a wide range of capacities ... plus a help- 
ful Roper engineering service . . . plus an advertising 
campaign of over 3 million messages ... help you 
sell jobs like this. 


Write for Gulletin of Timely Pacts 












SIZES TO 300 G.P.M. 
PRESSURES TO 1000 P. 5.1. 


331 BLACKHAWK PARK AVE. 
ROCKFORD, ILLINOIS 
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service-station mag, 
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Tell your Proweccty at one 
man and) the latgegs?*Budgit’ 
Chain Black will fift a 2-ton load 
with am@zing ease and speed. 
That overg90 per ‘gent of a man’s 
effort, when lifting with a ‘Budgit’ 
Chain Blotk is cahverted to use- 
ful work. {That the load is under 
perfect comtrol at-all times. That 
safety iclinee, built into it, pro- 
tect the than ying the lifting 
from injugy. That a ‘Budgit’ 
Chain Blogk wilfkvithstand rough 
handling, iid ibuse. That it’s 
easy to cabpy apt place there’s a 
load to liftyyy Hand — and, that 
one man, & can carry it; 
hang it up by¥Mimself; position it 
for lifting; and lift the load! 






It won’t take your prospect 
long to figure out for himself that 
the sooner he invests in a ‘Budgit’ 
Chain Block, the more efficient 
his place will be for he'll have a 
maintenance crew that can do 
more work faster. 


Send for more copies of Bulletin 
No. 367 when you need them in 
your selling. 





Chain Blocks 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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there appears to be a special advantage 
in having the salesmen attend a factory 
class, we see to it that they have the 
opportunity to go. ~ 

“To sum up,” Mr. Pulver said, “the 
mill supply business covers so many 
different lines (and the individual lines 
are constantly improved) that a man 
could spend a lifetime in studying prod- 
uct applications and still not know as 
much as is desirable. Therefore, we 
have a continuous course of training 
for all of our men, and we believe it 
has paid off handsomely in larger sales 
and satisfied customers.” 





Know the 


Answers 
to quiz on page 114 





ANSWERS 


1. A—Hand-grip wheel F—Packing box 
B—Wheel nut G—Bonnet 


C—Spindle H—Wedge 
D—Packing nut I—Seat ring 
E—Gland J—Body 

2. Flow, temperature and pressure, 


fluid handled, nature of service. 

3. Selecting valve size to pass maximum 
flow when wide open and using reducers 
to connect valve and pipe permits keep- 
ing the disk or wedge out of the fluid 
flow as far as possible, thus reducing 
seat and disk erosion to a minimum. 
4. Bronze, cast iron and steel. Steel is 
best for the more severe conditions. 

5. Corrosive or erosive fluid properties 
determine material used in valve manu- 
facture; physical fluid properties influ- 
ence choice of valve construction. 

6. (c)—flow restriction. 

7. Gate valves and swing check valves. 


8. Y or blow-off, globe, needle. and lift- 
check. 

9. (d)—solid-wedge gate. 

10. (a)—-split-wedge gate. Because one 
half of the wedge can seat and stop 


flow even if grit prevents contact of the 
other half. 

11. It is better to use an angle valve, 
as this reduces flow resistance and low- 
ers piping cost. 

12, No. Some valves have non-rising 
spindles, 

13. Union-ring construction eliminates 
danger of removing the bonnet when 
turning the hand wheel, stiffens the body 
against internal pressure and serves as 





Ay 
STEEL GRIP 


~ 


‘ et 





Pdi 


Sreet-crip Safety Apparel keeps 
gaining wider approval from manage- 
ment as its many values are learned. 

Management is vitally interested in 
safety to workers and they find this 
Safety Apparel is worthwhile protection. 

Every part of the body is provided 
for in our various types of apparel. 
You can sell the proper clothing for 
every worker regardless of the haz- 
ards of his job. 

We have had more than 35 years 
of experience in originating and pro- 
ducing Safety Apparel. Each item 


601 GARFIELD BLVD. 
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has proved its protective value in 
many of America’s largest factories. 
In representing our adequate line 
you'll find that you will always have 
the correct design, quality, comfort, 
and utility answer. 

Each plant you sell becomes a 
source of growing profit because the 
use of STEEL-GRIP Safety Apparel 
grows as its great protective value is 
demonstrated. 





GLOVES COMPANY 


DANVILLE, ILt. 
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Have You looked here? 


You may find the answer to your handling problems—free! This 
book is packed with ideas on ae to stop waste effort and delay. 

a = How electric power can do 
your work, while your 
operators just push but- 
tons. And how the P&H 
Zip-Lift combines these 
savings in a low-cost elec- 
tric hoist easily adapted to 
hook, jib, or trolley. You'll 
be glad you sent for it— 
Bulletin H20-1. 


General Offices: 4538 West National Avenue, Milwaukee 14, Wisconsin. 


“a = ‘¥ 
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JOHNSON a. BAND SAW 

Even the most inexperienced shopworker can operate this sturdy machine. Just 

lock the workpiece in place ... press the starter . . tho mashing Gece the Sect. . 
anne gy 

eal for production cutting. A convenient tool for die, machine and repcir shops 

° is fact any metal working plant or factory will keep this machine busy the year 

ro 

















SPECIFICATIONS.---------- 
CAPACITY—10" geends, * flats HEIGHT—39"' overall 
MOT Pen —V2 H Ball bearing 110/60/1 or BLADE LENGTH-—11'5" x %"" x 21 gouge 
31" WEIGHT—750 Ibs., crated 800 Ibs. 
SED r11"" wide, 44" long, 6" deep, 24° SPEEDS—35, 90, 130, 190 feet per 
high minute 


Dealer franchises available in certain localities. 
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.. « Another Big 


Marsh Campaign 
. . « to help you sell 


Already up among the leaders in 
the instrument field, the position of 
Marsh equipment is being further 
heightened by a new and broader ad- 
vertising campaign straight-aimed at 
your customers in every field where 
pressure gauges, dial thermometers 
and heating specialties are used. 

It will pay you to tie in with this 
campaign. Marsh Gauges and Dial 
Thermometers are “The Standard of 
Accuracy”. Marsh. heating specialties 
cover all needs for steam traps, ait 
vents, packless valves, for steam distti- 
bution systems, and a broad line of hot 
water heating specialties. Write for 
latest catalog and price data. 

JAS. P. MARSH CORP. 

2079 Southport Ave., Chicago 14, Ill. 

Export Dept.: 155 E. 44th St., New York 17 





the gavge 


: E> with the 
“RECALIBRATOR’ 


— quickest . 
orrect a gauge e that has he 
of adjustment—the finis 
etlative gauge: 


The Marsh ' 'Recalibrator” 


knocked out 
touch to @ sup 


MARSH 


GAUGES © YALYES © TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 
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a guide for the stem, or spindle, dur- 
ing seat grinding. 
14. Not always. They may be of dif- 


‘ferent material, screwed or welded to 


“15. (d)—the disks, seats, stem and 


thrust collars. 
16. (a)—prevent seizing or galling. 


17. (d)—chrome steel or (e)—cobalt- 


chromium-tungsten. 

18. Metal or composition, such as rub- 
ber for cold and hot water, steam and 
air; molded asbestos for steam; oil re- 
sistant synthetic rubber for petroleum. 
19, Valves should be located where they 
can be conveniently reached so that 
they will be fully opened and closed 
tightly in manual operation, without re- 
quiring the operator to climb a ladder 
or crawl pipes. 

20. (d)—with the spindle pointed up- 
ward. 

21. When the valve spindle or stem 
points downward the bonnet is under 
the line of fluid flow and catches pipe 
scale and other foreign matter which 
cuts and destroys inside spindle threads. 
22. Thrust collars, sometimes equipped 
with ball bearings, are used in large 
valves to reduce the amount of power 
necessary to operate them and increase 
their life. 

23. Stop, throttling, blow-off, check and 
non-return, relief and regulating. 

24. (a)—gate and (b)—globe. 

25. (d)—throttling. 





A Funny Way 
To Make Friends 


(Continued from page 99) 





to go to the real thing to be sure they’re 
ordering a piece of equipment and not 
a fly-speck on the paper”. 

The last spread of Catalog A, en- 
titled “Seriously Speaking*”, carries 
real photographs of honest-to-goodness 
Erskine-Healy people, and tells some- 
thing of the company’s history and aims 
for the future. 

A toast to 1945, and one not to be 
laughed at, serves as a finale for Cata- 
log A. 

“Tt has seen war’s end; 

may it see a beginning of a lasting 
peace 

and a swift reconversion of all of us 

to useful production 

for a better life.” 


“* But Not Too Much So” 


Removes GREASE. GRIME: PAINT 


WATERLESS 
HAND 
CLEANER 


all of industry is your market 


Every factory and plant needs QUICKEE, the Water- 
less Hand Cleaner. Easy to use! More convenient! 
Saves time and money! These plus features will rein- 


force your QUICKEE sales talk: 
GENTLE 


free from abra- 
sives;not injurious 


to skin 
@eeeeeeseesveewseesée 


GOOD FOR THE HANDS 
fartified with 
Lanolin and 
Vegetable Oils 


ECONOMICAL 


less wasteful than 
soap 


@ TIME-SAVING 
fe no need to leave 
% machine untended 


while washing hands 


TUDOR CHEMICAL SPECIALTIES, INC. 
Dept. MI, Tudor Bldg. 
229 W. 179th St., New York 53, N. Y. 


rin i eat cinmeaaliai 


TUDOR CHEMICAL SPECIALTIES, INC. 
Dept. MI, Tudor Bldg., 229 W. 179th St., New York 53, N. ¥. 
Send me a sample can of QUICKEE free. 
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Good Talking sinks that help sell 
B&L WIDE FLATS 


. and they are also good working 
points that insure extra economies for 
your customers in fabrication and 
assembly. 

Cold drawing and careful production 
bring these rectangular bars to accu- 
rate dimensions and improve their 
machinability. 

Recommend B&L Wide Flats and 
Extra Wide Flats to your trade for 
machine mountings, bed plates, back- 
ing for dies, jigs and fixtures or any 
special flat parts. 


> 
aie re SHARP 
— es SQUARE 
PEEP SURFACES UNIFORM CORNERS 
Y LERANCES 











STRAIGHT 
EDGES 








UNIFORM 
SECTION 











ty RELTOOL! 


Includes: = in a complete range of styles 


The RELTOOL Line 


© ‘*SHOCKLESS"’ Center Drills 





— Regular and Bell Type 
Standard Center Drills 
— Regular and Bell Type 
@End Mills 
®Center Reamers 
® Tool Bits 
© Circular Saws 
® Slitting Saws 
® Screw Slotting Saws 
® Formed Tooth Saws 
®@ Side Chip Clearance Saws 
© Jewelers’ Saws 
®Rotary Shears and Special 
Saws made to Order 
© Cut off Blades 
® Lathe Mandrels 
® Keyseat Cutters 


and sizes... 


to its established lines of Reliable Metal Cut- 
ting Tools, Reltool now offers you End Mills of finest high 
speed tool steel...accurately made, and scientifically heat 
treated and case hardened for long life. They are made in 
single and double-end types, in small and large diameters, 
with 2, 3 and 4 flutes, and with straight or ball-ends. 


Ask about the Reltool Franchise 
Choice territories are still available to Industrial Distribu- 
tors who can provide Adequate Sales Representation for 
the fast growing Reltool Line. 


In dditi 





DIA TR 


RELIABLE METAL CUTTING TOOLS 


710 WEST MICHIGAN STREET 


MILWAUKEE 3, WISCONSIN 
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New 
Products 


(Continued from page 109) 
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to attain full speed before the compres- 
sor turns, thus doing away with start- 
ing unloaders, check valves, etc.— 
Worthington Pump & Machinery Corp., 
Harrison, N.J.—Mit Surrwies, Jan- 
uary 1947. 


Soldering Iron 
High Heat, Small Tip 


A NEW ADDITION has been made to a 
line of industrial soldering irons, rec- 
ommended for fast production line 
soldering. Wound for 300 watts, the 
irons has a %-in. instead of the con- 
ventional %-in. diameter tip. Features Precision Tools for Top 
include housing of the heating element 
in damage-proof hexagon-shaped barrel, Production. On Nearby 


high heat alloy core which resists scale 


and prolongs element life, and heating Ives of Indu al Supply 
elements of high quality nickel-chro- Distributors. : 


mium resistance wire. The handle is 
said to be smooth, cool and comfort- 
able, and readily replaceable-—Hexacon 
Electric Co., Roselle Park, N. J.—Mii 
Suppiies, January 1947. 


VAVLAALALLLL ELLE 


Filter 


Expendable Cartridge 


TEN SIZES IN THREE NEW MODELS of ex- 
pendable cartridge filters are in pro- 
duction. The filters contain replaceable, 
resin-impregnated, cellulose elements 
which remove particles as small as 1 
micron (.000039 in.) from liquids with 
viscosities up to 600 S.S.U. and tempera- 
tures as high as 350 degrees F. Pipe 
connections are located at opposite sides 
of the filter shell for “in line” piping 
to eliminate bends and elbows. Capaci- 
ties range from 2/5 gal. to 300 gal. 


per hour with filtering areas from .2 to ‘ BA ¥-. STATE TA P & D 1& 


100 sq. ft.—Bowser, Inc., Fort Wayne, MANSFIEL D, MASSACHUSETTS 
Ind—Mu.t Suppuirs, January 1947. MOM et Re EN a ot seed 
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PROVED DAILY IN INDUSTRIAL USE 


safer « shock-absorbing « skidproof « resilient 
RUBBER LINK 


FLOOR MATTING 


BESREREREREREEEER RESPEC EEL ECE ER aang 


PERRET EP AHR RUTTORERER EERE TERRE Eee 


REDUCES FATIGUE REDUCES BREAKAGE 


Now ...at last ...a genuinely efficient, reversible floor 
matting! The attention of all ifidustrial men is directed 
to L-CO rubber and fabric link matting for its thousand 
and one uses. Providing dry, almost indestructible, 
skidproof, shock-absorbing underfooting...L-CO cush- 
ions body-tiring floor vibration. Built to fit YOUR 
SPECIAL REQUIREMENTS. Weight 2% lbs. per sq. ft. 


RUBBER LINK FLOOR 


MATTING 


DISTRIBUTORS ATTENTION: Generous profit-making discounts. Write, wire or phone for details. 


The LOEWENTHAL COMPANY, 188 w. randoiph St., Chicago 1, Ill. © FACTORY —Akron, Ohio 
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ECONOMY 
PRODUCTS 


® For economical plant operation—for 
lower production costs—for smooth run- 
ning assembly—Sell ECONOMY Screw 
Machine Products. These precisely- 
made screws are being sold in great 
numbers to industry all over the coun- 
try—you can get your share of this 
well-paying business—stock Hollow Set 
Screws ... Socket Head Cap Screws 
- - « Headless Set Screws—your cus- 
tomers will be calling for them. 


ECONOMY MACHINE PRODUCTS CO. 








5217 LAWRENCE AVE. CHICAGO 30 








*PRECISION BRAND 


gh 
dene 


¢ WASTE 
¢ BOTHER 


CONVENIENT TO USE 


4 IN 1 ASSORTMENT 
BRASS or STEEL -> 
Ya Contains an assortment in most 
popular sizes of Precisign Brand 
Shim Stock. 4 separate thick- 
nesses 6x50” each. Totol 1200 
squore inches. Put up in easel 
type display dispensers cello- 
phone wrapped. 


t SHIM PACKETS 
RASS or STEEL 
pepiees SINGLE ROLLS 
Flat Stock—Totol 6 Pieces. Each 33/,x6” STEEL 
—120 sq. in. 2 pieces each .001, .002, BRASS or 
-003. 48 packets to the box. Single rolls 6”x100” 
each. 600 sq. in. to ty 
the carton. All popu- 
lar thicknesses. 
Cellophane wrapped— 
moisture-proof. 


SHIM STEEL 
HEAVY SIZES 


6”x100” and 12”x120” in 200 Ib. 
test corrugated poper cortons. Thick- 
nesses up to .031”. Complete range. 


_ CONSULT YOUR JOBBER 
PACKAGE GOODS DIVISION 


PRECISION STEEL WAREHOUSE, 


425 WEST KINZ ° oe 2° 


INCORPORATED 


ILLINOIS 
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FAST SALES... 
VOLUME SALES 


to every company 
handling box cars! 


The Monarch One Man 
Car Door Opener fills a 
long-felt need for saving 
labor, reducing  acci- 
dents, speeding loading 
and unloading sched- 
ules. The Proctor and 
Gamble 

cinnati, says: 
established your car 
door opener in our sal- 
ety manual, which 
means that we will order 
these openers for our 
plants and mills all over 
the country.” 


@ Reasonably priced for 

quantity sales, generous 

discounts. Sales promo 

; tion literature and culs 

ONLY $22.50 EACH available. Write us today. 
F.0.B, Bowerston 


MINING SAFETY DEVICE CO. 


DEPT. MS-1 











Fire Extinguisher 
Easy Handling 


A NEW CARBON DIOXIDE FIRE EXTIN- 
GUISHER contains five pounds of fire- 
killing chemical, weighs 1544 pounds 
and replaces a four-pound model that 
weighed 18 pounds. Thus, it provides 
an extra pound of carbon dioxide and 
saves two and a half pr inds in gross 
weight. It is recommeded for small 
hazard areas, either ir.dustrial or home, 
and carries Underwriters’ and Factory 
Mutual Laboratories’ approval for flam- 
mable liquid and electrical fires.— 
Walter Kidde & Co., Inc., Belleville, 
N.J.—Miu.u Suppties, January 1947. 


Table Extensions 


Removable 


THE LATEST EXTRA offered by a manu- 
facturer of hydraulic elevating tables is 
removable extensions, designed to bet- 
ter adapt the table to strip and sheet 
feeding operations. Where long strip 
or sheet stock must be fed to presses, 
the extensions provide firm: table sup- 
port for a length of 72 in. The exten- 
sions are removed simply by lifting and 
disengaging from the attachment pins. 
—Lyon-Raymond Corp., Greene, N. Y. 
—Mi.t Suppuies, January 1947. 





Co 


CUSTOMERS 
KNOW 


They Prefer 


KESTER Cored SOLDERS 


® A long-standing reputation for rugged dependability . . . Powerful 
national advertising guiding customers to the doors of Kester distributors 
everywhere—Two outstanding reasons why Kester Cored Solders are easy 
to sell, 

Backed by nearly half a century of solder leadership, the uniform high 


quality of Kester Cored Solders is the result of unlimited practical experi- 
ence and exhaustive laboratory tests. 


Kester Cored Solders are virtually mistake-proof in application. Scientif- 
ically balanced with superior alloys, the self-contained fluxes do not dis- 
integrate or lose their fluxing power. Flux and solder are applied in one 
simple operation, effecting a clean, tight solder bond. 


Kester Rosin Core Solder, for electrical work, contains a patented plastic 
rosin flux that will not cause corrosion or injure insulation. 


Kester Acid Core Solder is an ideal all-purpose solder. Its leakproof 
core contains a quick-acting, fool-proof flux. 


Fast-selling distributor's items, both Kester Cored Solders are in constant 
demand throughout industry. Kester Cored Solders should be building 
accelerated volume and profits for you today. 


KESTER SOLDER COMPANY 


4214 Wrightwood Avenue, Chicago 39, Illinois 
Eastern Plant: Newark, N.J. Canadian Plant: Brantfort, Ont. 


KESTER 
Coated Soltlersa— 


STAN @ARO Clea ieee VUS TRY 
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STEAM HOSE 


Who Want to Cut 
Keplacement Grr 


ESPECIALLY WHERE SEVERE 
EXTERNAL HEAT IS PRESENT 


)))))) 





“IMPERIAL DYNAMITE” 
STYLE 900—Armored, Insulated 


That thick carcass is all asbestos . . .woven 
plies of long fibre stock, securely bonded 
together to form a wall of great strength 
and providing superior insulation from ex- 
ternal hect. The specially compounded 
rubber tube is lined and insulated internally 
by another layer of asbestos, and rein- 
forced against buckling or collapsing by a 
continuous spiral of spring steel. The 
cover consists of multiple layers of braided 
steel or bronze wires, surrounded by a 
half-round steel or bronze spiral for addi- 
tional strength and protection. For steam 
pressures up to 200 Ibs. and super-heat 
steam temperatures up to 400° F. Sizes 1/2" 
to 3”, inclusive. 


“Imperial New Process” Steam Hose 
Same insulated and reinforced tube, and 
heavy asbestos carcass, as “Imperial Dyna- 
mite”, but with tough, wear-resistant “New 
Process” fabric cover instead of metal. 


Other MULCONROY 
Hose Specialties... 


“Super Dynamite” and “Dynamite” Steam 
Hose; “Super-New Process” and “New 
Process” Steam Hose: “New Process” Water 
and Air Hose: “Fullpak”, and “Semilok” 
Flexible All-Metal Hose: “Corrutube” Flexi- 
ble All-Metal Continuous Wall Hose. 


Write for complete information on any 
MULCONROY Hose Specialties that you 
think will help you make a sale where 
the serv.ce from ordinary hose con- 
structions has been disappointing. 


MULCONROY COMPANY 








TRICO 


Provided by 





Glass 
Constant Level 


service. 








TRICO Fes 


MILWAUKEE 


Boost Profits With @ 


Industry's swing to automatic visible lubrication as 


profits to Jobbers everywhere! 


TRICO’S powerful national advertising, direct mail 
releases and many sales helps mean fast turnover 
and minimum investment. Selling TRICO will assure 
your customers of the finest in the field with the 
following advantages .. . 


@ Positive bearing lubrication. 
Visible oil supply. 

Fully automatic operation. 
Elimination of guesswork oiling. 
Less fire and accident hazards. 
Reduced maintenance costs. 


Precision-built and ruggedly-constructed TRICO 
OILERS are guaranteed to give years of satisfactory 


Let your customers know TRICO OILERS are in 
stock and watch sales skyrocket! 


amy.) ss 
i WRITE for catalog! <i 
Gravity Feed 





OILERS! UB 


TRICO OILERS is bringing increased 


Thermal 





Plastic 
Streamlined appearance. Constant Level 








E MFG 


12, WISCONSIN 














wyco 
INNERLINER 


Makes core run more 
smoothly. 





Transmits more power. 


Prevents excessive 
wear. 


Protects piano wire 
core from frictional 
contact. 


Prevents core crystal- 
_— — prolonging 
e. 


Insures cool and truer- 


running shafts, free 
from vibration. 


A445) i:)4- 














5329 JEFFERSON ST., PHILA. 31, PA. 
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844 W. HUBBARD ST. 
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When you need a replacement shaft, see 
that it is a WYCO. Turn that extra motor 
into a flexible shaft machine with a WYCO 
—'¥2 HP Shaft 6 ft. long complete with 
coupling to fit your motor—$28.25—other 
sizes from % to 2 HP. Remember WYCO 
Shafts include the greatest advance ever 
made in flexible shafting — the WYCO 
Patented Non-Metallic Innerliner (left). 







There are no kicks about shaft 0 
breakdowns when it's a WYCO. aft 
Send for catalog. FLEXIBLE SHA 4 

QuipMeNt 2° 


yools 


PS sss 


CHICAGO 22, ILL. 


1947 
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— | Drill Press Table 
Two-Way Travel 








RECENTLY INTRODUCED is a precision 
built table with gaged 5-in. travel in 
two horizontal directions. It is de- 
signed for quick mounting on any drill 
press. The table top is 71% in. square 
and is fitted for l-in. T-bolt heads. It 
is 334 in. high overall and weighs 24 
pounds.—Leo G. Brown Co., Los An- 
geles.—Miu Suppuies, January 1947. 


Grinding Machine 
Bench Type 


Pee. 


F 
I 
















SMOOTH ACTION 


CANTOL BELT WAX means smooth acting belts, more 
| et ee power, longer belt life. Smooth running belting increases 


A BENCH TYPE GRINDING MACHINE, in- production and profits. 


tended for sharpening carbide tools CANTOL helps to hold production schedules UP, while 
with a steel bonded diamond wheel, has maintenance costs are held down. Here is a treatment for 
been announced. Power for the wheel all types of belting that seals out injurious foreign matter, 
is provided by a one hp. spindle motor, that contains no harmful ingredients, that gives belts 
designed to withstand frequent reversal. friction to pull the load and keeps them strong and flexible. 


A coolant pump is furnished as stand- : 
Se F ’ Cantol Belt Wax is a product of 
ard equipment, with reservoir cast ‘in 


the machine base. For convenience in CANTOL WAX COMPANY, Bloomington, Indiana 
sharpening both right- and left-hand Sold in every state—through distributors and dealers. 


tools, the direct-driven wheel is re- v V2 


versed by a switch on top of the motor. 

















The wheel guard can be clamped in 
right or left position by a thumbscrew, 
and the 8x 12-in. table can be set at 
any angle from five degrees above 
horizontal to 15 below.—The Wickman 
Corp., Detroit—Mit Suppiies, Jan- 


uary 1947, 
e 
Masonry Drill FROM OLD MEXICO comes 
ri d Bit Candelilia Wax. Properly com- 
mproves oF bined and rightly blended with 
ANNOUNCEMENT HAS BEEN made of im- other ifgredients, it becomes 


CANTOL, the different and bet- 


provements in flute design of a line of 
ter belt dressing. 


carbide-tipped masonry drills. The 
manufacturer claims that deeper flutes 
in rotary bit design permit easier escape 
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560 KING STREET WES 





-ONTARIo Sr. 


) Xe) eh MOE CHICAGO 11, 110. 


CANADIAN aa nae « SORNND 2. Ont. 


CU CAN ALL MH 


VACO 





drivers 


These transparent Amberyl 
s plastic handles tell their story 
ata glance... break-proof 
strength, shock-proof safety... 
shafts and bits of the finest steel 
alloy, treated to insure lasting 


of many radio re- 
quirements. 


WRITE 
FOR CATALOG 
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GEM WELDED STEEL 


gilers 


For oilers of exc i lity, 
The Oilers Pane J Pore cat —— 


Necks are welded to the oiler 
y- Bodies are heavy gauge drawn seam- 
less steel, polished and lacquered. Bottoms are 
made of high carbon tem spring steel. 
Body and bottom assemblies are electrically 
welded, + ap thickness, guaranteed leakproof. 
The flexible spout shown on the left is 
interchangeable with GEM rigid spouts and 


features a cold rolled steel tip, brazed on.t 


GEM manufactures a 
complete line of Sup- 
ply Cans, Tallow 
Pots, Torches and 
Heavy Welded in- 
dustrial Oilers. Write 
for price lists and 
distributor pian. 


GEM MANUFACTURING COMPANY 


1229-1243 GOEBEL ST., NORTH SIDE STA. 
TALLOW POTS - 


TORCHES - 


PITTSBURGH 12, PENN. 
HEAVY WELDED INDUSTRIAL OILERS 


























TRADE 


TuMicg 


VERNIER 
CALIPERS 


Made for LASTING 
DEPENDABILITY 


Graduations and num- 
erals applied by a new 
scientific acid etching 
process to a depth of 
.002, assuring a degree 
of accuracy and per- 
manency heretofore 
unknown in tools of 
this type. 


Graduated on both 
sides in English—one 
side for outside meas- 
urements, the other for 
inside measurements. 


NO. 75 SERIES 


4 sizes—6, 12, 24 and 
36-inch—length of jaws 
14%", 234" and 3” on 
the two larger sizes. 
Sold with or without 
case. 
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NATIONALLY 
ADVERTISED 











Precision 
is a 
TU-MI-CO 
Tradition 


WRITE FOR BULLETIN MS-V 


TUBULAR MICROMETER CO. 
ST. JAMES, MINNESOTA, U. S. A. 
Milwaukee Branch + Plankinton Bidg. 
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of cuttings and powder residue, and 
make drilling two to four times faster 
than with non-fluted drills. Another 
innovation is a handy envelope kit, 
holding six bits of popular size as used 
by electricians, plumbers, sign hangers 
and repair men. A handy kit for home 
use is also available—New England 
Carbide Tool Co., Cambridge, Mass.— 
Mitt Suppuies, January 1947, 


Casters 
Cast Raceway 


FEATURING A CAST RACEWAY in both top 
plate and yoke, a new industrial caster 
has been offered on the market. This 
feature, says the manufacturer, gives 
contour contact to the ball bearings in 
the load race and prolongs caster life. 
Sizes include wheel diameters from 3 to 
10 in —Albion Industries, Inc., Albion, 
Mich—Mir.t Suppwies, January 1947. 


Boring Bar Set 


Precision Construction 





A MANUFACTURER of a complete line 
of precision cutting tools is now mar- 
keting a new kit of three boring bars, 
and an adjustable boring bar holder. 
The holder has a capacity of 3/16 to 
% in., can be installed on any 9-or 
10-in. swing lathe, and adjusts instantly 
to grip round, hex, square and out-of- 
shape bars as well as drills, reamers 
and chucks without the use of adaptors, 
bushings or attachments. The boring 
bars have a special lock-grip which 
clamps bits with equal pressure along 
the entire holding channel.—Bruno 
Tools, Beverly Hills, Calif—Mu Svr- 
PLIES, January 1947. 











do you have a 
HANDLING PROBLEM? 




































...aee FORD TRIBLOCS 


“Handling Problems’ do not necessarily 
mean trouble. In thousands of busy shops 
FORD Chain Hoists and Trolleys are 
making little jobs out of big ones. They’re 
easy to use—hard to wear out. That’s 
because they’re designed with few moving 
parts, built to take punishment. 

Whether it’s for once-in-a-while or for 
all-day-every-day use—choose FORD. 
Capacities 250 pounds to 40 tons. 


York, Pa., Chicago, Denver, Los Angeles, Philadelphia 
Portland, San Francisco, Bridgeport, Conn. 





FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE 








mark In Business for Your Safety ° 
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AES SBS ALWAYS A DEMAND FOR THESE |g 
MANUFACTURERS « CERTIFIED PRODUCTS € DRILLING sas TAPPING Hig 
yo sll horas Leo fv PRODUCTION BOOSTERS || | 


Heat Treated 
ATTACHMENTS L 
TAPPING i highiped.vostce | ROOT - OPERATED | iggy, 


$ . of any drill press. HINE 
Durbin-Boomer F-1—2 swivels, 3%, % or 14” chain 1p P mounted without TAPPING MAC ae 
in-Boomer F-2—2 swivels, 1%, 2 or %" chain Quic! Y 7 sizes for +p-triqget sensitive 
altering pres: 7 MOUILE | Hes hee o en clutch, 
oS il tole te assure centre reverse an 
CLAMPS avate automatic terbalanced 
absolute rigidity. sensitively Cours ae era: 
or full details foot pedal. Al ne ot the 
i k for BULLETIN No. 2 | tor has to do is oa the 
MIDGET No. 1—1 swivel, 4" chain = work and steP ators 
DELTA No. 1—1 swivel, % or 3%" chain edal. Unskilled opera's 
LONE. STAR 2 a % on 7 a hai S$ DRILL CHUCKS a maintain — 
4s a . . @, $ 
LONE STAR 2—2 swivels, i % or 5" chain KEYLES jimination of key speeds rates up to 12,000 hole 
Elimineat! n hour. 
up drilling, saves, energy: | Pet cor full details OP | 
akes chucks advo ULLETIN No.4 C= A NE 
—— operators. — ma built | 
cpl re- 
; 5 ends slipping = \- 
y r . . 4 ri hest que 
STEEL’ CONSTRUCTION r pga construction TAP CHUCKS 
4 a ity pre long hard service. .- ig visible. assuring 
D - 3-3 Pulleys, plain bearings, $4" rope i assures endo. 0 to om Grip er insertion of taps 
* ulleys, roller bearings, 34" rope 5 sizes lable for — time. 5 sites. for 


. 4—4 Pulleys, plain bearings, %4’ rope i ll Also avai 
. 44—4 Pull 440 drills. ) ‘8 
: 884 Pulleys roller bearings, $4" rope portable i tails an ‘on aetella 
; For full ee For 
Combination esk for BULLETIN No. 6 esk for BULLETIN No. 6 


JIFF j 
ehanaal Write for the Bulletins ond adjus 
WOVEN WIRE details of the Dealer set-up fitting 


a ETTCO TOOL Co. 600 Jehnson Ave., Brooklyn 6, WN. Y. babes 


—+ — —Mr 


place 
B balls, 





No. WWH 200 With Hoist and Clamp 
No. WW-202 Wire Clamp Without Hoist 


Hoist has 4 sheaves — Roller bearings — Drop- 
forged hooks and 24 ft. }4-inch rope. 

Stretcher Clamp has 40-inch channel iron. Longer e 
channel iron on request at small extra cost. Ski 


ALL-STEEL ROLLER BEARING HOISTS 





a S -_ Construction 


Rope | Lbs. 
\’ 2000 6 lbs. | Drop Forged Hook 
%’ 1000 | 2% Ibs. | Malieable Hook 

Shipped with or without rope. 

nen. 8 . . . in your job of grinding, polishing, buffing, 
DURBIN-WHITESEL sanding, drilling, reaming, screw-driving or 

ONE MAN, WORM nut-setting, you want a Strand Flexible Shaft 
ch ae cael \_ be machine, because a Strand will do it faster, 
mans an” aap id better, and stand up to it longer. 


Pulls 0,000 pounds. ge: Strand Flexible ‘Shaft machines provide 
thes post. No extra _ constant speeds with greater operator con- 


venience. Hundreds of attachments easily 
=~ interchanged — 125 types and sizes — models 


For barbed or smooth wire include vertical and horizontal type machines 
tr 1 -p. Distri . oad 
saiiaite dimes a lg to 3 h.p. Distributors in all principal 
Sizes 4" to 34” , 


Send today for catalog showing complete line 
—) FARM GRAB HOOKS 


Sizes 4" to 1” 


























Write for Catalog . : 
DURBIN-DURCO |i y¢7°7,7- A 


6611 Olive Street Road « St. Lovis 5, Mo. On em cease 5014 NO. WOLCOTT AVE. CHICAGO 40. ILL 
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Swivel Joint 
High Pressure 


A NEW SWIVEL JOINT now available is 
built for working pressures up to 12,000 
psi. and provides low torque, positive 
packing seal-off. Rotating members are 
steel forgings machined to close toler- 
ances and with flame-hardened ball 
races. Full 360-degree rotation takes 
place on two rows of hardened steel 
f balls, and the packing element is self- 
adjusting. High pressure lubricating 
fittings provide for positive bearing 
lubrication.—Chicksan Co., Brea, ‘Calif. 
—Mut Suppuies, January 1947. 


Skid Platform 
All Steel 


geet 


MADE IN ANY REQUIRED Size and for any 
specified lift truck, a new skid plat- 
form is made entirely of steel. Ad- 
vantages claimed are less weight, elimi- 
nation of deterioration or splinter- 
ing of wooden surfaces, and greater 
strength. Deck panels are made of 
medium-gage high-tensile steel, provid- 
ing a smooth surface especially desir- 
able in handling paper, rubber, leather, 
ete. Solid bar steel legs are formed 
to allow the platforms to be stacked on 
end when not in use, thus conserving 
floor space—Market F orge Co., Everett, 
Mass.—Mitt Suppuies, January 1947. 











Users of Griffin Blades come back for more. Because they find 
these blades cleaner cutting, longer lasting . . . Because they 
are reminded of the Griffin name by year-in, year-out adver- 
ting ... And because they know that they can always find a 
Griffin Blade that's just right for their particular metal- 
cutting problem. 


GRIFFIN “BEST-BUY" BLADES 


GRIFFIN HIGH SPEED STEEL blades cut hard, tough alloys that 
defy ordinary blades. Power machine and hand frame sizes. 


GRIFFIN SPECIAL ALLOY blades of molybdenum high speed steel 
have eight to ten times the service life of ordinary tungsten blades, thus 
cutting production costs. Power machine and hand frame sizes. 


NEW GRIFFIN improved all-purpose hand blades have the flexibility 
of soft-backs with the toughness of all-hards. ; 


GRIFFIN NON-STRIP, made expressly for hand-cutting thin sheet, 
tubing, conduit, etc., do not shed their teeth, even on thinnest stock. 


GRIFFIN BAND SAWS give a choice of hard-edge-flexible-back, 
spring-temper, skip-tooth and wood-cutting types. 


n line. Write for new 


DISTRIBUTORS: If repeat oe are important Sen let us send you the 
im r 


latest information on the improved, up-to-date 
20-page Griffin Price List today. 











' General Sales Agent 





? 
» 


q 
JOHN H. GAHANBS CO. INC. 


Fed 


MADE BY G. W. GRIFFIN CO., FRANKLIN, N. H. 
Hack and Coping Saw Blade Specialists Since 1880 
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HODGINS Sager Day Grinding Wheel Dressers 
Specially Designed FOR EVERY APPLICATION 


Super Duty MASTER 
The Forge and Foundry Dresser 


Where snagging wheels must be 
kept free from filings for maximum 
production 


>, 
ie. 
oe 


Super Duty 
JUNIOR 
The Machine Shop 
All-Purpose Dresser 


For machine shops or mainten 
ance departments where 
fast cutting grinding wheels 
mean greater production 


Super Duty 
MIDGET 
The Toolroom Dresser 


Where grinding wheels are kept 
in tip-top condition for 
precision grinding 





ane 


COLLIS siti 


MORE % COLLIS Equipment fills today's 
Production ML important production needs so well 
° P , because they are made by men 
skilled in making this type of equip- 
ment. Supply the proper unit from 
a complete range of types and sizes 
for Drill Sleeves and Sockets, Lathe 
Centers, Chuck Arbors, and Drill 
Drifts. We will handle your orders 
promptly. 


THE COLLIS COMPANY 


CLINTON, IOWA 


CLEVELAND Super Duty al OU 
FASTER CUTTING Extra Hard CUTTERS: - Peciea wtwany Cartues Fe 


LESS Quick Positive Identification 
.. Neat, Orderly Stock Shelves 


Down time 
relate, 


For Your 
Customers 


IMPROVED STYLE 
FOR FINE GRIT WHEELS 


DIAMOND STYLE 
FOR COURSE GRIT WHEELS 


ILLUSTRATED BROCHURE ¢* CATALOG SHEET e IMPRINTED CATALOG INSERTS ON REQUEST 


ROBERTS STEAM SPECIALITY COMPANY 
& 5326 STANARD AVE + CLEVELAND 3, OHIO & 


Here's an Item in 
a Class by Itself 


EAGLE 
Welded Steel 


“BELT- ' : ; 
SAVER” mt 
Pulley used ie , 
on bucket -{ 


elevator 


Eagle originated the 
welded steel bench oiler 


Used as a 
tail pulley on 
belt 


conveyor 


forty years ago! 


@ body of one-piece 
seamless steel 


@ reinforced insert 





Distributors selling 


“BELT-SAVER” Pul- 
leys know by act- 
ual experience that 


PULLEYS 


type spouts with 
welded seam 

@ machine cut 
threads 


they are rendering 
an outstanding ser- @ bottoms electri- 
cally welded to 


vice to their customers. By replacing ordinary pulleys with ia bodies 
“BELT-SAVER” on conveyors and bucket elevators carrying SY 
hard or abasive materials, conveyor belt life has been AO) > 
tremendously increased. Case after case is on record and =a flexible spouts 
open to complete, careful investigation showing actual, @ sizes 3, 2, % 
proved belt life increases of from 25 to 40%. Continued BEARINGS and 1 pint capaci- 
repeat orders from distributors prove that “BELT-SAVERS” ties 

is in a class by itself. Full details on request. 


SPROUT WALDRON & CO. 


MUNCY, PA. 


Manufacturing Engineers Since 1866 


@ made with 
straight, bent or 


Order from 


your distributor Re 


EAGLE MANUFACTURING Cf 


WELLSBURG, WEST VIRGINIA 


CONVEYORS 
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Hand Truck 


Aluminum 


A NEW HAND TRUCK for general mate- 
rials handling work is constructed of 
one-piece permanent mold cast alumi- 
num and equipped with 12 x 13-in. alu- 
minum rubber-tired wheels. Load capac- 
ity is 2400 pounds, and the truck 
weighs only 100 pounds. The concave 
bed is one-in. aluminum cast in unit 
over a sturdy X-channel aluminum 
frame, eliminating cross members and 
bolts and the tendency to weave under 
heavy loads. Special grips protect the 
operator's hands and at the’ same time 
act as legs when the truck is at rest. 


—Aerol Co., Los Angeles—Mu.. Sup- | 


pLigs, January 1947, 


Air, Water Gun 


Adjustment-Free 





COMPLETELY CONTROLLED by a finger- 
tip lever, without the need for valve 
adjustments, a new lightweight air and 
water gun is designed to operate on 
regular air and water pressures and 
connects to standard fittings. The man- 
ufacturer states that it is particularly 
suitable for rinsing and removal of 
loosened dirt and grease from inacces- 
sible parts of machinery, in applications 
such as garages, service stations, metal 
finishing plants and motor overhaul 
shops.—Turco Products, Inc., Los An- 
geles.—Miit Suppuies, January 1947, 






































ALL-METAL 
Thermometers 


The legible, wide open scale on the WESTON thermometer permits 
you to take full advantage of its inherent, long-time accuracy. Even 
from a distance, readings can be made “right on the nose.” 


WESTON thermometers are available in a variety of types, stem 
lengths and scale ranges for most industrial applications. If your 
jobber cannot supply you, see your local WESTON representative, or 
write for Thermometer Bulletin . . . Weston Electrical Instrument 
Corporation, 682 Frelinghuysen Avenue, Newark 5, New Jersey. 


MAX-MIN models also available to indicate 
highest or lowest temperature reached. 


Weston Zostoummenit 
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ptere- Seal 
HOSE 


23 Paces 
Describing in detail how 
CASH-ACME products 
can best serve you. 


CLAMPS 


WITH MANY 
ADVANTAGES 











A.W.CASH VALVE MFC. CORP 


6662 EAST WABASH AVE 
DECATUR ILLINOIS 





‘ 
+ 
PATENTED - U.S. Pat.Nes. & 
2,386,629; 2,395,279 
= Other Patents Pending 

















An excellent account opener that 


“PIONEER” 
STEEL SHAFT HAN GERS builds volume — and profit. Many 


ol and coolant lines on machines. 
—__ Many advantages. Exerts uniform 


clamping pressure... will not 
collapse or distort thin wall tubing 
...extra long take up — reduces 
inventory requirements...easy to 
install — without removing hose... 
vibration proof — will not loosen... 
can be reused many times. 


Order FREE SAMPLE 
a profitable item 















Thousands upon thousands of 
these “Pioneer” Steel Shaft Hang- 
ers are in daily use—and have 
been ever since 1914. They are 
unbreakable — their superior 























strength and rigidity make them ee se if Re 
dependable. ey are one-third ; Send free sample ip ac 
lighter than the old style cast-iron hangers, and therefore cost 1 Name —l8 fro 
less f.0.b. ceiling—and that’s what counts. ; 1 Company —— 'B eles 
Cut costs of handling, hauling and millwrighting by using : \f uni 
“Pioneer” Steel Shaft Hangers, made by the manufacturers of the 1 Street Address if ac 
famous “Hallowell” Ready-Made Shop Equipment of Steel and ; City if anc 
“Unbrako” Screw Products. | State if clu 
' 1h ste 

' i 
Over 43 Years in Business : anc 
hea 
STANDARD PRESSED STEEL Co. te 
JENKINTOWN, PENNA. Box 519 dri 
— BRANCHES — Ma 
BOSTON + CHICAGO « DETROIT + INDIANAPOLIS + ST. LOUIS ¢ SAN FRANCISCO ual 
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Lathe 


Semi-Automatic 












A NEW LATHE is designed for higher 
production than can be obtained by 
manually operated equipment, or for 
conditions where full automatic or mul- 
tiple spindle machines are too costly. 
It is a single spindle lathe with four- 
speed motor, hydraulic feeds and semi- 
automatic features with all controls, in- 
eluding convenient push-button station. 
Power is furnished by a 714 hp. maxi- 
mum rated motor, and the hydraulic 
pump is driven by a 2 hp. motor. The 
automatic chuck has a draw-back collet 
with adjustable work stop in the spindle. 
The machine weighs about 3000 pounds. 
—Oster Mfg. Co., Cleveland—Mi. 
Suppiies, January 1947. 





Pump 


Universal Drive 








r that 
Many 
air, oil 

nes. 

iform 





RECENTLY INTRODUCED on the market is 


a centrifugal pump that can be driven 
from any available power source, either 
electric motor or gasoline engine. The 
unit, with 114-in. suction discharge, has 
a capacity up to 5700 gallons per hour 
and pressure up to 35 psi. Features in- 
clude automatic prime, case-hardened 
steel shaft mounted on ball bearings 
and equipped with heavy duty coupling 
head. Available as an accessory is a 
two-groove 34-in. bore pulley for belt 
drive application—Barnes Mfg. Co., 
Mansfield, Ohio —Mut Supputes, Jan- 
uary 1947, 


















THE CREST 
OF QUALITY 


PUBLISHED BY THE 


SKINNER CHUCK CO., 346 CHURCH ST., NEW BRITAIN, CONN. N E W 

















DISSA and DATA 


A modern power chuck is a precision 


mechanism and must be treated with the 
same respect as the machine on which it is 
used. Operators should be shown all lu- 
brication points and given instructions 
on when and how to oil the chuck. 


s 


A good general rule to follow when 


ordering independent chucks is to spe- 
cify a chuck diameter two to three inches 
less than the swing of the machine on 
which it will be used. 


§& 


Attempting to hold oversize work in 


any chuck causes the jaws to overhang, 
imposing undue strains on the chuck 
parts and should be avoided whenever 
possible. Also be sure to support long 
work with tailstock center, as greater 
accuracy and more satisfactory results 
will be obtained. 


s§ 
SKINNER SAFETY 


Did you know that a Skinner Wedge- 


type Power Chuck will hold even when 
t 


e air supply has been cut off? Compre- 


hensive tests have proved that a Skinner 
chuck grips the work just as solidly after 
the air suppl 
bar was used in a futile effort to loosen 
the work being held. 


has been cut off—a crow- 


€ 
SKINNER chuckles 


A tombstone usually speaks well of a 


man when he’s down. 


6€ 


The good old days were those when 


there were two cars in every garage. 
Now, it’s two families. 





Skinner dealers are located in all prin- 


cipal cities — consult the one nearest you 
for complete details on Skinner produgts. 








New Skinner Series 23100-A Chuck 


NEW SKINNER 
COMPENSATING 
POWER CHUCK 


With an Exceptionally 
Sturdy, Precision Center 


New Britain, Conn. — Another new 
air chuck is being manufactured by the 
Skinner Chuck Company of this city. 
Called the 23100-A, it is a two-jaw 
compensating power chuck of a special 
design that facilitates driving uneven 
castings, rough forgings and similar 
hard-to-grip pieces on centers. The 
new chuck is especially useful where 
exceptionally heavy cuts are being 
taken with carbide tools at high 
spindle speeds. 


Construction of the 23100-A is 
rugged and precise. All parts are made 
of selected alloy steels, specially heat- 
treated for their particular functions. 
The compensating action is provided 
by a unique design feature that links a 
rocker arm and plunger to the two 
floating, non-adjustable jaws. 

The new 23100-A is a real value ina 
power chuck. It will speed machining 
of rough pieces by cutting down 
chucking time and assuring faster, 
more precise metal removal. And an- 
other thing —the new 23100-A is 
built to last — whether it’s used inter- 
mittently or constantly, easily or se- 
verely — because it’s built to Skinner 
standards of quality workmanship. 
For complete details see your Skinner 
dealer or send for catalog that covers 
all Skinner products. 


HAND & POWER OPERATED MACHINE CHUCKS—AIR CHUCK EQUIPMENT 
—FACE PLATE JAWS—MACHINE VISES 
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VINCENT-HUNTINGTON 
Grinding Wheel 


DRESSERS and CUTTERS 
DO THE JOB BEST— 


FOR YOUR 
CUSTOMERS... 
.-- FOR YOU 


Vincent - Huntington Grinding 


Wheel Dressers and Cutters 


have been known as good products since 1909. On the toughest of 


hand dressing operations Vincent dresser cutters perform better 


wear longer. 


Heat-treated by an exclusive process, Vincent cutter 


teeth will not break or mush over thus producing cleaner, more accurate 


grinding wheel surfaces. 


Available in styles and sizes to meet your customers’ hand dressing 
needs, Vincent-Huntington performance means economical dressing 


for your customers 


- + + greater profits through repeat orders for you. 


Write today 
for complete information 











-LOOK- 


Caulking Guns with 





CARTRIDGE Reftll,! 

















@ Now you can get the complete 
original line of 'Vital'' Caulking Guns 
and "Vital-pak"’ refill Cartridges! 
Vital is the only caulking gun offering 
a rotary style single unit handle — 
and we can supplyy these guns for 
any job. Extra nozzles in sizes from 
1/16" on up, in a choice of shapes, 
are available. Check into the repeat 
sales opportunities these exclusive 
products offer! Write for distributor 
information today. 


PRODUCTS 
MFG. CO. 


7500 Quincy Ave. 
Cleveland, Ohio 
















Torpedo Electric 





Differential Hoist. 
Capacities one-half, 


Hoist. Capacities and one-ton. A fast- 
250-, 500- and 1000- selling, low-cost 
ibs.; hook. bolt or hoist, with a large 


trolley suspension. 


272 


market. 


CONCO ENGINEERING WORKS 





I-Beam Trolley in 
four models, plain 
or geared types in 
capacities from 1, 
through 10 tons. 


MATERIALS 3 


HANDLING 
EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equip- 
ment field for a quarter of a century. 
Write for full information on this profit- 
able line. 


i 


Spur Gear Hoist. 
Hi 
+ A 





gh speed. high 
uality, in —— 
ties rangin rom 
\% through 20 tons. 
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25 Garvey St., 





STEEL 


BALLS 
WANTED 


Y4" DIAMETER 
3" DIAMETER 
ALSO 
Roller Skate Wheels 
PHONE — WRITE — WIRE 


Materials Handling Division 


Market Forge Company 
Everett, Mass. 


EVErerr 4100 
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INDEX TO ADVERTISERS 


This odvertisers’ index is included os a 
convenience and is in no way @ part of the 
advertising contract. Although every care has 
been taken to index accurately, some errors 
may have occurred and “9 allowance will be 
mode for them. 
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ARE YOU PREPARING FOR 
COMPETITIVE SELLING? 


A carefully-complied new general catalog will 


% Help your salesmen do a more informative job of selling. 


% Keep your hundreds of present-day products before the 


buyers “round the clock.” 


% Reach into the larger plants to influence the men who 
originate the requisitions for tools and supplies. ° 


%* Give you an economical means of soliciting the smaller 
shops on whom your salesmen call infrequently. 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET 
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EASILY 
CARRIED 


AND SET UP 
- WHERE YOU 
WANT IT 





GREENLEE HYDRAULIC BENDER 


“Our battery of GREENLEE 
Hydraulic Benders consistently pro- 
vides substantial savings in both time 
and materials on our many thin-wall 
conduit and bus-bar installation jobs,’ 
reports Mr. Joseph A. Pope, Executive 
Vice President of the Beltzhoover 
Electric Company, Cincinnati. 


“Maintenance cost is low and the 
GREENLEE is easily carried and set up: 


Here’s proof again that the com- 
pact, portable GREENLEE Bender, 
which works “‘right on the job”, is a 
great time and materials saver . . . an 


important aid today when jobs are 
marked ‘Rush’ and manpower 
is short. 


Sales opportunities are great for the 
GREENLEE. One-man-operated . . . in 
but a few minutes makes bends in pipe 
up to 414’, rigid and thin-wall con- 
duit, tubing, bus-bars. Get complete 
sales facts today. Write 
Greenlee Tool Co., Di- | jaca ~- 
vision of Greenlee Bros. — 
& Co., 1921 Herbert 5 fe 
Avenue, Rockford, | CA oo 
Illinois, U.S.A. 5 i 


| GREENLEE 


FOR THE CRAFTSMAN 


YOUR SALES OPPORTUNITIES WITH THE GREENLEE LINE 


Hydraulic Conduit, Pipe and Bus-Bar Benders ° 


Pipe Pushers ° 
Cable Pullers ¢ 
Bits ° 


Spiral Screw Drivers -* 
Bit Extensions °* 
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Steel and Copper Tube Benders * 
Knockout Punches and Cutters 
Automatic Push Drills °¢ 


Draw Knives * Chisels and Gouges * 


Hydraulic 
* Radio Chassis Punches °* Joist Borers 
Auger Bits * Expansive 


And Many More. 
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Magnet Chain 
Long Life 





A NEW TRIPLE MAGNET CHAIN, said by 
its manufacturer to deliver three times 
as much life as conventional magnet 
chains, is now on the market. A 60. 
degree twist in two of the three connett- 
ing links serves to keep the links of the 
legs perpendicular to each other and 
therefore reduces wear caused by kink. 
ing and gouging. The chain is made of 
special alloy steel whose resistance to 
shock, grain growth and work hardness 
eliminates the need of periodic heat 
treatment.—S. G. Taylor Chain Co, 
Hammond, Ind.—Miu Supp.tes, Jan- 
uary 1947. 


Welding Torch 
Carbon Arc 





ONE OF A NEW LINE of welding prod- 
ucts is an arc torch, designed to widen 
the scope of electric welders for use on 
jobs formerly requiring gas welders. A 
soft intense heat with no pressure blow 
or oxide is a characteristic of the carbon 
arc flame. It makes possible the weld- 
ing of aluminum and most ferrous and 
non-ferrous metals as well as brazing, 
soldering, preheating and hard surface 
ing. Two models are available, one for 
14-in. carbons and one for %-in. cat 
bons.—Cesco Products, Inc., Chicago. 
—Mutt Suppuies, January 1947. 
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( onstant, careful 
| through every 


ilacture assures 


ince, safety and 


ncer Wire Rope. 


HOW TO PROLONG ROPE LIFE 
AND LESSEN ROPE COSTS... 


Thousands of wire rope users—old hands and new 

have found “Know Your Ropes” of inestimable value 
in lengthening life of wire rope. Contains 78 “right and 
wrong” illustrations, 41 wire rope life savers, 20 dia- 


grams, tables, graphs and charts. 





For your FREE copy, write 
Wire Rope Sales Office, Palmer, Mass. 


Cc F. ’ WICKWIRE SPENCER STEEL DIVISION WV) 
& gaa 
NY The Colorado Fuel 4 Iron Corporation 
THE CALIFORNIA WiRE CLOTH CORPORATION 


EASTERN GENERAL SALES OFFICE EXECUTIVE OFFICES WEST COAST OFFICES 
361 DELAWARE AVE., BUFFALO 2, N. Y. CENVER 2, COLCRADO CAKLAND 4, CALIFORNIA 
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DRILL PRESS TYPE 


dozen lots to most of your regular customers. 
HEINRICH 
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. see how it speeds 


. how it can be used to 


See for yourself the great sales possi- 
bilities in the Heinrich ‘“‘Grip-Master” 
—the amazing new screwless vise. 
Write today for folder that gives full 
facts on its simple construction and 
cut jig and fixture costs up to 75%. 


easy operation . . 


production .. 
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/ KY} way through. The extra wide 
Di 7 i 7 jaws not only give you larger 
; fO{ My « bearing surfaces but permit 


square threaded operating 







These Union Independent 
Chucks are giants all the 





screws of larger diameter. 




















The exclusive Union Duplex 
Thrust for increased thrust area gives greater wear 
resistance, longer service and increased gripping power. 
Special tough steels contribute the strength and wear- 
ability required by these parts. Complete specifications 
are givenin our catalog Number 61 which describes and 
pictures the broadest line of chucks in the world. Write 
for a copy today, or present any chucking problem 
you may have to our Engineering Department. 


UNION MANUFACTURING COMPAN 
304 Church Street New Britain, Conn., U.S.A 
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types available: 


302, 303, 304, 347, 416, 420, 431, 440. Rounds, hexagons, 
Also fair quantities of stainless steel tubing at about 50% 
discount from net mill prices f.o.b. location. 


xk 


Orders not accepted for less than 5000 Ibs., except 
where the inventory of any individual item is less. 
The material offered is subject to withdrawal prior 
to shipment. 


RESERVE FOR PRIORITY CLAIMANTS—This material is offered 
for sale in the following sequence as provided by law: 
(1) Certified Veterans of World War II; (2) Subsequent 
priority claimantsin proper sequence; (3) Non-priority pur- 
chasers. Federal agencies have had opportunity to fulfill 
their needs. Veterans of World War II should apply to their 
nearest War Assets Administration certifying office for 
certification. The case number shown on the certification, 
the date of the certificate, and thelocation of the certifying 
office must be stated in a veteran's offer to purchase. 
Stainless Steel is available for export. Any question on 
export control should be referred to Office of International 
Trade, Department of Commerce, Washington, D. C 
























FOR TOP QUALITY BARS AND PLATES 
IN PRODUCTION-RUN QUANTITIES 


Think of it! Here’s the steel you need now—priced far 
below mill prices. Warehouses must be cleared quickly 
for other surplus. Hence this amazing bargain today. 


At this price you can afford to stockpile even against 
next year’s requirements—for these savings will pay 
storage and interest charges over a long, long time. 


Order today from any War Assets Regional Office. But 
for quickest delivery and less risk of disappointment, 
order from these offices which have the stock on hand: 


py ey ey | GOVERNMENT 
ham « Boston + Charlotte + Chicag ; OWNED 

Cincinnati + Cleveland « Dalles a 4, 
Denver + Detroit + Fort Douglas, Utah . y Richmond « St.Lovis « San Antonie 
Fort Worth - Helena + Houston: Jackson- San Francisco + Seattle « Spokane 
ville « Kansas City, Mo. « Little Rock Tulsa 157-10 


J Los A +Lovisvilles Minneapolis 
/j Nashville + New Orleans + New York 
Omaha « Philadelphia « Portland, Ore. 
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The Publisher's Page . . . where the views expressed are his own 


PROFITS—AS YOU LIKE THEM 


with budgets, I’ve become allergic to figures. To con- 

found the allergy, Comptroller Wynkoop, “Dutch” to 
those who know him, tells me I’m sliding tight on the expense 
side. That’s Navy for close budgeting (which they never do). 
but, in strict accounting terms, means lousy figuring. 

It’s right gentlemanly of “Dutch” to kick at my brains 
through my pants but, of course, he is kind of new in this 
Comptroller job and it won’t be too long before he joins the 
experts who can not only louse up, but two time figures. 
In the best accounting circles it’s known as the figures game. 

The figures game is taking the other fellow’s figures, add 
ether, throw out your chest and announce that two and two 
is either three or five. If you can’t follow him you’re dumb 
and if you do you’re nuts and, anyway who gives a d—m 
what time it is seeing it will soon be half past and you can’t 
make a profit if you wait till four o’clock. Any cost account- 
ant or auditor with two years experience can take your pants 
off at the figures game, no matter what time it is. 

To repeat, I’m allergic to figures and now that we all agree 
that somewhere along the line profits and figures have some- 
thing in common, depending on whose figures, let’s talk about 
profitable lines. 

A while back a distributor got all wound up on the subject 
of making money. We had been discussing the reason for 
being in business and after licking our chops over all the 
fun there was in it, one or the other of us mentioned profits. 
After telling me that distributors necessarily looked on the 
word profit as an arbitrary term concocted by someone who 
could add, but had only a speaking acquaintance with sub- 
tracts, he told me the story of his super-line with profits 
added. “There’s a line,” he told me, “a line I make real 
money on.” 

“T’ve had this line for about a year,” he said, “and it’s a 
natural if I ever saw one. The margin is good, easy to han- 
dle in and out of stock, doesn’t take up too much warehouse 
space and easy to sell. The salesmen took to it quickly and 
have never failed to push it on every call. You see, the 
inventory investment is fairly high but the turnover is fast. 
It’s the kind of line I wish I had more of—a real profit 
maker!” 

Sure sounds good, I told him. Anyway, you and your or- 
ganization seem really in the groove on it. Do you use it as a 
leader to sell other lines? Must be a swell door opener for 
your salesmen? 

“Well, I wouldn’t say we use it as a leader for other lines. 
It’s such a natural and you can sell it everywhere so we never 
fail to push it.” 

Do you have other lines you push on every call? said I 
in a dumb sort of way. 

“I suppose so, but this one the boys go to town on. Of 


He RECENTLY spent some sixty hours messing around 
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course, they don’t neglect the other lines. If someone wants 
our other lines, we’ve got them and you can bet we never 


overlook a possible sale if anyone needs something.” It says” 


here! 

Then you're satisfied that your other lines, or some of 
them, are being properly handled and you're getting your 
fair proportion of business on them the same as on this 
super-line? 

“Yes, I guess so. Of course, there is most always an order 
for this line and that’s all we might get; but, you can’t miss 
on it if you just push it and we get orders on other lines, 
too. 

Tell me, I said, how about the selling cost on this line, 
The way you push it, you must charge a goodly percentage 
of sales cost against it? Must be a big margin to stand 90 
much selling costs? Sure helps the profit on the lines you 
don’t push—charging so little sales cost against them? You 
must be doing pretty well right across the board! 

“Hey, wait a minute, you’re ahead of me,” he said, “I don't 
load that line with selling expense. Why should I? It’s all 
in the day’s work as far as the salesmen are concerned. They 
have to make the calls anyway. I charge sales expense same! 
as I charge overhead, no favorites.” I quickly agreed it 


a novel idea and had no place in the discussion about t 7 


profitable line. Be 

Now, tell me about delivery? You evidently make a it 
of deliveries on this line and you do a lot of moving out 
stock? All you have to tell me is that you check charge 
carefully on this line to be sure it gets socked with it’s proper 
share of these expenses, and, the story will be perfect. © 


“Say, look,” says my friend, “the figures say this line # 


my most profitable line—why get so technical about it. The 
are my figures and if anyone else wants to use them and los 
money that’s his lookout. I still say I can make a lot more 
money out of this line cause figures don’t lie.” Well, he had 
me there cause I know you can’t beat an expert at this 
figures game. 


Like my friend, I can’t make sense out of all this careful : 


figuring on what percentage you should charge to what when 
the idea is to show a profit where you want it. Here you 
have a good friend and why should you get fussy about 
charging him with a fair proportion when you can sock it 
against a couple of other guys you just happen to know and 
they don’t expect any favors anyway. Take an expenst) 
account, as an example. Meals you like, but, do you charge} 
tips against that expense? Of course not! You enter tips 
under “other expenses,” add meals and tips and enter undé 
entertainment. That always leaves the meal column as # 
comfortable profit—as if you and the boss didn’t know. 
P.S. I forgot to ask my distributor friend why he foole 
around with other lines! A. M. MORR 
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PARALLELS 
MACHINE PARTS 
SHIMS 

PUNCH DIES 


TEST GAGES 
SNAP GAGES 
TEMPLATES 
CUTTERS 


EVEN MORE CONVENIENT... 





Always a popular item, Starrett Precision Ground Flat Stock 
now has double the sales appeal. It not only saves time on 
countless jobs of making templates, test tools, gages, dies, small 
parts and miscellaneous pieces but provides the right kind of 
steel for the purpose and hardening process used. 


Made in 18 inch lengths in widths from 1 to 6 inches and in 
thicknesses from a sixty-fourth to an inch or more. The two 
flat sides are precision ground parallel and straight to within 
.001 inch of size. Ends are machined square and sides are 
ground parallel and square. Each piece is individually wrapped 
for complete protection and clearly identified for storage and 
selection. 


Many shops buy Starrett Precision Ground Flat Stock in 
quantity and keep frequently used sizes in their tool cribs. 
Others buy it regularly as needed. Either way it’s a profitable 
item for you. New folders give complete information, prices 
and sizes. Write for copies. 


THE L. S$. STARRETT CO. - ATHOL - MASSACHUSETTS - U.S. A. 





World’s Greatest Toolmakers 
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SPECIAL MANGANESE NIC 
SHIELDED ARC ELECTROD 


A premium electrode with an extrut 
coating, developed to produce a 


to 14% manganese nickel weld 
deposit with a medium carbon conte 
Successive beads may be deposited 
out danger of underbead cracking 
skip welding technique unnecessary, 
uniformly high quality electrode—pre 
by rigid laboratory and field tests. 


oa MANGANESE NICKEL 
ay ' SHIELDED ARC ELECTRODES 
a Produces a standard 12% to 14% maw 

ganese nickel weld metal deposit with 
carbon content of .90 to 1.00%. 
ing applied by the extrusion proc 
resulting in greater uniformity and 
perior welding characteristics. 


For SpeciFic INFORMATION MANGANESE NICKEL 

BARE ELECTRODES 

; Same analysis as shielded arc electrodi 
or any other of the PAGE wide Useful for railroad track work and appl 
cations where appearance of weld me 
deposit is relatively unimportant. 


about these new electrodes— 


range of electrodes and gas 
welding rods—get in touch 
with PaGE. 
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([: co Monessen, Pa., Atienta, Chicago, Detroit, Denver, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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